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COVID-19 may be changing the way you work and where you work, but one thing it 
doesn’t change is your need to get results. We feel your pain because we’re feeling it, too.   

Travel restrictions, temporary hiring freezes, changes in market demand, and remote teams 
all create new challenges and make it harder to make sales. We get it. 

Working from home has been on the rise for years, but in light of this global pandemic, it’s 
become a necessity. With so many employees sick, quarantined, or caring for loved ones, 
implementing work-from-home (WFH) protocols is a necessity. 

With the medical community now warning of a second wave of COVID-19 it looks like 
remote working for many employees is here to stay, at least until he end of 2020, and will 
probably increase in popularity.  This type of significant change in operations can be 
stressful for everyone involved, and moving your workforce to work remotely is different 
from your current flexibility in the workplace policies. You need to ensure you have the 
tools required to: 

• Maintain sales force productivity, 
• Sustain business continuity, 
• Drive sales activity and performance 
• Deliver Results 

This programme provides you with pragmatic tools, skills and behaviours that are required 
for you to enable your team to be successful and create an environment that will allow 
them to thrive. It gives you all the tools from setting up the infrastructure to get them to be 
able to make the calls, set them up to succeed, and giving you practical tips to keep them 
motivated and driven. 

The Salecology Managing Remote Worker programme is a 90-minute live virtual classroom 
courses to ensure that you master the content and leave the programme with new skills  
and confidence to manage your remote teaming ensure they feel connect and engaged. 

Introduction

To learn more contact us at 

hello@salecology.com
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Module 1: Initial Set-up 
Technology is what makes virtual teams possible. Don’t shy away from the tools and software that can 

make your job easier.  This module focuses on the types of tools that can facilitate communication in 

virtual teams, and the infrastructure that sets your team up for success. We will also explore the HR 

Policies related to remote working and the importance of conducting a working from home risk 

assessment for each team member. 

Module 2: Setting Your Team to Succeed 
There are many benefits for employees to work from home such as no commute, they can play their 

music as loud as they want, and they can do their laundry during the day. There is also a darker side to 

remote working that is often overlooked, the negative impact on their mental health due to the 

isolation, the lack of separation between work and home life, and the increased pressure they feel to 

deliver as they feel they are being monitored more closely than when they worked onsite.  

In this module explores the importance of establish supportive structures to ensure your team 

maintains personal productive and motivation by creating social interaction through creative 

solutions that establishing a virtual water coolers and helping them build mental toughness . 

The other part of Managing a sales team is keeping them focused on achieving goals and targets. We 

will review the incentives in place, how to determine goals and targets in the current climate and how 

to manage those under and over performers. 

Course Elements
Module 1

✓ Important of having a Remote Working HR 
Policy

✓ What should be a Remote Working Policy

✓ Remote working Technology Set-up 

✓ Importance of conducing a home risk 
assessment for remote workers

Module 2 

✓ How to prepare the team to work from home

✓ Helping your team find a separation between 
work and home

✓ How to help them cope with distractions, such 
as having family member and pets around 

✓ Maintaining team motivation and drive

✓ Setting and evaluating targets and SPIF’s

The Managing the sales team remotely is designed to set them up to succeed as well as establish the 
clear expectations from the manager. Equally, your role as a manager will flex between, counsellor, 
manager, coach, leader, motivator and trainer. 

Key Learning

TO LEARN MORE CONTACT US AT 
HELLO@SALECOLOGY.COM



Module 3: Communication is Everything 
Communication is the key in any workplace, especially one where most interactions occur via email, 

chat or calls.  Communications can get muddled if teams don't meet face to face on a regular basis, and 

trust and collaboration can suffer. 

Ensuring the free flow of accurate information through-out your organisation means fostering a culture 

of communication and ensuring you use the right tools for this job.  In this module we teach you to 

understand the communication styles of various personality types, how to identify someone’s type, 

and the best way to communicate with them. Then we will explore the various tools that you can use to 

communicate with your team based on their individual styles. 

Through leading be example, your team will see what an effective communicator your are, and they’ll 

follow suit by picking up your good habits. 

Module 4: Managing Daily Activity 
Trust is key in any relationship. When employees trust their managers and believe they are working 

toward a shared vision, collaboration and engagement happen naturally. However, with remote sales 

teams we need to balance team interaction and individual action. 

In this module we will look at importance of creating team rituals such as a morning video call huddles, 

so every gets to see each other regularly, share success stories and receive peer applause. Because the 

individuals normally enjoy the ‘Buzz’ of the office, we review ways to continue to create that buzz when 

working at home with regular checkin’s and coaching sessions, shout outs, chat windows and alike.  

