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Business Impact
Increased pipeline 

opportunities, average 
deal size, and number 

of deals won

Decreased length 
of sales cycle

Experienced one of the 
best performing 

years in the history 
of the company

Situation
In 2012, one of the three largest global credit bureaus was preparing for a major sales transformation. The bureau 
was roughly two years away from going public, and senior stakeholders hired a globally renowned management 
consulting firm to conduct a salesforce optimization analysis. The results revealed that changes needed to occur 
for both the sales structure and selling skills. In parallel, data also seemed to suggest that customers were yearning 
for a more insight-led skill set from their sales representatives.

The Challenge 
Change was imminent. First, how could the company improve the skills of the salesforce, moving them from 
“product pushing” to “customer problem-solving,” without taking them out of the field? And second, how were 
they going to go about creating consistency across multiple business units, regions, and vertical teams? 

They would have to be able to move away from transactional interactions and elevate sales conversations to high-
er decision-making levels within their client organizations. By doing that, the organization could recast the conver-
sation from one competing on price to one competing on value.

Balance the long-term vision with the need to drive 
incremental business across all global channels, while 
creating consistency and retaining local sensitivity.
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For more information about TRANSFORMATIONAL SALES TRAINING visit www.gpstrategies.com.

About GP Strategies
GP Strategies is a leading workforce transformation partner—one of the few truly dedicated global providers in the 
marketplace providing custom solutions. We believe our transformation focus, when paired with deep listening, a 
customer-centric approach, and innovative expertise, enables our clients to routinely achieve superior business and 
operational results from our evidence-driven and technology agnostic recommendations.

Whether your business success requires a change in employee performance and mindsets, learning technologies, or 
critical processes, GP Strategies is the transformation partner you can trust.

GP Strategies Solution  
The bureau’s sales management team worked with GP Strategies 
on the task of finding a transformational approach to meet the 
needs of their customers and exceed growth targets.  
GP Strategies understands transformational need and recom-
mended a unique solution that would provide a competitive 
advantage.

Realizing the need to depart from legacy training interventions, 
senior leaders requested five skill parameters be taught in a three-
part learning model. The model consisted of eLearning primers, 
virtual instructor-led training (VILT) sessions, and performance 
support in the form of job aids, worksheets, and leader coaching 
guides.

In addition to the blended learning approach, the sales leadership 
team and GP Strategies jointly developed the five critical sales 
themes that would make up the five customized modules of the 
sales enablement journey. These modules included:

• Share a Tailored Point of View
• Connect with the Right Buyer
• Have Successful Meetings
• Establish the Shared Definition of Success

• Make the Value Tangible
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Business Impact
The company’s sales management team 
developed an effective change man-
agement plan that secured sponsorship 
and engaged the right leadership levels 
throughout the project. They imple-
mented a communication plan that 
managed expectations throughout. 

This approach also allowed the sales 
management team to experience one 
of their best performing years in the 
history of the company and helped the 
sales organization focus on incremental 
growth.

As a direct result of the sales transfor-
mation training, there has been an in-
crease in pipeline opportunities, average 
deal sizes, number of deals won, size of 
wallet, as well as a decrease in length of 
sales cycles. The organization has seen 
a significant improvement in revenues 
and last, but certainly not least, they 
have optimized as a matrix organization.
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