Effective Sales Leadership

A two-day workshop to assist sales management to identify precisely what the ‘high return’
sales management activities are, and to develop a clear plan of action for implementation on return
to the workplace.

Shanghai, China

Martin Linking
12th & 13th July 2010 Business (onsulting

Your International Facilitator:
Janet Maitland (B Ed, MBA)

Course Description:

Senior Consultant Essentially, Sales Managers must generate revenue
Business Improvement Group (BIG) Consulting and profit through their sales forces, with the targets
often pre-determined by company policies. Therefore,
BIG Consulting is a consultancy specialising in sales the objectives Sales Managers set to achieve these
effectiveness, sales strategy, organisation and tasks should be 'der_lveql from, and compatible with,
systems, leadership and management, major their companies' objectives, such as return on capital

account management, customer service, sales force employed, cash flow, market position and growth.

performance management, training and

development. What the Seminar will help you achieve:
BIG Consulting’s China Experience e How to adopt the style of sales leadership to
e Strategy, design and delivery of Sales get the best results in different situations
Learning & Development Program ¢ How to Set the sales vision-Translating

Strategies to Activities
e Territory Design, Coverage & Management
¢ How to motivate people at a distance-

e Beijing launch of Sales University for a global
FMCG company

e Consulted in setting up sales forces in stimulating team thinking and group
countries throughout Asia Pacific performance

e Designed and delivered custom development e How to make maximum use of your HR
programs throughout Asia Pacific in the resources and focus your attention on two

main factors-Recruitment & Selection

e Looking into your sales management system-
Measurement, Evaluation and the sales
managers' tool kit

following key areas:

0 Sales Management

o Account Management
o Category Management
o

e Counselling and Discipline
Field sales force execution e How to run effective sales meetings
e BIG Consulting works to improve sales force e How to use the 10 field step coaching process
effectiveness in global companies in a variety e How to use the "Training Action Planner” at
of industry segments. Our clients include the end of work with days
Mars, Suntory, Diageo, Pacific Brands, Orica, * How to utilise the appraisal process to
Caroma Dorf, Scania, Pall, Sony, Toshiba, recognise achievement, focus activity and
Carrier motivate

Pre-Course Questionnaire

M arti n Li n ki n g profeSS|ona| tralr“ng In order to tailor this course precisely to your needs, the

course leaders would value information on your knowledge,
experience and requirements.




Training Programme Day One

Monday 12th July 2010

Day One

Session One - Workshop Introduction
Consistently delivering results in an increasingly
competitive environment with focused and
sometimes limited resources is the reality for
today’s sales leaders. This workshop will use real
life case studies to examine how other companies
improved their overall Sales Force Effectiveness by
making improvements in each of the key areas of
Strategy, Structure, Systems, People Management
& Performance Measurement. You will be
introduced to many practical frameworks and
processes that you can apply in your own company.

Session Two - Sales Strategy & Planning
Aligning Sales Strategy with top line goals is critical
both in terms of delivering financial results and
using resources effectively. In this session we will
review as frameworks that enable you to:
e Summarise your sales strategy
e Prioritise you sales initiatives and
resources required
* Establish clear measurements for each of
your sales initiatives

Session Three - Strategy Communication &

Sales Team Engagement
The key to successful execution is to get your sales
team to think they own it. Use this process to create
a collaborative environment in which your team
understands:

* sales strategies and key sales initiatives

* how sales initiatives will be executed

* how they will be measured & rewarded

Session Four- Customer Engagement
Customer expectations are continually evolving.
High Performing Sales Organisations not only
understand their customer expectations, they
actively measure and manage these expectations.
e Learn how to measure your relationship
with your customers
e Develop strategies to manage and
influence key buyers and other
stakeholders

Session Five - Evaluating Sales Campaigns
In a highly competitive environment customers
expect increasing amounts of marketing and sales
investment from suppliers to help them increase
their sales.
* Understand how to measure the return on
this investment
e Understand how can we improve our return
on this investment

Conclusion Day One

About Martin Linking

Martin Linking Business Consulting plans to produce more
than 80 trainings and conferences and works with senior
executives from the majority of the world's top 1000
companies to improve their business strategy and match their
learning and training needs in one year. And we continue to
grow.

