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A Guide for Head of Sales

1. The sales performance puzzle

What if every rep sold like your best one?

It is the puzzle that infuriates sales leaders. The
team has received excellent training, yet after

a few weeks (or even days), nothing has really
changed.

It is often said that knowledge means power,

but when it comes to sales training why does it
fade so fast? Why doesn’t the education result in
changed habits?

We’ve all seen it too many times. A company
invests thousands in a two-day training event.
The team leaves fired up and enthusiastic,
convinced the quarter ahead will be a bumper
one. Yet by the time the next sales cycle comes
to an end, the same excuses are resurfacing, the
follow-ups slip, and managers end up coaching
the team on the same points they thought they'd
solved.

For many Heads of Sales, a real performance
puzzle exists. The top performers hit targets
because they have developed the right habits,
but these habits rarely spread across the team.
How can effective behaviors be scaled across an
entire salesforce? It is the question that causes
sleepless nights and endless frustrations.

This eBook explores how modern sales leaders
can solve these challenges.

We'll look at why training and traditional
coaching struggle to scale. We'll explore how
Al is transforming sales enablement. And we'll
suggest how a hybrid model, which combines
technology with human leadership, can help
Heads of Sales replicate top-performer habits
across their entire team.

“Sales training changes what people know. Coaching changes what they do.”

sizzlekick.com

Daily Summary

v Great job, Sarah!

Your right on target this quarter. Keep up
the momentum!

Challenges

Activity Challenge

8/10

Arrange 5 more call backs per day. Try
to improve this by Jan 13, 2026.

No Behavioural Challenge

Sharpen your habits! Get a challenge to level up
how you work.

Generate Challenge

No Effectiveness Challenge

Ready to boost your impact? Get a challenge to
improve your workflow.
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2. Why traditional sales training
falls short

Sales training may be a billion-dollar industry, yet it is flawed. Most of the budget
spent on training fails to deliver lasting impacts. Companies invest in classroom
sessions, onboarding bootcamps, and inspirational lectures, and nothing really
changes. The lessons quickly fade once the rep is back on the phone or in front of a
client. So why is training so inclined to fail?

Three fundamental flaws

1. Knowledge doesn’t equal behavior

Traditional sales training focuses on the transfer of knowledge. Presenting proven
techniques and sales scripts is fine, but even if people understand them, it does not
automatically lead to ongoing execution. In fact, in practice, knowledge and behavior
are worlds apart.

A rep might leave a session feeling confident to explain SPIN Selling or Challenger
principles, but what happens when they are under pressure to hit a target? Inevitably,
they revert to familiar habits.

Why do people return to their old ways? Stress makes the brain seek comfort in
routine. Without repeated practice and real-time reinforcement, new behaviors can’t
compete with old neural patterns.

The real transformation in sales comes when you do something repeatedly until it
feels natural. Behavioral science calls this the ‘intention-action gap”: knowing what'’s
right doesn’t mean you'll act on it, especially under cognitive load.

Al coaching closes that gap with a prompt, a reminder or feedback in real time.
Knowledge matters, but repetition, feedback and context make it stick.

“Sales doesn’t reward knowledge. It rewards behavior.”

sizzlekick.com

2. The forgetting curve

The ‘forgetting curve’ is the curse of every training session. In 1885, psychologist
Hermann Ebbinghaus discovered that people forget about 70% of what they learn
within 24 hours' (unless that knowledge is actively reinforced).

However, Ebbinghaus may have underestimated the gradient of the curve.
Subsequent research has found the figure to be even higher. Information overload
and digital distractions make retention even harder. A Gartner study in 2023 found
that 87% of training content is forgotten within a month2.

The benefits of learning a new skill fade almost instantly. The motivational buzz from
a workshop evaporates as soon as reps are back in front of customers, dealing with
objections and rejections.

Continuous reinforcement keeps the ‘forgetting curve’ from steepening. It turns
forgetfulness into familiarity - one repetition at a time.

“Without reinforcement, even the best training cools faster than the coffee
it's served with.”

3. One-off events don’t create habits

Sales training often happens in isolated bursts. A conference, bootcamp or workshop
can be energising and inspiring, but do they create lasting change? Behavioral
research shows that habits are built through frequency, not intensity. One highly
motivational day doesn’t rewire years of ingrained selling patterns. It takes consistent
reinforcement, ideally embedded into daily workflows, to replace an old reflex with a
new one.

