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Advisory Services & Coaching

Guiding You Toward Your Best Sales Performance
 Company   Team   Individual  
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Rate Card
Time Rate Notes
Hourly $350 Ideal for short-term or limited training/consulting engagements. We do not do time-tracking. 

Daily $2,500 Best for virtual or onsite workshops or short engagements. 

Weekly $12,000 Suitable for embedded work with a team on special projects less than a month

Monthly $45,000 Strategic transformation projects or multi-month engagements. 
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General Advisory Services & Coaching Programs
Program Description Investment

One-Hour Exploration Available for trial explorations or sporadic, as-needed meetings. $350 USD

Group Coaching One-hour 1:1 induction. One-hour weekly group coaching. Max of 5 per cohort. $61,200 USD/Year
$5,100/Month Trial

Executive Advisory
60- to 90-minute virtual meeting/week. Email/text access for interim questions. 
License rights to use any IP shared to answer questions or support goals. 
Same-company team members welcome to join or rotate, based on projects.

$90,000 USD/Year
$7,500/Month Trial

POSSIBLE TOPIC EXAMPLES
▪ Implement The Building Blocks of Sales Enablement (annual plan, or by special quote).
▪ Sales performance problem-solving.
▪ Virtual training for new business development, opportunity management, and/or strategic 

account management.
▪ Virtual deal desk to troubleshoot opportunities and strategize how to win.
▪ Implementation planning and change management guidance.
▪ Sales strategic planning, GTM tactical planning, or execution readiness and implementation. 
▪ Sales model, process, and/or methodology redesign. 
▪ Implementing systems (sales hiring, sales readiness, sales training, sales coaching, sales 

management operating systems).
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Structured Program Examples
60- to 90-minute/week virtual meetings, interim email/text access, license rights to use any IP shared.

Program Description Investment Timeframe
Prospecting Mastery: Drive More Leads

$ 16,250 USD Defined Team, 3 months

Opportunity Management Mastery: Win More Deals

Account Management Mastery: Grow Your Account Base

Start or Evolve a Sales Enablement Program That Delivers Results

Select a Sales Methodology (Build or Buy)

Implement a Sales Methodology (Simple or Transactional, Short Sales Cycle)

Implement a Sales Hiring System

Sales Management Mastery: Implement a Sales Management System

$ 32,500 USD Defined Team, 6 monthsSales Coaching Mastery: A Cadence of Continuous Improvement

Implement a Sales Methodology (Complex or Consultative, Longer Sales Cycle)
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Policies and Practices
▪ Hourly rates apply only to periodic meetings for advice or coaching. We do not do hourly 

time-tracking. 
▪ Time-based consulting is invoiced weekly, payable Net 30, except for monthly retainer. 
▪ Monthly retainers are billed at SOW execution, payable Net 30.

Options to Consider
▪ Retainer for a block of time (ex: one month; one quarter) for dedicated effort. 
▪ Partial retainer during a block of time (ex: 1 day per week; 2 weeks per month for 3 

months). Time will be scheduled. 
▪ Use time-based options above for ideation and project design phases, then move to 

project-based, per-project quotes (developed based on time, effort, expertise, or desired
outcomes).

▪ Request project-based quotes for all work. 
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Policies and Practices
Project-Based Consulting Quotes
Project quotes are based on the estimated-time-required per-project and the hourly rates in each of 
the time-based categories but are quoted and billed per project. Over-runs are at the risk of the 
consultant, except in cases of scope change/scope creep. 

Invoicing
▪ Project-based consulting, if less than or equal to one month, is invoiced:

- 50% payable at project start
- 50% payable at project completion, payable Net 30

▪ Project-based consulting, if greater than one month, is invoiced:
• First month payable at project start
• Remaining time is invoiced monthly based on SOW deliverables timetable, payable Net 30
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Policies and Practices
Travel Expenses
▪ Preferred: Airfare and hotel booked and paid directly/direct-bill by client. Ground 

transportation (typically shuttle or Uber/Lyft, unless circumstances require a rental 
vehicle) and meals/incidental expenses invoiced weekly, at cost, for reasonable and 
customary expenses, following client travel guidelines.

▪ Option: Airfare arranged by consultant, invoiced when booked, payable on receipt. Hotel, 
ground transportation (typically shuttle or Uber/Lyft, unless circumstances require a 
rental vehicle) and meals invoiced weekly, at cost, for reasonable and customary 
expenses, following client travel guidelines.

▪ Travel time is not billed unless one full working day or more is lost due to special travel 
arrangements. Billable travel time is 50% of the agreed-upon day rate. 
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214.930.9932
mike@transformingsalesresults.com

www.mikekunkle.com/services

Mike Kunkle
Founder & 

Sales Transformation Advisor

Mike Kunkle is a recognized expert on sales enablement, sales 
effectiveness, sales training, and sales transformations. 
He’s spent over 30 years helping companies drive dramatic revenue growth through best-in-class 
enablement strategies and proven effective sales systems.

Mike is the founder of Transforming Sales Results, LLC where he designs sales training, delivers workshops, 
and helps clients improve sales results through a variety of sales effectiveness practices and advisory
services.

