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DIPLOMA PROGRAMME IN SALES

Going beyond learning about operational tools and
know-how, RSM Executive Education’s Diploma
Programme in Sales Leadership offers a personalised
and strategic investment in performance improvement
for you and your organisation in a seven-day intensive
format. The payback is a learning experience that
is relevant, learning objectives that are clear and
actionable, and the tools and support to integrate
them and transform your business practice.

“Selling is buying your
company a future.”
Faust Mertens, MBA

PRACTICAL INFORMATION
Dates:
Length:
Fees:

Location:
Language:
Diploma:
Information:

Visit our website for the programme dates
7 days in total over 6 months
¤ 7,950 (excl. VAT)
including course materials and lunches
10% discount for EUR and RSM alumni
Rotterdam School of Management,
Erasmus University, J Building
English
Sales Leadership Diploma, Rotterdam
School of Management, Erasmus University
Faust Mertens, Programme Director
M +31 6 22 606 911
E faustmertens@salesleadership.nl
Henriette Cleton, Programme Manager
T +31 10 408 1982
E hcleton@rsm.nl

After successful completion of the programme you will
become a member of the alumni network of Rotterdam
School of Management, Erasmus University and the
Centre of Sales Leadership.

WWW.RSM.NL/SL

Competition is fierce, and the market is energetic. Working
harder is not the only answer. How can you get beyond the
outmoded mindset of ‘make more sales’ to creating a
collaborative relationship with clients for a new kind of sales
environment? If you want to create long-term mutual value that
benefits your customers and your organisation, then you must
become a strategic partner. New opportunities emerge when
customers’ needs are put to the fore – so what do your customers
really want? How can sales functions lead in this process, and how
do you kick-start the process of making change happen? Do you
dare to question traditional value propositions and working
practices, and look critically at how to deliver real value for
customers? Do you have the right skills to implement a range of
disciplines and mind-sets?
The Diploma Programme in Sales Leadership is a challenging,
interactive, and highly intensive two-module programme,
spread across seven days and over six months.
In this programme, delivered by expert faculty from RSM Executive Education and the Centre of Sales Leadership, world-class
academics and business leaders offer you the latest research
knowledge and create customer value by helping you to develop
into a highly effective sales leader, thereby achieving excellence in
sales. You will be equipped with fresh and inspiring ideas, practical
management tools, leadership skills and a new vision of your role.
Working with other professionals in the field during the programme,
you can benchmark your performance – and that of your organisation. You will assimilate and use the most recent best practices into
your new, broader mind-set, particularly as you focus on the practically oriented Development Project.
The Diploma Programme in Sales Leadership is designed by RSM
and the Centre for Sales Leadership.

LEADERSHIP

KEY BENEFITS
Benefits for participants:

Benefits for companies:

u Strengthen your position as a partner and change leader internally
and externally
u Improve your vision and capacity to configure the sales approach
and solution delivery:
Sales and buying processes, selling styles, key accounts,
alternative sales channels
u Upgrade your management tools to optimise personal and sales
team performance:
Account planning, sales activity management, best practice and
knowledge management
u Gain insights into personal strengths, weaknesses, preferences
and your leadership priorities
u Develop a sales leadership thesis as an action plan for improving
organisational performance

u Participants bring new skills and alternative approaches to
sales leadership, to the benefit of future sales performance
u Enriches the organisation with the exchange of ideas and
experiences, knowledge and expertise, and facilitates
benchmarking
u Participants are equipped to carry out a major review
of the organisation’s sales efforts following the Sales
Leadership Development Project

“Without the Sales Leadership programme,
my colleagues and I would not have been able to accomplish
our objectives in such a short space of time. I recommend the
programme to anyone who wants to be taken seriously as a
sales leader. It’s a must for anyone whose commercial
organisation could use some inspiration.”
Paul Bernardt, Managing Director, Unigroup Worldwide UTS

WHO IS IT FOR?
Senior and experienced sales professionals involved in complex
sales projects, including key or strategic account managers,
sales managers, commercial directors and business development
managers. Participants should have a higher education
background and plenty of sales experience.
Successful applicants can expect to be interviewed by the
Programme Director to discuss the benefits for themselves as a
participant, but also to discuss the benefits for their organisation,
and how they will contribute to the mixed cohort in the programme.

