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We wtilize the SHL Great Eight Competency
Model, highlighting the four key areas of
management and effective leadership. We
outling strengths, capabilities and areas of
improvemnent fora leader or manager io work
with according to one’s Enneagram fype.
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Programs designed to create a greater capacity to manage SELF and working with others
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Each area includes specific practices to
help support growth based en one’s
Enneagram type aligned to the
competencies associated with the area of
leadership, management or sales,
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Our Transformational Sales Leadership
Program brings powerful resources and a
path to improved results

Trinity Performance Group offers sales leaders,
managers and teams a unique opportunity to
more effectively generate and sustain desired
results.

We offer a path to improved results

Upon completion of the Transformational Sales

Leadership Program, we believe leaders and

managers will experience:

« Higher Emotional Intelligence and
improvement in managing Self and Others

+ Increased awareness of personal
communication styles that builds capability
to effectively communicate with other styles

- Enhanced ability to foster higher
engagement from each sales person and
create greater results

- Broader capability to effectively lead a team
that contributes to a healthy organizational
culture

+ Increased specific competencies as outlined
within each Executive Coaching program that
enhance personal performance

We bring powerful resources

Coaching is central to our approach to embodied
change and is best leveraged in a 1:1 setting with
skilled coaches. This provides each person with
his or her own unique development plan,
designed to deliver desired outcomes based on
individual and organizational goals, assessments,
and stakeholder input. We also bring the coach-
ing perspective to our work within small groups
to maximize results from formal learning time
and enable sales leaders to enhance performance
in the field.

We provide top-notch Assessment resources,
such as SHLPrevisor, Hogan, and the Enneagram,
that invite our clients to expand their vantage
points and thus increase understanding of their
personal and leadership strengths, capabilities,
and blind spots.

Our TPG InterAction Guide© 2010 provides a
cost-effective roadmap for sales leaders, manag-
ers and representatives for increased self-
awareness and personal growth, and points to
useful approaches to develop the performance of
each of their team members. The guide combines
key SHL leadership and sales competencies with
the Enneagram model, highlighting human
preferences and tendencies for ways of thinking,
feeling, and acting.

All leadership development initiatives are rein-
forced with on-the-job practices to embed the
new beliefs and behaviors in day-to-day work.
These field assignments are designed to reinforce
any classroom style or group learning, and to
address the development focus of each individual
leader’s coaching program.

Additional critical elements we can positively

impact for organizational success

+ Increasing the ability to find, hire, and
successfully “on board” new talent

+ Moving from an individual contributor to team
leader, and how to avoid “old patterns”

. Effectively setting expectations for new and
veteran team members that align performance
with the organization’s goals

« Managing team and individual performance
consequences, and how to manage the
“difficult” employee

+ Leading and influencing others with
collaborative conversations that resolve
conflict and optimize results

« Working with veteran sales representatives in
changing markets where new behaviors are
needed for future success



