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foreword

Through feedback from many BPIF members we recognise that in an ever competitive marketplace, there is a desire to 
increase sales, gain more customers, and improve account management. 

In line with our corporate vision, which is to ‘support all members to be successful’ there are 4 key areas: 

 Reduce your cost
 Improve your profile
 Improve your turnover
 Improve your profitability

We understand that for our members with up to 25 staff, the MD or leader (responsible for sales) has many roles to play 
within the organisation. 

There is a challenge of knowing where to invest time, profit and revenues to grow the business and improve turnover and 
profitability, while maintaing control.  

As a result of your feedback, printed output surveys and our vision, we have taken the time to carefully plan and expand 
our Sales and Specialist Services offering to directly address the needs of our members by creating a Business Development 
Programme. 

what is on offer?
The offer – delivered by our partner Advance – is specifically designed to provide a sustainable journey of development that 
takes into account the time pressures involved in your role.

The programme consists of an initial Sales Healthcheck and discussion to identify where you are now and where you want 
to get to. What follows is then a series of four 1-day workshops to help you be in control of the sales process, managing 
people and performance, plus have the appropriate selling skills. Coaching and online training are provided to support 
organisational and personal development. Two optional 1-day workshops are also available at the end of the programme for 
those interested in improved prospecting and winning bigger deals and contracts. 

benefits to participants
We strongly believe that the programme will provide the most relevant training for you to develop the right skills and help 
you create high performing teams with sustainable results. It will lead to:

 Being in control of sales with a clear direction for breakthrough
 Structure in sales akin to manufacturing processes
 Effective coaching to build high performing teams
 Working less on intuition – science is more science than art
 ROI – witness the impact of personal development
 Increased win rates and margins
 Increased competitive edge

For more information please call 01924 203335 or email specialistservices@bpif.org.uk



Programme Overview
 
workshop overviews

workshop 1 – Business Leaders in control
This session introduces you to the concept that just like your everyday manufacturing processes, selling is also a process that 
can be managed, inspected and improved. We explore how to improve efficiency and effectiveness, drive predictable sales 
growth, and achieve sales excellence; with different selling models and selling skills for different products/solutions, through 
understanding how sales processes are managed, and how the mathematics of selling links to skills and behaviours. 

workshop 2 – managing people and performance
This session builds on the first workshop to show you how breakthrough growth is achieved by you becoming effective 
coaches to manage change and create/develop high performing teams. Practical exercises give each of you a feel for current 
staff capabilities and any development needs to address to get the best from your people, and how problem-solving and 
root cause analysis improve productivity. 

workshop 3 – Core selling skills part 1
In this session you will learn and/or develop professional customer engagement, networking and consultative selling 
skills relevant to every sales situation. We start by introducing the four selling models and when to use each of them. Our 
Customer Engagement Model builds on this by exploring the concepts of; uncovering business and personal needs – using 
empathy, physical listening and verbal skills, building rapport, and strategies to prove you can do a good job. Print related 
role plays help you practice the core skills to have world class meetings and utilise a powerful storytelling format to give 
evidence appropriately (i.e. proving you can do a good job). 

workshop 4 – core selling skills part 2
This session completes our explanation of the Customer Engagement Model, where you will focus on how to plan and 
manage sales calls/meetings and understand which commitments (or actions) from the customer are needed to move the 
sale forward. We also include discussions around how to overcome objections as well as knowing when to walk away from 
an opportunity. Print sector specific case studies and role plays are used to practice these additional core skills. 

For more information please call 01924 203335 or email specialistservices@bpif.org.uk
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Programme Overview
 
(optional) workshop 5 – sales coverage and pipeline 
management
This session explores pipeline management skills – to achieve more accurate forecasting and gain a better understanding 
of how to plan for, and achieve, more ambitious sales targets and conversion rates. Irrespective of experience levels, you 
will formulate strategies to: prospect in existing accounts; break out from low level contacts; build relationships with 
decision makers without upsetting current contacts; target and break into potential new accounts, with the best business 
opportunities for their products and services. 

