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AHHOTAIUSA

KonkypenTHass Ou3Hec-cpena, B YaCTHOCTH POCCHHCKAE KOMMEPYECKHE IPEINpH ATHS,
MOCTOSIHHO UIIyT 3()EeKTUBHBIE METOABl YBETHMYECHHS MPOJAX U YAydIlleHUss pabOThl CBOETO
nepcoHana. Oguum n3 Hanbosee MEePCHEKTUBHBIX WHCTPYMEHTOB MOCTHKEHUSI ITOW IENH
SIBJISIETCS] KOYYHHT-TPEHUHT. KOyUHHT-TPEHUHT IPEICTaBISET COOO0H MPOIECC HHANBUIYATHHOTO
WJIY TPYIIIIOBOTO OOydEHHUsI, HAllPaBJICHHBIN Ha Pa3BUTHE KOHKPETHBIX HABBIKOB M KOMIIETEHITHIA,
HEOOXOUMBIX ISl YCIIEIHOTO B3aUMOJCHCTBUS ¢ KIMCHTAMU U YBEIHYCHHS 00heMa MPOJIaK.
JlanHas TeXHHKa IOJIOXKUTEIBHO BIMSET Ha POCT MPOAAX Y MPOAABIIOB-KOHCYIHTAHTOB,
CIIOCOOCTBYSI Pa3BUTHIO UX KOMMYHUKATHBHBIX HABBIKOB, YMEHUS Pa0dOTaTh C BO3PAKCHUSIMHU
KITHEHTOB ¥ d(})eKTUBHO MPE3EHTOBATH TOBAPHI UM YCIYTH.
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BBenenue

KoyunHr-tpeHuHr, kak mpouecc NpopecCHOHAIBHOTO pa3BUTHS, HAaNpaBleH Ha AaKTUBHOE
oOydeHue M pa3BUTHE COTPYAHHKOB. B COBpEMEHHBIX pealusx KOHKYPEHIIHS Ha PBIHKE TOBApOB U
yCJIyr JOCTUraeT MAaKCUMAaJIbHOTO 3HAuYeHHs (10 CPaBHEHUIO C HPEIbIIYIMMHU IEepUOJaMH), U
KOMIIAaHUW BBIHYKJCHBI OCBaWBaTh HOBBIC METOJbl MOTHBAIlMU, OOYUYEHUS U TIOBBILICHHS
KBATM(UKALIMM CBOUX COTPYIHUKOB. IIponaBIibl-KOHCYIBTAaHTBl HNPUHUMAIOT HEMOCPEICTBEHHOE
y4acTHe B MPpoJakax M B3auMoJelicTBuH ¢ moTpeduTenem. [Ipodeccrnonaniim nepconana HapsMyro
BJIUSIET HA YPOBEHb JI0X0Ja KOMIAHUU.

KoyunHr-tpeHuHr npenacraBisieT coOOW crnenualu3upoBaHHYyO (opMy MpOoPecCHOHATBHOTO
00ydeHus ¥ IMYHOCTHOTO pa3BUTHs. [Icuxonornyeckass TeXHUKa pacKpbIBaeT BHYTPEHHUH MOTEHIMAT
yenoBeka (B TOM 4yucie MNpodeccCHOHaNbHBIM) M IOMOTAaeT JOCTHYb KOHKPETHBIE LEIH Yepe3
1[€JIEHAIPABJIEHHOE PYKOBOJICTBO M TOJJEPKKY CO CTOPOHBI KOyda. B HaydHBIX HCTOYHUKAX KOYYHHT -
TPEHUHT ONpeleNsiercss Kak MHTEepakTUBHBIN Impouecc. Koyu momoraer oOydaromeMmycst OCO3HaTh
JUYHBIE CUIIbHBIE U CI1a0ble CTOPOHBI, YCTAHOBUTH M JIOCTUTaTh 3HAUMMBbIE 1I€JIM, a TAKKE pa3BUBAThH
npoeccCHOHaNbHbIE HABBIKA 1 KOMIETEHIINH.

