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We screen candidates via CV analysis, initial interview, psychometric testing / scoring and initial
reference checking. Once we have a short-list, we then, with your input, design and deliver a bespoke,
realistic, relevant and highly challenging assessment workshop. This allows you to observe and
evaluate each candidate performing the key tasks required in order for them to excel in the role.

Once the short-Llist is reviewed and refined further, we will hand the candidates over to you for
iew. Once you have made your choice, we can even assist in the presentation of offer
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Executive Outplacement
Sales & sales leadership career transition

Why use sales & leadership outplacement?

Managing transition can be a difficult process; successful
management of that process can make the difference
between success and failure. Outplacement needs are
an important aspect in most transition situations as
sales people are inevitably affected adversely when
change results in redundancies, not just sales people
leaving but the members of the team who remain.

The Boardroom can take the headache away by providing
a tailored professional consultancy service to the board
and to HR, during these times of change. We create an
outplacement solution to meet the specific needs of your
sales employees.

Our service

The Boardroom will work with you to give your sales people a flexible, individually tailored service
that rapidly re-connects them to their chosen career path. Throughout the project, we will support
you with advice and guidance on internal communications and help you to manage the plethora of
issues that can result when downsizing and changing the structure of your organisation. How to plan,
manage and motivate are key challenges; we help you in getting it right and securing productivity in
the workforce.

We ensure that sales people, sales managers and sales directors affected by transition receive
superior support towards their career aspirations. We offer tailored in-house career development
services. We focus on the individual, but we appreciate the wider implications of transition for
organisations. We assist with planning, communication, implementation and consolidation of
change, and its impact on the employees from within your sales function.
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The benefits

m Creating complete alignment

Ensuring the structure is aligned to new goals; inspiring people through excellence in leadership;
taking upfront action to ensure customer service is not damaged; engaging sales people in the
~ new world and embedding new ways of working
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Case Study

Client

FTSE 100 Plc

Background

As part of the re-structuring of their corporate sales function, in which employees were asked to
apply for new roles within the business, we were asked to design and implement a sales leadership
specific Assessment Centre for the Sales Channel and Divisional Sales Managers.

Objectives

The purpose of the Assessment Centre was to give the Head of Sales and the HR team an objective
view of the individual skills and attributes of each manager in relation to the core competencies of
the new roles within the management re-structure. Therefore all exercises, presentations and tests
needed to be realistic, challenging and relevant.

In addition the organisation wanted to demonstrate a professional, objective and developmental
approachtothewaytheymadedecisionsonstructureand personnelchangeswithinthe salesfunction.
They also wanted participants to feel that the Assessment Centre was a key part of their individual
development and that the results of the evaluation would help define individual development plans.

Logistics

The Assessment Centre was to be delivered with 8 participants per centre and include a mix of group
assessment workshops, individual evaluations, participant presentations, one-to-one interviews
and individual testing.

The project

m |dentification of core competencies and job descriptions for the new roles within the sales
function

m Development of behaviourally anchored rating scales for each core competency
m Design of bespoke sales leadership-specific scenarios for the process
m |dentification of appropriate psychometric and 360 degree tools to complement the process

m Design of exercises, role-plays and in-tray exercises
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m Production of all Assessment Centre materials / assessor training for the client

m Delivery of the highly participative Assessment Centres (including group workshops, individual
evaluation interviews, participant presentations and testing)

m Management of Assessment Centre results and output
® Individual feedback and developmental consultancy for participants
ion and presentation of the executive report and individual participant reports

eeting with Hea Sales and HR to decide new roles / re-structure
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Other Assessment & Development Centre locations:

Reading, Milton Keynes, Birmingham, Solihull, Nottingham, Cardiff