(optional) workshop 6 – winning bigger deals and 
contracts
This final session helps you to develop the skills required for planning and winning larger bids/tenders. You will progressively 
put newly acquired or honed skills into practice to create real deal plans. We explore how to win bids and tenders by: 
understanding how to influence the criteria understanding the politics (who is who and their role in the decision-making 
process); how to sell to senior managers/buyers; and how to climb the preferred supplier ladder. 

Coaching and progress reviews
2-hour sessions support sales leaders in the journey to sales excellence. This can entail coaching, action planning and/or a 
healthcheck progress review to see distance travelled. They are all designed with practical implementation in mind to build 
on the workshops to help embed best practice, create sustainable results and high performing teams. 

BPIF online sales academy 
Skills learned in the classroom need to be refreshed and reinforced. With the BPIF online academy there is 24/7 access to 
over 70 hours of bite-sized modules and further resources to make skill development sustainable. 

Programme participants also have the opportunity to complete additional evidence/work-based tasks to gain/achieve an 
Institute of Sales Management (ISM) endorsed, BPIF Business Development Programme Certificate. 

For more information please call 01924 203335 or email specialistservices@bpif.org.uk



SCOTSMAN® and 
Commitment Based 
Selling Overview
 
Advance’s uniqueness is built on the effectiveness of its 
SCOTSMAN® AND COMMITMENT BASED SELLING OVERVIEW.

The biggest waste of time is the sale you lose. Companies regularly lose 70% of their sales, winning only 3 out of 10 
deals. The best sales people win 7 out of 10 or more. They double their selling and prospecting time by focussing on 
the winnable.

SCOTSMAN® Qualification is a checklist to qualify an opportunity by scoring it against 8 areas. This helps to determine what 
work is needed.

A commitment is what the prospect does for you to progress the sale. Most companies measure what the salesperson is 
doing – quantity of activity. They don’t measure what the prospect is doing for you – the quality of the sale. SCOTSMAN® 
Qualification tells you if they are serious about the project. Commitments tell you that they are serious about you and your 
solution.

The best sales performers intuitively use Commitment Based Selling. We have ‘bottled’ common sense to ensure that 
everyone can replicate the best so they win more orders, bigger orders, more profitable orders, more quickly.

For more information please call 01924 203335 or email specialistservices@bpif.org.uk

Where and how you learn
 Formal classroom sessions

– Gaining knowledge
– Developing skills

 Informal learning, often experientially, on the job
– 24/7 access to online modules, work-based tasks
– Workshops utilising live data

 Supported development through coaching and mentoring 
– Ensuring business leaders are in control
– Sharing best practice

Align, equip, sustain
 Understanding what and why 

    – Generate the willingness of the people involved to share
        the vision and move forward in the desired direction

 Having the wherewithal
– Provide the necessary skills, competencies and
   leadership for them to complete the journey to the 
  destination

 Coaching and support 
– Continually reiterate messages and reinforce the
    new behaviours until the vision becomes reality – 
    business as usual



Sales healthcheck
 
The Sales HealthCheck will you snapshot of 
where your business is from a sales perspective.

The answers will draw out the challenges currently faced and explanations as to what this means with some tailored 
“things to consider” specific to their business.

Overall, the report, will open your eyes to the possibilities of how small improvements can have a big impact when structure 
is brought to sales processes, how these are managed and when there is appropriate skill and behaviour development. The 
Mathematics of Selling worked scenario specific to your business provides a compelling ROI case to create enthusiasm to 
want to do something about it.

For more information please call 01924 203335 or email specialistservices@bpif.org.uk

	 Online survey that will take no more than 20 minutes
	 Questions are based on best practice from best 		

	 performing companies and sales people in the sector

	 A report will be delivered within two weeks of 		
	 completion of the survey

	 A follow-up call to discuss feedback and how this 		
	 relates to entire programme

facts – what is involved?