Ponp u mnpodeccuonanpHas mnpoOieMaThka MPOAaBIAa-KOHCYIbTaHTA B IIEMOYKE CO3IaHUS
LIEHHOCTH MPEANIPUATUS

[IpoaBLbI-KOHCYIBTAHTBI  SIBJISIOTCSL  «JIMLOM» KOMIaHMU. OHM HE TOJIBKO HHQPOPMUPYIOT
KIMEHTOB O TOBapax W YCIyrax, HO ¥ I[OMOTalOT pemars HX MOpoOieMsl, Mpeasaras
[IEPCOHAIM3UPOBAHHbBIE pellieHUs. B nuTeparype BBIAEISIOTCS HECKOJIbKO KIIOUEBBIX (QYHKLIMM
IIPOJIaBLIa-KOHCY/IbTAHTA:

— uHpopMallMoHHas (IpeJocTaBleHne NOApOoOHOM HHpopManuu O TOBapax MU YcIyrax

MpEeANpUATUS);

— KOHCY/JbTaTHBHAs (IOMOUIp KIMEHTAM B IPUHATHH PEILIEHUH O NOKYIIKE);

— 3MOIIMOHAJIbHAA (CO31aHNE TO3UTUBHBIX SMOLIMM M BIIEYATICHUN OT OKYIOK).

B cBs3u ¢ »TMMH onuMsAMH, TPOJABUbBI-KOHCYIBTAHThI CTAHOBSTCS BAaXKHBIM JJIEMEHTOM B
o0ecrieyeHNH KOHKYPEHTOCIIOCOOHOCTH KoMnaHuu. OCHOBHOW (yHKIHMEH SBIISETCS MPOJBUIKEHUE
HNPOAYKIUHU, OJHAKO B HACTOsAILEE BPEMs OOJIBIIOE BHUMAaHUE YIAENAETCS MMEHHO SMOLIMOHAIBHOMY
acIIeKTY, TaK KaK OT «OIbITa OT IMOKYIIOK» 3aBUCHUT MHEHHUE MOTPEOUTEIIS M €T0 KeJTaHHe 00paTUThCs
BHOBb.

[Ipobnemaruka npodeccun npoaBel-KOHCYAbTAHT 3aKI0YAETCS B CASAYIOIMX acHeKTax:

— OTCYICTBUE€ WJIM HEMNOJIHOTa 3HAHUM O MPOAYKTaX MWJIM MPOAAXKaX, CHMKAIOIEE KaueCTBO

00CTYy)KHBaHUS;

— IpUMEHEHUE TPAJULIMOHHBIX CXeM MOTHUBAIMM, B CBS3U C YEM yAepKaHUE JeHCTBUTEIBHO

TaJIaHTIMBBIX TPOJIaBLIOB CTAHOBUTCS CJIOKHOM 3aauell Ul pyKOBOJICTBA;
BBICOKUH YpPOBEHb TEKy4eCTH KaJpoB, KOTOpPbI BBIHYXIA€T aJMHUHUCTPAaTUBHBIX U
PYKOBOJSIIMX COTPYAHHKOB IIOCTOSIHHO 3aHMMAThCsl OOydeHHEM M ajanTanuell HOBOTO
IepcoHaa;

oTcyrcTBHE Y(PPEKTUBHON CHCTEMBl KOMMYHHKAIIMH MEX/y MPOJAaBIIaMU U PYKOBOJICTBOM, H3-
3a 4ero TEepSIOTCS WJIM MPEIOCTABIISIOTCS HE B MIOJIHON Mepe BaXKHbBIE JaHHBIE O MOTPEOHOCTSIX
KINEHTOB.
Crneuuduka u mnpobireMaTHKa JaHHOW CHEIUAIBHOCTH 3aBUCAT OT CQepbl JAEATEIbHOCTH
KOMMepueckoro npeanpusatust. OHako MpUBEICHHBIC BBIIIE aCTIEKTHl XapaKTePHBI s OOJIBIIMHCTBA
oTpacliei.
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TeopeTnueckue acneKThl KOYYHMHI'a U €70 OTJIMYHE OT TPAJUIIHOHHOT O
00yueHus

