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Its easy to get swept up in the latest sales fads especially when comparing sales training programs for your team. Whats the latest tactic everyone is learning about? How do you train your team on the techniques that edge out the competition? But it shouldnt be about fads. As a straight-shooter from Boston, Im all about setting clear goals when it
comes to choosing the best program for you not chasing fads. Maybe youre looking for a training program to help you improve specific sales tactics. Or perhaps youre hoping to learn an entirely new sales methodology or gain a certification. Whatever your goals, finding a program that will help you tackle them head-on is key. In the spirit of
transparency, here are the training programs I think will make the biggest impact for sales organizations. Attend the Sales Cloud Keynote at Dreamforce and learn how the #1 AI CRM can enhance your entire sales strategy, from pipeline to paycheck. Sales training is the process of teaching salespeople how to sell more effectively. It includes
developing soft skills, like understanding customer needs and maintaining relationships, and hard skills, like presenting products or services and closing deals effectively. Organizations often invest in sales training programs to boost sales success and grow the business.Sales training spans several key areas. It begins with broad strategies that guide
the entire sales process and provides a framework for engaging with prospects. Then, tailored focused, actionable guidance is delivered to drive specific outcomes or address skill gaps. Here, reps are given resources and taught actions to use in particular sales situations. The final layer of sales training is personalized coaching and feedback from
managers. This is meant to reinforce training, pinpoint areas for improvement, and identify where reps are excelling. (Back to top) With effective training, new reps get the guidance they need to dive into sales activities with confidence and find success quickly. For veteran sales professionals, training provides opportunities to sharpen their skills,
increase their industry knowledge, and ensure their sales approach remains competitive and impactful. A good sales training program should empower your reps to become even better at what they do. Well-trained reps are not just generally more skilled, theyre more effective sellers. After completing training, you could start to see some of the
following benefits: Competitive edge: When youre proactive about providing training on industry trends, new sales strategies, the latest tech, and how to improve specific areas of your business, it gives your team the skills they need to stay agile in a highly competitive field. By offering key training opportunities like how Al can be used to improve
workflows your team can stay ahead of the curve and on top of their game. Confidence: Sales training can boost confidence and give your reps a leg up when it comes to trickier parts of the job like fielding objections, navigating long sales cycles, and building relationships with customers. The right training can give your team the tools they need to
feel confident handling whatever comes their way and thats a win the whole team. Growth and retention: Sales training is not just about mastering skills. It also helps build a culture of continued learning and growth within your organization. Thats why improving sales training and enablement is a top retention strategy for sales leaders, according to
our State of Sales report. Offering training opportunities for your team sets the expectation that theres always more to learn and that youre invested in reps success and personal development. Look for options that address your teams needs. The key is not just to look for a catch-all solution but to understand your sales process intimately and identify
where youre facing the biggest hurdles. Consider weak areas you want to improve, unique challenges youve encountered, and goals you hope to achieve. Whether its refining the prospecting phase, enhancing negotiation skills, or integrating new technologies, the focus should be on addressing specific skill gaps.When evaluating options, consider:
Format and accessibility: Decide between online, in-person, or hybrid formats based on whats most convenient and accessible for your team. This choice is crucial for ensuring high participation and engagement rates. Focus areas: Ensure the program covers areas that address your teams specific challenges and goals. From negotiation strategies to
leveraging Al in sales, the curriculum should be relevant and practical. Price and investment: Consider both the upfront costs and the potential ROI of the program. Its not just about the price tag but about the value it brings to your teams performance and overall business outcomes. Certifications: While not always necessary, programs that offer
certification can help with professional advancement and provide additional motivation and prestige. (Back to top) With so many different sales training options to choose from, finding the program that aligns with your teams unique needs can be overwhelming. The key is to define your success criteria. Once you know what success looks like (i.e.
goals you want to achieve), youll be better equipped to choose the best training program for the job. Here are 22 sales training programs worth considering: Salesforce offers a certification path designed for sales professionals who want to excel with a customer-centric approach to sales. This program is ideal for developing skills in customer
communication, research, discovery, team selling, value selling, and account planning and strategy. Why you should consider it: As the worlds leading CRM platform, Salesforce has unmatched expertise in sales strategies and CRM utilization. Location: Online learning, with options for proctored exams either at a test center or remotely Focus:
Salesforce platform proficiency, common sales methodologies (like the customer-centric methodology, alongside sales pipeline management in Sales Cloud) Format: Self-guided online learning on proprietary platform Trailhead. A proctored exam for the certification (see below) can be taken on-site or online. See the exam guide for recommended
training resources and additional format details. Price: Trailhead is free for anyone to use. The Salesforce Sales Representative Certification exam costs $200 plus applicable taxes as required per local law. Certification/diploma: Salesforce Sales Representative Certification Additional details: Best suited to individuals with six months to three years
experience as a sales representative, aiming to enhance career opportunities Bottom line: This program is for individuals who want to advance their sales career via customer-centric selling techniques with the help of the Salesforce platform. Dale Carnegies Sales Training program focuses on relationship-building techniques and effective selling
strategies. It incorporates principles from How to Win Friends and Influence People by Dale Carnegie, aiming to enhance sales performance through improved customer engagement and relationship management. Why you should consider it: The organization has a decades-long reputation in professionaldevelopment in sales with an emphasis on
enhancing interpersonal skills and sales strategies. Location: Both in-person sessions in major cities around the world and online options; check website above for details Focus: Interpersonal skills, relationship building, and sales strategies Format: Available in various formats, including live online and in-person sessions Price: Costs range from
$1,000 to $1,800, depending on location Certification/diploma: Multiple certifications available, depending on your focus Bottom line: An ideal training program for sales professionals aiming to enhance their selling approach through better communication and relationship-building skills Sandler offers a sales training program thats based in ongoing
discovery as a means to uncover your prospects motivation, budget, and decision-making process. The program covers everything from starting conversations with potential customers to sealing the deal. Why you should consider it: Sandler has done extensive research in sales practices and behavioral change to inform its sales training. Location: In-
person and virtual courses Focus: B2B selling processes, especially discovery as an ongoing tool in the sales process Format: Virtual and in-person formats Price: Between $1,000 and $3,000; contact for details Certification/diploma: Offers sales certifications Additional details: Training includes six key sales areas, including sales training, prospecting,
sales leadership, account expansion, personal and professional growth, and customer success Bottom line: Focuses on changing behavior and forming good sales habits for lasting results, uses research-based methods, and covers the full sales cycle. Great for teams looking for a deep dive into sales strategies with ongoing support. (Back to top)
Marcus Chan and Venli Consulting Group offer a dynamic sales training program designed to double sales results within 90 days. Their approach focuses on sales fundamentals, personalized coaching based on call reviews, and implementing systems for predictable success. Why you should consider it: Before becoming a sales coach, Marcus spent 14
years in corporate America, where he consistently ranked in the top percentile, winning multiple Presidents Club awards and earning 10 promotions. Focus: Fundamental sales skills, overcoming bottlenecks, and growth acceleration Location: Portland, OR; global services available online Format: Classroom and virtual facilitator-led training with
executive call review Price: Book a strategy call for details Certification/diploma: Certificate of completion Additional details: Tailored to individual and team needs; they claim over $750 million in revenue generated for clients Bottom line: For sales professionals and teams looking for a proven, personalized approach to rapidly increasing sales
performance and revenue using sales and leadership strategies My sales training offers extensive, customizable programs designed to meet the diverse needs of sales teams. My programs focus on practical techniques, high-quality engagement, and strategic sales execution. Why you should consider it: Not to toot my own horn, but Ive trained some of
the fastest-growing sales organizations in the world, including Salesforce, LinkedIn, Box, Slack, Amazon, and Zoom. My goal is to change the negative perception of sales because, when its done right, its one of the greatest professions in the world. Location: Flexible online and onsite options Focus: Boost sales team effectiveness with strategies for
the full sales cycle, emphasizing integrity and logical selling Format: Depending on your organizations needs, I offer several options:JB Dedicated: Customized for large teams (with coaching) JB Flex: Focused sessions on signature courses for specific needs JB Team Membership: Annual access to ongoing training and resources Price:]B Dedicated:
$30,000 (remote), $40,000 (onsite in the US), $50,000 (onsite internationally) JB Flex: $25,000 for 50 reps JB Team Membership: From $7,500 for 15 reps to $25,000 for 50 reps Certification/diploma: Participants can earn certification for completing signature courses, included in training packages Additional details: Signature courses Filling the
Funnel and Driving to Close provide a structured framework for improving sales activities. Ongoing access to a content library and on-demand courses is provided, dependent on the training package. Bottom line: An investment for sales teams looking to upskill and drive performance Ian Koniaks Sales Coaching program is designed to improve
performance for B2B sales professionals, offering personalized coaching, comprehensive courses, and transformational strategies for individual and team success. With a focus on mindset, selling skills, and achieving sales quotas, Koniak offers 19 years of sales experience, including a notable track record at Fortune 500 companies like Salesforce and
Ricoh. He and his team guide participants toward becoming top 1% sales performers. Why you should consider it: With $100M+ in career sales under his belt, Ian help tech sales reps perform to their full potential in sales and life with world class coaching, courses, and community. Location: Primarily online; onsite training is offered for teams and
organizations Focus: B2B sales performance enhancement, sales mindset transformation, skill mastery, and quota achievement Format: Individual coaching, team training, online courses, and keynote speaking Price: Contact for details Certification/diploma: Contact for details Additional details: Offers weekly sales tips, draws on Ians $100 million+
sales record, and covers the B2B sales cycle comprehensively Bottom line: Provides a detailed path to sales excellence, suitable for individuals and teams who are ready to invest in sales training for real-world impact and professional growth (Back to top) LDK Advisory Services, led by Anita Neilsen, offers sales education, enablement, and
empowerment programs aimed at transforming sales teams into high-performing units. Rejecting one-size-fits-all methodologies, LDK focuses on customized solutions tailored to a teams unique culture and needs. Anitas 20 years of cross-industry experience have helped her develop a program based on understanding the root cause(s) of an
organizations challenges and providing a people-centered approach to growth and sales success. Why you should consider it: With over two decades of hands-on experience in B2B sales, Anita is a seasoned sales performance consultant, author, trainer, and coach. Her mission is to equip sales leaders and teams with the psychological principles
needed to steer buyers toward positive purchasing decisions. LDK Advisory is recognized among the top sales enablement consultants with a notable membership in the Forbes Business Development Council. Location: Based in Frankfort, IL; to learn more about in-person vs. virtual courses, reach out via her website above Focus: Custom sales
training and enablement solutions designed around the unique needs of B2B sales teams and their organizational culture Format: Tailored, one-on-one coaching solutions for sales professionals Price: Contact for details Certification/diploma: Contact for details Bottom line: For sales teams and leaders seeking a modern approach to sales training.