We also invite the leading business practitioners, industry
decision makers and innovators to share insights, best
business practice, and new technology at our forums. We are
dedicated to give attendees cutting edge information they
can use immediately. We constantly research and listen to
all industry sectors to ensure that the business intelligence we
provide is timely and cutting-edge.

About Janet Maitland

Specialisations:

Sales management and Field Forces Sales Training, Key
Account Management, Sales Force Effectiveness Consulting.
Prior to joining BIG Consulting, Janet spent 12 years working
in senior executive roles in USA, Europe, China and Asia
Pacific for two global suppliers of consumer durables.

Sector & Industry Experience:

FMCG (Confectionery, Snack, Pet, Bakery, Beverages, Dairy,
Liquor), Consumer Electronics, Apparel, Furniture,
Automotive, Hardware, White Goods, IT and Software,
Industrial, Finance

Recent Projects:

* Aspecialised development program for a large scale
route team — including sales strategy, coaching and
selling skills

e Strategy & Design for a Sales Learning and
Development Program for a billion dollar consumer
durables manufacturer

e Development of a customer service program
managing both internal and external stakeholders

* Developed a web based Sales capability tracker to
assist managers track coaching activity and
improvement in sales capabilities

Martin Linking reserves the right to change the venue of, or speakers at the conference should circumstances require. © Martin Linking




Training Programme Day Two

Tuesday 13th July 2010

Day Two

Session One - Improving Sales Force

Execution — Sales Driver Systems

Get the most out of your sales force by developing a
system to drive your sales. Determine Key
Performance Indicators that drive “Sell through” not
just “Sell in” enhancing your results and adding value
to your customers. Improve the productivity and
effectiveness of your sales team by focussing them
on these key results areas and measuring and
rewarding them on these Sales Drivers.

Session Two - Improving Sales Force
Execution — People Management &
Performance Management

The Role of the Sales Leader

Understand the difference between a Sales Leader
and a Sales Manager. What do people in your team
expect? Understand how to find the balance between
managing your tasks, team and developing
individuals within the team.

Session Three - High Performance Coaching
World Class sales teams are led by world class
coaches at all levels of the selling organisation. As a
result of this session you will understand:
e The components of a Coaching System
e The return on investment of implementing a
coaching system across all levels of your
organisation

Session Four - Coaching Skills
Coaching is not about telling, it is about providing
feedback & getting people to think for themselves. As
a result of this session you will understand
* How to have a coaching conversation that
encourages your team members to think for
themselves (even when you are not there)
and take responsibility for their own
improvement and development.
e How to tailor your coaching approach to suit
the range of individuals within your team from
the newcomer to the veteran.

Session Five - Coaching for performance and
discipline

In a competitive environment where we need to
execute without excuses it is important that people
understand exactly where they stand and are held
accountable. As a result of this session you will
improve your ability to conduct performance
management conversations by creating a clear
understanding between you and your team member
about the performance issues, improvements required
and consequences of continued underperformance.

Session Six - Developing a High Performing

Sales Team
Teams can be complex and are continually evolving.
As a result of this session you will:

* Understand the stages of team development.

e Understand where your team is at and more
importantly where they perceive they are at.

* Create an environment of awareness and
encourage them to take ownership of the
team and its development.

Workshop Summary & Closure

In-House Training Solutions

If you have a number of delegates with similar training needs,
then you may wish to consider having an In-House Training
solution delivered locally on-site. Course can be tailored to
specific requirements.

Please contact Whitney Shen on +86 28 6552 1255 or email
whitney.shen@martinlinking.net to discuss further
possibilities.

Course Format:

» Through a combination of breakout sessions, group and individual
work, interactive roundtable discussions and role-plays, delegates will
understand the total role of Sales Management.

« Trainer will use practical examples and case studies to reinforce and
expand the scope to cover applicable concepts for sales management,

and for a variety of different industries.

