
is in perfect sync with Graco’s
corporate mission for “sustained
profitable growth.”

The market training packages
tend to be train-the-trainer in nature.
They are materials that are given to
sales people to assist them in training
distributors and their sales staffs.
The packages show how products
function, what applications they are
suited for and how to properly
service them.

Field Sales Orientation programs
are scheduled in Minneapolis two or
three times a year for all newly-hired
salespeople.  Marketing managers
and sales support people are brought
in for their expertise.  Usually there is
some hands-on training.  “Sometimes
we’ll go out and paint a house as part
of an orientation.  Or perhaps we’ll
send trainees and sales people to our
Plymouth, Michigan location for
exposure to what we’re doing there,”
says Denker.

Akers works with the Contractor
Equipment Division (CED).  Their
main products are airless sprayers
and high pressure washers.  CED has
also introduced a line of specialty
products, including texture sprayers.

Aker’s colleague, Al Brus,
supports the Industrial/Automotive
Equipment Division (IAED).  Its
products include manual finishing
equipment and systems, engineered
paint circulating systems, and sealant
and adhesive equipment.

“Basically what we do is develop

training materials for the sales force,”
says Akers.  That could be anything
from a training package to a training
booklet, videotapes to actual stand-
up training.  We train the sales
people to be more effective trainers.”

According to Brus, their work is
designed to increase the comfort level
of the sales people.  “We’re charged
with improving their knowledge of
markets, products and applications,
in order to have an impact on sales.”

FIELD  SALES TRAINING

Perhaps the department’s most
successful innovation is the Field
Sales Training Program.  It exists
solely for the purpose of getting new
salespeople up-to-speed.  They are in
the program as trainees from one to
two years.  Upon completion, they
are eligible for promotion to Contrac-
tor Equipment Sales Representative
or Industrial Application Sales
Representative.

Working closely with field sales
management, Sales Training provides
the overall framework for how
trainees complete a variety of activi-
ties and projects, a sales orientation
and basic product training.

More than one hundred items
have been identified as important for
trainees to understand.  They range
from something as simple as filling
out an expense report to something
as complex as understanding a
particular market or product.  The
department also works closely with
field sales managers to assure the on-
going development of their sales
personnel.

Since the Field Sales Training
program was implemented in 1988,
19 sales trainees have successfully
completed the program and been
hired, and 92 percent of them have
been successful on the job.  “Just
seeing how Graco can work to
support them, to meet their needs for
training, and make them become as
effective and successful as they want
to be in a sales position is the biggest
kick that I’ve had as manager,” says
Denker.
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When you hear the words “sales
training,” what comes to mind?  Is it
someone standing up in the front of a
room filled with salespeople, talking
about selling techniques?  Or maybe
a motivational speaker attempting to
energize the sales force?

“In point of fact,” says Bill
Denker, Graco Sales Training Man-
ager, “we don’t do a lot of that stand-
up facilitation.”  Yes, there are Field
Sales Orientation training sessions,
basic product training schools,
professional selling skills sessions,
and train-the-trainer sessions for
salespeople and the sales manage-
ment group.

A BROAD AUDIENCE

But the majority of department
time is spent developing prepacka-
ged training kits and videotapes that
are used to reach a much larger
audience.  In other words, the Sales
Training Department develops tools
that Graco salespeople can use to
train themselves, distributors and —
to a certain extent — customers on
new products.

Along with Senior Sales Training
Specialists Faye Akers and Al Brus
and Administrative Secretary Melissa
Coffey, Denker works closely with
Graco employees and distributors to
help them become more knowledge-
able and better prepared to handle
their jobs.  By providing the best
training in product knowledge and
sales skills, the department’s mission

Sales Training Provides
Worldwide Support
The Sales Training Department develops training materials to
meet the diverse needs of a broad ‘customer’ base.

by John Fineberg
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GLOBAL  FOCUS

Sales Training’s original charter
was to take care of North American
sales training needs.  That changed
this year as the department’s respon-
sibilities were expanded to include
supporting sales training worldwide.

According to Denker, “the
challenge is determining the best
strategies and best steps to take to
globalize our training efforts.  We
really want to work with the interna-
tional sales trainers to develop
training that is responsive to the
needs of their salespeople and that
makes sense for how products are
sold and marketed in various coun-
tries.”

“For example,” explains Akers,
“the competition here in the United
States for our products is different
than the competition in China.
Training materials have to be devel-
oped that accurately reflect the needs
in that market.”

Handling international responsi-
bilities in Asia, for example, are
David Lin, Training Manager for

Korea and Southeast Asia, and
Michael Xu, Training Specialist for
China.  In Europe, Hans Schmitz will
be the CED Training Manager.  “They
report to the country manager,”
clarifies Akers, “but they have what’s
called a ‘dotted line’ relationship to
our department.”

The department had just changed
its name from U.S. Sales Training to
Sales Training about the time Coffey
joined the department in March.
With a Bachelor of Arts degree in
Linguistics and minors in German
and Classical Greek, she is really
excited about the international
possibilities of the job.

“It’s a stretch to go from provid-
ing training materials for North
America only to considering a wider
variety of cultural differences.  I’m
looking forward to the international
interaction.”

Coffey describes her job as taking
programs, developed by Denker,
Akers and Brus, and keeping them
“flying along.  I maintain the momen-
tum of it.”  Currently she is involved

in updating the videotape catalog
and putting sales operating proce-
dures into booklet form.

How are the results of their
efforts measured?  “It’s difficult to
quantify it at times in terms of what
our contribution is,” says Brus.  “It’s
more a base line philosophy by
Company officers that they feel
strongly enough to allocate resources
for development of these materials.”

Sales Training also works closely
with CED and IAED marketing
organizations to help them reach
their sales goals for a new product
launch in a particular part of the
world.  “If Graco achieves those
goals,” says Denker, “we figure that
part of it is a result of the training
support.”
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