A good comparison is going to the gym. If you go once a quarter, you may feel
good about yourself after the session, but you can’t expect to see visible results.
Sales habits follow the same logic. Without sustained effort and feedback,
progress evaporates. Al can help sales leaders by ensuring lessons are reinforced
continuously, not occasionally.

The issue isn’t that training is bad. It's that it stops where it should begin - at the
point of application.



3. One-to-one coaching works, but
is it scalable?

If you ask any high-performing rep what has made the biggest difference in their o
career, they’ll mention a great coach. They will remember that person who helped 95 /
them refine their pitch, structure their calls, or build resilience. Coaching works o o
because it's personalized and grounded in real behavior. 5 /o Of managers
Research data by the Sales Executive Council found that individual coaching . .
can lift sales performance by up to 19%2. This isn’t rocket science, but it rarely CoaChing adm”‘: admin and
happens because leaders just don’t have the time or capacity to offer feedback meetlngs eat up
when it matters the most. their Week
e« According to the Sales Management Association, 73% of sales managers

spend less than 5% of their time coaching®. Too much time is spent on admin

and internal meetings.
e« Coaching quality varies wildly. While some managers are natural coaches,

others struggle with this skill.

HIGH

e« As teams scale, coaching quality drops. Ten reps are manageable, but Sca“ng makes |t worse

managing 50 is almost impossible without structure.

In theory, you could hire more managers or external coaches, but budgets rarely * * * * *

allow it.

“Coaching is the single most powerful lever a
sales leader can pull, but it’s also the hardest and
most time-consuming to scale.”

Low
5 REPS 50 REPS
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4. The Al coaching revolution

Artificial intelligence is now stepping into the coaching gap. Modern Al
systems can analyse call recordings and spot patterns in CRM data in
seconds. Instead of relying on quarterly reviews, reps can now receive daily
nudges based on real behavior.

It's like having an assistant who is not just listening to every sales call, but
is also noting the tone, monitoring keywords, and analyzing talk-to-listen
ratios. Al coaching also highlights where the rep could improve, in real time.

Furthermore, Al can scan Salesforce data to see which reps are consistently
skipping discovery questions or delaying follow-ups. And conversely, it can
spot who is performing at the highest level.

Teams investing
in technology

for sales training
and development
outperform their
competitors by

+5/%.

—————————————————————————————————————

“Al is turning coaching from a
calendar event into a daily habit.”

Why it works
Repetition builds habits

Neuroscience shows that habits form when behaviors are repeated in stable
contexts. In traditional sales environments, constant reinforcement depends
entirely on managers remembering to follow up.

Al changes the rhythm of reinforcement. A rep receives micro-prompts that
are woven into their daily workflow. Over time, those repetitions shift actions
from conscious effort to automatic response, which is the true definition of
a habit.

Micro-reinforcement is particularly powerful in sales because the work
itself is high tempo. Deals move fast, so feedback needs to move faster. By
delivering small, frequent reminders at the moment they matter, Al locks
new habits in place through timing, not volume.

Behavioral scientist BJ Fogg writes, “Tiny habits create big change.?”
SizzleKick applies this very principle. It transforms coaching from something
that happens occasionally into something that happens continuously.

“Repetition isn’t just practice. It’s how skill becomes instinct.”



Relevance drives attention follow-up reminders.
If repetition is the rhythm of habit, relevance is what keeps people tuned in. Sales
reps are bombarded with information. Generic advice simply disappears into the Performance data and coaching history are visible to both the rep and the
noise. Al fixes that by making coaching contextual. It doesn’t send a random “tip of manager. That clarity encourages ownership.

the day”; it analyses live CRM and call data to deliver insights that actually matter
to that individual in that selling situation.

3. Accountability through transparency

4. Less manager burnout

By automating the heavy lifting (tracking calls, generating prompts, and
summarising notes), Al gives managers time to coach strategically rather than

For example, if a rep consistently loses deals at the proposal stage, Al will surface
coaching related to value communication and objection handling. That immediacy
gives feedback emotional weight: the rep recognises the problem, sees the administratively.
relevance, and acts. When reps see the link between the feedback and their
outcomes, they start to engage. Al transforms coaching from a “should” into a
“want to.”

