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DELIVERABLE SUMMARY 
Talent Development 
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3 “LEVELS” OF TALENT DEVELOPMENT 
 Level 1 (“Good”) Level 2 (“Better”) Level 3 (“Best”) 

What is it? Foundation for talent development. 
“Rising tides raise all boats” solution.  

Helps clients produce development programs 
for their teams that will correct or reinforce the 
necessary behaviors. 

Evaluates talent and develops new, 
customized work plans for each 
person on the team. Provide ongoing 
measurement of your talent program 
and ongoing employee coaching. 
Provides individualized attention that 
takes employee performance to the 
next level 
 

Why would a client 
choose this level? 

Client may choose this level from 
capability vs capacity standpoint. If they 
don’t have the capacity, they may 
chose level 1. ROI is not as great, they 
may already have some of these 
programs in place or the budget isn’t 
there 

Client may choose this level because they have 
a capacity and capability problem, some of 
these programs may not already be in place 

Client may choose this level because 
they definitely have capacity and 
capability problem. These types of 
programs are not in place and they 
are looking for an ROI. 

What does it do? Provides foundation for talent 
development 

Provides best practices around talent 
development 

Provides emerging best practices 
around talent development 

What is delivered? 

• Organizational Talent Development 
Plan 

• Individual Development Plans (IDPs) 
• Career Action Plan Library by 

Competency 

• Level 1 Deliverables Plus: 
• Coaching Methodology  
• Coaching Plan 
• Performance Management Process 
• Development Program Metric 

Measurement 
 

• Level 1 and 2 Deliverables Plus: 
• Talent Development Enablement  
• Sales & Marketing Development 

Plan  
• Mentor Program 
• Performance Management 

Program  
• Talent Management Metrics 

Dashboard 
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TALENT STRATEGY FRAMEWORK 

PROFILES ASSESSMENTS SOURCING HIRING ONBOARDING DEVELOPMENT SUCCESSION 

Scorecards Benchmarked 
Assessments 

Recruiting  
Methodology  

Internal Selection 
Process 

Internal Transition/ 
Onboarding Process 

Organizational Talent 
Development Plan 

Succession Planning 
Process 

Job Descriptions Personality  
Profiles Recruiting Marketing External Selection 

Process 
External Onboarding 

Process 
Individual 

Development Plan Succession Matrix 

Compensation 
Program  

Talent Analysis & 
Roadmap  

Candidate Journey 
Map 

Executive Search 
 

Mentoring  
Program 

Coaching  
Methodology Communication Plan 

Candidate Personas Coaching  
Plan Metrics 

Virtual Bench Process Performance 
Management System 
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PROFILES ASSESSMENTS SOURCING HIRING ONBOARDING DEVELOPMENT SUCCESSION 

Scorecards Benchmarked 
Assessments 

Recruiting  
Methodology  Internal Selection Process Internal Transition/ 

Onboarding Process 
Organizational Talent 

Development Plan 
Succession Planning 

Process 

Job Descriptions Personality  
Profiles Recruiting Marketing External Selection 

Process 
External Onboarding 

Process 
Individual Development 

Plan Succession Matrix 

Compensation 
Program  

Talent Analysis & 
Roadmap  Candidate Journey Map Executive Search 

 
Mentoring  
Program 

Coaching  
Methodology Communication Plan 

Candidate Personas Coaching  
Plan Metrics 

Virtual Bench Process Performance 
Management System 

TALENT STRATEGY FRAMEWORK 

Talent Development 
DESCRIPTION 

Produce an Individual Development Plan for each member of the Revenue Growth team that will correct or reinforce the necessary behaviors. 

PROBLEM DELIVERABLES 

Need to constantly develop talent to keep pace with the market and ahead of the 
competition… 
 
The annual talent review process is not sufficient to develop talent because organizations don’t 
come together to manage performance. From HR to Learning & Development, Sales 
Enablement, middle management and the individual contributor, everyone plays a role. The 
tools required to develop future leaders are often the ones lacking most. 
 
