
 

 

 

 

How to Successfully Engage Salespeople in a                                    
Sales Call Reluctance Program 

 

When introducing a Sales Call Reluctance program, it's crucial to take a strategic approach 
to ensure engagement and commitment from your sales team. Here are some key factors to 
consider: 

 

 

 

 

 



Communication & Alignment 

    Clarify the Purpose: Explain how the program will benefit both individuals and the 
organization. 
    Focus on Personal Growth: Emphasize that the program is designed to unlock potential 
and improve job satisfaction, not just boost sales. 
    Use Data: Present statistics that highlight the prevalence of Sales Call Reluctance and its 
impact on performance. 

 

Implementation Strategy 

    Start with an Analysis: Let salespeople complete the SPQ*Gold® web assessment to 
gain an individualized baseline. 
    One-on-One Review: Offer personalized sessions with a certified trainer to go through 
each participant's results. 
    Team Workshop: Host a group workshop to introduce the concept and foster a sense of 
teamwork. 
    Ongoing Coaching: Follow up with individual coaching sessions over an extended period 
for sustained improvement. 

 

Common Pitfalls to Avoid 

    Forcing Participation: Do not make the program mandatory. Instead, focus on its 
benefits and let salespeople choose to participate. 
    Lack of Follow-Up: Ensure there is a long-term plan for continuous development and 
support. 
    One-Size-Fits-All Approach: Avoid treating all salespeople the same. Tailor coaching and 
support based on individual assessments. 
    Negative Framing: Focus on opportunities for growth rather than shortcomings or 
problems. 

 

Summary 

By carefully planning both the introduction and implementation of a Sales Call Reluctance 
program—and by avoiding common mistakes—you can maximize engagement and long-
term success among your sales team. 
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