You are encouraged to involve your
management team in this process to boost
the effect of the programme within your
organisation, and ultimately for yourself.
This programme has enhanced the performance
of employees at:
Achmea – Ahrend – AkzoNobel – Atos Origin – Ballast Nedam –
Bayer – Bredel Hose Pumps – Capgemini – Canon – Ceradis –
Cofely – Colt International – CWS – DAF – Daimler – Delta Lloyd –
Essent – Facilicom – G4S – HP – ING – Johnson Diversey – Kema –
KPN Getronics – Leaseplan International – Lightronics – L’Oreal –
M.A.N. – Nashuatec – Novo Nordisk – Nuon – Philips Lighting –
Primagaz – Randstad – Refresco – Robeco – Ricoh – SHV Energy –
SNS Bank – SPIE – T Mobile – Tata Steel – UTS International –
UWV – Vopak – Welten – Yacht – Zwitserleven

‘The Sales Leadership Programme brought
me the confidence that a structured sales process will
result in customer relations. This wasn't only a helpful
discovery for myself, but also for my fellow colleagues and
managers who now place much more confidence in long term
customer value creation processes.’
Paul Willems, Service Innovation Manager, Tata Steel

PROGRAMME DESIGN
The seven-day programme has two modules which are carried
out over a period of six months.
Ambitious in its aims and broader in its scope than many other
comparable programmes, this programme has an intensive
attitude to learning. Participants benefit from a small group with
a maximum of 20 participants. The workshop approach facilitates
a dynamic learning experience with a practical impact, and the
programme makes full use of interactive methods such as case
studies, class room sessions, learning from best practices in other
companies, discussions and teamwork to isolate and clarify the
essence of each topic.
RSM faculty, specialists and business experts provide the latest
academic and business know-how that covers the breadth of the
sales leadership landscape. With at least three hours spent on
each topic, the programme balances an in-depth exploration of
the material with the opportunity for participants to bring their new
knowledge and fresh models back to their own business situations
and challenges.

Personal coaching
Participants explore organisational challenges, and develop
strategies to improve their personal effectiveness as sales leaders in
one-to-one coaching sessions. These sessions also provide support
for the participant’s sales leadership thesis.

Sales leadership thesis
Participants will work on their own fact-based thesis throughout the
programme to deepen their understanding and develop the ability to
apply new knowledge. Their thesis challenge is to design an effective
roadmap to meet a ‘must win’ sales challenge that delivers longerterm value for their own organisation. Thesis work will be supported
by participants’ own organisations and backed by RSM programme
staff. Management involvement and support for the thesis topic is
an important factor.

End conference
Participants and their management teams are invited to the end
conference where participants present their recommendations. This
forum provides an important stage for participants to make the case
for their proposal and get feedback from management and faculty on
the quality and feasibility of their work.

Admission
To ensure a diverse and coherent group, each applicant will meet
with the programme director before admission. All programme
applicants will be assessed for their suitability during a short intake
interview to explore their learning objectives.

Sales Alumni Network
Our alumni network offers the opportunity for continuous learning for
everyone who has completed the sales leadership programme. The
network provides a platform for discussion, for mutual support and
for the exchange of ideas. It is also a great opportunity to meet up
with old friends and to make new ones.
Sales Leadership alumni events are organised three times a year
in Rotterdam, and we invite guest speakers to present the newest
perspectives and trends in sales leadership. These events are just
one way that graduates from the Sales Leadership programme can
keep in touch with RSM faculty and peers. The network alumni
network also stays connected to exchange practical know-how
and their own developments through the online sales leadership
blackboard, the programme’s LinkedIn forum and other RSM
resources and databases, as well as by receiving our quarterly
newsletter.

