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• Sales Coaching and AI

• Date: Monday November 13,  12-1pm CET

• Speakers: Kyriacos Fyrillas & David Ashley 

• Collaborative Negotiations and AI

• Date: Tuesday Nov 21, 2-3pm CET

• Speakers: Kyriacos Fyrillas , Alan Gentry, & Sophie Caprioli

• Sustainable Change with AI

• Date: Tuesday December 12, 2-3pm CET

• Speakers: Kyriacos Fyrillas & Michelle Drehsen

Host for all three events: René Groeneveld

René Groeneveld

Partner, Senior Vice President 

Head of Global Sales and 

Marketing COE

AI in Sales and Marketing
Practical application and measurable impact
EUR/IMEA/POR/SPA/ITA

Primary target group:

• All Go-to-Market (sales and marketing) buyers

• Heads of Sales/Marketing/Customer 
Service/Customer Success

• Heads of Commercial excellence, Sales 
Enablement, Marketing Excellence etc.

• Sales managers

• Product and marketing managers

• Sellers/Marketers

Secondary target group:

• TLL buying centers, especially L&D
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BTS
Head of Sales & Marketing CoE Europe

Sales Management

Kyriacos 
Fyrillas

Please feel free to contact me at: 
Kyriacos.Fyrillas@bts.com

Coaching

David 
Ashley

Please feel free to contact me at:
David.Ashley@bts.com

BTS
Head of Coaching CoE Europe 
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WHY
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How was it when you became a manager? 
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Coaching the 

Sales Coach

What is the “Why” behind 
this solution? 

• Sales Landscape of increased complexity 

• Rapidly changing external factors 

• Increasing Customer Expectations and Demands

• Changes in what employees seek from work and their leaders

Challenge: is the traditional, top down , centralised control , tell 

& sell , expert driven model of leadership fit for purpose?

Point of View: The need for leadership that creates an 

environment of:

• Agility 

• Empowerment 

• Customer focus 

• Collaboration 

A more COACHING style of leadership 



To break the pattern leading by expertise and doing to 
one of empowering and enabling we need key 
components:

a) A targeted training program specifically 

designed to enhance sales coaching skills

b) Professional one-to-one coaching for sales 

managers to further refine their leadership 

abilities

c) Guided coaching from your senior sales leaders, 

who provide valuable guidance and support to 

sales managers
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WHAT
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Compile this insight into 

a document called a 

playbook 

These are the key ingredients to a successfully coaching approach:

The Sales Coaching process

Identify the Sales Cycle at 

your organization 1
Define the critical 

moments each 

salesperson works in
2

Detail what great 

behaviors look like in 

each of these moments
3

4
Sales Leaders attend a 

programme to build their 

capability and practice 

The playbook is shared 

with Sales Leaders56
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Defining Critical Moments

PREPARE

• When creating an 
account plan

• When creating a 
territory plan

ENGAGE

• When qualifying 
and prioritizing 
opportunities

• When conducting 
a discovery 
conversation

OFFER

• When preparing 
an offer

• When presenting 
an offer

CLOSE

• When handling 
objections to the 
proposal

• When negotiating 
the proposal

FOLLOW-UP

• When supporting 
the 
implementation

• When preparing 
the next upselling 
cycle 
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Defining Behaviors
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Defining Behaviors
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The Coaching Guide
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What is some example content from the coaching journey? 

Consider your current Sales Managers, 

which of these faces are most 

prominent? 

The Expert

The Supporter

The Challenger

The Counsellor
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Continue: Four Faces of Coaching 

(Adapted from John Heron’s Six Categories of Intervention) 

Counsellor
Helps the coachee to:
• Find own solutions to issues and challenges
• Look at the problem in a new light
• Share feeling and concerns which block progress

Skills / Qualities
• Playback and prompt content
• Playback and prompt feelings Respect

Supporter
Helps the coachee to:
• Believe in themselves and what they are doing
• Celebrate success
• Take on new challenges

Skills / Qualities
• Encourages and acknowledges
• Sets stretch challenges Care

Expert
Helps the coachee to:
• Receive clear guidance and instructions
• Deepen their knowledge and understanding
• Break a complex challenge down into manageable chunks 

Skills / Qualities
• Passion for sharing knowledge with others
• Communicates clearly and concisely Wisdom

Challenger
Helps the coachee to:
• See blind spots in their thinking and plans
• Break the mould and look for new ways of doing things
• Recognise how they might be the limiting factor

Skills / Qualities
• Feedback
• Assertive Language Courage
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Connecting the dots …..

Coaching focused 

on Stretching

Coaching focused 

on Capabilities

Coaching focused 

on Motivation
Coaching focused 

on Feedback & 

Accountability



19



20

HOW
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What the journey could look like

Orientation with 

Leaders

Practice 1Workshop 

One
Workshop 

Two

Workshop 

Three

The link 

between the 

organizational 

strategy & 

coaching 

Key Coaching 

Concepts 1

Practice coaching for 

the first phase of the 

Sales Cycle 

Workshop 

Four
Practice 2

Practice coaching for 

the second phase of 

the Sales Cycle 

Practice 3

121 Coaching 

Session
121 Coaching 

Session

121 Coaching 

Session

Each Individual will have a 1-2-1 coaching journey, which runs in parallel to the programme 

121 Coaching 

Session

121 Coaching 

Session

Key Coaching 

Concepts 2

Key Coaching 

Concepts 3

Practice coaching 

for the third phase 

of the Sales Cycle 

Sales Leaders attend a 

programme to build their 

capability and practice 
6
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What are the components of the journey? 

• A coaching model named 
GROW 

• Understanding how to flex 
your style when coaching 

• Building conversation 
capability in perfecting 
how they see, hear and 

speak to their team 
members 

• Identifying how their 
emotions impact their 

responses 

Workshops Practice Sessions 121 Coaching Session

Safe space to practice and 
fine tune new skills 

Collaboration and support 
between colleagues built 
through sharing successes 

and learns

.

These short sessions will be 
90 minutes in length help 
embed behaviour change 

Taking the learnings and 
then applying to their own 

context and challenges 
through working with an 

external coach 

Each of the five sessions 
will have a different focus 
tailored  to fit the needs of 
the individual sales leader 

.  
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Practicing Coaching Scenarios
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Practicing Coaching Conversations with a Peer



25

Questioning Technique during Coaching

Total amount of listening/speaking time 

and type and number of questions are 

analyzed objectively
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Structure and content of a GROW conversation

Spider graphs capture 

elements of the 

conversation along the 

model’s axis (GROW)

List of keywords 

found along the 

GROW model
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Measuring Behavioral Change (GROW)

1st Recording 2nd Recording

The coach improved the impact and the quality of the coaching between the 2 recordings:
- More Goals and Reality topics covered
- The first conversation drives compliance, the second one drives commitment

The coach covered greatly 

all 4 topics of the GROW 

model

The coach didn’t cover the 

Goals and Reality. He just 

emphasized the Will part with 

some options
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Practicing Coaching Conversations with AI Chatbots



29

Starting the Coaching Conversation

User as Coach asks questions 

and the Chatbot as Coachee 

answers according to the role 

he has been asked to play
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Defining Concrete Steps

Coachee answers according to 

the role he has been asked to 

play and the broader information 

he gets from his knowledge 

database. This leads to 

interesting and great answers the 

Coach can learn from
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Feedback on the Questions and the Coaching Framework

At the end, on User’s 

request, feedback is 

provided on how well 

the coaching 

framework has been 

applied. Chatbot 

provides hints on 

what could have 

been done better as 

well.
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Q&A
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