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and increase revenues.

Our unique award-winning approach, accredited by leading business schools, objectively evaluates skills, knowledge and
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We consistently help progressive businesses and market leading FTSE 100 companies improve their sales team'’s performance

behaviour in real sales environments against recognised best practice.
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The results motivate each sales person to embrace change, develop their skills and improve performance.

By delivering the highest quality tailored learning and development programmes we work with you to achieve extraordinary

results and truly sustainable change.

In today’s fast moving business world it's a
difficult enough task to sift through reams of
reports, attend numerous team meetings, prepare
plans and answer endless emails...let alone to find
time to develop the sales force and improve sales
performance. Even when you do get a window to
focus on this issue, the quick solution
has always been to organise a ‘solution
selling’ or ‘closing the sale’ course for all to attend.
Job done? No.

All progressive businesses consistently strive to
improve sales performance. To achieve this, they
must change the behaviour of the sales force.
Studies into behaviour change have highlighted
that change is different for every person and does
not occur in one simple step.

Table: Proven theory into best practice

Changing Behaviour, Improving Performance. ..the Theory

Sales people have different skills, different abilities and different levels of motivation. They have
different strengths and weaknesses. To achieve change each person clearly needs their own
bespoke skills development programme comprising content that is highly relevant to their role

and areas for improvement.

Each person moves through stages of change in their own way and in their own time. In some
cases they will relapse into their old ways and may have to undertake two or three revisits
before the journey is complete and change is maintained.

However creating a bespoke skills development programme isn't enough. Training and
development initiatives can only deliver sustained behaviour change if there is a well-documented,
systematic approach to the learning process. This must involve integrating new behaviour into
daily life, motivating the delegate to change and giving sales management the methodology,
skills and tools to consistently re-enforce the learning.

development | behaviour and gain new skills.

Delegates motivated and fully
engaged in process.

Action Learning Sets
Sales Management Development & Coaching

Commitment to Do 3 Things Differently

Stage Theory Silent Edge Programme Measurement
1. Awareness of the problem and need to | Sales Force Evaluation - Objective evaluation of performance in real
Awareness make change. sales environments
Self Assessment
- Measured against best practice scorecards for role
Sales Operations & Culture Interview
+ Reporting at an individual, team and company level
- Compare results with role benchmarks
2. Preparing to undertake the desired Feedback of Skills Evaluation - Identify weaknesses and opportunities to improve actual
Motivation change, setting gradual goals and sales processes and systems
preparation of personal development | Personal Development Plan
plans to acquire appropriate skills. « Mirror — sales person perception v reality
Commitment to Do 3 Things Differently
Involves both intention to change and -'Do 3 things differently’
some minor behavioural change. Goal Mapping™
- Identify and link motivation to personal goals
3. Implementation of a Personal Skills Development, and Training Workshops | - Workshop feedback
Skills Development Plan to modify

« Output from Action Learning Sets - sharing best practice

- Depending on measures currently in place, calculate
possible results of behaviour change

- Monitor newly adapted behaviour

+'Do 3 things differently’

4. Continuation of desirable actions.
Sustainability
and growth | Prevent relapse - stabilisation of

change though new behaviour being
consistently maintained.

Action Learning Sets
Licensing of Skills Evaluation Software

Accreditation of Sales Management in use of
Software

Goal Mapping™

«'Driving Business Results'report from Action Learning Sets
« Re-evaluation by sales management

- Establishment of a sales coaching culture

- Feedback report

- Identity and links drive motivation to personal goods
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Silent Edge’s Sales Performance Improvement Programmes offer a series of
activities which maximize learning retention and application, cementing
the change into place. Electronic support tools, integration of the language
and key concepts into daily activities, and coaching all help delegates
apply knowledge in the dynamic conditions of the real world in which they
operate. Ongoing assessments measure progress, identify current gaps and
reinforce behavioural change.