KoyunHr-TpeHUHT OCHOBaH Ha WHAWBUIYAJbHBIX MOTPEOHOCTAX M Lesax oOydaromerocss (1160
rpynnsl  oOyudatonmxcs). Koyd paspabaTbiBaeT NEpCOHATU3UPOBAHHBIE CTPATETMHM U METOJBI,
alanTHPOBAaHHBIC 1TOJ] KOHKPETHBIE 3alpochl KIMEHTa (B JAHHOM KOHTEKCTE KIMEHTOM SIBIISICTCS
PYKOBOJIUTENb MPEANPUATHS UIH COTPYIHUK, UCIIOJHSAIOUMI aMUHUCTPATUBHBIE 00s13aHHOCTH). B
X0JIe KOYYMHI-TPEHUHIA KOYy4 IIPUMEHSET TEXHUKU aKTUBHOI'O CIYIIAHUS U 3a/1a€T BOIPOCHI, KOTOPBIE
NOMOTaloT  o0ydaromeMycsi IJIyO)ke  OCO3HaTh CBOM MBICIH, YYBCTBA M IOBEACHHUE C
podeCCHOHATLHON TOUYKH 3pEHUs. DTO CIIOCOOCTBYET CaMOPEqUIEKCMHM W OCO3HAHHIO KITIOUEBBIX
MOMEHTOB, HEOOXOAMMBIX JUIS JIOCTHIKEHMS JIMYHBIX LeJied, KOTOpble JOJDKHBI YacTHYHO
PE30HUPOBATH C KOPIIOPATUBHBIMHU 33Ja4aMH.

Koyu co3maer opranu3aliMOHHBIE YCIOBUS [UIsi OOpPAaTHOW CBS3M U MOIIMOHAIBHON MOIJICPHKKHU.
DTOT acleKT MOMOraeT 00yJaroIeMycss COXpaHsITh MOTHBAIMIO U YBEPEHHOCTh B CBOMX CHJIaX Ha IYTH
K ycrexy. HacraBHUK momoraer oOydaromieMycsi COCTaBJISATh KOHKPETHBIC IJIaHBI ACUCTBUN IS
JOCTHO)KEHUS 11eJIeH, a TaloKe OTCIEKUBATh IPOTPecc U KOPPEKTUPOBaTh CTPATErHy NP M3MEHEHUH
YCIIOBUU.

Koy4nHr-TpeHUHI BKIIOYaeT OOydeHHEe METOJaM CaMOYNpaBJjeHHs U camopa3BuTus. OHH
HEOOXOMMBI JIJIsl CAMOCTOSITEIIHHOTO PEUICHUST BO3HUKAIONIMX MTPOOJIEM H ITOJTHOIIEHHOTO YIIPABIICHUS
pabounM BpEMEHEM U pecypcami.

D (deKxTuBHBINA HACTABHUK CIIOCOOCH (OPMHUPOBATH JOBEPHUTEIHHBIC OTHOIICHHUSI C 00YJarOIIMCSI.
VYUyeHUKy 3TO IOMOTaeT OTKPHITHCSA M BBIIBUTH COOCTBEHHBIE 11€JIM U MOTPEOHOCTH B paboueil cpere.
[ToHnMaHMe TICUXOJOTUU MPOJAXK, MOTHBALMU M MOTPEOHOCTEH KIMEHTOB MOCPEICTBOM KOYYHHTA
MOYKET 3HaYUTEIbHO MOBBICUTH dPPEKTUBHOCTh B3aUMOJCHCTBHS C KIIMEHTaMH.

B03MOXXHOCTH Y IPUHIIMITBI BHEAPEHU S KOYIHHT-TPEeHIHTOB. [lepe 3amyckoM KOyquHT-TpEHUHTa
HAaCTaBHUK aHAIN3UPYeT 000OIIEHHBIE TEKyIMe MOKa3aTead MpPOJAax JUIsl BBISBICHUS CIa0bIX MECT
KOHKPETHO B paboTe MpPOAaBIIOB-KOHCYIFTAHTOB W HAaBBIKOB, HYXJAOUWMXCS B pa3Butuu. Koyd,
COBMECTHO C PYKOBOJCTBOM MJIM aJIMHUHHUCTPATOPOM (KENaTeNIbHO MPUBJIEYEHHE MapKETOJIOTOB),
oTpesieNsieT KOHKPETHbIe M W3MEPHMBIE IIeNIH, HallpUMep, yBeIndeHne npoaax Ha 15% B TedeHne
MOJIyroJla MJIM TOBBIIICHUE YPOBHS YIOBJIETBOpeHHOCTH KineHToB Ha 20%. Llenu mosmkHBI OBITH
MOTHBHPYIOUIMMH U JOCTHKUMBIME. Ha ocHOBE 3a7a4 (GOpMUPYIOTCST HAaBBIKU, KOTOPBIE HEOOXOANMO
PasBUTh y KOMaHJbl MPOJABLIOB: YMEHUE IYHKTYyaJIbHO M Pa3BEPHYTO OOLIATHCS C MOTpeOUTENEM,
paboTa ¢ KIMEHTCKUMU BO3PAKEHUSIMH, QYHKITUS 3aKPBITHS CACIKA/TIPOIAKHA U T.1I.

