


Sales heritage

Pure Sales is the core of our business. We have in excess of 10 years experience of understanding our
clients sales methods and challenges and defining best practices and core capability models for
them. Our partnerships with our clients drive significant uplifts in results in all areas of sales effectiveness

The need to sell is infrinsic 10 Most businesses;
yet most organisations could increase sales
effectiveness by 30% or more, simply by
defining and embedding complete clarity of
frue consultative selling. That is what Pure Sales
does and has a record of success in so doing,
second to none.

Our current sales capability experience, system,
models and processes are the culmination of
years of development and refinement working
particularly in the highly competitive and results
driven Financial Services sector. We have been
engaged and continue to work with some of
the biggest names in the industry.

Our key differentiator is the excellence

of our team, our specialism and depth

of understanding around sales, sales
management and sales leadership. We believe
that we can deliver what you require;

e clarity of process and application

* the people who can execute and innovate

* proof that we have positive impact on bottom
line results

Our Consultants are energetic, engaging

and share a common DNA having all had
considerable corporate success and enjoyed
careers that include time spent as successful
Sales Practitioners, Leaming and Development
specialists and Managers. Many have also held
posts as Senior Managers, Heads of Training
and Heads of Department. All operate with
considerable credibility across all required client
relationships and hierarchies.

We believe a frue and lasting retum on
investment comes from embedding
changed behaviors info habit. We include
this understanding into our projects, ensuring
sustainable business uplifts for your business.




Making change habitual — the ROI
of training

The OX software solutions are Core Capability Management tools that deliver cost-effective solutions
while enabling a strategic view on work force ability. They create the climate for fuming plans and
interventions into habit and business as usual so producing the returmn on investment that often alludes
fraining and development inferventions.

OXCore OXLeam OXKnowledge OXAssess
Captures key Delivers Provides precision Allows focussed
competencies exam success targeted learning development

and skills and embedding solutions and self assessment

bigrock are experts at getting the very best out of Optimising excellence across an organisation
the people in your organisation. We will thoroughly also requires measurement of capability and
inferrogate what software solution best fits your performance.
organisation. We will then tailor our software
product to fit your problerm and work towards The OX Analytics application delivers this; it
embedding excellence within your business. provides a range of reports and dashiboards
that frack and measure individual, team and
Our software will aid the process of optimising organisational progress, providing clarity of current
excellence within your workforce, strengths or areas of development need. The
dashboards create business heat maps informing
With many organisations the biggest barrier to insightful and powerful decisions.

increased commercial effectiveness is not a lack
of talent or ability; it is a lack of clarity around what
best practice is, a lack of understanding around
what each individual should do to improve and
the practical support to develop capability.

OXCore

OX Core captures the key competencies,

skills, knowledge and behaviours required to soment
ensure sustainable success within a specific i
role. Standards of performance (excellence)
are defined ensuring absolute certainty of
requirements,




Case Studies

Challenge: The mortgage division of a Big 4
high street bank with 1,400 mortgage advisers
and 120 managers had an inconsistent

sales process, were selling mortgage related
products by offer rather than needs-based,
sales management operated an ad hoc
development process, there were skills gap
for sales and sales management, the training
function requiring resourcing and development.
Cross-sales performance also needed
improvement

Solution: Over a two year period bigrock

advisory delivered the following:

* Design of sales and sales management
process, creation of associated
documentation and system interface,
socialisation and business sign off

* Deliver sales process knowledge and skills
fraining to 1100 sellers and 100 managers

* Deliver sales management training to 100
managers

* Deliver opportunity self generation fraining to
1100 sellers and 100 managers

¢ Inferim Training Manager in post to recruit and
structure 30 man fraining department

LLOYDS
BANKING
GROUP

Result: Improved sales; 74% increase in product

sales by seller and 34% increase in profit

* A consistent view across the sales teams of
‘what good looks like

* A defined sales and sales management
process

* A robust well structured and focussed fraining
feam

* A culture of ‘Needs Based Selling” embedded
within the business

* A culture of development embedded within
the business

* A fransferable generic sales and sales
management process that was later
mapped onto the Advisers branch sales force
and the telephone based Mortgage Advisers.

74%

1n sales

"Working and partnering with bigrock has enabled us to really defermine
a best practice sales process which drives up sales performance.
..bigrock is an organisation that you can frust to understand
your needs and deliver results.”

