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Sales Excellence Leadership System – (SELS) 
Executive Summary 

SELS is a very comprehensive Four Phase sales and sales management system that 
includes an initial Phase I Self-Study Program to assist with positive "on-boarding" of new 
hires as well as those new to the business. This bridges the time and availability-gap that 
sometimes works against getting new hires predictably "up to speed" in their new role. There is 
the use of a "Learning Coach" as well as exercise completions and knowledge checks to 
ensure active, accurate and engaged learning of key company information is completed.  

The Welcome - Understand - Introduce - Connect - Complete (WUICC) sales process is 
industry- specific and proven to convert prospects into customers. It is complemented by 
specific sales tools such as: The "T" note-taking page," SWOT Analysis, Sales Activity 
Planning Worksheet, Calling Calendar, Hot Prospect Discussion Format, Weekly Sales 
Meeting Format and others to ensure successful consistency.   

In Phase II there is a well - scripted Three Day sales and sales-management training for 
salespeople and General Managers or Executive Directors that features time together, separate 
training and specific training with the salespeople culminating in their being video-taped 
conducting an effective sales presentation. 

Phase III provides for a structured approach to learning and shadowing every 
department in the community. This structure improves the process for both the department 
manager as well as the New Hire. 

Phase IV - Certification is a key differentiator and one that speaks loudly to the concept of 
"Accountability."   This requires GMs (or EDs) and salespeople to demonstrate for their 
"Certification Coach" their ability to capably perform key job-specific activities.  There is a 
detailed evaluation tool to discretely score their performance against specific behaviorally-
based criteria. 

Due to the use of a “Learning Coach” along with completion exercises, knowledge-checks, 
video-taping and in-community Certification, you will not be surprised by poor sales or sales 
management performance.  This program contains the knowledge and tools to engage 
salespeople and other community managers effectively in a proven sales process. It ensures 
that you have a consistent methodology to develop a high-performance sales organization.  
Because the SELS program represents thousands upon thousands of hours of research and 
practical application, it is a good way to jump-start the sales process infrastructure while at the 
same time retaining existing company-specific language and culture. 
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The SELS Learning Map 
 

The four phases of SELS and their key milestones are displayed on the “map” 
shown below.  The map provides you with a snapshot of the overall program 
and the topics or skills you will experience in each phase.  The following pages 
will provide you with more specific detail as to what is contained in the 
contents of each part of each phase. 
 

Phase 1: XYZ Senior Living – Sales Leadership Self-Study Program  
 
Part 1: 
Introduction 

 
Part 2: The 
Aging Population 

 
Part 3: The 
Senior Housing 
Industry 

 
Part 4: Who is 
XYZ Senior 
Living? 
 

 
Part 5: Preparing 
to Sell at XYZ 

Phase 2: XYZ Senior Living HQ – Sales Leadership Orientation 
 

 
Day1: Welcome 
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Living – XYZ 
Sales Process 
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Techniques 

 
Day 3: Sales Skill 
Application 

    
 

Phase 3: Sales Leadership – XYZ Community Onsite Observation 
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Activities I 
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