
A Coaching System for 
Sales Leaders
A Process for Developing Skills to Execute  

More High-Quality Sales Calls

“Puts the science of selling into layman’s  

terms, providing a clear understanding of how 

to sell well.”

Tom Hopkins, author of How to Master the Art of 

Selling and When Buyers Say No 

“Inspires even sales stars to superior 

performance levels and provides the elusive 

competitive edge in closing large global deals.”

Michael A. Rosinski, President & CEO of Astoria 
Software 

“Action-oriented framework for sales managers.”

John Stuart, Senior Director, National Sales at 
Genentech 

“Provides a clear roadmap for a sales leader 

to build high sales performance within a very 

short period.”

Jerry Bevers, SVP National Sales Director at 
Guardian Mortgage

“A simple and elegant system for building a 

truly exceptional selling organization.”

David Pearson, SVP Sales at TrueBlue, Inc.

Based on the highly  
praised book  
Level Five Selling
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Level Five Selling™ is a sales performance initiative, implemented over a 180-day 

period by your frontline Sales Leaders. The primary objective is to double the 

number of “Level Five” quality sales calls that create value for your prospects and 

customers.

Why Is Level Five Selling Needed?

The Sales Benchmark Index reports that more than half of all sales reps miss their 

quota. Our own field research working with100’s of line Sales Leaders and scores 

of their customers discovered three disturbing realities:

1. Scrap & Waste 
Factor

2. Leading vs. Lagging 
Indicators

3. Less is More

60% of all sales calls are 
scrap and waste. They 
do not advance a buying 
decision and do not 
meet their objective. 

Frontline Sales Leaders 
spend as much as half 
of their time* on lagging 
indicator forecasts vs. 
leading indicator sales 
calls. 

There is a misplaced 
focus on call quantity 
versus call quality. 

* Source: Sales Benchmark Index

What Results Can You Expect?

+ An installed sales coaching discipline and process that will be sustained and  

built upon. 

+ More quality deals in the pipeline and improved forecast accuracy

+ Improved win/loss ratios

+ More reps achieving and exceeding quota

+ Shorten ramp time to full productivity

+ Reduced turnover

+ Increased customer satisfaction

+ Improved product launch

+ Double or triple the amount of coaching

+ Four to five times more practice and rehearsal of skills



About the Author

John Hoskins has sold or overseen the sale of more than $350 million of licensed training. Today he is Co-Founder of Level Five 
Selling and his consulting practice is focused exclusively on the sales function, helping sales leaders execute their growth strategies.
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How Does It Work?

The Level Five Coaching System consists of several key components implemented over a 180-day time frame using the 

70:20:10 learning framework.

• A pre- and post-workshop evaluation of coaching process and behaviors to measure impact. 

• A ½ day discovery learning workshop to establish a common language for what a quality sales call is in your business. 

• A 1-day coaching plan and skill building workshop.

• Fourteen online eLearning microlearning video modules on call planning and execution skills, including a practice 

platform for virtual coaching and a best practices archive to capture “your best doing their best. 

eLearning modules used for continual coaching, practice and reinforcement, and onboarding.
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The process begins in a planning meeting with the executive steering committee to establish expectations and metrics to 

be tracked. A Coaching Activity benchmark survey of the current coaching behaviors of the frontline leaders is deployed. 

Input is gathered from the field to measure current state against 30 best practices in coaching sales calls. 

Frontline leaders then participate in a 2-day planning and train-the-trainer workshop that results in participants producing 

a written 90-day coaching plan. They begin by participating in the ½ day Level Five Selling workshop to understand the 

Level Five sales model. They are then taught call observation skills and how to conduct pre-call and post-call debriefings. 

Finally, they are trained as trainers of the ½ day Level Five Selling workshop so they can conduct the workshop at their next 

team meeting.

At the 90-day mark, a follow-up briefing on results achieved is held with sales leadership, and findings and metrics are 

reported. The second 90-day field travel plan with new objectives is also developed.

Why Does Most Sales Training Fail the ROI Test?

Most sales training companies have a firm grasp on the end of an era, and in spite of nearly a billion dollars a year being 

spent on sales training programs, more than 50% of reps don’t reach their quota. Take a closer look at the old way versus 

the new Level Five way. Our design and implementation methods make the difference between holding an event and 

installing a sustainable process that yields sales results.

THE OLD WAY THE LEVEL FIVE WAY

Costly classroom and travel Minimal classroom, delivered in field

Delivered by trainers Delivered by sales managers

Limited assessment and evaluation Ongoing assessment and evaluation of ROI

Dated learning methods Leverage tech learning

Event oriented Ongoing reinforcement

Coaching left to chance  Coaching tracked and measured

Limited practice  Continuous repeated practice