 
 

• Organizational Talent Development Plan 
• Talent Development Enablement 
• Sales & Marketing Development Plan 
• Coaching Methodology 
• Coaching Plan 
• Performance Management Process 
• Development Program Metric Measurement 
• Individual Development Plans (IDPs) 
• Mentor Program 
• Performance Management Program 
• Talent Management Metrics Dashboard 

KEY FOCUS AREA 
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HIGH LEVEL DEVELOPMENT & LAUNCH  
STEP ACTION 

1 Field Lens – Review of sales manager requirements, review of SFDC sales manager dashboards, sales ops and sales manager interviews, field rides (DILO) 

2 Market Lens – Review of internal and external IP, mystery shop of top competitors  

3 Add Obtain current development Plans, Career Action Library and Overall Sales Development Plan 

4 Executive interviews  

5 Customer interviews  

6 Client best practices gap assessment & benchmarking 

7 Identify leading indicators  

8 Define behavioral indicators  

9 Develop early working prototype  

10 Deliver sales manager behavioral indicators with activities and cadence  

11 Develop balanced scorecard 

12 Complete sales manager playbook 

13 Identify pilot team 

14 Develop metrics 

15  Launch pilot and training  

16 Monitor pilot  

17 Close pilot and review findings  

Hyperlink to Project Plan Template 

https://salesbenchmarkindex.box.com/s/8qwixm7anzlss5gltbszrrly9f2w1muk
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TALENT DEVELOPMENT DELIVERABLES 

Individual Development Plan Career Action Plan Library 
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TALENT DEVELOPMENT DELIVERABLES 

 Performance Management Process Individual Scorecard 
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TALENT DEVELOPMENT DELIVERABLES 

Talent Trend Dashboard Coaching Plan 
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TALENT DEVELOPMENT DELIVERABLES 

Talent Development Assessment Talent Assessment Dashboard 
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TALENT DEVELOPMENT DELIVERABLES 

Organizational Talent Development Plan Coaching Cadence 
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PITFALLS & BEST PRACTICES 
AGILITRUST STAGE/PHASE PITFALLS BEST PRACTICES 

Pre-Kickoff 

• Not considering the needs for the development program 
• Not requesting existing content and curriculums 
• Not understanding the geographic limitations that might exist 
• Not understanding who is currently responsible for talent 

development 
• Not understanding the cadence that sales leaders currently 

development talent 

• Ensure you have collected and understand the existing content 
and curriculums 

• Collect requirements of development program and set 
expectations 

• Understand any limitations and current cadence  

Prototype 

• Not developing a learning framework as a construct to 
organize the development program 

• Developing a program that does not align with the org 
design/structure 

• Developing a program that is unrealistic due to time 
constraints 

• Ignoring train the trainer or sales leader training 
• Not developing content to help trainers/sales leaders when 

they are ready to execute the development program 
• Borrowing brilliance and not customizing content to the 

industry or company you are working with 
• Not having metrics to understand what success looks like 

• Use prewire to ensure program aligns with overall org design and 
structure 

• Use train the trainer methodology  
• Gain agreement on success metrics up front 
• Level set on timeline and expectations of program 
• Ensure content is customized to industry and company you are 

working with  

Working Prototype 

• Not creating a cadence to work with trainers and sales leaders 
to understand what is working or not working – also puts 
adoption at risk 

• Not tracking to metrics for success 
• Not following up with those being developed to get their 

feedback 
• Not celebrating quick wins 

• Agree on cadence of working with trainers and sales leaders 
• Track success metrics and celebrate quick wins  
• Follow up to those being trained to find out what is working and 

what isn’t  

Training 
• Not including working prototype feedback into final content 
• Not conducting / shadowing trainers when rolling out to 

organization 

• Collect feedback and ensure it is reflected in final content  
• Shadow trainers and provide feedback when program is rolled 

out to organization 

Coaching 

• Not mapping a final coaching cadence that is regular into the 
process 

• Not leveraging tools such as IDPs in the coaching piece of 
  

• Ensure coaching cadence is understand by all and reflected in 
the process 

• Be sure to leverage tools such as IDPs into the development 
 



SBI Proprietary & Confidential. All rights reserved. 12 7/8/2018 

HELPFUL LINKS 

SBI UNIVERSITY • Incorporating Talent Assessments in the RGA 
• Introduction to SBI’s Talent Program 

