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Background

MGM Timber are an Independent Timber Merchant selling timbers, doors, floors, kitchens,
ironmongery and sheet material from 15 Branches across Scotland with over 230 staff.
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The Commercial Fast Track programme was attended by six internal sales members and
two kitchen designers from MGM.

The programme, over the 10 key virtual events, was delivered in conjunction with a
dedicated Learning and Development Platform (GiraffePad), which was provided as part
of the overall package. The platform provided a learning journey for each event as well as
pre and post-event activities; a group chat room was available to allow delegates to share
success stories.

MGM were keen to undertake the course based on a previous example provided together
with a determination to undertake consistent sales talent development as part of the BMF
programme offering.
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The programme consisted of 10 half day virtual events, every two weeks. This was followed
up by a 60 Day Commercial Sales Project against an allocated sales ledger and a final
Institute of Sales Management Education (ISME) Judging Presentation.
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Delegates were provided with a knowledge case as part of the prelaunch. The case
provided key factsheets on:-
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Self-development

Six steps of the sales cycle
Work SMARTER not Harder
Call to Actions
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Sue Reed - Talent

EVENT

ACTIVITY

Pre-Launch

+ Day in the Life of

+ GiraffePad Learning Management
System

+ Sales Cycle Overview

One

« Commercial Dashboard

Two

+ Clarity4D Sales Profile ©

Three

+ Prospecting — Before the Sales Begin

Four

+ ldentifying Needs — What the Customer
Wants

Five

+ Present Offer — Proposing Solutions

Six

+ Manage Objections — Handling
Resistance

Seven

« Close Sale — Secure the Business

Eight

+ Follow Through - Follow Up Ask for
Referrals

Nine

+ 60 Day Commercial Plan and
Academic Certification Criteria

Development Director Ten
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+ All delegates achieved academic certification endorsed by the Institute of Sales
Management Education (ISME).

+ Increased sales during the 60-day Commercial Sales project resulted in an extra..

£558,000

+ A second cohort was booked within four weeks of the first programme being completed
with another five delegates taking part.
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What have been the highlights of the programme for you?
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Patrick Keenan - Internal Sales

Scott Dowhnie - Internal Sales

Describe your key learnings from the Project and the Results achieved?

Bradley Sullivan - Internal Sales

How have you changed your Sales Tactics and Behaviours in your working day
and continue to apply?

Mariann Gibson - Kitchen Designer
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Thinking back on the Business Improvement Project Presentation describe your
‘ key learnings from the Project and the Results achieved?

Patrick Keenan - Internal Sales

John Mullaney - Internal Sales

‘ ‘ What were the benefits of presenting the Business Improvement Project to
Steve Galbraith (MGM) and Stella Round (ISME Judge)?

Ross McKinlay - Internal Sales

Steve Galbraith - Divisional Managing Director, Donaldson Retail & Distribution

Newsflash... &‘?&E‘?ﬂ&%

This programme has been acknowledged for Academic Achievement and Increased Sales
by the National Sales Conference November 2023
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‘ ‘ Why did you enrol Ross on the programme?

How have you recognised his applied learning?

What benefit do think it has been to you and the business for Ross attending?

How are you going to continue to mentor Ross throughout his career?

Ron Garrett, Branch Manager

Stella Round - ISME Judge for the MGM bespoke Commercial Fast Track
Programme
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