1. Awareness

Expert observation and best practice electronic scorecards underpin Sales
Force Evaluation, the first and most important stage in the journey to
sustainable performance improvement.

Each scorecard records over 170 objective observations made during the
critical minutes of a sales meeting or telesales call. With the help of statistical
weighting, the observations generated by our Sales Performance Analysts
deliver a detailed quantitative report of each sales person’s abilities. The
resulting data generates a bespoke development programme for each
individual in your team.

Our sales force evaluation and bespoke skills development programmes
cover:

e Telesales / telemarketing

¢ New business

e Account management / key account management
e Complex major sales

¢ Sales management / sales direction

Chart: Skills evaluation identifies individual
development needs

Dimension 1
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Dimension 24 Dimension 3

8

Dimension 23 Dimension 4

Dimension 22 Dimension 5

Dimension 21 Dimension 6
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Dimension 18 Dimension 9

Dimension 17 Dimension 10

Dimension 16 Dimension 11

Dimension 15 Dimension 12

Dimension 14 Dimension 13

Sales Team Average
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The observational methodology is consistent for each sales person, ena-
bling Silent Edge to benchmark your sales force. The electronic scorecard
can even be tailored to match your company’s own sales process and your
specific needs.

2. Motivation

Silent Edge’s Performance Coaches are not only qualified coaches and
trainers; they are also experienced sales professionals. The carefully planned
approach to the feedback meeting sparks delegate motivation and
commitment to change. The discussion of their Personal Development
Plan leads to real motivation to improve behaviour because the delegate
understands what skills require development to deliver improved
performance.

3. Skills development

The skills gaps identified in the Sales Force Evaluation enable the Perform-
ance Coach to tailor and design workshops to maximise learning within
the group whilst ensuring minimum time off the road.

The workshops address the needs of the specific sales role and are modu-
lar in their approach, which allows the focus on a particular competency
or dimension to be tailored according to the needs of the group. This
approach avoids delivery of ‘sheep dip’or‘one size fits all’ training.

The weakest area for many sales people is not ‘listening’ to the client.
Specifically listening concerns probing and asking intelligent questions
to uncover the customer’s real pains using that information to demon-
strate your solution to removing their pain. This results in a discussion
about value, not simply price. Our workshops explain how to create
dynamic and compelling value propositions which address pain and
deliver value.

This style of skills development is proven to accelerate development for
the role, refreshing, enhancing and developing new or existing skills.

“Silent Edge transformed my sales force, taking
them from £750k a month to £4m a month in
sixmonths. ..in six weeks we achieved what
could normally take four months. The precision
of the evaluation data enabled us to make
immediate decisions on the development plan
foreach of our sales people”
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Sales Management Development

Sales managers are often the best sales person promoted to sales manager,
regardless of their management skills. In comparison to other roles this
critical position receives the least amount of skills development. By making
sales management development central to all programmes we improve
the capability of the manager which in turn leverages the results of the
whole sales team and change is sustained.

Each sales manager participates in interactive workshops that combine
input sessions, group discussions, practical exercises and role plays. They
cover all critical elements of sales management to ensure a high level
understanding of best practice and enhance the delegate’s management
approach and skills.

Importantly, they learn best practice skills for the role they manage -
whether new business, account management or telesales. They are now
able to coach their teams to improved performance and success.

4. Sustainability and growth
Action Learning Sets — Driving Business Results

Action Learning Sets ensure new behaviour is embedded into business as
usual practice. The group become self sufficient, excuses are removed as
the group supports each other and themselves to continue to grow and
develop. What is working well is shared as best practice and what is not
working is analysed to understand why and suggestions of new ways of
working are explored. Action plans are agreed and delivered within the

group.

The Silent Edge Performance Coach will facilitate these sessions, transfer-
ring ownership and management of the sessions moving forward to the
sales manager through facilitative coaching. Embedding accelerated
learning into business as usual, building best practice and sustainability in
the business.