B. Scalable coaching with an
Al hybrid

The future isn’t “Al versus humans.” It’s Al plus humans, a hybrid model where each
plays to their strengths.

It can be a match made in heaven. Al handles repetition, analysis and reminders.
Humans handle judgment, empathy and context.

The result is coaching that’s consistent, personalized and, crucially, scalable.

The hybrid advantage

1. Consistency across the team

Al ensures every rep receives structured reinforcement daily. No one slips through
the cracks when a manager gets busy or when an influx of new hires diverts their
attention.

2. Personalization without complexity

Al analyses performance data to tailor feedback. A rep struggling with closing W (00 4AESSSEE

techniques receives closing prompts; another needing pipeline discipline gets “Al doesn’t replace the human touch. It ampliﬁes it

B A /L
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6. The SizzleKick approach

Born from decades of sales enablement experience, SizzleKick was designed
to bring coaching into the flow of work, operating seamlessly, intelligently and
continuously.

The platform connects directly to Salesforce, analyzing behavioral and performance
data to understand how reps actually sell. It then delivers daily personalized nudges,
and micro-challenges that reinforce the habits of top performers

What makes it so effective is timing and relevance. Coaching happens in the
moment, when it's most likely to stick. For instance, if a rep is about to follow up with
a prospect they haven’t contacted in days, SizzleKick can prompt them to re-engage
using language proven to convert.

For managers, SizzleKick surfaces the insights that actually matter. It identifies who
is improving and who is plateauing. Instead of digging through endless dashboards,
they see a coaching priority list, which allows them to decide where to spend time
for the greatest impact.

For reps, it feels like having a personal performance coach sitting beside them. It
learns the behaviors that correlate most strongly with closed deals and shares this
valuable information. It is a coach that observes patterns and encourages better
habits in real time.

SizzleKick operates natively inside Salesforce, so it doesn’t add any extra tool fatigue

and avoids disruption to established workflows. It simply enhances what'’s already
familiar, turning Salesforce from a data repository into a daily coaching companion.

“SizzleKick transforms Salesforce from a reporting
system into a performance system.”

sizzlekick.com

salesforce D oes thl s

LIST LEADS

LOGS CALLS AND
EMAILS

FORECASTS REVENUE

HOUSES TEMPLATES
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IDENTIFIES LEADS MOST LIKELY TO CONVERT
AND PRIORITISES THEM

IDENTIFIES GAPS IN ACTIVITY AND SUGGESTS
SPECIFIC ACTIONS

PROVIDES COACHING TIPS TO HELP REPS
HIT THOSE TARGETS BASED ON THE MOST
EFFECTIVE SELLERS’ BEHAVIORS.

SUGGESTS BESPOKE MESSAGING BASED ON TOP-
PERFORMER LANGUAGE

©

Activity Challenge

3/5

Arrange 5 more call backs per day.

Emails 375

Conversion rate
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/. Salesforce + SizzleKick = The ideal
hybrid

Most sales teams already live inside Salesforce. That's why SizzleKick’s native
integration is so powerful. It brings coaching, analytics and habit-building to the
exact place where sales happen.

Here’s what that looks like in practice:

Personalized nudges and insights

Every rep receives targeted micro-prompts based on their live Salesforce data,
whether it's deal progress or follow-up habits. The system learns what each
individual needs to hear, and when they need to hear it.

Manager dashboards and recommendations

Managers can instantly identify skill gaps and forecast performance risk. They can
access Al-generated coaching plans based on real data (not gut feel!).

Scaling top-performer behaviors

SizzleKick detects the conversational cues and deal structures, as well as all-
important behaviors that distinguish your best performers. It then helps the rest of
the team mirror those same winning patterns, step by step.

Proven ROl and engagement

Teams using SizzleKick report faster onboarding and higher call quality, which
then creates more confident reps. SizzleKick works with Salesforce, so adoption is
seamless with no complex change management or new tech challenges.

This isn’t just an integration. It's a transformation of Salesforce from a static CRM
into a living coaching ecosystem that scales excellence across the entire revenue
organisation.

“When your SizzleKick becomes your coach,
improvement happens where the work happens.”

sizzlekick.com

8. The result. Predictable growth and
confident leadership

With SizzleKick, every aspect of sales leadership becomes measurable, repeatable
and transparent.

