
Tyson Group Launches High-Performance
Sales Coaching Program to Turn Training Into
Measurable Performance Gains

DUBLIN, OH, UNITED STATES, March 18, 2026 /EINPresswire.com/ -- Tyson Group, an award-

winning sales training and consulting firm known for its data-driven approach to sales

effectiveness, today announced the launch of its High-Performance Sales Coaching program,

designed to help sales leaders transform coaching into a strategic revenue driver.

Many companies invest

significantly in training their

sales teams, but the real

multiplier of performance is

what happens after the

training ends.”

Lance Tyson, President and

CEO

While most organizations invest heavily in sales training,

many struggle to sustain performance improvements after

training programs conclude. Tyson Group’s High-

Performance Sales Coaching Program addresses this gap

by equipping sales leaders and frontline sales managers

with the frameworks, skills, and discipline required to

reinforce selling behaviors, establish accountability, and

drive growth.

The program helps organizations shift away from reactive

management practices—such as pipeline inspection and deal reviews—and toward structured,

behavior-based coaching that accelerates skill development and improves execution across the

sales organization.

“Many companies invest significantly in training their sales teams, but the real multiplier of

performance is what happens after the training ends,” said Lance Tyson, President and CEO of

Tyson Group. “Sales managers often spend the majority of their time reviewing pipeline rather

than coaching the behaviors that drive results. Our High-Performance Sales Coaching Program

helps leaders make that shift, from inspecting deals to developing people, so sales performance

becomes more consistent, scalable, and predictable.”

Building Sales Leaders Who Develop Talent

The High-Performance Sales Coaching Program is designed specifically for sales leaders, sales

managers, and revenue executives responsible for improving sales execution and developing

talent within their organizations.

To strengthen coaching precision, the program integrates Sales Competency Assessments (SCAs),

http://www.einpresswire.com
http://tysongroup.com
https://www.tysongroup.com/sales-coaching/
https://www.tysongroup.com/sales-team-assessments/


which provide leaders with objective insight into the strengths and development areas of

individual sales professionals and teams. These assessments evaluate core selling behaviors

across the sales process, such as discovery, qualification, objection handling, and deal

progression, giving sales managers a data-driven starting point for targeted coaching

conversations and development plans. By identifying performance gaps before coaching begins,

SCAs help organizations focus coaching efforts where they will have the greatest impact on sales

execution and revenue outcomes.

Sales leaders also learn how to tailor coaching approaches to individual sales representatives

based on experience level, strengths, and development areas, ensuring coaching conversations

are both targeted and impactful.

Through a blend of facilitated sessions, practical exercises, and real-world sales scenarios,

participants learn how to conduct effective coaching conversations that address real challenges

such as opportunity advancement, objection handling, prospecting discipline, and deal strategy.

By the end of the program, participants will be certified by Tyson Group as a High-Performance

Sales Coach.

Turning Coaching Into a System for Performance Improvement

Upon completing the program, participants leave with practical frameworks and coaching

routines that can be implemented immediately within their sales organizations.

By strengthening coaching discipline, organizations can improve quota attainment, accelerate

skill development, and reinforce the behaviors that drive sustainable revenue growth.

The result is a sales organization where coaching becomes an integrated part of daily operations,

creating a culture of accountability, continuous learning, and consistent performance

improvement.

Rather than relying on isolated training events, the High-Performance Sales Coaching Program

enables organizations to operationalize coaching as a core leadership capability, helping sales

teams execute with greater confidence and effectiveness.

About Tyson Group

Tyson Group helps organizations drive predictable revenue growth by optimizing sales

effectiveness. Through its proprietary Sales Team Science™ framework, Tyson Group combines

diagnostics, enablement, sales training, and coaching to deliver measurable performance

outcomes.

Recognized as one of the industry’s leading sales training and consulting firms, Tyson Group has

been named to the Inc. 5000 list three times, recognized by Training Industry as a Top 20 Sales

Training Company, and honored with major industry awards including the Stevie® Awards,

Globee® Awards, and repeated recognition by Selling Power as a Top Sales Training Company.



Tyson Group partners with some of the world’s largest and most respected brands, helping

CROs, sales leaders, and executive teams identify performance barriers and implement data-

driven strategies that accelerate revenue growth and improve sales execution.

For media inquiries or more information, visit tysongroup.com.

Tyson Group is available for commentary: chip.stclair@tysongroup.com
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