CLIENT EXAMPLES HP - Ropes to the Ground 
Frontier Talent Development 
Extreme Networks – Talent Program 
 

SUBJECT MATTER EXPERT Link to SME file on Box 

AGILITRUST REFERENCES • Scrums 
• Metric Tracking 
• Working Prototype (Pilot Execution) 
• Training 
• Coaching 

3RD PARTY RESOURCES • Hoovers 
• US Census Bureau 
• IBISWorld 
• Talent Management 
• Existing Data Vendors Being Used by Clients 

https://sbiuniversity.litmos.com/course/222467?r=False&ts=635906294866308155
https://sbiuniversity.litmos.com/course/155554?r=False&ts=635906294866308155
https://salesbenchmarkindex.app.box.com/files/0/f/2117860454/Deal_13_-_Ropes_to_the_Ground_(TS)
https://salesbenchmarkindex.app.box.com/files/0/f/5119842802/8._Talent
https://salesbenchmarkindex.app.box.com/files/0/f/3143502283/4_-_Talent_Program
https://salesbenchmarkindex.app.box.com/files/0/f/101170283/1/f_28942180548
http://www.talentmgt.com/
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HOW-TO GUIDE 
Coaching Methodology 
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WHAT COACHING METHODOLOGY LOOKS LIKE 

Intelligrated 

What are the steps 
to an effective 
coaching call? 

Rackspace Extreme Networks 
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WHAT COACHING METHODOLOGY LOOKS LIKE 

HP Ropes to the ground 

5 Behavioral Focus 
Areas 
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HOW TO CREATE THIS DELIVERABLE 

STEP ACTION 

1 Define goals of coaching program 

2 Determine coaching time allocation between A,B,C players 

3 Establish coaching cadence 

4 Determine communication channel 

5 Create coaching guides 

6 Conduct coaching interactions 

7 Summarize commonalities from all coaching interactions 

8 Measure results 

9 Present recommendations to fix issues 
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BEGIN DISCOVERY PROCESS 

METHOD ACTIVITY GREY HAIR VS. PROCEDURAL 
1 

Doc Request 
Description of coaching forms/methods that the Sales 
Managers are expected to perform (e.g. 1 on 1 meetings, 
ride-along on sales calls, weekly team meetings, etc.)  

Procedural  

2 Doc Request Sales manager cadence/schedule (field days, office 
days, tasks by day, etc.)  

Procedural  

3 Doc Request Sales manager development process (continued training 
and development) 

Procedural  

4 Doc Request Sales Rep Scorecards including job descriptions, skills and 
accountabilities 

Procedural  

5 Doc Request Samples of recent talent review summary (stack ranking 
of reps by role)  

Procedural  
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HOW-TO GUIDE 
Coaching Plan 
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WHAT COACHING PLAN LOOKS LIKE 

Genesys Labs 

What are the 
overall objectives 
of the coaching 

plan? 

Extreme Networks 
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HOW TO CREATE THIS DELIVERABLE 

STEP ACTION 

1 Overview to provide client a Birdseye snapshot of coaching plan 

2 Provide coaching cadence calendar of activities and cadence they are performed 

3 Provide 1-1 meeting guidance for sales managers to navigate these crucial interactions 

4 Field ride guidance for managers to be clear on how to execute these F2F interactions 

5 Create opportunity review guide so managers know how to do deal inspections 

6 Create staffing guide that provides talent management dashboard to develop A players 

7 Provide account transition guide to ensure smooth account transfers 

8 Develop major interaction guide so reps and managers are prepared for important interactions 

9 Create training agenda to enable all training sessions to be effective and behavior changing 

10 Provide a coaching guide checklist  
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BEGIN DISCOVERY PROCESS 

METHOD ACTIVITY GREY HAIR VS. PROCEDURAL 
1 

Interview Perform executive interviews to determine what the client 
expects out of coaching plan 

Grey hair 

2 
Doc Request Review all coaching related documentation 

Grey hair 

3 
Doc Request 

Description of coaching forms/methods that the Sales 
Managers are expected to perform (e.g. 1 on 1 meetings, 
ride-alongs on sales calls, weekly team meetings, etc.)  