“I have gone through much sales training in my
10 years’ of experience. RSM’s Sales Leadership programme
is really different. When it’s over, you miss the team spirit, the
opening up from the coaching, and the excellence of the faculty
sessions. But I don’t miss the top-class sales network of
professionals that I acquired in the programme, because I use
the alumni follow-up to stay in touch!”
Joost Bleize, Head of Service Management, Capgemini

MODULE 1 (FOUR DAYS)
A WINNING SALES APPROACH

MODULE 2 (THREE DAYS)
DEVELOPING SALES LEADERSHIP

Rethinking the sales force

Personal reality

What are sales leaders’ priorities when faced with current business
dynamics, challenging customers and the demands and expectations
of organisations?
Learning objective: Your personal sales leadership agenda.

How can you make the shift from operational sales management to
becoming a strategic sales leader? And what sort of leader are you?
Learning objective: This module helps you bring your ideas to reality.

Sales across cultures
The new buying reality
What should the purchasing strategy be? What does the procurement
department expect from the sales department? What criteria should
be met by a ‘best in class’ supplier?
Learning objective: A model to understand categories of customer
segments for sourcing, and to predict purchasing behaviour.

There are more and more markets that operate across international
borders and an increasing number of international contacts. What
cultural factors affect sales in countries, organisations and on an
individual level?
Learning objective: Understand universal and specific cultural
drivers in order to develop aligned sales strategies.

Financials in sales

Leadership profiling

What does it take to make sales at board level? Learn to speak the
language of the finance executive and the economic buyer.
Learning objective: Tools for value measurement and management.

Understanding your own value systems and behavioural drivers
– and those of others – has implications for the way you show your
leadership. What is the best way to influence and co-operate with
others?
Learning objective: Uncovering your personal leadership profile
and strategies to optimise your interactions and assess your
leadership fit.

Customer value management
How do you value your products and services? What are they worth in
the market?
Learning objective: A roadmap to substantiate value arguments and
develop credible proposals.

The leadership of change

How can sales create market space, using co-operation, value and
innovation to differentiate your firm from the competition?
Learning objective: Value innovation model.

Building organisational excellence involves other managers and
colleagues, their attitudes and their behaviours. How can you as a
leader motivate and influence change in individuals and groups?
Learning objective: A framework to drive change processes in your
organisation.

High performing sales organisations

Building collaborative relationships

A professional sales organisation is essential; how does your firm
measure up? Where can you make improvements?
Learning objective: You are provided with 11 building blocks and the
key questions to assess your current performance.

Trust and respect are prerequisites when people work together. What
builds trust and how do your beliefs and fears affect the trust others
have in you?
Learning objective: A tool to manage inner fears and convert them
into trust-winning qualities.

Blue ocean strategy

Key account management
It’s not unusual for 80% of a firm’s turnover to come from 20% of
its customers. How can a firm grow these accounts by developing
a strategy with the customer?
Learning objective: A blueprint and an action plan for implementing
better management of key accounts.

Sales performance management
How can you lead and manage the sales organisation’s effectiveness
and efficiency to improve transparency and predictability?
Learning objective: Tools for assessing and monitoring progress and
improving your coaching.

Essentials in personal leadership
How do you view success? What are your personal and professional
views, goals and ambitions?
Learning objective: A toolkit for looking into your leadership journey
and personal development.

FACULTY
RSM’s faculty members combine impeccable academic credentials with a thorough knowledge of business
practice. Selected for their ability and experience in executive teaching, they will draw on their research and
knowledge to deliver a unique learning experience.

FAUST MERTENS MBA is visiting faculty at RSM and
has a background in FMCG, and expertise in customer strategy,
the effectiveness of sales forces, and sales management. He
has worked with many companies in across several industries
to increase their sales performances. He is a co-founder of the
Sales Leadership Diploma Programme with Prof. Ed Peelen.
DR. ED PEELEN is a partner at ICSB Marketing & Strategy. He
has carried out extensive research and published leading books in
customer relationship management and marketing. He is co-founder
of RSM's Sales Leadership Diploma Programme, with Faust Mertens.

