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Advance Coaching and Consulting
Advance’s mission is to support companies in their drive for sales excellence, staying 
in control and delivering increased growth, revenues, profit and shareholder value.

The Journey to Sales Operational Excellence
Operationalising sales excellence is a major change which will have a positive impact on the whole organisation.
As always, success is dependent on good planning, careful implementation and robust management.
 
One of our six major offerings, Coaching and Consulting services help you plan and execute a successful journey.

How we can help
We invest time to understand your business, then  
explore where you currently are - problems, issues, 
challenges - and where you want to get to. From this 
initial analysis we can tailor our support in line with the 
availability and experience of your people.

Together, we agree a diagnosis of your current state 
and a roadmap for the journey, primarily addressing:

Business Planning
What will the impact be on your existing plans and 
planning processes?

Customer and Market Management
What improvements will be needed in your market 
segmentation, coverage, selling cycle management, 
account management, etc?

People Management and Development
How well equipped are your sales managers and teams 
to deal with the way forward?

Performance Management and Development
How effective are your sales management and related 
processes?

Business Planning Management
Working with you, we systematically review:

•	 How well your direction and sales vision are 
articulated and understood

•	 Your business priorities are (your ‘vital few’)
•	 Business strengths and areas for improvement
•	 How satisfied you are with your planning, 

deployment and implementation processes
•	 How well the business is under control, and how 

this affects sales and marketing in particular.

And agree the priorities for action.

Customer and Market 
Management

Together we evaluate how satisfied you are with your:

•	 Market segmentation and structure
•	 Database content and management
•	 Coverage management
•	 Customer relationship management
•	 Activity management
•	 Selling cycle management
•	 Market and customer information reporting.

And agree the priorities for action.

Being and Feeling in Control
We focus on change management, supporting you, 
as business and sales leaders, as you develop your 
processes, systems and reporting routines. 

We help you to develop your people by honing your 
coaching skills.

Our aim is to equip you to be self-sufficient in your 
new ways of operating - to be and feel in control.



People Management  
and Development

We take stock of:

•	 The quantity and quality of communications
•	 Clarity of sales and marketing roles and 

responsibilities
•	 How well your sales people understand the 

contribution they make to the business
•	 Their levels of motivation and satisfaction - how 

valued they feel, their aspirations
•	 Reward and recognition processes
•	 How effective your sales leaders are as coaches
•	 People and team dynamics
•	 Personal development opportunities.

And agree the priorities for action.

The Way Forward
Having reviewed and agreed the four main elements 
of the way forward, we work with you to develop and 
implement a consolidated action plan.

Implementing the Plan

Advance’s help typically includes:

•	 Developing effective sales leaders who manage 
high performance by ensuring the leaders 
inspect the right things and manage the results 
appropriately

•	 Supporting and developing sales methodologies 
and disciplines to be deployed in sales operations

•	 Developing solutions orientated sales teams who 
develop high level customer elationships

•	 Providing a supporting infrastructure to embed 
skills-up via technology enabled learning and 
competence management

•	 Assisting with motivating your sales people and 
management to embrace the changes.

Helping you realise your plans for the future may 
incorporate additional Advance offerings, such as:

•	 Bottling and improving your best practice sales 
processes, so that they can be shared with and 
used by all

•	 Embedding a proven qualification and sales 
progress tracking approach into your CRM with 
our powerful SCOTSMAN® Commitment Manager 
plug-in

•	 Delivering online and classroom training to plug 
any skills and competencies gaps and ensure a 
consistent sales language and behaviour set.

How we proceed is always circumstance dependent. 
We provide the help and support that feeds your 
needs.

People Management  
and Development

Together we investigate:

•	 The health of your pipeline
•	 How well you qualify sales opportunities
•	 The accuracy of your sales forecasting
•	 Satisfaction with your current business 

performance - risks, gaps, dependencies and 
opportunities

•	 Effectiveness of sales management 1:1 reviews 
and team meetings

•	 Levels of competence in account and deal 
planning.

And agree the priorities for action.
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Summary
Our Coaching and Consulting services support you in 
managing the changes you need, particularly in the 
behaviours of your sales management and people.  

1:1 sessions with your sales leaders help them to walk 
the talk, align their management processes and lead 
the way forward.  

We can help build world class sales operations across 
a broad spectrum, including: 

•	 Enriching business planning
•	 Boosting performance management 
•	 Improving customer and market engagement
•	 Developing high performance sales teams
•	 Enhancing the effectiveness of your deal and 

account planning
•	 Honing IT sales information and database 

requirements.

How can we help you?

Contact Us Now
We look forward to hearing from you.

Results
You’ll be more in control:

•	 Utilising 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

•	 Accelerating towards your desired state. 

And much more ...

Operationalising  
Sales Excellence  

with
Commitment Based Selling


