Sales Enablement Master Class
Meeting Notes
December 10, 2024

In this recent Sales Enablement Master Class, we had a warm welcome for two new members,
adding new voices to our enriching discussions. We started by reinforcing the ground rule that
what’s shared in our session stays within the group, ensuring a safe space for everyone to open

up.

The session sparked interest with one member sharing her positive experiences with
improvisation techniques in training. It’s apparent these methods not only make the sessions
more engaging but also memorable, a tactic we’re keen to explore more.

As the conversation shifted to our upcoming Sales Kickoff (SKO), the group consensus was
clear: defining precise goals for the SKO is vital. We discussed the importance of not just what
happens during the event, but how we sustain the momentum afterward. Ensuring that our teams
can internalize and apply their new knowledge is key, and we brainstormed ways to make that
happen.

We talked about setting the groundwork before SKO with pre-training materials to maximize our
time during the actual event. Integrating interactive components like role-plays and real-life
scenarios was a popular idea, aimed at breaking the monotony and enhancing engagement.

The role of sales managers came up as a crucial element. Their active participation is necessary
not just during SKO but in the ongoing process of reinforcing the training. By involving them
more deeply, we can ensure that the insights and strategies from SKO are continuously applied
and that any new practices are fully integrated into daily routines.

Key Takeaways from SKO Planning Discussion:

e Goal Setting: Clearly defining what we want to achieve at the Sales Kickoft is crucial
for effective training.

e Post-SKO Strategy: The consensus is that learning shouldn't stop at the event. We need
a solid plan for ongoing reinforcement to ensure the sales team internalizes and applies
what they've learned.

We wrapped up with a commitment to not only deliver an informative and engaging SKO but to
follow it with structured, supportive activities and check-ins. This approach will help cement the

learning and ensure it's being applied effectively in the field.

Action Items:
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e Preparation: Create pre-event materials to set the stage for SKO, ensuring everyone
comes prepared.

o Interactive SKO: Incorporate interactive elements like role-plays to keep the event
dynamic and engaging.

o Follow-Up: Plan post-event activities and regular check-ins to reinforce learning and
adjust strategies as needed.

o Engage Managers: Sales managers should be actively involved, both in reinforcing SKO
teachings and supporting their teams.

Our discussion was rich with insights and shared strategies, setting a collaborative tone for how
we can make our next SKO not just a temporary boost but a lasting step forward in our sales
enablement efforts. Looking forward to our next gathering to build on these ideas and see how
they've been implemented!



