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BUSINESS DRIVERS 

BUSINESS PLANNING

KEY SUCCESS FACTORS

9/10
Found the training to 
be valuable

9/10
Agree that the training 
will benefit their 
business

92%
Of the class engaged, 
exchanged ideas and 
participated

9.8/10
Facilitator 
performance 
score

Business 
planning 

workshop

18 weeks

Engagement, 
readiness & 

planning

Manager 
Coaching  
workshop

Managers’ 
Virtual 

Coaching

Managers’ 
Virtual 

Coaching

Managers’ 
Virtual 

Coaching

Managers’ 
Virtual 

Coaching

Volatility in the market place is 
high. Change and competition 
are becoming more effective 
and the workload on the sale 

force is becoming greater.

Key drivers for the program 
are to help the sales force 
prioritise and make smart 

decisions on where to focus 
and who to focus on.

Desired outcomes are more 
quantitative sales funnel, 

particularly focused on the 
longer term, and ultimately, 

increased market share.

High level of 
sponsor engagement1 Supported by sales 

manager commitment2 Follow up Cadence3
Application focused 
workshops 4 Alignment with tools 

and processes5

“People are working differently as a result of the 
program” 

“There have been quantitative changes as well as 
qualitative ones”

“People are following the structure and 
methodology”

“Operating mechanisms are in place and are being 
followed”

“There have been quantitative changes”
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