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Executive Summary

Maplewave’s coaching and leadership development consulting provides a specialized
framework for cultivating high-performing leaders within the telecommunications sector.
By bridging the gap between strategic organizational goals and frontline operational
execution, this service empowers leaders to drive team performance, foster employee
retention, and navigate the complexities of the modern telecom landscape. Unlike
generic leadership programs, our approach is calibrated specifically for the high-
pressure retail and operational demands of the telecommunications industry.

Business Challenges Addressed

Telecom organizations often face the following hurdles regarding leadership and talent
development:

« Inconsistent coaching quality: Variability in performance across regional or
distributed management teams.

« Managerial transition gaps: Difficulty successfully transitioning high-performing
individual contributors into effective frontline managers.

e Leadership burnout: High turnover rates during periods of rapid organizational
or digital change.

« Behavioral misalignment: Gaps between leadership behaviors and the evolving
requirements of an omnichannel customer experience.

o Workforce skill-bridging: Lack of structured frameworks for managers
responsible for both retail and digital sales workflows.

Core Consulting Capabilities & Mapping



Common Symptom Maplewave Solution

Inconsistent team
performance

Low sales
conversion/attachment

Resistance to new
technology

High management

Leadership Competency Frameworks: Defining
the exact skills required for success across all tiers
of management.

Sales Coaching Methodologies: Transitioning
managers from "boss" to "coach" using data-driven
performance insights.

Change Management Leadership: Providing the
communication and psychological tools to lead
digital adoption.

Management Onboarding & Mentorship:
Accelerating new manager productivity and

turnover confidence.
Performance Accountability Systems: Linking
Lack of accountability leadership effectiveness directly to KPIs like NPS

and sales.

Why Choose Maplewave? (Competitive
Differentiators)

Telecom-Native Perspective: We understand that telecom leaders manage a
unique intersection of high-pressure retail, complex product bundling, and digital
service evolution—challenges standard corporate training misses.

Operational Integration: Our coaching focuses on the "what" and the "how,"
ensuring managers use operational metrics to drive daily decision-making.
Scalable Delivery: Whether for local retail fleets or global operations, our
models use a mix of in-person workshops, remote coaching, and digital toolkits to
ensure consistency.

The Coaching Process

1.

2.

Organizational Assessment: Evaluation of existing leadership structures,
cultural readiness, and management pain points.

Programme Design: Creation of tailored curricula, including workshops, 1-on-1
executive coaching, and peer-to-peer sessions.

Active Implementation: Delivery of training, coaching shadow sessions, and
management toolkits for practical application.

Measurement & Iteration: Continuous tracking of impact via feedback,
performance metrics, and long-term behavioral coaching.



Strategic Outcomes

« Enhanced Team Performance: Improved service consistency and sales results
through high-quality frontline coaching.

« Increased Employee Retention: Stronger management-employee relationships
that reduce churn and boost morale.

o Operational Consistency: Uniform execution of corporate strategy across all
stores and contact centers.

o Improved Agility: Leadership teams prepared to adapt rapidly to market shifts
and new product launches.

Frequently Asked Questions (FAQ)

« Why is telecom-specific leadership development necessary?

Telecom environments are uniquely high-pressure. Generic training fails to
address the specific blend of complex service plans and the need to manage
both physical and digital sales channels.

« How do you measure the ROI of leadership coaching?

We track coaching against specific KPIs, including team NPS, average sales per
employee, reduction in staff turnover, and improved retail audit scores.

o Can you support distributed teams?

Yes; our delivery is highly scalable and designed to maintain consistency across
geographies through a mix of remote and in-person engagement.
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