Procedural  

4 Doc Request Sales manager cadence/schedule (field days, office 
days, tasks by day, etc.)  

Procedural 

5 Doc Request Sales manager development process (continued training 
and development) 

Procedural 
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HOW-TO GUIDE 
Talent Development Assessment 
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WHAT TALENT DEVELOPMENT ASSESSMENT LOOKS LIKE 

Talent Development Assessment – 
Renaissance Learning 
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HOW TO CREATE THIS DELIVERABLE 

STEP ACTION 

1 Determine the expectations of scope and what deliverables will look like  
2 Agree on what roles will be assessed  
3 Gather necessary data from client  
4 Develop competency recommendations 
5 Develop and obtain agreement on final roles and responsibilities 
6 SBI or client conducts talent assessments for appropriate populations 
7 Review assessment results 
8 Determine 2-3 of the weakest competencies 
9 Review CAP library and select appropriate development objectives 

10 Discuss gaps with client 
11 Conduct training on processes and job aids as agreed upon in initial scope 
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BEGIN DISCOVERY PROCESS 

METHOD ACTIVITY GREY HAIR VS. PROCEDURAL 
1 Interview Agree to expectations of the scope of the final 

deliverables and what it will look like 
Grey Hair  

2 Interview Agree on the roles that will be assessed Grey Hair  

3 Doc Request Gather necessary data from client – job descriptions, 
quota attainment and performance reviews 

Procedural  

4 Doc Request Gather necessary data from client – org charts Procedural  

5 Doc Request Review org design, existing job descriptions and 
assessment results 

Procedural  

6 Doc Request Create a talent assessment frequency definition Procedural  

7 
Doc Request 

Gather necessary data from client – Current talent 
assessment process, including any assessment strategy 
and tactics 

Procedural  
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HOW-TO GUIDE 
Organizational Talent Development Plan 
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WHAT ORGANIZATIONAL TALENT DEVELOPMENT PLAN 
LOOKS LIKE 

Genesys Kindred 
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HOW TO CREATE THIS DELIVERABLE 

STEP ACTION 

1 Identify the Competencies of most concern for the organization based on the Individual Talent 
Assessments 

2 Prioritize these Competences by Role (What is going to make the biggest impact on the Role First 
to hit the objectives) 

3 Design the Talent Development Program sequencing and priorities to address first 

4 Create an Overall Talent Development Program by Role looking for commonalities and cross-
function areas 

5 Develop an Overall Deck to communicate the Overall Program so its easily understood by every 
Role in the organization 

6 Design and Incorporate a Rollout Plan for the Overall Program and each Role Program 
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BEGIN DISCOVERY PROCESS 

METHOD ACTIVITY GREY HAIR VS. PROCEDURAL 
1 Doc Request Compile all Data from past Individual Assessments Procedural  

2 Doc Request Look for the 5 largest, most common deficiency 
competencies by Role 

Procedural  

3 Doc Request Identify common competencies across each role for 
Organizational synergy 

Procedural  

4 Doc Request Match deficient competency areas to developmental 
programs for improvement  

Grey Hair 

5 Doc Request Match SBI developmental programs (CAP Library, Training 
Courses etc.) to the common areas of deficiency 

Grey Hair 

6 Doc Request Collect and compile individual assessment findings Procedural  
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HOW-TO GUIDE 
Performance Management Process 



SBI Proprietary & Confidential. All rights reserved. 31 7/8/2018 

WHAT PERFORMANCE MANAGEMENT LOOKS LIKE 

Broadridge Phillips 66 
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HOW TO CREATE THIS DELIVERABLE 

STEP ACTION 

1 Set performance management objectives with client 

2 Determine leadership competencies critical to achieving objectives 

3 Agree to performance management objectives and competencies with client 

4 Determine skills and behaviors needed to succeed in role and support long term development 

5 Create IDPs to organize and plan actions 

6 Implement performance management progress and cadence 

7 Monitor Progress against set objectives  

8 Give feedback and coaching on behaviors for success. Provide course correction where 
necessary 

9 Appraise performance results against objectives  

10 Link rewards to results on performance objectives 
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BEGIN DISCOVERY PROCESS 

