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HOME PAGE
Within the Home Page have access to...
    R Online Sales Skills Assessments to create your  
                Training Development Plan
     R Downloadable Sales Training Library  written in 
                Microsoft Powerpoint, Word or Excel
     R Sale Skills Testing Area that allows users to answer 
                questions on courses they have attended
     R Sales Function Audits to benchmark yourself against best in class practice 
     R Customer satisfaction surveys that allow you to survey internal and external customers
     R Mini-forum chat box to answer any questions you may have with a sales mentor
     R Newsletters, Articles, Quick Top Tips and Recommended Resources

Sales Process Audits
At the heart of any organization lies its processes and by 
assessing the company's processes against best in class, it 
is possible to establish a maturity pro�le for a particular 
process and gain insight into how close it is to the ideal. 
This process provides a basis for charting the company's 
progress towards best in class performance.
Our Sales Process Audits are based on the EFQM Model.

jSales Process Audits are an ideal way to start 
looking at the development of your sales function.      
They clarify strengths & weaknesses  - helping you 
prioritise your development focus.
In addition you can easily design, create, edit and    
upload new audits

j
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Sales Skills Assessments

kSales skills assessments allow you to under-
stand  strengths and development needs of an 
individual. Assessments cover all sales skills from  
customer service, account management and new 
business  through to sales management and sales 
leadership. 

k

Sales Skills Tests
To deliver maximum bene�t from training, it is vital 
that delegates are able to embed the knowledge 
learnt into  their sales roles

After users have taken a course, the test area allows 
them to answer questions online 

lSales skills tests to evaluate new knowledge      
that is learnt during the sales training process.  
Managers can then review, pass and fail their 
responses and the results can then go towards 
sales quali�cations. 
 e.g. Growth Engineering Quali�cations / Internal 
 Quali�cations / External Degree Quali�cations

l

In order to make development relevant to an 
individual it is vital that any training they are given is 
bespoke to their skills and knowledge level.
Our sales skills assessments allow you to create 
individual training paths for all areas of your sales 
function, however di�erent the sales roles may be.
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Surveys
The proof of true development is whether your custom-
ers think you are improving. Our survey tool allows you 
to easily survey external and internal customers to �nd 
out what they think of your product and service delivery. 
Surveys can be done via email or via the phone; our 
dashboards provide easy management of survey data. 
Results can be exported into Excel for further manipula-
tion.

m An area which allows companies to solicit and 
manage the feedback they get from their internal and 
external  customers. New surveys can easily be uploaded 
edited or deleted

m

Sales Training Library
The Sales Development Zone is the most extensive 
sales training library on the market today. The full 
library has over 150 courses and is continually expand-
ing. All materials are written in Microsoft Powerpoint, 
Word or Excel. 

jSales Training
Sales Skills
Within this set of sales training courses the material 
ranges from customer service skills, telephone based 
selling, face to face selling and complex / strategic 
selling techniques.   In addition  courses help sales 
individuals improve the e�ciency and e�ectiveness of 
the sales pipeline process management and territory 
management. There are training modules suitable for 
every level and experience ranging from someone 
joining a sales role for the �rst time (Level 1) through to 
an experienced sales person (Level 2)
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Sales Management
The courses in this section contain sales training mate-
rials that  cover every part of a Sales Managers role. This 
ranges from the hiring of sales people, the induction of 
sales people, the motivation and retention of sales 
people and dismissal of sales sta�.  In addition it covers 
how to conduct successful sales meetings and how to 
e�ectively mentor and coach sales sta� to improve 
sales performance.

Sales Operations
The  modules in this section are sales training courses 
that can help sales leaders and sales managers to 
improve visibility and accountability throughout the 
entire sales and customer lifecycle process.  Many of the 
training courses look at quality process techniques 
including the lean and six sigma tool sets which allows 
sales leaders and sales managers to improve the focus, 
e�ciency and e�ectiveness of sales activities.  In addi-
tion,  this set of sales training courses cover sales and 
customer relationship technologies, how to implement 
and use them e�ectively to deliver greater transparency 
and sales results.

Sales Strategy
The courses in this section are aimed at helping sales 
leaders and managers to put together e�ective strategies 
for their sales operations. They cover subject areas that 
include :- 
    RWays of increasing sales pro�tability 
   RSales force structure
   RCompetition and customer analysis
   RProduct and new market entry strategies
   RDeveloping and implementing new strategies
The courses in this section are written for Growth Engineer level 3 (Sales Managers) and Growth 
Engineer level 4 (Sales leader i.e. Sales Director or MD)

The courses in this section are written for Growth Engineer level 3 (Sales Managers) and Growth 
Engineer level 4 (Sales leader i.e. Sales Director or MD)

The courses in this section are written for Growth Engineer level 3 (Sales Managers) and Growth 
Engineer level 4 (Sales leader i.e. Sales Director or MD)
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j

Speak to a Mentor
This will feature a short mini-forum chat box of ques-
tion to answer relationships

Sales Quali�cations
jGrowth Engineer 1: Starter

kGrowth Engineer 2: Sales Person

lGrowth Engineer 3: Sales Manager

mGrowth Engineer 4: Sales Leader

lSales Templates
The following sales templates will help sales sta�, sales 
managers and sales leaders to easily and quickly imple-
ment many of the ideas they will have covered in the 
training courses. Designed in Microsoft Word and 
PowerPoint for easy implementation and customisation

kSales Tools
The following sales tools will help sales sta�, sales man-
agers and sales leaders to easily and quickly implement 
many of the ideas they will have covered in the training 
courses. Designed in Microsoft Word and PowerPoint for 
easy implementation and customisation

k l mj
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Pricing
Use of the www.sales-development-zone.co.uk is 
via subscription, the subscription is paid 6 months 
up front, the remainder over the following 11 
months. There is a an initial set up fee of 2 months 
subscription, which is charged up front. The price 
of subscription is dependent on number of users 

Newsletter Sign-up

Articles & Links
Sales Articles on how to improve sales performance

Covering Sales Strategy, Sales Operations, Sales 
Management and Sales Skills, monthly articles with 
impact. O�ering practical real world advice on how 
to improve sales.