Workshop Schedule
Day One & Two

0830 Registration and coffee
0900 Workshop commences
1045 Morning refreshments
1115 Workshop re-commences
1200 Luncheon

1300 Workshop commences
1500 Afternoon refreshments
1530 Workshop re-commences
1730 Workshop concludes

Martin Linking reserves the right to change the venue of, or speakers at the conference should circumstances require. © Martin Linking
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Effective Sales Leadership

SH10033-Sales Contract-Please Complete in Capital Letters and Black Ink

Sales Contract
Please complete this form immediately and fax back to

Whitney Shen

Fax No: +86 28 6552 1233

Fee Per Delegate

D Two Day Training Fee US $1295 per person

All the registered delegates are entitled for a set of documentation
free of charge

l:l DOCUMENTATION US $500

If you are unable to attend the conference/training but wish to
receive copies of the conference/training documentation, please
complete the sales contract, tick this box and return the contract
with payment details.

Full Payment is required within 5 working days

Name:

Position:

Email:

Name:

Position:

Email:

Name:

Position:

Email:

Organisation:
Address:

Town: State: Postcode:
Tel:

Nature of Business:

Fax:

Company Size:

[ ]1-99 [ ]100-249

[ ]500-999 [ ]1000+

[ ]250-499

Authorization

(Signatory must be authorized to sign on behalf of contracting
organization.)

Name:

Position:

Signature: Date:

This booking is invalid without a signature.

Martin Linking

- :
Setdinedd 3
Business (Yous wlting

Register Now

Contact: Whitney Shen

Tel:+86 28 6552 1255

Fax:+86 28 6552 1233

Email: whitney.shen@matrtinlinking.net

Business Opportunities

An exhibition space is available at the conference.
Sponsorship opportunities covering lunch, evening
receptions and advertising in documentation packs

are also available. Please contact Ms. Whitney Shen at
+86 28 6552 1255.

Payment Method

Our payment terms are 5 working days on receipt of
invoice and full payments can be made by bank
transfer.

JFF4a: R ST T 4RI 55 AT FR A ]
JEPAT: TR AR AT R T B R e A AT

K 5 1 4402928009022523952

CONFIRMATION DETAILS: After receiving payment, a receipt will be issued.
If you do not receive a letter outlining the conference details two weeks prior
to the event, please contact the Conference Coordinator at Martin Linking.

Terms & Conditions:

1. Fees are inclusive of program materials and refreshments.

2. Payment Terms - Following completion and return of the registration
form, full payment is required within five (5) working days upon the
issuance of invoice. Payment must be received prior to the conference/
training date. A receipt will be issued on payment. Due to limited
conference/training seats, we advise early registration to avoid
disappointment. We reserve the right to refuse admission if payment is
not received on time.

3. Client’s Cancellation/substitution - Provided the total fee has been paid,
client’'s cancellation must be received in writing by MAIL or FAX four (4)
weeks prior to the event in order to obtain an 85% credit to attend for any
future Martin Linking Events. Under such circumstances, Martin Linking
will retain the other 15% service fee to cover expenses for prior cost that
has already been incurred upon the acceptance of registration.All
bookings carry a 50% cancellation liability immediately after a signed
sales contract has been received by Martin Linking.

4. If, for any unexpected circumstances or reasons that Martin Linking
decides to postpone this event, the client hereby indemnifies and holds
Martin Linking harmless from any cost incurred in by the client. The
event fee will not be refunded, but can be credited to future Martin
Linking’ s events. Martin Linking reserves the right to change the
content without notice.

5. Copyright etc. - All Intellectual Property rights in all materials produced
or distributed BY Martin Linking in connection with this event is expressly
reserved and any unauthorized duplication,publication or distribution is
strictly prohibited.

6. Important note: In the event that Martin Linking permanently cancels
the event for any reason whatsoever, (Including, but not limited to any
force majeure occurrence) and provided that the event is not postponed to
a later date nor is merged with another event, the client shall receive a
refund for the amount that the Client has paid to such permanently
cancelled event.

Martin Linking Business Consulting Company Limited
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