Kim Clarke, Head of Sales Training AXA Winterthur




Case Studies

Challenge: Scottish Widows as a major product T ——

provider faces a commercial challenge when SCOTTISH Wi DOW
investment horizons shorten on currently held ——
investments. This can reduce the current and
future embedded profitability of the business.

Solution: bigrock designed and delivered
fraining 1o the entire intermediary channel
that enabled them to both confront and

understand the root cause issues that led
to dis-investment with their IFAs. A deeper

understanding of relevant issues both ways, plus

a stronger arficulation of the Scottish Widows

vale proposition led to a strong uplift in business . m
retention driving up both current year and future

embedded profit,

pﬁofits

Results: £4.4m increase in embedded profit,

Challenge: AXA Winferthur identified
shortcomings in their Performance Management
capability resulting from poor record keeping,
high incidence of contested disciplinary action
and slow progress to resolution

Solution: OX Core was deployed to dramatically
improve the recording culture, reduce contfested
disciplinary action and speed up the process for
resolution.

OX Core gave managers the ability fo swiftly
manage people back fo required performance 1. m
standards, or if this was not possible, 1o manage
them out of the organisation. This performance

management process has been speeded up by - .

an average of 3-4 months per person. Of addltlonal
Result: Perfformance Improvement Processes fl].l.l.y mStEd

-
were speeded up by an average of 3-4 months net
per person which resulted in a quantified annual Pro 1

bottom line profit increase of £1,050,000 in a 100

person division of their sales force.




Clients

We are completely client driven in everything we do. Our clients love us for what we do to help them and
the passion that we bring o supporting their business to succeed.
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Portfolio

Our market place is Sales and Sales Management and ranges across all models of distribution. We
are market leaders in creating bespoke sales models, best practice, change programmes and
fraining inferventions for our clients.

Key Account Management
I
Account Management
I
Intermediary Sales
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Direct f2f Sales
|
Telephone Sales
|
Customer Service

We have key areas of expertise with generic models of best practice that we can call on to help
develop your programme. Pure Sales: Pure Management: Pure Leadership: Pure Strategy: Pure
Capability and Pure Change.

EI W_,u

PureSale PureManagement  Pureleadership PureStrateg PureCt

PureChange

Our expertise lies in developing programmes 1o provide solutions for your individual business
however we also have a library of courses we can employ as required.

* Personal impact * L,eading change

* Communication skills * Networking

* Coaching * Articulating your value proposition
* The big rocks of sales management « Strategic account planning

* Persuasion ¢ Closing techniques

* Questioning & listening * Handling resistance

* Handling difficult customers ¢ Time management

* Project management * Key account management

* Train the trainer * Presentation skills

* Negotiation * Self generating business

* Influencing skills * Sales Excellence

* Telephone skills * Sales Management Excellence




Support

Af bigrock we support our clients with a Administrative
‘multi-fouch’” model of engagement. and logistical Client
support requirement

Contact points range from Director
level and relafionship management
through to Account Management with
our client’s Project/Section/Business bigrock
Unit Leads and to our Consultants and director
their operational contacts. We believe
passionately that our clients are our bigrock
: Market
most valued resource and we place at key account Client experfise
our clients at the centre of everything manager
we do, from our unwavering can do
/ will deliver affitude to our infegrated bigrock
SUppOI'T model. consultant

Sales and sales
management
expertise

External

material
resources

Programme Ll
ang roject opiimum
proj outcomes

management

Bigrock believe in providing our clients with cutting edge insight into the latest thinking in Sales and Sales
Management. Our industry wide experience and involvement is complemented with the academic
expertise and vast resource of the Ashridge business School whose material supplements and
compliments our own.

Making sure that we are delivering development material of the highest quality fo our clients is essential.
As an integral part of both our fraining courses and our OX suite of soffware systems, we blend the loest of
clients’ own content and our own bigrock content, plus we access impactful and relevant content from
prestigious providers. We have specific partnership deals in place with Ashridge Business School and the
Chartered Insurance Institute whose content is delivering great value to our clients.




Our Team

We are a team and our organisation only has people in it that are deeply passionate about what we do.
We are collaborative, we have no politics no silos and no arogance. We are exemplars in performance

management.
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People Performance Solutions

www.bigrockhg.com