	 Clearer insight into the current situation from a sales 	
	 perspective

	 Identifies the key challenges faced and what this means
	 Understand actions to address the needs of the 		

	 business to create a breakthrough in sales

	 A worked example specific to your company 
	 A discussion with a BPIF representative and a sales 		

	 specialist to discuss the report findings and next steps 	
	 in the Business Development Programme

benefits



workshop 1 – Business 
Leaders in Control
 
This session introduces you to the concept that just like 
your everyday manufacturing processes, selling is also a 
process that can be managed, inspected and improved.

We explore how to improve efficiency and effectiveness, drive predictable sales growth, and achieve sales 
excellence; with different selling models and selling skills for different product/solutions, through to understanding 
how sales processes are managed and how the mathematics of selling links to skills and behaviours.

purpose
 To equip leaders to deliver predictability, reliability and consistency of business results
 To enable leaders to accelerate the pace of profitable sales growth
 To demonstrate how to maintain effective control over the business

For more information please call 01924 203335 or email specialistservices@bpif.org.uk

	 Putting the business leaders in control
	 Selling models and skills/behaviours of selling
	 Sales process management vs sales management 		

	 process

	 Managing the selling process
	 Introduction to qualification and commitments
	 Managing sales 

workshop content

	 Confirmation of what it means and how it feels to be in 	
	 control of the four pillars of sales operational excellence 	
	 – business planning management, customer and 		
	 market management, people management and 		
	 performance management

	 Appreciation of how to make the most of available 		
	 resources (people, process and systems) to sustain sales 	
	 operational excellence

	 Clearer view of getting organised for success
	 Understanding of processes for agreeing, documenting 	

	 and tracking sales people’s development, behaviours 	
	 and performance

	 Increased ability to deliver the predictability, reliability 	
	 and consistency of results expected by shareholders.

Learning outcomes



workshop 2 –
Managing People and 
Performance
 
This session builds on the first workshop to show you how 
breakthrough growth is achieved by Business Leaders 
becoming effective coaches to manage change and create/
develop high performing teams.

Practical exercises will you a feel for current staff capabilities and any development needs to address to get the best 
from your people, and how problem solving and root cause analysis improve productivity.

purpose
 To develop understanding of the motivational factors that may limit a sales person’s performance
 To build skills that facilitate the leader to be an effective coach to build high performing teams
 To explore how root cause analysis can support effective, accurate business forecasting
 To develop an understanding of the Sales Excellence Model for Business Development and how to use it to suit your		

    business

For more information please call 01924 203335 or email specialistservices@bpif.org.uk

	 Managing results through people:
	 – Improving sales performance
	 – Learning and management styles
	 – Sales leader as a coach

	 What motivates and drives results – and how to make it 	
	 happen (managing change)

	 Management by fact (root cause analysis)
	 SME sales excellence model for business development

workshop content

	 Better appreciation of coaching and how to manage 	
	 sales behavioural change

	 Appreciation of how to make the most of available 		
	 resources (people, process and systems) to sustain sales 	
	 operational excellence

	 Understanding of processes for agreeing, documenting 	
	 and tracking sales people’s development, behaviours 	
	 and performance

	 Enhanced change management skills
	 Improved understanding of role of management by fact

Learning outcomes



Workshop 3 – Core 
Selling Skills Part 1 
(Customer Engagement)
 
In this session you will learn and/or develop professional 
customer engagement, networking and consultative 
selling skills relevant to every sales situation.

