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Strategic Selling®

Checkout Form for Coaches
Facilitator: 
     




Company: 
     




Coach: 
     




Date: 

     




Coaching Guidelines

One of the most important responsibilities we have at Miller Heiman is coaching new people who want to become certified to deliver our programs. We are striving for consistency and quality in the delivery of our programs and therefore each time we coach an instructor we must adhere to the following guidelines. These guidelines are to be used when coaching new Miller Heiman instructors as well as new Client Associates.

Guidelines

1.
As the coach you must set ground rules with the new instructor at least two weeks in advance.

2.
Prior to the program, review any concepts about which the new instructor has questions.

3.
Remember that, as the coach, you are responsible for the success of the program. It is your responsibility to make sure the program is on track and on time. Help, the new instructor make adjustments as necessary.

4.
Do not teach from the back of the room.

5.
Take notes and give specific feedback.

6.
Reminders to give the new instructor:

•
Keep the program on time
•
Keep the energy up
•
That “less is more.” They should deliver the concept briefly and get the workshop started
•
That the workshops are where the learning takes place
•
Talk with coach at each break
•
You will take over if necessary

Fill out the Coaching Form, send a copy to Miller Heiman and give the new instructor a copy.

COACHING NOTES
	Concept
	Content
	Conveyed Concept

(Rate from 1-5)

1= Effective

5= Ineffective
	Delivery

	Day One
	
	
	

	Introduction

Suggested / Actual:
8:00 a.m. – 8:15 a.m. 
	Overview of program.
	
	

	
	Participant Guide
	
	

	
	Expectations – Key Outcomes
	
	

	Key Elements Review
Suggested / Actual:

8:15 a.m. - 9:00 a.m. 

	Key Elements Review (5 min)
Strengths and Red Flags (5 min)


	
	

	
	Single Sales Objective (10 min)
Single Sales Objective Workshop (10 min)
	
	

	
	Panic Euphoria (5 min)
	
	

	
	Panic Euphoria 

Workshop (5 min)
	
	

	Buying Influences
Suggested / Actual:
9:00 a.m. – 10:00 a.m.
	Buying Influences Role and Workshop (10 min)

	
	

	
	Degree of Influence (5 min)

Workshop and Debrief (35 min)
	
	

	
	
	
	

	Break

Suggested / Actual:
10:00 a.m. - 10:15 a.m. /


	
	
	


	Modes and Ratings
Suggested / Actual:
10:15 a.m. – 11:00 a.m.
( _____ Minutes Over/Under)
	Modes and Workshop (12 min)
Ratings and Workshop (13 min)

Modes and Ratings Team Workshop and Debrief (30 min)
	
	

	Win/Results
Suggested / Actual:
11:00 a.m. – 11:45 a.m.
( _____ Minutes Over/Under)
	I Win/You Win (5 min)

	
	

	
	Results and Workshop (10 min)
	
	

	
	Wins and Workshop (10 min)
	
	

	
	Win-Results Workshop (20 min)
	
	

	
	Debrief using Lobby Blue Sheet
	
	

	
	
	
	

	Enter Information on the Blue Sheet
Suggested / Actual:
11:45 a.m. - 12:00 p.m.

( _____ Minutes Over/Under)
	Enter information on the Blue Sheet
	
	


	Lunch

Suggested / Actual:
12:00 p.m. - 1:00 p.m. /

( _____ Minutes Over/Under)
	
	
	

	Getting to the Economic Buyer
Suggested / Actual:
1:00 p.m. – 1:40 p.m. /

( _____ Minutes Over/Under)
	Getting to the Economic Buyer and Workshop 
(40 minutes)
	
	

	Competition
Suggested/Actual:
1:40 p.m. - 2:10 p.m. /

( _____ Minutes Over/Under)
	Competition (5 min)
Competition Workshop (15 min)

Enter on the Blue Sheet (5 min)


	
	

	Ideal Customer Profile
Suggested/Actual:
2:10 p.m. – 2:45 p.m. /

( _____ Minutes Over/Under)
	Ideal Customer Profile (5 min)
Ideal Customer Profile Workshop (25 min) 

Enter on the Blue Sheet (5 min)
	
	

	Sales Funnel
Suggested/Actual:
2:45 p.m. – 3:00 p.m. /

( _____ Minutes Over/Under)
	Sales Funnel (15 min)
	
	


	Break
Suggested/Actual:
3:00 p.m.- 3:15 p.m. /

( _____ Minutes Over/Under)
	Break (15 min)
	
	

	Blue Sheet Workshop Instructions
Suggested/Actual:
3:15 p.m. – 3:30 p.m. /

( _____ Minutes Over/Under)
	Blue Sheet Workshop Instructions (15 min)
	
	

	Blue Sheet Workshop
Suggested/Actual:

3:30 p.m. – 4:30 p.m.
	Blue Sheet Workshop
(60 minutes)
	
	

	Wrap Up and Dismiss
Suggested/Actual:
4:30 p.m. – 5:00 p.m. 
( _____ Minutes Over/Under)
	Wrap Up, Dismiss, Review Assessment Process
(30 Minutes)
	
	


Instructions: Please provide any pertinent comments below.
	1.
	How did the instructor successfully move the group into workshops?

	
	     


	2.
	How well were key points summarized to reinforce each concept?

	
	     


	3.
	What did the instructor do to solicit participant input?

	
	     


	4.
	Describe how the instructor did or did not model Win-Win behavior?

	
	     


	5.
	How were teams and/or team leaders, successfully (or unsuccessfully) utilized by the instructor?

	
	     


	6.
	How well did the instructor maintain announced time schedule?

	
	     


	7.
	How effective was the instructor in answering all questions asked?

	
	     


	8.
	How well did the instructor relate program content to your industry?

	
	     


	9.
	Briefly summarize the instructor’s performance.

	
	     


	10.
	Is this instructor now certified?
	Yes   FORMCHECKBOX 

No   FORMCHECKBOX 


	
	Recommendations
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