LDKs personalized approach incorporates psychology into sales strategies to provide a unique edge. Its well-suited for B2B sales teams that want tailored solutions for growth and improvement. RAIN Groups training covers a wide range of topics, from foundational sales principles and consultative selling to strategic account management, sales
prospecting, virtual selling, and sales negotiation. The training is modular and can be tailored to meet the specific requirements of an organization. Why you should consider it: Recognized for its expertise in sales research and insight selling, which focuses on gaining a deep understanding of customers to establish trust and rapport with buyers.
Location: Flexible, including online and onsite options Focus: Insight selling Format: Email, mobile app, online/virtual, and onsite; self-paced Price: Online courses are $199 per month Certification/diploma: Can earn certification upon successful completion Additional details: This program emphasizes the power of ideas to inspire buyers. Self-paced
learning is offered with assignments, tools, and downloadable resources. Bottom line: Focused on enhancing deal-closing skills. Ideal for sales teams seeking to improve their selling approach through fresh insights. Richard Harriss N.E.A.T. Selling Training and Reinforcement Program focuses on improving sales teams prospecting, qualification,
discovery, and negotiation skills. Its designed to increase pipeline quality, revenue, and forecasting accuracy to improve win rates and sales confidence. Why you should consider it: Richard brings over 20 years of technology and SaaS experience in sales training, operations, and sales leadership into his role as a sales consultant. Location: Available
onsite and online Focus: Empowering sales teams with the skills to better qualify deals, improve discovery, and accurately forecast while increasing net-new revenue retention Format: Four-week intensive program, combining virtual and onsite options; weekly coaching sessions for both sales managers and teams; customized based on team size,
market, and vertical Price: Contact for details Certification/diploma: Contact for details Additional details: Recognized by major clients like Google and Zoom for immediate and impactful sales training results; addresses the modern sales landscape, including strategies for managing teams remotely Bottom line: For sales teams seeking a tailored
training program to elevate their sales process. Particularly beneficial for organizations looking to implement a data-driven, results-oriented approach, while fostering a supportive team environment. (Back to top) Cherilynn Castlemans CGI Executive Coaching programs are designed to elevate the performance and confidence of sales professionals,
with a special focus on empowering women of color (WoC) in the sales industry. Her offerings include recruitment, retention, and elevation strategies, sales cohorts for women, personal coaching, and keynote speaking engagements. Why you should consider it: For 20-plus years, Cherilynn has been helping forward-thinking sales professionals and
small business leaders develop highly effective growth strategies and innovative go-to-market models. Shes helped solve their toughest sales, leadership, and culture challenges Location: Onsite options for keynote speaking available; to learn more, visit her website Focus: Recruiting, retaining, and elevating sales professionals, with a strong emphasis
on supporting women of color (WoC) to achieve leadership roles in sales Format: Individual coaching sessions for personalized guidance; sales cohorts and workshops for group learning; keynote speaking engagements for larger audiences Price: Contact for details Certification/diploma: Contact for details Additional details: Cherilynns book, Whats in
the CARDS? 5 Post-Pandemic Sales Strategies, is an excellent resource for modern sales strategies. Bottom line: For sales leaders aiming to boost performance and tackle high turnover by fostering a supportive environment based on DEI core principles Richardson Sales Performance offers a consultative selling workshop designed to enhance
collaboration with customers. Its training emphasizes a customer-centered approach and outlines the critical selling behaviors needed to improve outcomes and reduce the sales cycle duration. Why you should consider it: Specializes in consultative selling techniques, backed by years of experience in improving sales performance. Location: Online
Focus: Consultative selling and customer collaboration Format: Five four-hour virtual workshops via Zoom Price: Contact for details Certification/diploma: No Additional details: Includes assignments and interactive training tools Bottom line: Courses offer live instruction and interactive tools to enhance learning and application. The use of ineffective
and effective examples offers valuable guidance. Great for teams looking to improve their solution-selling approach through better customer collaboration. The Sales Evangelist, led by Donald Kelly, offers a comprehensive range of sales training programs designed to empower B2B sellers across various levels of expertise. These programs include
foundational sales training, LinkedIn prospecting guidance, corporate sales training, and a sales mastermind group. Each program is structured to build lasting sales habits, improve pipeline generation through cold outreach, and enhance closing rates. Why you should consider it: A former high-performing tech sales professional, Kelly now runs
cohort programs to boost B2B sales team performance. He hosts The Sales Evangelist, a leading B2B podcast aiding sellers in pipeline building and conversion. Location: Primarily online. Onsite and hybrid options are available for corporate training Focus: B2B sales training with a strong emphasis on building sales habits, managing pipeline, cold
outreach, and closing techniques Format: Varies from self-paced modules to live, instructor-led cohort sessions, including practical exercises and real-world applications Price: Contact for details Certification/diploma: Contact for details Additional details: Programs are action-oriented, focusing on goal achievement and peak performance. Includes
access to a wealth of sales resources, tips, and ongoing support. Bottom line: Well-suited for B2B sales professionals and organizations at various stages of growth seeking to refine their sales strategies, enhance pipeline efficiency, and improve closing rates. (Back to top) The Brooks Groups IMPACT Sales Team Training offers a tailored program
focusing on the unique IMPACT methodology, designed to improve sales and customer retention. Why you should consider it: Brooks offers decades of experience in sales training, underpinned by the proprietary IMPACT methodology for sales and customer retention. Location: Online or onsite Focus: Sales enhancement, customer retention, and
relationship-building strategies Format: Six two-hour sessions Price: In-person for $2,495 or virtual for $2,195 per participant Certification/diploma: Not specified; contact for details Bottom line: While more of a financial investment than other programs, it promises new skills and knowledge that work across industries. Alexine Mudawars Women In
Sales program aims to elevate, empower, and promote female sales professionals. The program offers confidence coaching and a community of 17,000-plus members worldwide to help women in sales change the game. It hosts live events, webinars, educational content, and resources focused on leadership, motherhood in sales, and job hunting. Why
you should consider it: Backed by a decade of SaaS sales experience and numerous Presidents Club awards, Mudawar is the CEO of Women in Sales, passionately committed to empowering women in sales and championing diversity by amplifying their voices in the industry. Location: Primarily online, with in-person events to foster community
engagement Focus: Dedicated to supporting women in sales through confidence coaching, professional development, and creating equitable sales teams Format: Virtual coaching sessions with personalized feedback and development plans; educational workshops and webinars; and subscription packages for different career goals. Access a
microlearning platform with 20 video modules and coaching sessions with expert coaches across various fields Price: Prices vary per session, ranging from $250 per one-hour session to $1,500 for other session types Certification/diploma: Contact for details Bottom line: Professional development for women in sales looking to build their personal
brand, navigate their careers with confidence, and have access to valuable resources and a supportive community ASLAN Sales Training offers a range of virtual and in-person workshops tailored for sales and leadership development across various sectors. These workshops are designed to enhance sales techniques and leadership skills. Some
courses include advanced tracking through cloud-based dashboards. Why you should consider it: With a focus on leadership and sales development, ASLAN offers comprehensive training supported by innovative tracking and development tools. Location: Online with onsite training options Focus: Leadership and sales development Format: Workshops
available in half-day, full-day, and two-day durations Price: Pricing ranges from $5,000 to $19,500, depending on workshop length and content Certification/diploma: Train the Trainer certification for sales leaders Additional details: Uses a cloud-based dashboard for coaching and tracking Bottom line: Comprehensive coverage of sales roles, hands-on
certification, and ongoing team development. An ideal program for sales teams seeking a transformative approach to sales training with a focus on leadership. (Back to top) Challenger Sales Training teaches reps to challenge customer assumptions, leading to better decision-making. This approach focuses on changing the sales conversation from
pitching to educating, offering unique insights, and building widespread support within the customers organization. Why you should consider it: Based on extensive research into sales effectiveness, offering a unique perspective on customer engagement Location: Online Focus: Insightful selling and stakeholder engagement Format: Includes