Imagine walking into your board meeting knowing your forecast is backed by
behavioral data rather than wishful thinking. You can pinpoint which selling habits
drive the most revenue, who's improving week by week, and where coaching needs
to focus next.

SizzleKick gives Heads of Sales something rare: confidence grounded in evidence.

Tangible gains:

Higher win rates:

Reps apply proven selling behaviors consistently across deals.

Faster onboarding:

New hires learn by doing, with automated reinforcement guiding them from day one.
Manager efficiency:

Coaching time is focused on the highest-impact behaviors, avoiding wasted effort.

Reinforce sales methodology:

Uploading sales playbooks ensures your reps follow your process.

Consistent team performance:

Chaos shrinks, predictability rises.

Data-driven credibility:
Sales leaders can show not just that performance improved, but why it improved.

The result is a culture where learning never stops and performance becomes a
design, not a coincidence.
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9. Conclusion: The future of sales
coaching is hybrid

Training teaches. Coaching refines. Al scales.

The future of sales performance lies in hybrid systems like SizzleKick,
where technology delivers daily reinforcement, and human leaders provide
empathy, context and accountability.

In the SizzleKick model:

« Every rep receives consistent, personalized coaching.
o Every manager gains clarity and focus.

e Every Head of Sales can prove impact in hard numbers.

SizzleKick signals the end of the “once-and-done” approach to
development. Instead, you get a self-sustaining coaching engine that
strengthens your team daily.

The best sales leaders are already embracing this shift, combining the
intuition of great managers with the precision of data.

If you want a team that performs like your top 10%, the path is clear. Build a
coaching culture that never switches off. Empower your managers. Elevate
your team. Smash your targets!

“No more guessing. Just clear, measurable improvement.”

sizzlekick.com

Set a timeframe

How often will you track this goal?

Define a sales target

What's your revenue goal?*

Starting date Ending date

Choose your currency*
$ v

What's the target opportunity win rate?



About SizzleKick

SizzleKick helps B2B sales teams turn training into lasting performance through Al-
powered coaching that lives inside Salesforce.

Built by sales performance experts and technologists, SizzleKick bridges the gap
between human coaching and scalable technology by creating daily, data-driven
improvement across your entire team.

Traditional training teaches theory. SizzleKick builds behavior.

It identifies the winning patterns of your top performers. It learns how they qualify,
follow up and close, and then reinforces those habits across every rep through
personalized nudges, feedback and micro-challenges delivered in real time.

For managers, it delivers clarity. You can see exactly who's improving, which
behaviors drive deals forward, and where to focus your coaching time.

For reps, it delivers confidence. They receive meaningful, relevant prompts that
guide their actions and celebrate their progress. AT NETIDET Revenue Target

For leaders, it delivers control. You gain measurable proof that coaching is ). Clara Harvey
happening and that it's working. € Account exec

SizzleKick turns Salesforce from a system of record into a system of results. Q Arthur Johnson
7 Snr. account exec

The outcome is predictable growth, consistent execution, and confident

leadership, all at scale. Ethan Kim

Account exec
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ﬁ:gﬁLE (& SizziChat @ Report Bug Daily Summary

¥ Youcrushed it!
@ Challenge complete - and you crushed it!

Activity challenge complete those
a e O n ro O @ SizziChat extra calls created 2 new oppos!
Activity Challenge

Arrange 5 more call backs per day. Challenges

Your Forecast in . O =i

1/15

o e Make 10 extra calls per day for the
next 3 weeks to hit call target by Jun
30, 2025
Wins like this stack up. You're on the right track.

- it! !
B Incorrect Response You did it! Challenge complete!

- Sign up free for 3 salespeople — your top
performer and two you want to see improve.

. Watch their activity and results take off
— track progress on your team dashboard.

« Scale from there — add more reps in a few ——
clicks and crush your targets.

Breakdown by product category Show top-performing regions Identify growth drivers No Behavioural Challenge
Sharpen your habits! Get a challenge to
level up how you work

Generate Challenge

No Effectiveness Challenge
£ o} oo 2

Analyze customer segments Highlight underperforming areas

Start Free Trial for 3 Reps 2

Mike Harding e = Commands
PipeSale

sizzlekick.com
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https://app.sizzlekick.com/register
https://app.sizzlekick.com/register
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