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SALES MANAGERS
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REAL BUSINESS
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BUSINESS
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Win Rate - Sales Cycle - Pipeline - Margin

CAPABILITIES
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Deal Leadership - Discovery - Value Creation - Negotiation
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Coaching - Deal Clinics - Peer Learning
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Adoption - Behavior - Business Impact

"Don't try to do everything. Decide what matters most."
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Learn Before. Work at the SKO.
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TRADITIONAL SKO Learn - Learn - Learn - Go Home

FLIPPED SKO Learn Before SALES LAB Execute After
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A DIFFERENT WAY TO BUILD YOUR SKO 2027

Learn Before. Apply at the SKO. Execute After. Embed Through Managers.
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SELLER
JOURNEY LEARN & PREPARE APPLY & BUILD EXECUTE REINFORCE MEASURE & SCALE
. 2-3 _virtual learning « Work on real deals « Apply tools on « Coaching in 1:1s + Measure adoption
What _sellers SETSIOHS (e.g., MEDDIC, + Practice, simulate, live opportunities « Deal & pipeline reviews & behavior
Bl Valey foslbiaegy) get feedback « Take action & test « Assess business impact
+ Live opportunity + Build deal strategy & : * Address challenges y
: ; « Capture wins, . « Decide what's next
assignments action plans : * Share successes
_ learnings & blockers & scale what works
« Bring insights & outputs + Leave with a 90-day
to the SKO plan for key deals
%
o WEEKS 1-3 WEEKS 4-6 WEEKS 7-9 WEEKS 10-12
o SALES MANAGER ALIGN (J COACH (\ REINFORCE SUSTAIN
> CF - = -
(B 12-WEEK JOURNEY Q> el
Turn learning into the Translate the SKO into clear Embed tools into 1:1s, Observe, give feedback, Measure adoption,
way we run sales expectations & coaching deal reviews & pipeline share wins & address recognize progress &
priorities reviews barriers establish ongoing routines
Managers meet as a peer group throughout the 12 weeks to learn, solve & support each other >
J
_~ PERFORMANCE ADOPTION (O BEHAVIOR P4 BUSINESS IMPACT
Vi H 050 H
DDD[I OUTCOMES Using the tools & language @ Doing things differently nﬂ_llﬂ Better results

THE SKO CREATES THE SHIFT. SALES MANAGERS TURN IT INTO THE OPERATING SYSTEM.



THE ENGINE BEHIND THE SKO
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Gilat

From Architecture to Reality
“Previously, the Annual Sales Meeting was an event of excitement. This
@ time - we needed a real process that would bring results.”
Ron Levin, CCO, Gilat

BEFORE SKO AFTER
- 3 remote MEDDIC sessions - Real Opportunities - Sales Leadership Coaching
— Live opportunity assignments - Stakeholder Mapping — Applied to real deals
— Sales manager preparation — Practice & Feedback -~ MEDDIC embedded in management

- Action Planning routines
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Cognyte Gilat Deloitte.

Building Sales Capability Over Time From SKO to Live Deals From Experts to Trusted Advisors
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Sales Coaching MEDDIC SKO Sales Leadership SKO MEDDIC MAPS Value Selling MEDDIC

n'po>nNN'w1 - TRUSTED BY LEADING ORGANIZATIONS

Deloitte Gilat Cognyte Ceragon Check Point Cellebrite Amdocs ThetaRay AiTech NESS Pelephone Bezeq International

Mercantile Discount Bank  TIVI ...

Different industries. Different sales motions. One principle: build capability around the business.
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Upgrading Your Sales Operating System
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Erez Almogi - CEO, Blanchard Israel
SCAN TO BOOK 050-527-2875 - erez@blanchard.co.il