We will recap on the four selling models and when to use each of them. Our Customer Engagement Model builds 
on this by exploring the concepts of; uncovering business and personal needs – using empathy, physical listening 
and verbal skills, building rapport, and strategies to prove you can do a good job. Print related role plays help you 
practice the core skills to have world class meetings and utilise a powerful storytelling format to give evidence 
appropriately. 

purpose
 To equip participants with the core professional selling skills
 To understand different selling models, styles and behaviours and why/how they should be adopted in different selling 	    	

    circumstances.
 To understand the key elements of sales meetings and master the varied salesperson roles
 To utilise the skills needed to engage the customer/prospect and progress the sale

For more information please call 01924 203335 or email specialistservices@bpif.org.uk

	 Selling models – highlight your organisation’s current 	
	 and ideal selling model, plus differentiate between 		
	 unrecognised and recognised needs

	 Need creation – how to hold thought provoking 		
	 conversations that create or amplify the need for your 	
	 offering

	 Listening – understand what to listen for and the key 	
	 techniques to support need creation 

	 Building rapport and developing relationships to 		
	 support the progression of the sale. 

	 Giving evidence – examine the power of reference 		
	 stories and the best way of telling them – the formula

workshop content

	 Identify and understand the four different selling 		
	 models

	 Hold thought provoking conversations that stimulate 	
	 needs

	 Engage the customer in a productive business 		
	 conversation in your areas of expertise

	 Use listening to uncover personal and business needs 	
	 and benefits

	 Use a proven formula to present evidence effectively
	 Be able to communicate effectively with language 		

	 appropriate to each level in the hierarchy

benefits



Workshop 4 – Core 
Selling Skills Part 2 
(Planning Skills)
 
This session completes our exploration of the Customer 
Engagement Model, where you will focus on how to plan 
and manage sales calls/meetings and understand which 
commitments (or actions) from the customer are needed to 
move the sale forward.

We also include discussions around how to overcome objections as well as knowing when to walk away from an 
opportunity. Print sector specific case studies and role plays are used to practice these additional core skills.

purpose
 To introduce SCOTSMAN® qualification
 To develop planning skills required to support effective qualification
 To explore the concept of the luxury of choice and knowing when to walk away from a sale
 To develop effective strategies that use key commitments to move sales forward

For more information please call 01924 203335 or email specialistservices@bpif.org.uk

	 Qualification – tools for time management and 		
	 measuring the quality

	 Sales meeting objectives – how to gain commitments

	 Selling timetables
	 Beating competition

workshop content

	 Use a checklist of areas against which to qualify the 		
	 strength of a lead 

	 Understand how qualifying effectively impacts 		
	 positively on your hit/win rate

	 Know how and why it is important to define and 		
	 set effective meeting objectives in terms of customer 	
	 commitments 

	 Use commitments to drive successful meetings with 	
	 senior people 

	 Understand key activities that help support different 	
	 stages of the sale 

	 Gain access to all the key people, at all levels, within 	
	 new and existing accounts, at key times 

learning outcomes



workshop 5 – Sales 
Coverage and Pipeline 
Management
This session explores pipeline management skills – to 
achieve more accurate forecasting and gain a better 
understanding of how to plan for, and achieve, more 
ambitious sales targets and conversion rates.

Irrespective of experience levels, you will formulate strategies to: prospect in existing accounts; break out from low 
level contacts; build relationships with decision makers without upsetting current contacts; target and break into 
potential new accounts, with the best business opportunities for your products and services. 

purpose
 To explore how to open up new or existing accounts to create qualified new business opportunities
 To develop understanding about how to break into and win business from new accounts
 To explore the concept of the luxury of choice and knowing when to walk away from a sale
 To develop effective strategies that use key commitments to move sales forward

For more information please call 01924 203335 or email specialistservices@bpif.org.uk

	 Managing the selling process – the mathematics of 		
	 selling refresher

	 Territory research – big and easy

	 Relationship and pipeline management
	 Why people buy
	 Preparing a business case for a new product/market

workshop content

	 Research potential markets for new products
	 Develop market strategies, processes and 			 

	 documentation
	 Profile target markets

	 Plan and implement a campaign plan using the most 	
	 appropriate routes to market

	 Make campaigns measurable and report on return on 	
	 investment

learning outcomes



Workshop 6 – Winning 
Bigger Deals and 
Contracts
The final session helps you to develop the skills 
required for planning and winning larger bids/tenders. 
Participants progressively put newly acquired or 
honed skills into practice to create real deal plans.

