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Overview 

§ What are the «challenges»
o Normal 

• People 

• Tools 
• Processes 

o Crisis-induced 
• Internal 

• External 

o Cultural Norms 

§ What you can do to address them
o You 
o Your team 
o Your organisation 
o Your processes 
o Your tools 
o Your skills
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It really has 
been a 

tough year
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What are «Normal» problems?

5

Generating 
Leads 

(pipeline)
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Getting 
Appointments
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Opportunity 
Management

8

Key Account 
Development
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Well, you 
know…
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Working as 
one team
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Leadership 
+ Coaching
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Processes + 
Support 

Tools
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Crisis… 
what 

Crisis?
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The 
Financial 
Challenge
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Working as 
one team

16

Coaching 
(remotely)
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Shorter 
Meetings!!
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Overview 

§ What are the «challenges»
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• Processes 

o Crisis-induced 
• Internal 
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Be 
prepared 
for things 
to change
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Everything 
may 

change
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Customer 
Contacts
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Learning 
some new 

skills
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Some will be 
uncomfortable 
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Communicate 
more than 

ever
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People feel 
disconnected
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Create the 
«family» 
feeling
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Coffee 
together… 
virtually!
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Understand 
the isolation 
– and help to 

address it
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Feedback is 
Key
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Lots of 
feedback
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Help people 
feel 

connected
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The path is 
not straight… 
there will be 

curves
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Bravery 
required
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We can all 
come out of 
this stronger
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The journey 
is not easy, 
but we will 
get there 
together
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