instructor-led, e-learning, and hybrid courses; self-paced Price: Contact for details Certification/diploma: Not specified; contact for details Additional details: Tailored for a variety of sales roles Bottom line: Teaches a new selling methodology; offers hands-on experience teams can use immediately to put insights into action. Perfect for teams who are
ready to upgrade their old sales techniques for new strategies that challenge customers to think differently Get the Sales Productivity Workbook and avoid pitfalls like bloated tech stacks and approval bottlenecks. ValueSelling Associates offers a customized, value-based sales training program tailored to B2B professionals. Its designed to tackle sales
challenges through a structured, question-based selling approach focused on customer value. It teaches sales teams to build relationships by offering solutions that provide tangible benefits, improve a customers business, or address a particular issue. This approach helps establish credibility and trust, leading to more successful sales outcomes. Why
you should consider it: Distinguished by its structured, value-based selling approach and supported by decades of experience in B2B sales training Location: Online and in-person options Focus: Sales process development Format: On-demand e-learning, facilitator-led workshops, and self-paced Price: Available upon request; contact for details
Certification/diploma: Not specified; contact for details Additional details: Incorporates a six-step process for practical application Bottom line: Focuses on customer needs, building stronger relationships, higher customer satisfaction, and solutions tailored to specific challenges. Ideal for sales teams seeking a flexible, value-focused training program
with a customer-centric approach. Cynthia Barnes, a renowned speaker and author, champions gender diversity in sales through her unique training programs. She focuses on leveraging the strengths of female sales professionals, such as relationship building and emotional intelligence, to boost sales performance. Why you should consider it:
Recognized for her expertise in empowering women in sales, Barnes offers invaluable insights into recruitment, training, and retention strategies. Location: Detroit-based; offers on-site training Focus: Women in sales; diversity, equity, and inclusion; authenticity in selling Format: Free webinars available online; contact Cynthia for more information
Price: Contact for details Certification/diploma: Contact for details Additional details: Barnes methods include partnering with companies to create diverse, high-performing teams, reflecting her commitment to transforming sales strategies and fostering inclusive work environments Bottom line: Ideal for those committed to embracing inclusivity,
enhancing womens sales skills, and creating environments where diverse talents thrive and drive business success. (Back to top) Korn Ferrys sales training, led by Miller Heiman Group, focuses on transforming sales culture and improving leadership skills through innovative technology and immersive learning. Why you should consider it: Global
leadership in organizational consulting has established Korn Ferrys authority in developing effective sales and leadership skills. Location: Onsite and virtual classroom options available Focus: Targets sales behavior transformation, customer engagement, and account growth Format: Virtual classrooms and some onsite, instructor-led trainings. Most
courses are 16 hours. Price: $1,825 to $1,950 (depends on location; contact for details) Certification/diploma: Offers multiple certifications across sales disciplines Bottom line: A well-respected sales training program, ideal for organizations aiming to elevate their sales teams effectiveness and customer experiences. Uses cutting-edge technology and
immersive learning journeys. Janek Performance Group offers award-winning sales training programs that are built to deliver lasting behavioral change and improve sales performance long-term. Why you should consider it: Award-winning sales training programs, built on the latest sales effectiveness research and best practices Location: Las Vegas-
based with online and onsite workshops offered in various U.S. locations Focus: Modern sales techniques designed to shift thinking from what youre selling to how youre selling it. Their Critical Selling Skills course, for example, is aimed at enhancing sales effectiveness; it covers building trust, creating value, and closing with confidence. Format:
Classroom and virtual with interactive exercises Price: $1,245 per participant for virtual, live instructor-led workshops and $1,495 per participant for classroom instructor-led workshops Certification/diploma: Certificate of completion Additional details: Includes post-course app support Bottom line: Designed to enhance long-term sales effectiveness.
Ideal for sales professionals seeking to improve their skills comprehensively. Lori Richardson and the Score More Sales team use your teams data to determine strategy. Much like a doctor evaluates a patient, they only recommend a course of action based on the results of your reps and sales managers through a comprehensive survey. Their sweet
spot is with teams from 10-100 sellers in tech, manufacturing, distribution, and financial services. They specialize in leadership growth, creating sales processes, and improving team performance. Their comprehensive approach includes SalesHero Coaching and the award-winning Women Sales Pros She Sells program for women on male-majority
sales teams. Why you should consider it:Richardson spent years in B2B sales and sales leadership and keeps current by continuing to sell often working as an interim CRO. She has been a force in the B2B sales world, earning praise for her roll up her sleeves approach and the work done for more inclusive sales teams over several decades.
Location:Virtual and throughout the U.S. and Canada for hybrid programs or sales keynotes Focus:Data-driven strategies to help companies increase opportunities, expand their sales pipeline, close more deals, and develop sales leaders Format:Coaching, consulting, and strategic advisory services Price:Contact for details Certification/diploma:Five
programs have certifications Additional details:Offers training via the SalesHero Coaching program, ValueAdd Consulting, SellForward Strategy, SheSells Program, and TeamUp Advisory Bottom line:Ideal for midmarket and enterprise companies in North America looking to enhance their sales techniques Corporate Visions offers a comprehensive
suite of sales training programs designed to enhance the sales skills of your team by focusing on the psychology of customer decisions. These programs are rooted in decision science and tailored to different stages of the customer journey, from acquiring new leads to expanding existing customer relationships. Why you should consider it:
Incorporates decision science in its training programs, making it unique in addressing the psychology behind customer decisions Location: Global availability (online); headquarters in Reno, NV Focus: B2B sales skills development Format: Online modules, virtual classrooms, and instructor-led training Price: Varies by program and format; contact for
details Certification/diploma: Not explicitly mentioned; contact for details Additional details: Emphasizes behavioral research and real-world application; includes specialized modules like Master Digital Selling Bottom line: Science-backed approach, flexible learning formats, comprehensive coverage of the sales cycle, and ongoing coaching. For sales
teams seeking an in-depth training program with flexible learning options to improve sales effectiveness across the customer journey. (Back to top) When it comes to sales training, theres no one-size-fits-all answer. But thats the beauty of it. The diversity of options means that theres a path for every team, every culture, and every set of challenges.
Whether youre looking to sharpen your teams prospecting skills and negotiation techniques or simply instill more confidence in your sales force, theres a program out there for you. The key is to stay curious, open-minded, and relentlessly focused on empowering your teams. Go on our Guided Tour to see how Sales Cloud boosts productivity at every
stage of the sales cycle. Skills you'll gain: Sales Pipelines, Sales Process, Sales Operations, Customer Success Management, Order Management, Sales Management, Salesforce, Dashboard, Sales, Sales Development, Customer Relationship Management (CRM) Software, Lead Generation, Request For Quotation (RFQ), Sales Support, Customer
Relationship Management, Sales Enablement, Product Knowledge, B2B Sales, Campaign Management, Data Visualization What if I told you that you have everything you need to reach your revenue goals today? All you have to do is tap into your sales teams potential and equip them to transform their ambitions into actionable goals all you need is the
right training. Building a successful sales team takes time, strategy, trust, and the right sales management training. Sales management training involves specialized educational courses designed to enhance your sales teams capabilities. Courses combine leadership-building techniques, sales strategies, industry best practices, and comprehensivesales
enablement software. These elements help expand your sales reps skills and give them the confidence to succeed. Sales management training also benefits those looking to climb the corporate ladder. Think of the training as coaching for coaches. Not only do you need to know the rules of the sport, but you also need to learn how to motivate your
players. Its great for any sales rep who wants to become a team leader or for any team leader whos looking to boost their skills. Courses come in several different formats. Some are fully online. Others are taught as in-person workshops. Theres even sales training software that can be purchased with a variety of training modules and integrates into
your CRM. Programs can range from a few hours to semester-long classes. Sometimes, teaching videos are prerecorded so you can follow along at your own pace. Others are live with one-on-one instructor guidance. Well highlight a few courses below. In the meantime, lets examine how sales management training can benefit you and your team.