Goal Mapping™ - Motivation Driving for Business Results

Silent Edge has an exclusive partnership with Lift International to deliver its
award-winning Goal Mapping™ to sales forces in the UK. The programme
pulls together the learnings, allowing the delegate to plan for success,
both at a business and personal level. It provides clear signposts for action,
connects or reconnects the delegate with their motivation and milestones
for success. The manager of the team is able to support the delegate in
achieving target. The programme is a catalyst for focused conversations
about direction, achievement and motivation.

Licensing and Accreditation

For larger organisations, licensing of our products can represent a favour-
able option. Whilst offering cost advantages, this approach to evaluation
encourages the active involvement of sales managers.

Silent Edge will train sales managers and trainers in the use of our Sales
Force Evaluation tools and methodologies, including feedback of perform-
ance and staff coaching.
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I would recommend that any Sales Manager or
Director look at Silent Edge if they are
considering improving the performance of their
sales teams.”

Laurence Williams, Director

Ashridge Management College ASHRIDGE

Performance Tracker

Underpinning the entire journey is the Performance Tracker. This is
designed to hold delegate workshop notes, and act as an evidence trail.
The suggested sections track success and growth:

e Workshop Notes

e What 3 things will they do differently now
¢ Business Goal Map

e Field Visit Outputs

e Monthly Reviews

e Appraisals

e Action Learning Set outputs

e Personal Development Plan and Action Plans

The Performance Tracker will support sales growth through focused
activity as identified by the delegate and their manager. It will encourage
sales growth through people development, supporting performance
management best practice. It is a key element in the sustainability of the
journey, transferring best practice into business as usual.

“If you are serious about improving your
business, making changes where they are
necessary, then Silent Edge is the right company
foryou. I'm certainly glad that we have,
because we have increased our turnover by 50%
in a year in market growing at less than 5%.”

N

John O'Brien, MD
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edge

sales performance authority

ABOUT SILENT EDGE

Silent Edge is fast gaining recognition as the UK's most innovative sales performance improvement company and
founders of objective live performance competency frameworks.

The business was founded out of frustration by two Sales Directors who were dissatisfied with traditional sales
training community’s offer of ‘sheep dip’style training which lacked real measurement and delivered only short term
performance improvement.

In only a few years Silent Edge has been accepted as The Sales Performance Authority. Silent Edge is unique in
objectivelyevaluating sales people’s performance against best practice behaviourfortheroleinreal salesenvironments
using the award-winning scorecards. The results motivate each sales person to embrace change, develop their skills
andimprove their performance. Sustainable change is achieved by delivering tailored learning and skills development
programmes and coaching for management.

The methodology and tools have been accredited by the UK's leading Business Schools and the ISMM. We have
award-winning products and Performance Coaches. Our truly unique approach has achieved extraordinary results
for progressive companies from all sectors.

"Silent Edge’s unique end-to-end

solution motivates sales people to
improve performance and alters their
behaviour to sell real solutions. Our profit
increased 13% from £45mto £51mina

market that was trading backwards. ”

"I chose to work with Silent Edge because
they link their diagnostic tools to hard facts
and ROl cases which you don't get from

other organisations.”

Steve Cooper, Sales and Service Director
Barclays Local

Andy Kemp, Group Sales Director /3663

3663 </ Business Banking * BARCLAYS
Clients

3663 EMAP Reed Training
adrem GE Scottish Widows
Arval G4S Sematron

AXA Haymarket Service Point
Barclays Asset Finance IHS Siemens

Bosch Security Systems IPC Media Standard Charter
BSI Group LEX SYSCAP

Business Systems Group Limehouse Software Tandberg

Cable & Wireless Lyreco Tesco

Calor MBNA TNT

Celera Matrix Touch Group
CHEP Merrill Lynch Unipart

Chiltern Modulex Uopr

Chloride Group Norbert Dentressangle Vauxhall
Compass Norwich Union Virgin Radio
Complete Cruise Solution RBS Vistorm
Complete Imaging Red Bull World Challenge
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