Ba)xHBIM aclieKTOM SIBJISETCS PUBJICYCHHE BHICOKOKBATIM (PUIIMPOBAHHBIX HACTABHUKOB C BBICIIIUM
TICUXOJIOTHYECKUM O00pa30BaHUEM W OIBITOM B cdepe MapKeTHHTra. Takol CHEeNHaJMCT CO3/1acT
aTMoc(epy 1oBepus U yBepeHHOCTH. B mporpamme TpeHUHTa TOJHKHBI YIUTHIBATHCS UHMBU TyaJIbHbBIE
0COOEHHOCTH TPYIIIBI: YPOBEHB ONMBITHOCTH YYACTHHKOB, WX IMOTPEOHOCTH B Kapbepe. PazHooOpasme
Kypca (BeOMHApHI, IPAKTUUECKUE 3aHATUS, POJIEBBIE UTPHI) MOBBICUT YPPEeKTUBHOCTE 00ydeHus. s
yA00CTBa y4aCTHUKOB PEKOMEHYETCSl MCIIOJIb30BaTh MHTETPALIMIO OHJIANH -KypCOB U CEMHUHAPOB IS
M3y4EeHHUs MaTepUajIoB B YIOOHOM JUIsl HUX pexume (0e3 oTpbIBa OT pabOThI, B YaCTHOCTH).

TpeHuHr HauMHaeTCs ¢ MWJIOTHOM IPyNNbl (HAapuMep, OAHOIO U3 OTAEIOB MPOAAXK), YTOOBI
MPOTECTUPOBATH MPOTPAMMy U COOpaTh OOpaTHYIO CBs3b. 110 IEPBUYHBIM pe3ylbTaTaM BBISBIISIOTCS
HEJO0CTaTKH I1epPEl MaCCOBBIM BHEAPEHHUEM. 31€Ch ke (POpMUpPYETCs KyAbTypa MOCTOSHHOIO 00y4eHUs
u pa3BuTHs. COTPYAHHMKHA JOJDKHBI OCO3HATH HEOOXOAMMOCTH COOCTBEHHOTO MPOQecCHOHATBHOTO
pocTa U ycrexa KOMIIaHUH.

Kaxnoe 3aHsTue cremyeT 4eTKO CTPYKType: BBOJHAS 9aCTh, TEOPHUS, TPAKTHIECKOE IIPUMEHEHUE,
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oOparHasi cBs3b. [lOCTOSIHHOE TIOBTOpPEHHE MAaTepHUAIOB W IPAKTUYECKUE 3aJaHHUsl IOMOTYT
3aUKCUPOBATh MH(POPMAIIHIO.

COBMECTHO € MapKeToJoroM (WJIM JPYTHM COTPYJHUKOM TIPEANPHUSATHS, BBITOIHSIONIM
aHaJIOTMYHbIe 0053aHHOCTH ), KOY4 YCTaHaBJIMBAeT KitoueBble okazaTenu sdpexruBuoctu (KPI) ms
OIICHKA YyclleXa TPEHHWHTa: OOBEMBI TPOAAX, KOJIWYECTBO HOBBIX KIMEHTOB, YPOBEHBb
YAOBJIETBOPEHHOCTH KIMEHTOB M Ap. lleproguuecku NpoBOIATCS ONPOCHI CPEOH YYACTHHKOB O
Ka4ecTBE KOYYMHTa, ymoOCTBe dopmara W TOJIE3HOCTH MaTepuanoB. Ha ocHoBe oOpaTHOHW CBs3u
HACTaBHUK KOPPEKTUPYET CTPYKTYPY MPOTPaMMBI.

[lomumo aHanmm3a B KPaTKOCPOYHOH MEPCIEKTHBE, OIEHUBACTCA d(PPESKTUBHOCTH MPOTPAMMBI
KOY4HHTa TMOcCie OOydeHUs, Hampumep, coycTs 6-12 mecsiieB. DTO HEOOXOAMMO HE TOJBKO JUIS
M3y4eHUs MporpaMmsbl, HO U pacuera KPI o 3apaHee nmocraBieHHbIM MapKETUHTOBBIM 33/1a4aM.