(Back to top) Discover how Sales Cloud uses data and Al to help you manage your pipeline, build relationships, and close deals fast. Everyone needs some level of sales management training. The beauty of a well-designed sales management training program is that it constantly evolves to keep pace with the latest benchmarks and best practices. It
equips you with the acumen to remain at the top of your sales game with a newly sharpened competitive edge. A sales management training program will help you and your reps: Creating a strong sales culture is critical for any organization. As they say, it starts at the top and works down through the organization. At the highest level, your sales
managers will be using their skills to build a strong sales culture. When they put it into practice, members of the sales team will understand and appreciate the approach. If someone on the team has higher leadership aspirations, they can take their experiences and apply them to that next level. People say the soft skills are the hard skills. And when it
comes to management, this is accurate. Often, sales managers are promoted for being good at the tasks and conversations around closing deals. Theyre not promoted because they know how to manage human beings. The ability to manage the human element comes in many shapes and sizes. The more someone knows how to do this, the more it
opens career advancement opportunities. Some training programs cover essential management skills like coaching,sales performance management, motivation, conflict resolution, and strategic planning. They use techniques like role-playing, case studies, and real-world applications to build practical skills. Some even offer mentorship programs so
you can get on-the-job training. A strong sales management training program will teach leaders how to train and coach their sales reps around the rejections they may face day in and day out. Additionally, a strong sales management training program will teach the sales manager how to incorporate skills training for their sales reps as part of the sales
reps onboarding or ongoing training. Topics could include a deep-dive discovery, advanced closing techniques, objection handling, negotiation skills, and buyer psychology. Sales management training programs provide a structured framework for every stage of the sales process. Training emphasizes data-driven decision-making and leveraging CRM
insights to refine strategies. Youll be coached to understand this process, how to use the right tools to manage it, and how to effectively communicate it to the sales team. Top sellers want to work with winners. You can build a strong employer brand that is attractive to top sales talent. Learn how to build a positive sales culture that provides
opportunities for professional development and showcases the teams successes and achievements. Additionally, youll learn how to write better candidate profiles and job descriptions and improve your interviewing skills. Youll also learn how to deploy effective recruitment strategies, including networking, online platforms, and employee referrals, all
of which are used to reach potential candidates. (Back to top) Sales management programs aim to help you equip your sales reps to become the MVPs of the team. However, training your team is more than just sharing strategies.Effective sales managersuse programs that build hard and soft skills. Legendary football coach Vince Lombardi once said,
Coaches who can outline plays on a blackboard are a dime a dozen. The ones who win get inside their players and motivate them. There is a balance between sales management and sales leadership. Your program should offer sales management techniques that focus on the hard skills needed for day-to-daysales coachingas well as sales leadership
development training that prioritizes soft skills managers can use to inspire their teams. Lets talk about how. Think about what pain points your sales reps face. What are your teams strengths and weaknesses? Perhaps they lack consistent messaging or spend too much time on administrative tasks. Maybe they need help with negotiation tactics or
product knowledge. What do these challenges stand in the way of (like increasing close rates or shortening the sales cycle)? A content management system is a critical component. It acts as a centralized hub for all sales content. Equally important is a robust sales training and coaching functionality. These include tools for creating and delivering
training programs, tracking rep progress, and providing personalized coaching. Seamless communication and collaboration features are essential. They facilitate interaction between reps, managers, and other departments. Strong analytics and reporting capabilities are also vital. Theyll help you provide insights into rep performance, content
effectiveness, and overall sales trends. Finally, the softwares ability to integrate with existing CRM and other sales tools is critical for a smooth and efficient workflow. An ideal course should enhance communication skills through exercises like role-playing, call recording analysis, and feedback tools. It should also offer resources and training on
active listening techniques to improve reps understanding of customer needs. The course should facilitate the development of problem-solving abilities through interactive learning modules and simulations of real-world sales scenarios. The course, especially if it is all online, should have an intuitive interface that is easy to use and navigate,
encouraging rep adoption and minimizing the learning curve. Consider mobile accessibility that allows reps to access information and resources on the go. Read customer reviews and testimonials to gain insights into other users experiences. Request demos and free trials to test the software firsthand and ensure it meets your specific needs. Compare
pricing models and feature sets across different options to find the best fit for your budget and requirements. Most importantly, involve your sales team in the decision-making process to guarantee their comfort with the chosen course and its features, fostering buy-in and maximizing adoption. By carefully considering these factors, you can select the
right program to empower your sales team, improve their hard and soft skills, and drive revenue growth. (Back to top) Were building the largest and most successful community of sales professionals, so you can learn, connect, and grow. Lets talk about some sales management training programs for you to consider. Who they are:The Harris
Consulting Groupoffers both sales training and sales management training programs. Theyre built for sales teams seeking customized training programs to elevate their sales results. Theyll help you take your sales management and leadership skills to the next level in the modern sales landscape with training that combines being a data-driven,
results-oriented sales leader and maintaining the humanity you and your team crave. Features: Its designed to increasepipelinequality,revenue, andforecastingaccuracy to improve win rates and sales confidence. Focus: The focus is on the soft skills that sales managers and sales leaders need to understand to get the best out of their sales teams.
Harriss N.E.A.T. Selling Training and Reinforcement Program focuses on improving your leaderships capabilities to navigate their many responsibilities in the revenue process from sales skills, data interpretation, decision making, and having those uncomfortable leadership conversations that are sometimes required. Its particularly beneficial for
organizations looking to implement a data-driven, results-oriented approach while fostering a supportive team environment. Price: Contact for details. Location: This program is a hybrid, with classes available online and in-person. Who they are:]B Salesprovides sales training and consulting services to some of the worlds leading companies. Features:
Choose from a variety of programs for sales managers and individual reps. Your options include boot camps, workshops, and online courses. They offer many coaching techniques, including role-playing, simulations, and real-world case studies. Focus: This is a practical sales training course. Youll learn modern sales techniques and strategies. JB Sales
emphasizes building confidence, communication skills, and closing deals. Price: Individual membership ranges from $249 to $7,499 per year. For teams, depending on the number of users, the cost ranges from $7,500 to $30,000 per year for remote access, $40,000 for onsite training in the United States, and $50,000 for onsite training internationally.
Keep in mind that these fees do not include travel expenses for onsite training. Location: The program is offered remotely or on-site. Who they are:Integrity Solutionsis a team of sales training and performance improvement experts. They believe the path to developing a great sales coach is by uniting emotional selling with logical selling. Integrity
Solutions equips sales managersto build trusted relationships with their sales reps with integrity at their core. Features:Their programs cater to sales managers, sales reps, and customer service professionals and are customizable to fit specific organizational needs. They emphasize coaching and reinforcement to ensure lasting behavior change.
Focus:Youll learn how to build an authentic connection and trust in your sales interactions. Integrity Solutions emphasizes ethical selling prices and aligns sales training with customer values. Youll learn sales training, sales coaching, sales assessments, and customer service training. More seasoned sales pros looking to move into management will
also find Integrity Solutions sales coaching program beneficial. The program instructs you how to explore and teach the emotional side of selling to your team, sales rep development with goal setting and delegation, and creating a team of problem solvers. Price:The Integrity Solutions program is $1,950 per person. Discounts are offered for groups of
three or more from the same organization. Location:This is a hybrid format with online, on-site, and blended training options. Who they are: Salesforce is a leading CRM platform provider. Their software, sales tools, and technology have propelled sales teams around the globe to success. Features: The program is hosted on the proprietary
platformTrailhead. It offers a self-guided online learning environment so you can learn at your own pace. At the end of the program, youll take a proctored exam. Once you pass, youll earn a certification. The exam can be taken on-site or online. For more information, you can view theexam guidefor recommended training resources and additional
format details. Focus: Youll learn how to use the Salesforce CRM platform used by over 150,000 global companies. Youll learn common sales methodologies (like customer-centric strategies and sales pipeline management in Sales Cloud). Price: Trailhead is free. The Salesforce Sales Representative Certification exam costs $200 plus applicable taxes
as required per local law. Location: Participate via online learning, with options for proctored exams either at a test center or remotely. Who they are:RAIN Groupis a global sales training company delivering results through in-person and virtual sales training, coaching, and reinforcement. Features:They offer a suite of programs covering sales
strategy to coaching, emphasizingsales enablementand providing tools and resources to support ongoing development. RAIN Groups sales management training is based on their Top-Performing Sales Manager research. RAIN uses the data to create a program that focuses on developing performance management, pipeline and forecasting, how to
lead sales meetings, and talent management. Youll be able to build, motivate, and run a team of high-performing sales reps through their modules. The training is delivered in various formats, including in-person workshops, online courses, and virtual instructor-led training. The RAIN Selling methodology is a core component of many of their
programs. Focus:Youll develop high-performing sales teams through research-backed methodologies and practical skills training. Price:Online courses are $199 per month. Location:RAIN Group training has online and onsite options. Who they are:Hoffman LLCoffers strategic sales training for closers by closers. Features:Their programs are designed
for sales managers at all levels. The goal is to develop leadership capabilities and communication skills and create a positive sales culture. Hoffman LLC uses assessments and feedback to help leaders identify areas for development and may include executive coaching as part of their programs. Focus:Hoffman LLC develops sales leaders and
management skills. Their focus is on strategic thinking, coaching, and building high-performing teams. Price:Individual membership is $895 per year. A team membership starts at $995 per member to $1,995 per member. Location:Most classes take place online. Live, in-person training is only available at the $1,995 enterprise membership for teams.
(Back to top) Choosing the right sales management training course is a crucial step in empowering your sales team and driving revenue growth. By focusing on user experience, comprehensive features, and a strong emphasis on soft skills development, you can create a sales management training program that transforms your team into top
performers. With the right tools and training, your sales team can unlock its full potential, exceed targets, and drive lasting success for your organization. See how Sales Cloud speeds up the sales cycle with data and Al, making you more efficient at every step. Sales training courses and programs equip you with the techniques, skills, and habits you
need to close more deals and become a top performer. But as many sales professionals can attest, there are simply too many courses on the market. So, determining which program is right for your needs can be challenging.Ive combed through the options and put together a comprehensive list of what I think are the best sales training courses
available right now. For each course, Ill give you the basics including the format, length, and price. Ill also tell you the key lessons youll learn, along with the courses main pros and cons, so you can decide if its a good fit.Table of Contents Why Invest in Sales Training Courses?Sales training is crucial in todays highly competitive business environment.
