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Welcome to Kellogg Exec Ed
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What has Covid wrought on the sales force?




The impact has been very varied

Sales exploding Sales/profits cratering

= Diagnostics = Hospitality
= PPE & sanitation = Travel
= Tech = Qil/gas

= Medical devices
= Banking
= Discretionary goods

= Home fithess
= Basic supplies
= Food & grocery
= Home repair




How has your sales volume been impacted compared to your
2020 plan/budget/goal?

A. Huge drop (>50% decline)

B. Moderate drop (30-50% decline)

C. Mild drop (10-30% decline)

D. “No” impact (we're within +/- 10% of our plan/goal)
E. Mild increase (10-30% gain)

F. Moderate increase (30-50% gain)

G. Huge increase (>50% gain)




How has your organization responded with the sales
force?

A. Significant layoffs
B. Modest layoffs/furloughs

C. No Change

D. Hiring more reps




How have you shifted customer interactions

A.Not much change (e.g. maintained significant face to face or were already
very virtual)

B. Shifted to all virtual

C.Shifted to primarily virtual but some face to face




Covid-19 impacts several aspects of the commercial model

Market Insight Go-To-Market Strategy Operational Excellence

Sales Force Channels
= Sizing
= Territories = Segments
Sales Resources = Account Targeting = Capacity Planning

= Territory & Pipeline Mgt

Channels & = Culture
Customer Insight Sales Force Knowledge, Skills RN ESFYLGE
Structure & Behaviors = Hiring = Benefits & Rewards

= Training & Coaching
Segmentation Value
Competitor Insight lig & Growth —  Proposition
Strategy Strategy

\ Marketing

Programs

= Partner Program
= Performance Measures Management

Motivation * Incentives & Rewards
= Performance Reviews

= Sales Process & Decision Support Tools

Marketing Mix

Demand Generation

Lead Nurturing

Sales Force & Partner Enablement
Community Building

Customer
Engagement
Process

Market

Environment

= Data & List Management
= Sales Admin
Operations * In-line Forecasting

(Sales, Marketing, FREGEIULLY
Change Management Channels) - Analytics

= Agency Management
= Platforms & Systems Management




Break-out groups

= Discuss your biggest revelation or learning related to the sales
force during Covid-19




What is your biggest open SF-related issue caused by Covid?




Covid-19 impacts several aspects of the commercial model
Highlight parts from the class
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SALES FORCE EFFECTIVENESS
IN THE NEW (AB)NORMAL

Academic Director: Marshall Solem

OCTOBER 5-6 + OCTOBER 12 -13
Program Manager: David Collins
d-collins@kellogg.northwestern.edu

TIME MONDAY TUESDAY THURSDAY MONDAY TUESDAY
US CENTRAL OCTOBER 5 OCTOBER 6 OCTOBER 8 OCTOBER 12 OCTOBER 13
8:00 - 9:30 AM 8:30 - 10:00 AM 8:30 - 10:00 AM 8:30 - 10:00 AM
The New World of Talent Management Leveraging Analytics Managing Culture
Morming Work and .i}l to Optimize and Change in a
Session 1 Dmm-c_hannel VUCA World
Strategies
Solem Lennon Shastri Bemewitz
09:30 — 9:45 AM 10:00 — 10:30 AM 10:00 —10:25 AM 10:00 —10:30 AM
9:45 - 10:45 AM 10:30 AM - 12:00 PM Class Photo: 10:25 AM | 70:20 AM - 12:00 PM
New Models of Motivation and 10:30 AM - 12:00 PM Panel Discussion and
Moming Customer Incentives Enat}l&!nent a!'nd _ Wrap-up
Session 2 Engagement Execution: Bringing the
Mew Strategy to Life
Y eung/Mitra Solem and Faculty
10:45 - 11:00 AM
11:00 AM — 12:00 PM
New Models of
. Customer
5‘;2;?;':‘93 Engagement {cont'd)
Yeung/Mitra Albrecht Mitra Northwestern
12:00 - 12:30 PM 12:00 - 12:30 PM 12:00 - 12:30 PM
Office Hours K ll
Solemeung Lennon/Albrecht ShastriMitra e Ogg
12:30 - 1:30 PM 4:00 - 5:00 PM 12:30 - 1:30 PM
Networking
Virtual Lunch Social Hour Virtual Lunch
200 — 6:00 PM
Group Work Change Management
Group Work (Bermewitz)




Your Faculty

Course Assistants ————  Program Advisor

Marshall Solem Tony Yeung Torsten Bernewitz Tania Lennon Jon Kelman Will Wiet Gretchen Baker

Program Managers

David Collins Stacey Nussbaum Emilie Hunter




Resources & Opportunities to Connect

% Network with your peers during small group lunches
/ and a social hour

®
[
¢o Dig deeper during faculty office hours

Explore resources on a robust course site







For more information:

= 5o to https://kell.ga/kxsfe

= Contact your Program Advisor — Gretchen Baker
— Gretchen-Baker@kellogg.northwestern.edu

<« c @& kellogg.northwestern.edu/executive-education/individual-programs/executive-programs/sfe.aspx pnd e :

i Apps @ Biographies - Home @ RD Web Access 9 Google Maps [l Weather # CFMPricing File @Y OnBoard® | Projectcodes & salesforcecom-En.. # ZSpace  » Cther bookmarks

REQUEST ABROCHURE  FIND A PROGR,

EXECUTIVE EDUCATION / INDIVIDUAL PROGRAMS / EXECUTIVE PROGRAMS

Marketing & Sales

EXECUTIVE PROGRAMS

FINANCE & ACCOUNTING
GENERAL MANAGEMENT Sales Force Effectiveness
GOVERNANCE Adapting for success in a new environment

In this new program our expert faculty addresses the unprecedented disruption sales
LEADERSHIP organizations are experiencing as a direct result of the coronavirus pandemic. Whether
OPERATIONS & TECHNOLOGY facing a sales slump or enjoying a sales bump as a result of this interruption to the
usual way of doing business, it's more difficult than ever to predict what will come next.
Many sales organizations have taken quick steps to move to digital channels, virtual
STRATEGY selling, redeploying sales efforts and even reducing sales force capacity where needed;
but uncertainty and volatility persist.

GROWTH & INNOVATION

MARKETING & SALES

- it e
Learn to adapt your sales excellence
drivers in a volatile environment
ONLINE PROGRAMS
Focusing on the key issues facing sales leaders in this new environment, this program
will address topics such as customer engagement; training, development and retention
EXECUTIVE SCHOLAR CERTIFICATE of sales talent; leveraging analytics and Al to optimize commercial strategies, and how
to manage change in a volatile environment. Using frameworks, class discussion and

C-SUITE PROGRAMS
B UPCOMING SESSIONS

HONERCEEHOCIAMS . o ; YY SAVETHIS PROGRAM
group exercises to assimilate the concepts, you will learn how to adapt your approach to
Group & Custom Solutions i i i i
P the drivers of sales excellence, ensuring success during an unstable time. SUBSCRIBE TO NEWSLETTER
The Kellogg Experience <



https://kell.gg/kxsfe
mailto:s-landry@kellogg.northwestern.edu

Thank you!
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What has Covid wrought on the sales force?




What has Covid wrought on the sales force?




The impact has been very varied!

Sales/profits exploding Sales/profits cratering

= Diagnostics = Hospitality
= PPE & sanitation = Travel
= Tech = Qil/gas

= Medical devices
= Banking
= Discretionary goods

= Home fithess
= Basic supplies
= Food & grocery
= Home repair
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