Managing daily tasks and activities will involve establishing clear objectives for the day, but also the 

market conditions may require some flexibility on activity and sales targets. However, how to have a 

performance based conversation when the individual is isolated needs to be understood and this 

module provides you tips and tricks to have those conversations and still leave the team player able to 

dust themselves off and get back in the race.

Module 3

✓ Understanding Personality

✓ Determining your personal Salecology 
Personality Colour Type

✓ The communication style of each colour

✓ Style Stepping to communicate to each of the 
personality colours

✓ Communication tools 

✓ How often is to often to communicate with a 
team member

Module 4 

✓ Establishing expectations

✓ Importance of morning rituals

✓ When to use 1-2-1 or Team Calls

✓ How to have virtual team huddles or check-ins

✓ Establishing clear responsibilities

✓ How to manage an under performer

✓ Celebrating success remotely

Key Learning
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Maybe you already have a sales process that you 
use internally, or perhaps you have just designed 
and implemented a new sales competency 
framework for your organisation. In either 
situation it’s essential that you, the organisation 
and the individuals taking part get the most out of 
any sales development and enablement 
programmes. 

There’s no denying that a bespoke sales 
development programme, focused around your 
own products, services, industry and market is 
likely to reap the greatest benefits. A programme 
that uses your language and is precisely aligned to 
your sales organisation is going to yield the most 
valuable information for you and your team to 
work with and take action on.  

We can tailor and bespoke these, or any other of 
our programmes, for a wider rollout across a sales 
team or organsiation. Please do not hesitate to 
contact our customer success team at 
hello@salecology.com to discuss your 
requirement in more detail.  

Tailor & bespoke programmes for your sales organisation
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Salecology are the world’s leading sales behaviour psychologists. We transform 
your team from the inside out.  The Salecology methodology is the brain and 
applied behavioural science of building connections with your customers and 
influencing them to say YES, resulting in more sales. 

At Salecology we offer a range of high impact services to help you and your 
company move from good to great. We have specialist expertise to help enhance 
and develop your organisation from individual sales improvement solutions to 
complete sales transformation. Our goal is to drive significant, sustainable impact 

that will accelerate your business and deliver top line revenue growth.  We have 
an unbeaten track record in giving companies the edge they need to succeed. 

Our clients rely on the Salecology to keep their sales forces at the peak of their 
game, and we’ve helped them to achieve double-digit growth throughout one of 
the toughest trading periods in history. No organisation can afford to stand still in 
today’s constantly evolving business environment. So we don’t. At Salecology we 
make it our business to keep up with the world’s most innovative and successful 
approaches to selling – and to translate them into solutions that deliver direct top 
line growth for your business. 

Why Salecology?



Salecology explained

Salecology is the Psychology of asking. It looks at all the touchpoints with 
prospects and helps you to build a better connectivity with them. 
Salecology will help you understand how your prospects and 
customers think, how they make decisions, and how to influence 
them to make the right choices. As research continues into 
Neuroscience, we continue to learn why people are acting 
and behaving the way they do and that 95% 
of all decisions are made in the 
subconscious mind.

In light of this research, never before 
have we seen solicitors and retailers 
trying to influence this subconscious 
mind as much as today. A strong product 
is not going to win the deal, but then again 
neither is a great personality.

Salecology teaches you how to get into the customer’s head, understand how 
they think, act and behave, thus enabling you to modify your behaviour to 

connect in a way which is personal to them. Salecology will show you how 
to connect, build better relationships and present ideas and solutions that 
resonate better with the prospects — how — because you know how 

they like to receive information, process it and make 
decisions. 

The revolution here is that it connects 
several aspects of human nature, as 
opposed to just one. People may have 
learnt personality on some course — 
usually team building, others may have read 

about mirroring techniques, and others been 
on a sales course learning questioning 

techniques. What makes Salecology unique is, for 
the first time, it brings all the sciences together to 

transform the performance of sales companies.

People Deal with People they Trust!



accelerate your 
sales today

International


Salecology International 
Rex House,  
4 - 12 Regent Street 
London 
SW1Y 4PE 

(UK)  207 649 9959 

email: hello@salecology.com 
www.salecology.com

UK

Rex House 
4 - 12 Regent Street 
London 
SW1Y 4PE 
+44 207 649 9959

Canada

3-2 Broadway Ave 
Toronto 
Ontario 
M4P 1T4  
+ 1 905 464 1389

USA

111 West Ocean Blvd 
Long Beach 
California 
90802 
+ 1 646 652 0475 
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