Here are some of its main benefits.Improved Sales Performance and Business GrowthHubSpot's 2024 State of Sales Report shows that improving sales training and career development opportunities is a top strategy for business growth, according to nearly 20% of sales professionals. And 18% cited the availability of training opportunities as a key
factor for sales teams success.Better Customer RelationshipsSales training equips sales personnel with advanced interpersonal and communication skills, enabling them to better understand and meet customer needs. This leads to happier customers who feel listened to and valued, fostering trust and loyalty.Lower Sales Personnel TurnoverA lack of
adequate training and coaching is a significant reason for leaving a job, 13% ofsalespeople reported.High turnover rates can be costly to your organization. Effective training equips your team with the tools and knowledge they need to succeed, keeping them motivated and confident. Training also shows youre invested in their development, which
boosts morale and job satisfaction. In fact, 17% ofsalespeople cited the availability of training opportunities as a key factor for motivation.Lower Costs of Selling ActivitiesTrained salespeople are more efficient. They can identify high-quality leads, close deals faster, and use fewer resources in the process. In my experience, this translates to lower
selling costs and increased profitability.Recommended Resource: Free Sales TrainingTemplateChoosing the Best Sales Training Course: Insights From an Expertl asked Abin Dahal, marketing operations manager at professional training company Funnel Clarity, for some advice on finding and selecting the right sales training course.Before you begin
your search, he recommends you try to narrow down the skill sets you are trying to improve which can often be the part of the sales cycle you need help with (e.g., prospecting or qualifying leads). This will help focus your search.As for selecting a course or program, look for those that focus more on tactics than theory. Good training programs give
you actionable skills that you can practice over time to get better, he says. Also, opt for courses that include examples of each skill set that they teach you.Finally, Dahal says that your chosen program should include practice and reinforcement components to make sure the new knowledge and skills turn into habits.The Best Sales Training
CoursesReady to choose the perfect sales training course to propel you and your sales team to success? Here are some of the best options right now.1. HubSpotInboundSales Certification CourseImage SourceVendor:HubSpotAcademyDelivery format: Online modulesLength: 3 hours, 12 minutesFocus: The inbound sales methodologyIntended
audience: Sales professionals and small business ownersPrice: FreeHubSpotsInboundSales certification course introduces you to the inbound sales methodology. Over a series of 22 videos, youll learn how to identify and attract prospects, understand their needs and challenges, and guide them toward the best solutions.Youll also discover how to
create compellingsales presentations that resonate with your audience and drive results. The best part for me? Once you complete the course, youll get a badge and certificate to showcase your newfound skills on your LinkedIn profile, your website, or anywhere else you want.Key Lessonsldentifying active buyers and getting their
attention.Uncovering prospects goals and challenges.Guiding buyers toward purchase decisions.Creating and delivering personalized sales presentations.ProsFree and accessible to anyone from anywhere at any time.Quizzes and practical exercises to keep you engaged and enhance learning.Short duration, which makes it easy to fit into busy
schedules.Shows you how to use HubSpotsCRM to apply what you learned to your existing sales processes.ConsThe courses brevity might limit the depth of each topic.The online-only format may not fit those who prefer in-person learning or guidance.2. Sales Insights Lab Accelerator ProgramImage SourceVendor: Sales Insights LabDelivery format:
Virtual sessions; online modulesLength: VariesFocus: Sales performance improvementintended audience: Salespeople struggling to close deals and hit goalsPrice: Contact for detailsWant to skyrocket your sales? The Sales Insights Lab Accelerator is a data-driven sales training program designed to help you do just that. It promises to give you the
tools and strategies you require to find high-quality leads, secure more appointments with potential customers, close more deals, and even command higher prices for your products or services.In my opinion, the best feature of this program is that you get direct mentorship from Marc Wayshak, a renowned expert and bestselling author. Youll also
gain access to a community of like-minded salespeople and business owners to exchange ideas and keep each other accountable.Key LessonsCreating compelling value propositions and differentiation strategies.Attracting and securing meetings with qualified leads.Handling objections like a pro.ProsData-driven sales methodologies.Expert
guidance.Mentorship and accountability support.Proven success with numerous positive testimonials.ConsLimited admissions.Might require previous sales experience to get maximum benefits.3. B2B Sales SkillsTraininglmage SourceVendor:Corporate VisionsDelivery format: On-demand online modules; virtual and in-person instructor-led
trainingLength: VariesIntended audience: Business-to-business (B2B) sales teamsFocus: Buyer psychologyPrice: Contact for detailsIf your B2B sales team is struggling to connect with buyers, the Corporate Visions sales program can help. Because the program leverages buyer psychology the science of how and why buyers make decisions you can
trust that the tools and tips provided will help your team succeed.By understanding how buyers frame value and make decisions, your team can tailor their sales conversations or pitches to resonate with each prospect's unique motivations. The result? More successful closes and a thrivingsales pipeline.Key LessonsCommunicating your products
value.Igniting prospects' interest.Overcoming price pressures and maximizing the profitability of every deal.Succeeding with digital sales.Driving high-velocity sales.ProsMultiple delivery formats.Science-backed training and methodologies.Well-known global clientele.ConsDetails like pricing only available after consultation.Only available for teams.
4 .RichardsonSales PerformanceCoursesImage SourceVendor:RichardsonSales PerformanceDelivery format: Virtual and in-person instructor-led workshops; webinarsLength: VariesFocus: Behavioral sellingIntended audience: Service and sales professionals, sales leaders, and marketersPrice: VariesRichardson Sales Performance offers a collection of
science-backed courses designed to improve the performance of sales professionals across various roles and industries.What truly sets the program apart for me is that each course has customization options to enhance skills based on the stage and complexity of the sale. This ensures you get exactly the skills you need to excel.Key LessonsStrategies
for prospecting, qualifying leads, and building a robust sales pipeline.Closing deals and converting opportunities into loyal customers.Managing and growing existing sales accounts.Sales management and leadership.ProsMultiple delivery formats offer flexibility and convenience.Science-based methodologies.Tailored programs for different sales roles
and stages.Numerous real-world success stories.ConNavigating the extensive course library can be overwhelming.5. JB Sales by John BarrowsImage SourceVendor:John BarrowsDelivery format: Live virtual training sessions; online workshops and on-demand modules; on-site team training; one-on-one virtual coachingLength: VariesFocus: Driving
immediate sales resultsintended audience: Sales professionals and teamsPrice: $419/year for individual training subscription; $7,500-$50,000 for teamsSales guru John Barrows has been featured in notable publications and platforms like Forbes, LinkedIn, and Inc. His sales training programs are designed for sales pros and teams who want
immediate results.For $419 a year, you can attend live monthly events, including training sessions on Driving to Close and Filling the Funnel. Youll also have access to an extensive on-demand resource catalog that includes additional courses.If youre a sales manager, you can order a customsales trainingpackage for your team.I like that once you
finish the program, you receive official certification to validate your new skills.Key LessonsDeveloping and attracting high-quality leads.Advancing deals through the sales cycle and closing.Creating personalized and impactful sales messages.Handling prospects' objections.Running sales meetings effectively.Developing consistent and effective sales
routines.ProsMonthly live training sessions and workshops.Extensive content library.Positive testimonials from satisfied customers.ConsSubscription model may not be a fit for everyone.Live session times might not fit your schedule.6. SandlerSales Training ProgramImage SourceVendor:SandlerDelivery format: Self-paced online learning modules;
virtual and on-site instructor-led trainingLength: VariesFocus: Sales performance improvementintended audience: Sales professionals, sales managers, and customer success teamsPrice: VariesThe Sandlersales program is designed to develop and reinforce effective sales behaviors, attitudes, and techniques through a unique blend of in-person and
online training methods. What I love most about the course is that it's built on proven methodologies backed by decades of experience and research.Kathleen Hanover, a multichannel B2B marketing expert with 25+ years of experience, has been a member of this program for over a decade. She calls it an integrity-based program that helps a
salesperson get to the reality of the situation (can you help the prospective customer or not?) as quickly as possible with the least amount of gamesmanship or manipulation.Key Lessonsldentifying and engaging high-potential prospects.Negotiating tactics.Ensuring customer satisfaction and cultivating long-term relationships.Strategies for nurturing
and growing your sales accounts.ProsCovers the whole sales process.Provides ongoing support beyond the initial training sessions.Allows you to network with other professionals.ConRequires dedicated time investment over weeks or months.7. Multichannel Cold Outreach Courselmage SourceVendor: Reply.ioDelivery format: Online
modulesLength:Approx. 3 hours, 45 minutesFocus: Multichannel cold outreach strategiesIntended audience: SaaS founders, business leaders, sales teams, lead gen specialists, marketers, growth hackersPrice: FreeThe Multichannel Cold Outreach Course by Reply.io is designed to enhance your outreach strategy by integrating emails, LinkedIn,
phone calls, and other channels into a unified approach. Guided by six industry experts, this course offers practical strategies that have been proven to increase the number of booked meetings by up to 30%.Through 17 modules, you'll learn how to create effective cold emails, use LinkedIn for social selling, and optimize your outreach for better
results. The course includes multichannel templates, frameworks for key business scenarios, and bonus resources like an email template library and a GPT-powered Cold Email Generator. You'll also receive a certificate of completion to showcase your skills.Key LessonsLearning to combine email, LinkedIn, calls, and more into a seamless cold
