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Player Coach 

Background 

Is the model viable and valuable? 

Are the jobs of a player the same as a coach, functionally and psychologically? 

What are the inherent conflicts of interest? 

Are you just being cheap? 

 

The One Broken Cog perspective 

Start with answering the question; what is the organization trying to accomplish? 

As there are two distinctly different personality types required: 

• the amount of conflict and stress is probably not worth it 

• are you settling for a mid-capabilities individual who will excel in neither of these 

skills? 

Inherent issues include: 

• How is quota assigned and prioritized? 

• How are resources allocated, especially when the P/C needs them to the 

exclusion of the team? 

• How are accounts assigned?  What is the safety valve to ensure fairness? 

A good coach / sales leader and a good sales rep will more than compensate for the 

increase in cost. 

Whatever you decide, be honest and transparent with yourself and the sales team 

members.  Set the proper metrics and then support them. 

 

Yes, we can help you! 

Contact Brian and/or John at results@onebrokencog.com 

 


