
PROCESS
A company’s sales process defines the 

steps required to align corporate goals, 
generate and win opportunities, and 
expand relationships. Richardson’s 

training programs, advisory services, 
and tools provide the strategies and 
skills required to effectively execute 

sales process. 

PEOPLE
Providing sales management with the 

strategies and skills to select, lead, and
manage their teams is a key area of 
focus for Richardson. Our programs 
and consulting services build the skills 
of managers at all levels to support 
their teams to deliver results.

DRIVE YOUR SALES RESULTS.

Richardson’s comprehensive sales and sales management curriculum, consulting services and tools are aligned with the point of view 
of a sales leader and the critical success factors that lead to results – Process and Skills, People, and Enablement. Our Sales Performance System 
has been developed and is continuously being refined based on 30+ years of working with industry-leading sales teams and our identification 

of the replicable best practice processes and behaviors that distinguish world-class sales organizations. 

ENABLEMENT
We enable the solution that supports your business by embedding tools and skill development in the work stream where your 
teams can access knowledge, reinforce learning in their every day work life, and measure the return on training investment. 
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Sales Performance Advisory Services
discover, plan, execute

Sales Process Mapping
Sales Metric Development
Infrastructive Modeling
Pipeline Advisory
Sales Performance Improvement Planning
Talent Auditing

PROCESS
Generate Opportunities  —  
strategize, target, prospect, validate, connect

Territory and Pipeline Management
Strategic Prospecting
Time Management
Social and Business Networking
Selling through a Channel Partner

Win Opportunities  —  
plan, explore, present, negotiate, close, execute

Consultative Selling Skills 
(face to face and phone)
Advanced Consultative Selling 
Selling to Executives
Creating Cross-selling Opportunities
Team Selling
Winning Sales Presentations
Consultative Negotiations: Strategies and Skills
Pursuit Management
Real Deal Coaching
Telephone selling 

Manage Relationships  —  
service, collaborate, anticipate, advise

Leading a Relationship Review
Service to Sales
Internal Partnering and Collaboration
Leading Virtual Teams
Exceptional Customer Care 

Expand Relationships  —  
strategize, leverage, partner, execute

Become a Trusted Advisor
Strategic Account Management 
Sales Accelerator
Key Account Networking
Gaining Referrals
Accessing Decision Makers

Select  —  
identify, assess, interview, hire

TalentGuage: Selection Profile
Talent Onboarding

Lead  —  
organize, strategize, focus, role-model, motivate

Sales Leadership
Lead through Change
Coach the Coach
High Impact Speeches
Sales Process Consulting

Manage  —  
select, develop, coach, evaluate, reward

Coaching for Sales Results
Motivating High Performers
Coaching Problem Performers
Remote Coaching
Frontline Manager Boot Camp
Managing the Funnel
Leading Effective Sales Meetings
Performance-based Interviewing
Sales Competency Development

Measurement  —  
focus, validate, monitor, progress

SkillGauge
KPI development
TalentGauge
Pipeline Evaluation

Reinforcement  —  
embed, sustain

One-on-One Reinforcement 
(Start Selling/Coaching™)
Sales Support Portals
Business Critical Coaching
Product Selling Skills and Tactics
Product Profiles

Technology  —  
embed, sustain

CRM-enabled Planners (SalesCallPlanner™)
Diagnostic Assessments (SkillGauge™)
-  Coaching, Sales, Negotiations 
SalesForceOptimizer™
Opportunity Accelerator

PEOPLE ENABLEMENT
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