outreach strategy.Developing messages that grab attention and turn leads into customers.Discovering how to keep your outreach personalized, even when scaling across multiple channels.Using data and analytics to improve your outreach effectiveness and deliverability.ProsFree access to expert knowledge.Practical exercises and templates to apply
your learning immediately.Shows you how to use Reply.io to apply what you learned to your outreach processes.Lifetime access, including all future updates.Certification upon completion to boost your professional credentials.ConOnline format may not appeal to those who prefer in-person learning.Some learners may need to explore specific topics
more deeply beyond the course content.8. High-ImpactSales ManagerTraininglmage SourceVendor:Sales Readiness GroupDelivery format: On-site and virtual instructor-led training; digital blended learningLength: Two days on-site or seven two-hour virtual sessionsFocus: How to lead a high-performing sales teamIntended audience: Sales
managersPrice: Varies68% of sales manager sand professionals personally coach or train their sales reps or teams. While this is a positive, some managers despite being great leaders may lack the skills needed to coach their teams adequately.Sales Readiness Groups High-ImpactSales ManagementTraining program aims to bridge that gap by giving
managers the framework, skills, and tools they need to build and coach their sales teams.The best part? The course includes experiential training i.e., learning by doing to keep things engaging and reinforcement strategies to ensure continued sales success.Key LessonsEffective sales coaching.Sales leadership.Sales pipeline management.Sales
performance management strategies.Recruiting and selecting the best sales talent.ProsFlexible modes of learning.Programs personalized to your organization and needs.Free initial consultation.Tools to assess programs impact.Ongoing support and reinforcement.ConSpecifically targeted at sales managers, so it might not be a good fit for other sales
professionals.9. GoSkills Introduction to SalesImage SourceVendor:GoSkillsDelivery format: Online modulesLength: 15.5 hoursFocus: Introductory training on salesIntended audience: Beginner sales professionalsPrice: VariesAre you new to sales? GoSkills' Introduction to Sales course equips you with the essential skills you need to launch your sales
career. This online sales training course consists of 31 easy-to-follow practical tutorials that cover fundamental sales skills such as prospecting, crafting effective sales presentations, and, most importantly, closing deals.Even though its a beginner course, it offers official certification upon completion, making this a great option for new sales reps.Key
LessonsBuilding credibility in your industry.Identifying and researching your ideal client.Connecting with various prospect personality types.Putting together effective presentations.Following up and successfully closing deals.ProsMobile access for learning on the go.Unlimited quizzes and tests.Up-to-date content.Evidence-backed sales
techniques.ConsNot suitable for advanced sales professionals.Self-paced learning requires discipline.10. 21st CenturySales Trainingfor Elite Performancelmage SourceVendor:Brian TracyDelivery format: Online learning modulesLength: 12 weeks (60 minutes per week)Focus: Comprehensive sales trainingIntended audience: Sales professionalsPrice:
$997The 21st CenturySales Trainingfor Elite Performance program, created by celebrated self-development coach and author Brian Tracy, could help you double your sales in less than a year. The 24-video training modules include practical exercises to enhance information retention.What stands out for me about the course is that it emphasizes a
scientific and field-tested approach. Whether youre new to sales or want to refresh your skills, this program can make a big difference in your performance.Key LessonsSales prospecting.Building relationships.Effectively presenting products.Handling objections.Closing deals.Getting referrals and repeat business.ProsTaught by a respected sales
expert.One-time fee.ConsHigher price compared to other sales training programs.Limited interaction with the instructor.Requires a 12-week commitment.11. Art SobczaksCold CallingSales Traininglmage SourceVendor:Art SobczakDelivery format: Customized team trainingLength: VariesFocus: Effective cold callingIntended audience: Cold
callersPrice: Varieslf youve always dreaded cold calling like me, I have no doubt youll love Art Sobczaks course. Hell develop a custom program that equips your team with the skills to make effective, rejection-free cold sales calls.Youll learn how to engage and create interest with your prospects within a few seconds, deal with resistance, and stay
motivated in this relatively brutal form of sales.Key LessonsGathering intelligence on prospects.Creating powerful opening statements.Avoiding common mistakes that lead to call failures.Handling objections effectively.ProsCustomized to your situation.Delivered personally by Sobczak, a seasoned sales training expert.ConsNeed to contact the
business to get a price quote.Focuses exclusively on phone-based sales.12. Frontline AE ManagementImage SourceVendor:SaaSySales LeadershipDelivery format: Live virtual training sessionsLength: Six days (two hours/day)Focus: Account executive sales managementintended audience: Software-as-a-service (SaaS) sales managers in their first two
years of managementPrice: $1,600The Frontline AE Management course is based on some of the best practices and philosophies used by leading Silicon Valley SaaS companies. The engaging course covers topics like territory planning, building sales cultures, sales productivity, high-performance coaching, forecasting, and recruiting.Gaining access to
the private Slack channel was helpful for my networking efforts and allowed me to build out my sales contacts. The course also includes ongoing support and several post-training resources to ensure continuous professional development.Key LessonsBuilding effective management frameworks.Recruiting and coaching a world-class sales team.Creating
a strong sales culture.ProsContinuous support through community and post-training resources.Certification after course completion.Access to membership clubs.Interactive and engaging learning environment.ConsNot suitable for non-SaaS sales managers.Limited admissions.13. SalesBuzzSales Traininglmage SourceVendor: SalesBuzzDelivery
format: Online on-demand modules; live virtual coaching sessions.Length: Eight weeks (one course per week)Focus: B2B phone sales/cold callingIntended audience: B2B sales teamsPrice: $495 for on-demand learning modules; request a quote to add live coachingThe SalesBuzzsales training course, targeted at B2B sales teams that primarily sell
through the phone, promises to help learners land more appointments and close more deals.The course is structured into eight distinct modules, each covering an important cold-selling topic, such as making effectivefollow-ups. Since there are quizzes in every chapter, plus a graded exam, my reps were able to check their understanding of the
material. If your team is particularly struggling or many of your reps are new to sales, I recommend signing up for live coaching, as well.Key LessonsPowerful openings.Gatekeeper management.Engagement techniques.Prospect qualification.Presentation and closing skills.Follow-up strategies.Goal setting and time management.ProsSelf-paced



learning.Completion certificate.Access to valuable sales script templates.ConsMight not be appropriate for non-B2B sales teams.Course access expires after one year. 14. SalesScripter SMART Sales SystemImage SourceVendor:SalesScripterDelivery format: Online learning modulesLength: 13 hoursFocus: The entire sales processIntended audience:
Sales professionalsPrice: FreeThe SalesScripter SMART Sales System is a comprehensive sales training program based on a book of the same name that provides participants with practical strategies and techniques for every step of the sales process. It consists of 18 insightful videos ranging between ten minutes and one hour, each focusing on a
specific aspect of the sales process, from sales scripting to closing techniques.Ultimately, my favorite thing about the course is that it's absolutely free of charge.Key LessonsScripting emails, voicemails, and sales presentations.Mastering cold calling techniques.Qualifying prospects.Dealing with objections.Networking.Developing mental resilience for
the challenges of sales.ProsFree.Covers the entire sales process.ConNo direct instructor support or interaction.15. Iannarino Sales Acceleratorlmage SourceVendor:Anthony IannarinoDelivery format: Online learning modules; live eventsLength: 30+ hoursFocus: Sales skillsIntended audience: Salespeople and sales managersPrice: $997 per yearThe
subscription-based Sales Accelerator program promises to help you develop the skills needed to maximize sales effectiveness. It offers a comprehensive curriculum with over 30 hours of on-demand video lessons and access to live events hosted by sales expert Anthony Iannarino.The downloadable workbooks and premade scripts helped to train new
sales reps on my staff and build their confidence quickly.Key LessonsMaximizing sales effectiveness.Crushing your sales targets.Building a disciplined mindset.ProsCoursework is available 24/7.Accessible from any web-enabled device.ConsRelatively higher price point than other sales programs.Limited course content and structure preview.16. The
Harris Consulting Group and GTMnowSales Traininglmage SourceVendor:The Harris Consulting Group andGTMnowDelivery format: Virtual and on-site live sessionsLength: VariesFocus: Full-funnel sales training and process developmentIntended audience: Sales professionalsPrice: Contact for detailsThe Harris Consulting Group and GTMnow
program equips salespeople with the skills and knowledge to excel at every stage of the selling process, from lead generation to closing deals. What impresses me is that the custom program zeros in on the exact areas of your sales environment that need a boost.I also love that the sessions use real-world scenarios to make learning practical and
impactful.Key LessonsGrowing sales pipelines.Opportunity qualification.Effective questioning techniques.Negotiation strategies.Sales process design.ProsCustomized program.Interactive group sessions to promote knowledge sharing and deeper understanding.ConDetails like pricing are only available after consultation.17. Action SellingSales
TrainingImage SourceVendor:Action SellingDelivery format: Online learning modulesLength: 3-12 hoursFocus: Sales culture developmentIntended audience: Sales teams at all types of organizationsPrice: Contact for detailsThe Action Selling sales program uses a five-step approach to impart essential sales skills and strategies for success in todays
competitive market. The course can be customized to meet the unique needs of your industry or organization, and the dynamic roleplays allow reps to become more effective at handling customer objections.One of my favorite things is that it goes beyond what many programs offer by including post-training support, such as period skill drills to test
your teams continued progress.Key LessonsSales call planning.Questioning skills.Presentation skills.Gaining commitment from prospects.ProsCustomizable to various industries and needs.Post-training support and continuous reinforcement to ensure long-term skill retention.ConProgram duration varies, which can complicate planning.18.
