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BUILDING A TOP-PERFORMING 
SALES TEAM

Sales Shots served straight from             

Hosted By: Lauren Bailey

Featuring: Devyn Blume

https://factor8.com/
https://factor8.com/our-services/sales-bar/
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Upcoming WorkshopsJOIN US 
AGAIN!

REGISTER: FACTOR8.COM/SHOTS/

30-min

Tip-rich

Served Monthly

Rep & Mgr

Free!

⮚ How Real People are Winning the Sales 

Prospecting Game Using AI – May 20th

⮚ Sales Manager Coaching Acceleration System 

Certification (fee associated, limited space) –

May 1st 

⮚ What Type of Sales Manager Are You? (& How 

to Make It Your Superpower) – June 18th
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SALES 
SHOT #1

www.Factor8.com

It’s Rough…

- Confidence!

- Finding & Connecting 

- Value First

HARDEST PART OF 
GETTING STARTED



WHAT ARE YOUR OVERALL CHALLENGES 
WITH VIRTUAL SALES?

www.factor8.com



WHAT ARE YOUR OVERALL CHALLENGES 
WITH VIRTUAL SALES?

www.factor8.com
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SALES 
SHOT #2

www.Factor8.com

CRITICAL CONFIDENCE

You Can Do It!

- Allego Show Reels

- AI Role Plays

- Manager-Push Micro Learning

- Call Goals

- Call Recordings & The Pause Game





THE PAUSE GAME



ACTIVE RECALL Don’t re-read it, RE-CALL it (practice)



1. Identify The Gap

1. Assign The Course

1. Use The Coaching Tools

MANAGER TOOLS IN THE SALES BAR

https://factor8.com/our-services/sales-bar/


Bonus 
Chaser!

www.Factor8.com

Train Managers How To 
Develop Their Teams

“Coach the Coach”
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SALES 
SHOT #3

www.Factor8.com

1. Voicemails

2. Intros (SWIIFT Baby)

3. Value Props

4. Capture Contacts

5. Overcoming Brush-Offs

EARLY TEAM SKILLS

Start At The Beginning
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SALES 
SHOT #4

www.Factor8.com

- Lists & Data 

- (Sales Nav/ZoomInfo)

- Just In Time Training

- Call Recording + Library

- Timed CRM

- Digital Sales Rooms

- AI Role Play

TOOLS THAT WORK

Tools of the Trade
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SALES 
SHOT #5

2 is Better than 1

ENABLEMENT + LEADERSHIP 
PARTNERSHIP

www.Factor8.com

- Train Top Seller Outcomes

- Selling Techniques

- Managers = Role Play Final

- Managers = Day One

- Mentors = Day Two

- Monthly Meeting Swap
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A BETTER REVENUE-ENABLEMENT PARTNERSHIP

FACTOR8.COM/LEADERSHIP

For Sales/Revenue Leaders: 

FACTOR8.COM/ENABLEMENT

For Enablement Leaders: 
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SALES 
SHOT #6

Just In Time!

JUST-IN-TIME TRAINING:
What’s Next?

www.Factor8.com

1. Business & Industry Acumen

2. Discovery

3. Qualify & Capture

4. Bridging

5. Engaging Customers

6. Fast Access to Content!



RETAINING TOP TALENT

LEVEL1

New Hire

LEVEL 2

Ongoing

Mo 3-12

LEVEL 3

Career Path

AE/AM/MGR 
Training

TIP 1

Wins Stories 

TIP 2

Best Practices

TIP 3

Grow with 
Peers

FACTOR 8 TIPS ALLEGO TIPS



WIN THE DEAL, RECORD THE WIN



20

Bonus 
Chaser!

www.Factor8.com

LEVEL TWO

1. Time Mgt

2. Referrals

3. Rapport

4. Listening

5. Questioning

Then What?

LEVEL THREE

1. Consulting

2. Demos

3. Stories

4. Closing

5. Objections
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SALES 
SHOT #7

www.Factor8.com

- Dialer!

- Bite-sized Materials

- Reduce the Tech Stack!

- Automated Summaries

- Content Engagement Notifications

- Trend-line Dashboards

- Manager Job Training

MORE EFFICIENCY TIPS

DO IT FAST



I’VE TOLD THEM TO DO IT 100 TIMES!

www.Factor8.com



MOST MANAGER COACHING = INEFFICIENT

= Coaching is the repetition www.Factor8.com

The Forgetting Curve



COACHING 
DEFINITION:

Ongoing development method used 

by leaders using questions to inspire 

+ deliver personal feedback on skills.

www.Factor8.com
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REGISTER: FACTOR8.COM/COACH

Coaching Acceleration System 
+ Certification

✔ Have more time to coach

✔ Get more out of meetings

✔ Spend less time preparing

✔ Get out of firefighting mode

✔ Unlimited templates & tools

✔ Spend more time with your team

✔ Get more of your team to quota

✔ Help rockstars unleash higher results

✔ Coach effectively to drive real results

✔ Free training resources for your team

May 1st – September 26th | Virtual 

25 Seats (5 per org max)
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Become the Coach You’ve Dreamed of Being!

https://factor8.com/


26

What Type of Sales Manager Are You?

TAKE THE QUIZ: FACTOR8.COM/QUIZ

Discover your sales superpower in just 3 minutes!
Learn your strengths and get tips to tackle any skill gaps.



1. Customization – you ARE a snowflake

2. REAL best practices from the field

3. Manager pre-training

4. Skills framework & competencies

5. Measuring baseline KPIs

6. More than an event

7. Manager how-to-coach training after

8. Make it searchable

MANAGERS, GET MORE ROI

8 Things to Maximize Training ROI

www.factor8.com
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Bonus 
Chaser!

www.Factor8.com

- Same 2-day programs for all

- Doesn’t link to biz outcomes

- No competency framework

- There’s a set workbook

- Event / thought leader video

BEWARE OF BAD 
TRAINING
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EXTRA 
SHOT

www.factor8.com

Get More with Allego

https://p.allego.com/3ofS9ZvcyDochq3

Find the recording + resources within this digital room:
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BUILDING A TOP-PERFORMING 
SALES TEAM

Hosted By: Lauren Bailey

Featuring: Devyn Blume

dblume@allego.comLB@Factor8.com

https://factor8.com/
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