METHOD ACTIVITY GREY HAIR VS. PROCEDURAL 
1 Doc Request Most recent talent review summary (stack ranking of reps 

by role)  
Procedural  

2 Doc Request Current Sales Training Program  Procedural  

3 Doc Request Sales Coaching, Tips and Guidelines for Managers Procedural  

4 Doc Request Performance Management process and tools (i.e. PIP) Procedural  

5 Doc Request Raw and summarized data from any employee 
engagement surveys/interviews (sales organization data) 

Procedural  
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HOW-TO GUIDE 
Development Program Metric Measurement 
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WHAT DEVELOPMENT PROGRAM METRIC MEASUREMENT 
LOOKS LIKE 

HP – Ropes to the Ground 
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HOW TO CREATE THIS DELIVERABLE 

STEP ACTION 

1 Identify core competencies and accountabilities for the role 

2 Design the Talent Development Program sequencing and priorities to address first 

3 Ensure workflow and expectations are understood 

4 Create an Overall Talent Development Program by Role looking for commonalities and cross-
function areas 

5 Develop an Overall Deck to communicate the Overall Program so its easily understood by every 
Role in the organization 

6 Develop dashboards to support day-to-day activities in a way that’s realistic and proven to drive 
positive sales results.  

7 Design and Incorporate a Rollout Plan for the Overall Program and each Role Program 

8 Review KPI reports to ensure sales rep adoption 

9 Track key weekly sales activities on dashboards 

10 Review metrics dashboard weekly  
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BEGIN DISCOVERY PROCESS 

METHOD ACTIVITY GREY HAIR VS. PROCEDURAL 
1 Doc Request Most recent talent review summary (stack ranking of reps 

by role)  
Procedural  

2 Doc Request Current Sales Training Program  Procedural  

3 Doc Request Sales Coaching, Tips and Guidelines for Managers Procedural  

4 Doc Request Performance Management process and tools (i.e. PIP) Procedural  

5 Doc Request Raw and summarized data from any employee 
engagement surveys/interviews (sales organization data) 

Procedural  

6 Doc Request Reports showing how sales rep activity is measured Procedural  

7 Doc Request Guidance on the Rep activity expectations (e.g. # of 
prospecting phone calls, prospect visits, cold calls, etc.) 

Procedural  

8 Doc Request Policy on how often a rep should call on an existing 
customer 

Procedural  

9 
Doc Request 

Definitions (including career progression), competencies 
and accountabilities for all sales roles (includes inside and 
outside Sales Reps, Sales Managers, Sales Ops, pre-sales) 

Procedural  

10 Doc Request Sales productivity reports (monthly and annually) at rep 
and team levels 

Procedural  
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HOW-TO GUIDE 
Talent Management Dashboard 
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WHAT TALENT DASHBOARD LOOKS LIKE 

Kindred Heartland 
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HOW TO CREATE THIS DELIVERABLE 

STEP ACTION 

1 Identify core competencies and accountabilities for the role 

2 Obtain scorecard for each role 

3 Obtain talent review guide for each role 

4 Obtain competency interview guide 

5 Review output of talent assessments 

6 Develop individual development plans 

7 Analyze Individual competency score vs. benchmark 

8 Review any current performance dashboards client is using 

9 Determine inputs to populating talent dashboard 

10 Create talent dashboard and review with client 

11 Make changes if necessary and implement dashboard 

12 Provide training around usage and refresh cadence 
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BEGIN DISCOVERY PROCESS 

METHOD ACTIVITY GREY HAIR VS. PROCEDURAL 
1 Doc Request Turnover data by role for prior 3 years (hiring and 

termination information) 
Procedural  

2 Doc Request Time-to-fill metrics for prior 3 years Procedural  

3 Doc Request Sales Rep Scorecards including job descriptions, skills and 
accountabilities 

Procedural  

4 Doc Request Samples of recent talent review summary (stack ranking 
of reps by role)  

Procedural  

5 Doc Request Virtual bench and succession planning information Procedural  

6 Doc Request Employee engagement survey infomation (raw and 
summarized data) for all sales roles 

Procedural  

7 Doc Request Samples of exit interview data, analyses, summaries Procedural  

8 Doc Request Review existing performance dashboards Procedural  

9 Doc Request Ongoing development training (sales skills, negotiation, 
product, etc.) 

Procedural  
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