ASLANSales Traininglmage SourceVendor:ASLANDelivery format: On-site and virtual coaching sessions; on-demand learning modulesLength: VariesIntended audience: B2B sales executives, account managers, sales leaders, and pre- and post-sales tech supportFocus: Sales development and leadershipPrice: Contact for detailsASLAN offerssales
training programs that cater to different sales roles. The program portfolio includes training for sales executives, account managers, sales leaders, and tech support staff.Because the programs are highly customizable and include a mix of online and in-person training options, I was able to pick what skills to focus on and what delivery method works
best for my schedule. Training covers areas such as prospecting, closing, customer service, and leadership.Key LessonsCustomer focus and trust building.Prospecting and lead generation.Account management and growth.Customer relationship management.Sales leadership.ProsDiverse selection of training courses.Multiple delivery formats for
maximum convenience.ConPricing is only available upon request.19. MTDSales Traininglmage SourceVendor:MTDSales TrainingDelivery format: Online learning modulesLength: 3 hoursFocus: Sales fundamentalsIintended audience: New salespeople and those with no formal trainingPrice: Contact for detailsMTDSales Training aims to equip you with
essential sales and techniques you can apply to your work immediately.Because this course is divided into small, manageable sessions, each lasting around five minutes, it was easy to fit into my busy schedule. Plus, you can access sessions on demand via any web-enabled device, allowing for learning on the go.Key LessonsProspecting
fundamentals.Successful cold calling.Buyer perspectives.Rapport-building.Planning out winning sales interactions.Strategies to differentiate yourself from competitors.ProsCertificate upon completion to validate your skills.Comprehensive curriculum.Assessment at the end of the course to gauge your understanding.ConsSelf-paced learning requires
discipline to complete.May not offer in-depth exploration of some topics.20. SALESDOCk Academylmage SourceVendor:SALESDOCkDelivery format: Online learning modules; one-on-one consultation (optional)Length: 1.75 hours for modules; 4 hours for consultation (optional)Focus: B2B salesIntended audience: Sales professionals in B2B salesPrice:
Starts at 349/yearSALESDOCKk'ssales training course seeks to enhance the skills and performance of B2B salespeople, particularly those in SaaS. It covers different elements of the sales process, including qualification techniques and pipeline management.The course is divided into four modules, comprising 27 video classes on demand. I love that you
also get access to a wide range of downloadable materials, including worksheets and templates, to enhance your learning. If youd like some extra help, I recommend checking out the optional one-on-one sessions.Key LessonsSales mindset development.Prospecting strategies.Qualification techniques.Pipeline management.ProsSupport via online chat
and comments.30-day money-back guarantee.Certificate upon course completion.ConCourse access is limited to one year after purchase.21. Own the Deallmage SourceVendor:Jeff HoffmanDelivery format: Virtual classes and one-on-one sessions; on-demand learning materialsLength: OngoingFocus: Closing dealsIntended audience: All kinds of sales
professionals and teamsPrice: Starts at $395/year for individuals; corporate license starts at $1,495/memberCreated by Jeff Hoffman, the subscription-based Own the Deal course introduces behaviors and techniques that can help you close more deals. It comprises live weekly classes with Hoffman and fellow sales expert CeCe Aparo on all kinds of
sales topics.A subscription also entitles you to other great benefits depending on your plan, such as access to a resource hub, private coaching from Hoffman and Aparo, and an on-demand video library.Key LessonsBuilding relationships with prospects.Recognizing opportunities.Asking for commitment.Pipeline inspection.Forecasting.Closing
deals.ProsFlexible subscription models, including individual and corporate plans.30-day money-back guarantee with some plans.Live weekly classes led by experienced instructors.ConRelatively high price point for corporate plans (up to $1,995/member).22. Jeff ShoreSales Traininglmage SourceVendor:Jeff ShoreDelivery format: On-site training;
online modules (optional)Length: VariesFocus: Overcoming mental selling roadblocksIntended audience: SalespeoplePrice: VariesIf youre like me, theres one or more elements of selling that you dislike or even fear. It could be calling prospects, responding to objections, or negotiating prices. Jeff Shore's one-day workshop teaches you how to find
what makes you uncomfortable and overcome it.The training sessions include video case studies, a performance challenge, and group practice sessions. To maximize the training, I recommend purchasing the skill development video lessons to use in your internal sales seminars.Key LessonHow to embrace and then overcome your selling
fears.ProsExpert trainers.One-day format is ideal for busy sales professionals.ConAdditional costs for supplemental video lessons.23. SPINSales Traininglmage SourceVendor:Huthwaite InternationalDelivery format: Virtual and on-site classes; on-demand modulesLength: VariesFocus: How to structure and executive impactful sales
conversationsIntended audience: Salespeople, sales managers, business development managers, and anyone in a customer-facing rolePrice: Contact for detailsSPINSales Training, developed by Huthwaite International, aims to help you generate more sales plus attain higher customer satisfaction levels through an approach thats based on extensive
research into customer behavior.The high-energy program gives you a framework for asking the right questions to uncover customer needs, build trust, and move deals forward.Key LessonsDemonstrating value to customers.Making each customer interaction insightful and compelling.Understanding buyer psychology.Understanding and dealing with
customer objections.ProsAvailable through a range of formats to suit different needs.Data-driven and research-backed sales methodology.ConPricing is only available upon request.24. Strategic Social Sellinglmage SourceVendor:RSVP SellingDelivery format: On-site custom coachinglLength: Two days or four half-day sessionsFocus: Social
sellingIntended audience: B2B salespeoplePrice: $2,200/day for course plus $395/person for electronic course manual36% ofsalespeople said social media is among the most effective sales channels. And 31% think it results in the most leads when it comes to cold outreach.In this strategic socialsales training course delivered by Tony Hughes, youll
learn how to use social platforms and modern technologies to create a strong brand that helps you reach your target audience better and drive revenue. To get the most out of the course, I recommend your team review the pre-learning activities listed on the landing page.Key LessonsBuilding a strong online brand.Using social selling techniques, like
social listening.Creating and sharing valuable content that establishes you as a thought leader.ProsFocused on a modern approach to sales.Developed by a proven sales expert.ConsIncludes additional costs, like hiring visual equipment, catering, and travel. Recommends a max class size of 20 participants no information about how the program handles
larger class sizes.25. Develop Your Sales Knowledge and Skillsimage SourceVendor:LinkedInLearningDelivery format: Online learning modulesLength: 6 hoursFocus: Sales fundamentalsIntended audience: Sales professionalsPrice: $29/month (LinkedIn Learning subscription)Develop Your Sales Knowledge and Skills from LinkedIn Learning equips
learners with essential sales skills for success in the modern sales environment. This self-paced collection includes eight video tutorials led by experienced sales professionals.My favorite aspect of the program is that most courses include quizzes and practical exercises to reinforce learning and track progress.Key LessonsBuilding
relationships.Implementing inclusive selling.Using storytelling to drive sales.Negotiating deals that stick.Leveraging artificial intelligence and automation to improve efficiency and sell more.ProsSelf-paced learning allows for flexibility.LinkedIn Learning subscription gives you access to multiple other courses and resources.Covers a diverse range of
courses.Expert instructors.ConsSelf-paced format requires discipline or personal motivation.No personalized feedback.26. Consultative SellingTraininglmage SourceVendor:RichardsonSales PerformanceDelivery format: Virtual and on-site instructor-led; blended learning format; on-demand learning modulesLength: One- or two-day instructor-led
workshop; two or four 4-hour virtual instructor-led trainingFocus: Consultative sellingIntended audience: Sales professionals and leadersPrice: Contact for detailsThe Consultative SellingTraining course equips salespeople with a powerful roadmap for conducting successful sales conversations. Youll learn how to better understand customer needs by
asking insightful questions, persuasively articulate value to prospects through tailored presentations, and close more deals.I like that the course pairs online learning modules with virtual and in-person live workshops, giving participants some flexibility.Key LessonsEstablishing rapport with prospects.Uncovering prospect needs.Effectively
demonstrating value.Handling objections.Closing the sale.ProsFlexible learning formats.Richardson is a recognized leader in the sales training industry.ConPrices are only available upon request. 27. Insight Sellinglmage SourceVendor:RAIN GroupDelivery format: Virtual and on-site instructor-led training; hybrid training; self-paced online
modulesLength: VariesFocus: Insight sellingIntended audience: Experienced sales professionals and managersPrice: Contact for detailsModern buyers value sellers who bring them new insights and ideas. In fact, 26% ofsalespeople said that not receiving enough information while making a decision is one of the biggest reasons prospects pull out of
deals.Meanwhile, RAIN Group s research shows that salespeople who close deals educate buyers with fresh information three times more than other reps. Its highly effective Insight Selling training course teaches you and your team how to develop and share insights and ideas that inspire buyers to think differently or move them closer to a
decision.Key LessonsDeveloping insights and ideas that resonate with buyers.Influencing the buyer agenda.Encouraging buyers to consider new perspectives.ProsResearch-based methodologies.Flexible delivery, including online and in-person options.RAINs programs have a strong track record.ConSome of the content is only suitable for advanced
sales pros.28. IMPACT Selling ProfessionalSales Training ProgramImage SourceVendor:The Brooks GroupDelivery format: In-person and virtual instructor-led trainingLength: Two days (in-person); six 2-hour sessions (virtual)Focus: Improving sales performancelntended audience: B2B salespeople and managersPrice: $2,495/person for in-person;
$2,195/person for virtualThis program teaches a straightforward six-step sales approach called IMPACT selling, an acronym that stands for Investigate, Meet, Probe, Apply, Convince, and Tie-it-up. The framework guides participants through building relationships, uncovering customer needs, delivering effective presentations, and closing deals.One of
my favorite things about the course is that its designed to be adaptable to your specific sales environment and training needs.Key LessonsEffectively researching and connecting with your target customers.Asking the right questions.Understanding prospects challenges.Presenting solutions in ways that guarantee a close.ProsAdapts to your unique
business needs.Flexible delivery options.ConsLimited preview of specific course content.In-person sessions have a set schedule, which might not work for everyone.29. Engage SellingSales Traininglmage SourceVendor:Engage SellingDelivery: On-site trainingLength: Half or full dayFocus: Sales process and performancelntended audience: Businesses
across all industries looking to boost their sales teams performancePrice: $17,500 for full day or $12,500 for half-day, plus travel expenseslf you partner with Engage Selling, creator Colleen Francis will first perform an in-depth analysis of your sales team and environment to identify potential areas of improvement. Based on this analysis, she and her
team will then develop a customized training program and deliver it on-site to your reps.I love that the program focuses on your specific sales needs instead of cookie-cutter solutions, ensuring the greatest impact on your teams performance.Key LessonsSales strategy development.Sales process optimization.Skills development for different sales
scenarios.ProsTailored to your specific needs and sales environment.Positive testimonials from satisfied customers and brands.ConsRelatively high price point for just one day of training.Travel costs not included in price.30. Sales Managed EnvironmentIlmage SourceVendor:Anthony Cole Training GroupDelivery format: On-site training sessions; live
webcasts; online learning materials; one-on-one coachinglLength: Ranges from a few days to 18 monthsFocus: Coaching skills development for sales managersintended audience: Sales managersPrice: Contact for detailsAnthony Cole Training Group has been helping companies improve their sales performance for over 25 years. The Sales Managed
Environment course equips sales managers with the coaching and leadership capabilities they need to unlock their teams' full potential.If youre looking to invest in the development of your management skills, this is a course you should seriously consider. I recommend checking out the introductory samples on the landing page before selecting which
of the three approaches would work best.Key LessonsCoaching and mentoring skills development.Performance management strategies.Sales talent acquisition.ProsIntegrated or standalone program options to fit your specific needs.Experienced instructors.Multiple delivery formats.ConCan be tough to choose the best package for your organization.
