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BOOSTS REPS'
CONFIDENCE
AND REFERRALS

by Michael Giudicissi, guest editor

here are almost too many options when it
comes to sales training in the home care indus-
try. The choices can be overwhelming and
confusing: Seminars, inservices, off-site train-
ing, web-based learning, books, CDs and tele-seminars.

And in truth, each of these can be a valuable part of
an effective sales training program. But you won't really
knock it out of the park until you invest some time and
money in a training method that your counterparts in
finance, technology and other industries have been using
for years: Direct sales coaching. It's the only method that
provides the individual support and focused attention
that many sales reps need to succeed in the competitive
home care market.

Just consider one of my clients, whose top sales rep was
struggling just to achieve 80% of his annual sales quota.
Throughout 2006, the rep had worked hard and performed
what seemed to be smart sales activities, but just couldn’t
deliver the referrals his bosses expected.

So the agency offered him an intensive 6-week
coaching effort, which he readily accepted. The program
consisted of weekly phone coaching sessions, scrutinizing
his activities and results, along with strategic planning dis-
cussions for each account. His activities were followed by
electronic sales tracking and planning tools, and reviewed
each week as well.

After the sessions concluded, the rep not only reached
his goal, he exceeded it, regularly bringing in 150% of his
expected quota.

In this special report, | lay out the most important tips
and strategies that have earned my clients similar
success—so you can create a top-notch coaching program
of your own.



