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The Frontline Formula: 
How to Transform Managers 
into Revenue Boosters
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WHAT WE KNOW

Coaching impacts behavioral change

Reps who received 
feedback

Reps who did not 
receive feedback
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Frontline managers are the 
lynchpin to behavioral change
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T H E   P R O B L E M
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FLMs

We often enable and train our AEs, SDRs & CSMs, 
but FLMs are an afterthought.

When it comes to training, FLMs are left behind.

WHAT HOLDS US BACK

SDRsAEs CSMs



Proprietary & Confidential - Do not distribute - Winning by Design™ |  6

Why? Because we never taught them.

Frontline Managers don’t know how to coach.

WHAT HOLDS US BACK

AEs, SDRs, CSMs

Front Line Managers
Typically one-time training upon promotion (at best)

Individual Contributors
Consistent support with recurring training

FLMs
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Enablement has fewer resources, so managers are crucial to helping fill the gap

Org structures are changing

WHAT HOLDS US BACK

With resources,
Enablement and FLMs together 

have more support

FLM

FLM

Without resources,
FLMs become even more crucial for the success 

of training / enablement programs
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Training programs won’t stick unless you get 
buy-in from the FLMs.

WHAT HOLDS US BACK

Week 1 Week 3

30%

90%

Highly engaged managers who 
gave reps coaching

Impact Questions

Week 1 Week 3

20%

70%

Critical Event Questions
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60% Improvement 50% Improvement

Week 1 Week 3

55%
61%

Disengaged managers who 
did not give reps coaching

Impact Questions

Week 1 Week 3

20%

Critical Event Questions

30%

6% Improvement 10% Improvement
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1. THE WHAT 2. THE HOW 3. THE WHEN

Train your 
Managers on the 
key skills they need 
to master in order 
to become coaches 

Give your managers 
guidance with 
turn-by-turn 
directions

Give your 
managers a guide 
to know what to do 
when, and embed it 
into their weekly 
rhythm

The Method for capturing untapped potential from your FLMs

!

Revenue Academy Course: 
Managing for Impact Manager Playbook Manager Operating Cadence



Proprietary & Confidential - Do not distribute - Winning by Design™ |  10

0 1

T H E   W H A T

M A N A G I N G   
F O R   I M P A C T
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RESULTS EFFORTS KNOWLEDGE SKILLS

Best in Team?
STOP HERE

Can be Improved

On Target? 

Can be Improved 
Effort Issue?
START HERE  (if uncommon)

On Target? 

Can be Improved 
Knowledge Issue?
START HERE

On Target?
Other Issue.

Can be Improved
Skills Issue? 
START HERE

If this is now becoming a trend 
(formal warning including HR 
and VP)

If this is now becoming a trend 
(formal warning including HR 
and VP)

Next issue here, move 
to formal PIP process

OR OR OR OR

REKS - Results, Efforts, Knowledge, Skills
0 1  |  M A N A G I N G   F O R   I M P A C T
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Y O U R  T U R N

What’s one result that you’re 
trying to work on with your team?
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How REKS can be 
embedded at scale

Ian Westbrook
Revenue Architect in Residence

Real World Examples
0 1  |  M A N A G I N G   F O R   I M P A C T

Centralized REKS dashboard 
for measurement and visibility

Aligning the FLMs and broader 
org on what to measure

Building in empathy and sophistication 
for different segments and regions
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“The Advice Monster”

0 1  |  M A N A G I N G   F O R   I M P A C T

H O W   T O   C O M B A T
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!

0 2

T H E   H O W

M A N A G E R
P L A Y B O O K
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A “just-in-time” guide for managers

How to Coach on Key Skills

0 2  |  M A N A G E R   P L A Y B O O K
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A “just-in-time” guide for managers
0 2  |  M A N A G E R   P L A Y B O O K
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Y O U R  T U R N

Who had a deal slip this past quarter? 
NOT MUCH or OFTEN or WAY TOO MUCH
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0 3

T H E   W H E N

O P E R A T I N G
C A D E N C E
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0 3  |  O P E R A T I N G   C A D E N C E 
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What We Recommend

Give FLMs the skills on 
HOW to coach

Capture hearts and minds, 
by co-creating the playbook 
WITH them

Coaching must be built into 
their operating rhythm
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‘Managing for Impact’ 
open courses offered 
every month

What We Recommend

Revenue Enablement Access Pass

Give your enablement team access to templates 
of all of these assets, to build their own programs

!Manager Playbook for 
just-in-time guidance

Operating Cadence

Give FLMs the skills on 
HOW to coach

Capture hearts and minds, 
by co-creating the playbook 
WITH them

Coaching must be built into 
their operating rhythm
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How to get in touch

Patrick patrick.mcgrann@winningbydesign.com

Melissa melissa.huggett@winningbydesign.com  

Ian ian.westbrook@winningbydesign.com
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T H A N K   Y O U 


