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“Everyone lives by selling something.” 

Robert Louis (Balfour) Stevenson, Scottish Author & Poet, 1850-1894 

 

Last month, we began a series that will focus on what you can do to coach your 
people to better sales success. Each month we will focus on a new tactic to 

implement with your sales team.  Effective sales managers are continually asking 
themselves: “How effective am I in helping my people reach their goals?” If you 

manage people who are expected to sell, one of your jobs is to help them improve 
their skills and behaviors.  
 

In January we focused on Coaching Skill #1 Debriefing Sales People. An effective 
sales coach is constantly debriefing those who are expected to produce at every 

stage of client development before and after calls:  throughout the initial phone 
call, first appointment, presentation, follow through and close.  As a sales manager, 
you must have real-time knowledge about how your people are performing. 

 
This month I will teach you how to make the most of joint sales calls.   

 
Sales Coaching Skill #2:  Is Effective on Joint Calls 
 

Unfortunately, by the time a manager usually attends a joint sales call, it is at the 

capabilities or closing presentation. Though attending these meetings can be 

informative, there is little that can be done to help sales people close more business 

this late in the process.  This is like coaching a baseball team by showing up in the 

final inning instead of being present for the entire game.  Showing up late will let 

you know outcomes but not how the game developed.  Knowing how the sale 

developed is essential to effective coaching. This is why observing sales people in 

action throughout the entire process, is so important.   

 

There are critical components to effectively observing sales calls.  First, schedule 

these calls with your sales people.  Do not wait for them to schedule.  Be proactive 

and select the calls to join.  Secondly, observe the sales person during the call.  Be 

present during different stages of the process so you know how the sales person 

opens, nurtures and closes a sale. Do a pre-call, role-playing and asking pertinent 

questions, before the meeting so that the sales person is prepared and so that later 
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you can listen and absorb what is happening on the call.  Make sure that the sales 

person is prepared to conduct the perfect sales meeting because you will be there 

to observe.  During a joint call, the coach’s role is defined as supportive, not as 

main character.  This means that when you are on a joint call, you must let the 

sales professional run the meeting. Let him or her make mistakes so that he/she 

will learn.  If you “rescue”, this will not happen. 

 

That being said, you probably wouldn’t let a sales person blow the sale of a lifetime.  

However, you should not ask a critical question that the sales person has neglected 

to ask.  If you think you must assist, address the sales person with a question.  As 

an example, if the sales person has forgotten to get clarity on the decision-making 

process, you should ask him or her about it. This would sound something like – 

“Mary, I must have missed this in the conversation – what is the decision-making 

process?” 

 

Conduct the post-call debrief as soon as possible after the call. First, ask the sales 

person how he/she thought the call went.  Listen and take notes.  Compare his/her 

comments with your own observations. From there, share your insights about the 

sales person’s performance.  Then schedule a one-on-one meeting to outline 

specific next steps and to develop an action plan that will address the “choke 

points” that were demonstrated. 

  

You can access Tony’s entire eBook 9 Keys to Sales Coaching Success on this link 

below. Make 2013 your year to become an even more effective sales coach! 

 

9 Keys to Successful Sales Coaching eBook 
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