We explore how to win bids and tenders by: understanding how to influence the criteria; understanding the politics 
(who is who and their role in the decision-making process); how to sell to senior managers/buyers; and how to climb 
the preferred supplier ladder.

purpose
 To explore the value of understanding and being able to articulate company strengths to different levels within a 		

    prospect’s organisation
 To learn and practice creating, monitoring and managing an effective sales campaign
 To concentrate on the essential aspects of major account selling through role plays based on live data

For more information please call 01924 203335 or email specialistservices@bpif.org.uk

	 Climbing the preferred supplier ladder
	 Preparing a political map
	 Selling to senior executives

	 Care plan/prospecting plan
	 Business Development Programme conclusion and 		

	 summary

workshop content

	 Talk the language of senior executives
	 Be able to translate services into a language senior 		

	 people use
	 Understand the power of knowing, and being able to 	

	 manage, the politics of a sale

	 Know the process needed to gain preferred supplier 	
	 status

	 Be able to plan and manage effective sales campaigns

learning outcomes



Coaching and Progress 
Reviews
The aim of coaching is outside of the workshops, you 
will receive support to help you manage the changes 
needed for a successful journey to sales operational 
excellence, powered by Commitment Based Selling.

Coaching involves ownership of the process from the participant. Your coach will become a trusted advisor to share 
experiences with and work through opportunities/challenges.

You will solve problems together and these sessions will provide focus and clear direction to build on each workshop and 
coaching session.

Overall, the objective is to help bring out your full potential to enable you to grow your business.

duration
There is a total of a full day’s coaching support during the Business Development Programme. These are broken down into 4 
individual sessions (of 2 hours each) by phone or Skype.

These are in addition to the assessments and discussions during the 1-day workshops with experienced trainers/coaches.

Main activities
You will be assigned a coach for the duration of the programme. As each participant will have different goals and needs, 
together you will determine individual plans and identify the actions needed for breakthrough.

These are in addition to the assessments and discussions during the 1-day workshops with experienced trainers/coaches.

 1:1 coaching on the journey to operational excellence
 1:1 progress reviews
 Healthcheck progress reviews

For more information please call 01924 203335 or email specialistservices@bpif.org.uk

	 Using improved strategies for business planning, 		
	 customer and market development, people and 		
	 performance management

	 Managing by fact
	 Inspecting and managing the right things

	 Implementing personal development plans for sales 	
	 leaders, managers and sales people

	 Making the most of your available resources – people, 	
	 process and systems – to sustain sales operational 		
	 excellence

	 Coaching and managing sales behavioural change

benefits



Online Sales Academy
Over 70 hours of world class, interactive sales training 
(created in HTML5 to work on Desktops and Mobile 
Devices), orientated towards Commitment Based Selling.

Our training modules recreate as closely as you can the classroom experience online. Bite-sized units can be 
accessed as needed to recap and/or develop deeper knowledge and understanding.

Presenters
All our modules use video content of trainers. They take learners through each stage of the journey – adding in stories and 
animations.

Exercises
At various stages through the modules, exercises provide check points to test the learner’s progress.

Role Plays
Videos are used to allow the user to take part in role plays to reinforce their learning.

For more information please call 01924 203335 or email specialistservices@bpif.org.uk



Online Sales Academy

online training overview
This diagram provides a view of the selling skills covered in the online modules. All Advance online training programmes 
and courses all have classroom equivalents.

Summary
We help you to create sales, win sales and develop your accounts by supporting classroom training and workshop with our 
comprehensive set of online and mobile courses, accessible on demand for skill honing, refresh and sustainment.

For more information please call 01924 203335 or email specialistservices@bpif.org.uk
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