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Program Summary

progressive customer focussed mindset, leadership style and improve sales
force performance with effective structuring of teams. The program further
enables leaders to constantly motivate and coach sales teams in new and
evolving business environments and understand how to manage adversity
through agility.

LEARNING OBJECTIVE
Structuring a winning sales force strategy
to navigate the new environment
Frameworks to diagnose and address sales
issues
Designing hiring and retention strategies
to adapt to changing times
Changing role of the salesperson and
digital channels to meet customer
expectations
Designing incentive structures and R&R to
motivate sales channels
Effective leadership styles to lead change
Agile sales practice
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How to manage change and surmount

Measurement Metrices

Arnab has co-founded Learning Soil Edu
which is his initiative in the field of
Education, Learning and Development
formed with the vision to bridge the gap
between academia and the industry.

PEDAGOGY & METHODOLOGY
Experiential learning through interactive
management lectures, storytelling, and
case studies
Group task / Break-up room tasks (in case
of online)
Group discussion and presentation
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