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As part of our people change and organisational development work, one of the common challenges facing our Clients isshibanteffective
customer focused sales culture, aligned to the organisations values, purpose and strategy, which successfully retaireraiesl grafitable
revenue streams. In this continually challenging environment, the ability of business development and sales teams toeligveompgheir
marketplace, retaining and winning new business heagerbeen more important.

As part of our AMP (Autonomy Mastery Purpose) Methodol&dyitivate Talenthas developed a Solution Focused Sales Framework aimed
linking the business development and sales activities to the organisations leadership message, purpose and strategigamgtistrbeing
about chasing the sales numbers. It is designed to enable our Clients to tailor this framework around an agreed setmfrbelvays of work-
ing, and processes to suit their business so that they can deliver sustainable growth and increased margins in theifcaen@ We
believe that whether it is to turnaround or grow a business, there is a need to create the right environmenteveeyeneis focused on under-
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of investing time in developing customer relationships to partner level, in order that they can deliver real value aretriobgrtefits for their
business.

Trusted Parh Highestlevel; contributions viewed
rustedPartner askey to client’s long term success

Clients view you as a source of strategic
planning insight & assistance

L

solutions Value-add knowledge; not only vendorbut consulting
Consultant resource (preferredstatus)
Normally seen as the preferred
vendor to conduct business with

Customer
Value

& provi of products and services: not seen
for having a competitive edge

Depth of Relationship
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zation defines itself by the problems that you solve for
your customers, versus the products or services that you
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Account Management Our Framework

Sales Activities Our Framework is designed to provide organisations witt
Generating Understanding Developing Campaign Closing a comprehensive set of practical processes, templates
Opportunities sl Solutions Strategles Deals tools and techniques which will enable them to create

= Positioning * Planning » Cover stakeholders = Agreed activity plan » Confirm selection

= Reference Stories * Processing Pain * Confirming solution * Qualification/Fit * Presumptive close and deve|0p a Customer focused Sales enVironment. It i:
= Value Propositions * Confirming Need = Building ROl case * Assess competition * Preparing ROI Case . . .

* Getting Meetings * Identifying Benefits * Focused proposals * Selling approach * Negotiating deSlgned to fOCUS on tak|ng a SO|Ut|OnS based approaC|

and developing long term customer relationships which

will improve sales performance. It enables organisation:s

Foundations to tailor this flexible framework around their specific

Key Messaging, Target Markets, Product Portfolio, Pipeline Management, Value Propositions business needs and ensure that it is a|igned to the overa

strategic goals, purpose, vision and values of theil

businessCultivate Talentuse their business knowledge and sales experience to understand a Clients needs then work with them and

teams to deliver the impact and performance improvements required.

Purpose

Sales Strategy




Our Approach

Cultivate Talentiooks to combine our business knowledge and sales experience by working with Clients to ensure that:
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organisation and externally, on a clearly agreed purpose, strategy and vision for the business

O An effective solution focused sales framework is designed to suit their specific needs in order to establish the righfocuttair

O business, which will ensure sales resources are being utilised effectively with the sole purpose of winning more businga®angd
margins

O Sales consulting skills and the activity levels of their sales teams are measurably improved in order to deliver salesdjroestt (and
hopefully exceed) their performance targets

O Service and support levels are aligned to meet the specific needs of their customers (internal and external) and theiatkeget

0 Business development and sales processes which controls the flow of business are streamlined to reduce overhead costsarideimp

bottom line
Confirming Confirming Confirming
1 Purpose, Vision Business and Performance
and Values Sales Strategy hMeasures
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Measure Impact e P e

Cultivate Talentwould typically propose an initial 90 Day Improvement Plan where we would look to work through three phases or \
streams with our Clients, designed to ensure that we will make a positive impact in their business through working athiteirypeople.
This initial plan would include:

Clarity and Setting Directionworking with the Leadership team and, where applicable, senior teams to ensure that there is a clearly def
purpose and strategy with a clear set of agreed objectives or goals which would then provide clarity and clearly setctioa dmethe
business . This agreed clarity would then form the basis for working with the teams to ensure all the sales and matkéisgyae aligned to
what is required to deliver the agreed strategy. It would also provide the basis for the key messages to be used byahe sedseting teams

in all their business development activities.

Tailoring Framework and Developmenising the agreed goals, sales strategy and vision to design a solution focused sales frameworl
will create the right sales culture required to improve business development, account management, sales performance arsd Tharguill
involve designing and carrying out tailored interactive people development workshops and surgeries with the teams whiabeseahrand
relevant to the people involved by usiagtual sales accounts, campaigns, materials and scenatiogill also involve designing and developing
solution focused sales materials and templates to help them market and sell more effectively.

Consulting and Measuring Impadising our business and sales experience to actively support and work with both the management
sales team members on real sales situations to help them improve their sales perforn@aniteate Talentbelieve in applied learning and
delivering through measuring results. By having clear measures and objectives in place there will be a sustained focassorgald agreed
key business and sales issues leading to a clear, measurable and positive impact on sales performance.