IlocTosiHHOE MPUBIICUEHNE CTOPOHHETO CIEIHATMCTa BbI3bIBACT MPOOIEMBI 110 paclpeieeHUI0
yuyeOHOTO pecypca. BHeapeHme BHYTPEHHEW CHCTEMbl HACTaBHUYECTBA, T OoJiee ONBITHBIC
KOHCYJIBTaHTHI Oy/IyT TTOMOTaTh HOBUYKaM, 3HAUUTEIBHO YCKOPUT MPOIECC aJalTallluy 1 TTOBBIIICHHS
kBapukanuu. CTOUT cPOpMUPOBATH TPYIIY I OOCY)KJIEHHUS BO3HUKAIOIMMX MPpoOJeM U oOMeHa
yAauyHBIMU TIpakTukamu. [logxoauT dopmar 4aTtoB WM peryispHble BcTpedd. JlJis 3TOro 4eTko
0003Ha4aI0TCs MyTH MPO(ecCHOHaNbHOTO POCTa AJIsi COTPYAHUKOB, MPOIISIIIMX KOYYUHT, HallpUMED,
IIIAHC Ha MMOoJTy4eHue 0oJjiee OTBETCTBEHHBIX IOJKHOCTEH MIIM YBETMUCHHUE BO3HATPAXKACHUS HA OCHOBE
pPE3yNIbTaTOB UX TPy/a.

3aKJII04YeHne

Koy4nHI-TpeHHHIH, OpPUEHTUPOBAHHBIE HA pPa3BUTHUE KIIOUYEBBIX KOMIIETEHIIMH IIPOJABIIOB-
KOHCYJIBTAaHTOB, OKa3bIBAIOT TMPSMOE BIUSHUE Ha KAueCTBO OOCITY)KUBAHUS KIUEHTOB U, Kak
CJEICTBUE, HA POCT Npoaax. VHIMBUIyann3upOBaHHBIA IOAX0 KOYYHHIOBBIX MPAKTUK YUYUTHIBACT
YHUKAJIBHBIE OCOOCHHOCTH KaXKI0H KOMIAHUU M ee MoTpeduTeneii. JJanHoe ycinoBue crnocoOCTByeT
0osee TIIyOOKOMY TOHMMAaHUIO MOTPEOHOCTEH KIMEHTOB W YBEIWUYEHUIO YPOBHS MPOJAXK uepe3
MEPeroArOTOBKY MepCcoHaIa.

Oco0yro poib B yCHEIHONW pean3aiii KOYIUHT-TPSHUHTOB UTPACT MOIEPIKKA U BOBJICYCHHOCTD
PYKOBOJSIIMX COTPYIHUKOB. OHHU TOJKHBI OCO3HABATH 3HAYEHHE TAKOTO MOIX0a U CIIOCOOCTBOBATH
BHE/IPEHUIO C TOUKU 3PEHUSI OpraHU3aluu U (UHAHCUPOBAHUS.

bubauorpapus

1. MomoGeii-oon C. M. CouumanpHasi mepUeNUUs, >KU3HECTOMKOCTh M KOMMHI-CTPATErMH TYBHHCKOH MOJIOJEKH:
Huccepranus no cnenuansHoctd 00.00.00. TyBUHCKHMI rocymapCTBeHHBIN yHUBepcutet, 2022.
2. IOpumieBa H.A. TIpumeHeHne KOyJduHra B MUpOBOH nipaktrike // BectHuk mMaructpatypsl. 2017. Ne 12-3 (75). C. 38-41.
3. «Koy4uHr npodeccuoHaIbHO I 3¢ dexkTuBHOCTH WIH 3a4yemM PO JJaBIaM KOYYHUHI? URL:
https://erickson.ru/publications/articles/coaching-business/13085-coaching-in-sales/ (mata o6pamenus: 03.08.2024).
4. AckaposaI'., YecmanoBa 5.3. OCHOBHBIC MOJXOBI K W3YyYEHHIO KONIMHT-CTPATeTHH B TPYIHBIX JKU3HCHHBIX CHUTYalHsIX
/I Scientific progress,2021. Ne5.

5. KAtiparresH H. B., [lenkosa 11.®. IIpuMmeHeHne KOyduHara B OPMHUPOBAHUHI KOPIIOPATHBHON KyJIBTYyphI Op FAHU3AIINN
/I MHMK. 2015. Ne 5-3 (36). C. 9-12.