31. Winning with Relationship Sellinglmage SourceVendor:Dale CarnegieDelivery format: Live online and in-person seminarLength: One session per week for eight weeks or three daysFocus: Relationship sellingIintended audience: Sales professionalsPrice: Starts at $2,195/person26% ofsalespeople said that the increased importance of establishing
trust and rapport with prospects was one of the biggest ways their roles changed in the past year. Whats more, 28% said not establishing enough trust was one of the biggest reasons for prospects backing out of deals.Because trust has become so important to sales, I recommend checking out Dale Carnegie's Winning with Relationships Selling
program. It gives you the necessary skills and strategies to cultivate trust, build rapport, and foster long-lasting client partnerships that increase your sales performance.Key LessonsRelationship-building.Interpersonal skills.Customer-centric selling.ProsBased on proven methodologies.Expert, highly vetted trainers.Options for online or in-person
training.Con 32. Sales Negotiation Traininglmage SourceVendor:Negotiation ExpertsDelivery format: On-site and virtual instructor-led sessionsLength: Half-day to six daysFocus: Negotiating skillsIntended audience: Sales professionals looking to improve their negotiation skillsPrice: Contact for detailsThis Sales Negotiation Training is designed to
help you improve your negotiation skills and thus close bigger deals faster. It covers all aspects of sales negotiation, from preparation and strategy development to execution and closing.The course uses a highly interactive approach that includes role-playing exercises, group discussions, polls, and Q&As with theory limited to a minimum. I love that
you can customize the course before you order, including the interactive elements to include and number of training days.Key LessonsChoosing between negotiation styles.Gathering information about prospects.Building trust and rapport.Effectively communicating value propositions.Handling objections.Using storytelling for persuasion.ProsMultiple
customization options.Engaging and interactive learning formats.Practical strategies you can apply to the real world immediately.ConPrices only available upon request.33. Effective Sales Coachinglmage SourceVendor:ValueSelling AssociatesDelivery format: In-person and virtual instructor-led training; on-demand coursesLength: VariesFocus: Value-
based sellingIntended audience: SalespeoplePrice: Available upon requestThe Effective Sales Coaching program teaches how to communicate value effectively to potential buyers. Its based on the ValueSelling Framework, a proven sales methodology that emphasizes understanding and communicating value from the customer's perspective.When you
sign up, the team will create a practical, fully customized program designed to help you meet or even exceed your objectives. With big-name participants like Google and YouTube, you can trust the program to help you win in a crowded market.Key LessonsCommunicating value to buyers.Conducting impactful sales conversions.ProsCustomized
coaching.Engaging training format with a combination of online resources and workshops.Experienced trainers.ConConsultation needed to get details like pricing.34. GP StrategiesSales Training ProgramsImage SourceVendor:GP StrategiesDelivery format: In-person and virtual instructor-led training; on-demand coursesLength: VariesFocus: Sales
performance improvement solutionsIntended audience: All customer-facing rolesPrice: Contact for detailsAs part of its sales training programs, GP Strategies partners with you to understand your organization's unique needs and challenges and then designs a high-value program specifically tailored to address those needs. The goal is to give your
team the skills and knowledge they need to excel in your specific sales environment.If youre looking for multiple types of staff training, I recommend checking out GP Strategies other learning solutions, which cover everything from diversity, equity, and inclusion (DEI) to technology change management.Key LessonsEngaging customers.Navigating
sales conversations effectively.ldentifying customer motivations.ProsCustomizable programs.Flexible learning formats.Expert instructors.ConNeed to contact GP Strategies to get pricing information.35. Ariel GroupSales Traininglmage SourceVendor:Ariel GroupDelivery format: Virtual and in-person instructor-led training; one-on-one
coachingLength: VariesFocus: Consultative selling skillsIntended audience: Sales professionals and client-facing consultantsPrice: Contact for detailsModern prospects dont simply want to be sold to. Instead, they want to talk about their unique challenges and see how you, as a salesperson, can address them. In fact, 27% ofsalespeople shared that the
shift toward focusing on solutions instead of products/services was one of the most impactful changes to the sales process in the past year.The Ariel Groupssales training course transforms sales professionals into trusted consultants who can build stronger relationships with clients, identify and relate to their needs, and deliver tailored solutions.
Because the course is flexible it can be delivered virtually or in person I was able to pick the best option for my team.Key Lessons ProsCustomized to your needs.Can be delivered virtually or in person.Conln-person training can only have 12 participants.36. Ian KoniakSales CoachingIlmage SourceVendor:Ilan KoniakDelivery formats: On-site training
(teams); on-demand online coursesLength: VariesFocus: Mindset coaching and B2B sales skills masteryIntended audience: B2B salespeoplePrice: Contact for detailslan Koniak is a sales guru who currently boasts over $100 million in career sales at Fortune 500 tech brands, such as Salesforce and Ricoh.Koniakssales coaching focuses on developing
the right mindset for selling and mastering the skills needed for every stage of the B2B sales cycle. With his program, Koniak promises to help you become a top sales performer.The individual package includes on-demand online courses. The best part? You also get direct mentorship from Koniak. For the team package, hell develop and deliver a
custom interactive program.Key LessonsSales fundamentals.Strategic selling.Mindset and habits for selling.ProsBoth individual and team training are available.Expert course instructor.Custom training for teams.ConPricing may vary based on the level of customization and delivery format. 37. RISOR TrainingIlmage SourceVendor:Sales GravyDelivery:
Virtual sessionsLength: Eight hours, but can be expanded to two daysFocus: Recruiting, interviewing, selecting, onboarding, and retaining (RISOR) sales talentIntended audience: Sales managersPrice: Contact for detailsHiring great salespeople can be tough I know that firsthand. It's even harder if your business sells a product or service that
requires prerequisite knowledge or a specific skill set.The Sales Gravy RISOR program is designed to improve your organizations hiring processes, ensuring you attract and retain the best sales talent. The course covers every stage of the talent management lifecycle, from recruitment to retention. To go even deeper, I recommend adding on the
advanced coursework.Key LessonsRecruiting strategies.Interviewing skills.Selection processes.Onboarding programs.Retention techniques.ProsExpert instructors.Addresses all critical aspects of sales talent management.ConLimited information on the specific content before signing up.Unlock Your Full Potential With Sales TrainingSales training
courses offer a variety of benefits, including improved sales (and thus more revenue), better customer relations, lower turnover, and reduced costs of selling activities.While there are many factors to consider when choosing a program, the best options perfectly align with your current needs, budget, and learning preferences. See which of the courses
in my list is a good fit for you.Editor's note: This post was originally published in October 2023 and has been updated for comprehensiveness.
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