He collaborated to develop SPARXiQ’s Modern Sales Foundations curriculum and authored their Sales 
Coaching Excellence and Sales Management Foundations courses. Mike's book, The Building Blocks of 
Sales Enablement, is available on Amazon with others coming soon in 2026, starting with The CoNavigator 
Method for B2B Selling. 

Connect with Mike & Explore His Content & Services
Transforming sales Results Services https://www.mikekunkle.com/services

Transforming Sales Results Blog https://www.mikekunkle.com/blog

The Building Blocks of Sales Enablement https://bit.ly/BBofSE (book in paperback and Kindle)

Sales Enablement Straight Talk Newsletter https://bit.ly/SalesEnablementStraightTalk

Sales Effectiveness Straight Talk Webinars https://bit.ly/MikeKunkle-OnDemand (60+ free recorded webinars)

Modern Sales Foundations Blog https://modernsalesfoundations.com/blog/author/mkunkle

Distribution Strategy Blog https://distributionstrategy.com/author/mike-kunkle

Mike’s LinkedIn Profile https://www.linkedin.com/in/mikekunkle

Other Social Links & Content https://linktr.ee/mikekunkle
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http://www.mikekunkle.com/services
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https://modernsalesfoundations.com/sales-coaching-excellence/
https://modernsalesfoundations.com/sales-coaching-excellence/
https://modernsalesfoundations.com/sales-management-foundations/
https://www.amazon.com/Building-Blocks-Sales-Enablement/dp/1952157625/
https://www.amazon.com/Building-Blocks-Sales-Enablement/dp/1952157625/
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Mike Kunkle Sample Experience (Employers & Clients)
▪ Sales Profession: 40+ years (both B2C & B2B)
▪ 30+ years leading sales performance improvement efforts
▪ 12 years leading sales consulting projects
▪ Technology/software companies: 10 years (3 years at a start-up)
▪ Financial services: 9 years
▪ Pharma/healthcare: 5 years
▪ Industrial B2B / Distribution: 7 years
▪ Managed 2 P&Ls ($8MM and $22MM)
▪ Led departments of up to 30 FTE
▪ Served sales forces from 5 to 6,000 FTE
▪ Roles/titles: sales training, sales effectiveness, sales performance 

development, sales management development, sales enablement – at 
manager, director & VP levels

Sample Results
▪ Decreased new-hire sales rep ramp-up time by 23%, 34%, 47%, 52%
▪ At 120 days, new reps outsold a control group of 5-year reps by 21% 
▪ $398MM YoY revenue increase, $9.96MM net profit increase
▪ Increased sales/rep in the 90 days after training by 2.3/month –

average increase of $183k/class or $36.6MM/year 
▪ Improved average profitability/new reps by 11% 
▪ Improved win-rates by 16%
▪ Increased quota attainment by 36% YOY 

https://upload.wikimedia.org/wikipedia/commons/thumb/f/ff/General_Electric_logo.svg/1024px-General_Electric_logo.svg.png

http://redwoodmednet.org/projects/events/20120719/img/mckesson_logo_166.jpg

Technology 
Solutions

http://www.underconsideration.com/brandnew/archives/pfizer_logo_detail.gif

http://www.ge.com/
http://www.mckesson.com/about-mckesson/our-company/businesses/mckesson-technology-solutions/
https://www.pfizer.com/partners/consumer-healthcare
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What Others Are Saying

A sampling of industry recognition:
▪ https://business.linkedin.com/sales-solutions/blog/sales-leaders/2018/12/15-influential-sales-professionals-to-watch-in-2019
▪ https://ambition.com/blog/entry/2017-11-02-100-world-class-sales-coaches-and-trainers/
▪ https://www.treeline-inc.com/blog/1187-top-50-sales-influencers-you-need-to-follow-now.html
▪ https://lab.getapp.com/top-sales-experts-linkedin/
▪ https://thedailysales.net/the-top-50-sales-experts-influencers/
▪ https://now.iseeit.com/top-100-most-innovative-sales-bloggers/
▪ http://www.knowledgetree.com/blog/2015/04/30-top-sales-enablement-thought-leaders/
▪ http://blog.getbase.com/50-sales-pros-to-follow-on-twitter
▪ http://www.ringdna.com/blog/sales-influencers-to-follow-on-twitter

Connections: 13,000+
Followers: 208,000+
Recommendations: 66  
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What Others Are Saying
Other Recommendations, Visible on LinkedIn: https://www.linkedin.com/in/mikekunkle

https://www.linkedin.com/in/mikekunkle
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What Others Are Saying
Other Recommendations, Visible on LinkedIn: https://www.linkedin.com/in/mikekunkle

https://www.linkedin.com/in/mikekunkle
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Ben
Vice President, Learning & Talent Development
Rivian
415.518.8515
bputterman@rivian.com
https://www.linkedin.com/in/ben-putterman-5448a2/

Jon
CRO & General Manager EMEA 
Okta
+44 (0) 7720 072 585
jon.addison@okta.com
https://www.linkedin.com/in/jon-addison-3399175/

References

Please request contact info for references: mike@transformingsalesresults.com
Additional references are available on request. 

Bob
Vice President of Sales
Livingston & Haven
704.588.3670, Ext. 7390
bdecker@livhaven.com
https://www.linkedin.com/in/bob-decker-78369325/
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