PROF. FINN WYNSTRA, Professor of Purchasing and Supply
Management at RSM, researches the relationships between
purchasing and supply strategies, and innovation and buyersupplier relations in business services.

DR JAN VIS, MBA, CMC, RV, FRICS is visiting faculty
at RSM, is an authority in business valuation. He has published
leading articles on value management. Jan Vis is the director of
RSM’s Competence Centre Business Valuation.

DR PATRICK REINMOELLER, Professor of Strategic
Management at Cranfield School of Management, is a senior member
of RSM’s China Business Research Centre. His research focuses on
strategic management, competitive strategy and innovation in the
knowledge economy.

DR MARIAN DINGENA is visiting faculty at RSM. She is an
expert in business-to-business marketing and key account management. In the past 20 years Marian has worked as a management
consultant and independent researcher with extensive experience
in international consulting projects.

VIN MORAR is an International Projects Specialist. He lectures at
TSM Business School, University of Twente. Morar has wide-ranging
experience in entrepreneurship and cross-cultural management, and
acts as a consultant for a number of international governments.
JAAP WEIJERS, Executive Coach, specialises in leadership
development. He coaches management teams to boost
performance, giving individuals a better understanding of their
values and behavioural drivers.
RODERICK BREDERO, Sales Consultant, Management
Trainer and Coach, is an expert in leadership development using
self-awareness and self-management techniques. He has worked
in the defence and construction industries as a General Manager
and entrepreneur.
PATRICK LYBAERT is visiting faculty at RSM, delivers seminars
and acts as a consultant in leadership development, executive
coaching, organisational growth and development, team
management and culture change. He makes use of a wide range
of diagnostic assessment instruments. He is the founder of the
Executive Leadership Foundation (ELF).

LENNART FAGEL, Senior Consultant at Orange Orca for
Procurement and Customer Value Management is a specialist
in the offering of tenders. He also supports sales teams in understanding and implementing value.

DR MARTIJN RADEMAKERS is visiting faculty at RSM,
has extensive experience in co-creating programmes to renew,
implement and optimise strategy for innovation and growth. Also,
he is a strategy and leadership advisor to CEO’s and boards of
internationally operating companies.

“I wanted to refresh my knowledge of sales from a leadership position. I think the programme
succeeded in doing that in a way that stuck for me. I now have something that will start to fix the problem.”
Eldert Bruinink, Director Operations, Primagaz Benelux

Rotterdam School of Management,
Erasmus University (RSM)

Follow us on:

is ranked among Europe’s top 10 business schools

Twitter

for education, and among the top three for research.

LinkedIn RSM Executive Education

@RSMexed

RSM provides ground-breaking research and education
furthering excellence in all aspects of management.
RSM’s primary focus is on developing business leaders
with international careers who carry their innovative
mindset into a sustainable future thanks to a first-class
range of bachelor, master, MBA, PhD and executive
programmes. RSM also has offices in the Amsterdam

The Centre for Sales Leadership is a network established in

Zuidas business district and in Taipei, Taiwan.

2009 connecting academics, professionals and alumni to the
Sales Leadership Diploma Programme. The aim is to leverage

Rotterdam School of Management
Erasmus University
Executive Education

knowledge and experience for educational and research
purposes to help sales professionals with their sales challenges.
www.salesleadership.nl

J Building
Burgemeester Oudlaan 50
3062 PA Rotterdam
The Netherlands
T +31 10 408 8633
E openprogrammes@rsm.nl

RSM Amsterdam Office
Viñoly Building, 1st Floor
Claude Debussylaan 46
14072. B&T Ontwerp en advies (www.b-en-t.nl)

1082 MD Amsterdam
The Netherlands
T + 31 20 820 1830
E rsmamsterdam@rsm.nl
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