6. Kak ycummts oTen npojax ¢ nomounsio koyuunra. URL: https://officelife.media/article/money/23103-kak-usilit-otdel-
prodazh-s-pomoshchyu-kouchinga/ (mata o6pamienus: 03.08.2024).

7. lpumep koyumHra u oOyueHnus neiictBuem npopasuoB. URL: https://egorvtorov.livejournal.com/65586.html  (nata
obpamienus: 03.08.2024).

8. Bacunenko E.A. [cuxomormyeckne MexaHH3MBI BO3ICHCTBHSA COLNHAIBHOTO CTpPEcCa Ha COIMANBHO -TICHXOJIOTHIECKY 10
amanrtanuio ymaHoctH // BectHuk IOYpITIIY. 2019. Ne4.

9. Tomxkus P.A. TloBsImeHIe Mpogax B (PMHAHCOBBIX OPTaHU3AIMSIX HA OCHOBAHUM IPUMEHEHUS HHCTPYMEHTOB KOY YMHTa

Coaching training as a tool to increase sales growth for sales ...


https://erickson.ru/publications/articles/coaching-business/13085-coaching-in-sales/
https://officelife.media/article/money/23103-kak-usilit-otdel-prodazh-s-pomoshchyu-kouchinga/
https://officelife.media/article/money/23103-kak-usilit-otdel-prodazh-s-pomoshchyu-kouchinga/
https://egorvtorov.livejournal.com/65586.html

772 Economics: Yesterday, Today and Tomorrow. 2024, Vol. 14, Is. 7A

// ®rHaHCOBBIE PHIHKN U OaHKH. 2022. Ne 3 (75). C. 76-78.
10. MuctpymenTsl koyumHra B mnpoaaxkax. URL: https://psy.systems/post/instrumenty-couchinga-v-prodazhax (mara

obpamienus: 03.08.2024).

11. HaptoBa-bouaBep C.K., BouaBep A.A., Pesnmuenko CI., XawarypoBa M.P. H 30[lom u ero oOGutatenu:
ncuxonoruueckoe uccnenosanue / OtB. pen. CK. HaproBa-bowasep. M.: [lamsTHuKN HcTOpuUYeckoif Mmbiciu, 2018, —
293 c. ISBN 978-5-88451-368-6.

12. Uuctpymentsl koyuunra B npogaxax. URL: https://navika.pro/prakticheskij-marketing/posts/instrumenty-kouchinga-
v-prodazhax (mata oGparenus: 03.08.2024).

13. Braqumup @Denoposuu Pomun, Hatamess Pomanosna Typaseu, Esrenuit AugpeeBnu lllypor KomuHr-texsHonoruu
MIPEOI0JICHUS TICHXOJOTHYECKUX OapbhepOB MEKIMYHOCTHOTO B3aMMOJCHCTBHS B IpOIecca cCaMOpPa3BUTHsI KYPCAHTOB H
ciymateneid oopasoBaTeNbHBIX opranusanuii MBJI Poccun // BecTHHK 3KoHOMHYecko# 6e3omacHocTH. 2021, Ne2.

14. Koyuunr mpomax — getansHbiii paszoop. URL: https://bortnyak.ru/coaching-prodazh-razbor (mata oGpamenus:
03.08.2024).

15. Kak YBEINIUTH PO IAKH c TTOM OTIIBIO KOYYHHIA. Ketic. URL:
https://vsetreningi.ru/articles/kak_uvelichit_prodazhi_s_pomoschju_kouchinga_keys/ (nata o6pamienus: 03.08.2024).

Coaching training as a tool to increase sales growth for sales consultants of
commercial Russianenterprises

Polina A. Zelenchuk

Postgraduate student,

Moscow Financial and Industrial University «Synergy»,
125190, 80G, Leningradsky ave., Moscow, Russian Federation;
e-mail: job.polina.zelenchuk@yandex.ru

Abstract

The competitive business environment, in particular Russian commercial enterprises, are
constantly looking for effective methods to increase sales and improve the work of their staff. One
of the most promising tools to achieve this goal is coaching training. Coaching training is a process
of individual or group training aimed at developing specific skills and competencies necessary for
successful interaction with customers and increasing sales. This technique has a positive effect on
sales growth for sales consultants, contributing to the development of their communication skKills,
the ability to work with customer objections and effectively present goods or services.
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