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Your Expert Trainers Are Here
It all starts off with 2 industry leading experts!

Steve Knapp

Steve Knapp is one of the UK’s most celebrated and influential sales experts.
A best-selling author and much sought after keynote speaker – his inspirational selling techniques are still the cornerstone of Shell, one of the world’s
biggest brands.
The Sheffield-based entrepreneur rose through the ranks of the
multi-national to become responsible for the success of the company’s sales
teams right across the globe.
In 2019 he made his pioneering teachings available to a wider audience via
his Amazon best-selling book – ‘FunnelVision – Selling Made Easy’ which won
plaudits from some of the most influential voices in the industry.
Steve Knapp’s clients include the likes of Shell UK, Whitbread, NOCN, Certas
Energy, Fire Depot and many others.
His thinking on the future of organisation/cultural change and its impact
on sales culture/growing sales has been in big demand. He has delivered
keynote speeches for the likes of Association of Professional Sales, Howden
Compressors and many others
Steve Knapp has helped turn around the fortunes of thousands of
businesses – both big and small.
He says: “Sales is still an area that many companies fail to wholly embrace
across all departments. But without a sales mindset you are never going to
comfortably keep cash flow at the right level for growth.
“My work focuses on re-programming attitudes to sales across the company
to create a winning strategy.”
Steve Knapp’s sales journey actually started at 15 years-old – in an East End
fruit and veg shop.
His talents were spotted early on by Shell Oil and he rose to the upper
echelons of company before setting up his own sales consultancy.
Steve Knapp is a member of the Association of Professional Sales.

Your Expert Trainers Are Here
It all starts off with 2 industry leading experts!

Rob Taylor

Rob Taylor has been at the forefront of digital marketing for over 15 years.
He worked with Google to build a ground-breaking eight-week programme
aimed at helping businesses truly harness the power of emerging
technology.
The project has now helped hundreds of companies turn around the
fortunes of their business with the introduction of digital marketing.
Rob Taylor has also worked on Amazon’s pioneering ‘Dads In Business’
programme delivering online seminars to employees based as far away as
New York and across Europe.
His 0114 Marketing consultancy – which now has a thriving 500-plus community that swap advice and meet on a monthly basis to share ideas – won one
of Yorkshire’s most coveted business awards in 2019.
Rob Taylor has particular expertise in helping manufacturing companies
make the digital transition.
He first made a name for himself in digital marketing when working for major
British music organisations like Live Nation and 02 Academy.
Rob Taylor said: “I firmly believe companies need to truly embrace the digital
world rather than fear it. It can truly revolutionise a company’s marketing.”

What Do Our Customers Think

We work with a multitude of businesses

Fun, Informative and Extremely Beneficial

I have witnessed Plan.Grow.Do. being delivered first hand. The impact that Plan.Grow.Do. has with the audience is very evident. The straight forward knowledge and the execution of the training from Rob and Steve,
was fun, informative and extremely beneficial for all sales and marketing teams no matter their experience.
Plan.Grow.Do. will provide some simple tools that can help any organisation to grow.
Jon Huggett
UK Sales Manager at Shell Lubricants

Enjoyable, Modern & Happy To Recommend

Having been on the course myself, I knew it met the standards of the Quality Mark and so it is brilliant to be
able to recognise it through our product. The team enjoyed learning about the modern sales approach and
we are happy to recommend this to other organisations.
Fabienne Bailey
Managing Director at One Awards

What Sales Training Do You Need?
Establish Your Sales Force As The Best In Your Industry

What Sales Training do you need?
I’m asking this with the assumption that you need some, whether that’s now or in the near future.
You know how hard it is to create that sales momentum after the Christmas holidays and how hard it is to
keep things together over the Summer holidays.
You know how long it takes to see that your strategy is paying off and that the front line have got it and are
implementing it effectively.
You know just how a crisis adds an unknown variable into your usual routines. Your teams will react in
different ways and will deal with the situation with different mindsets.
That mindset might be apprehensive, it might be tenacious, it might be positive but for sure it will need your
intervention.

What about your buyers, your prospects, your customers?
Your buyers will be returning back to work in a very similar fashion.
They will be picking up projects, reassessing strategies, re confirming budgets.
You need to consider your buyers return as you consider your sellers return to work.
You need to put the customer at the centre of your fresh impetus to sales.
This is where “What Sales Training do you need” comes in.
www.plangrowdo.com/what-sales-training-do-you-need/

The Plan.Grow.Do. Methodology
How You'll Achieve Your Sales Goals

A Modern Methodology That Combines
Modern & Traditional Sales
•
•
•
•
•

A methodology that blends the best of both modern and traditional aspects of sales and marketing.
Bringing to one training programme the role of the modern B2B sales professional.
Plan.Grow.Do. breaks this down into three dynamic journeys.
Putting your customer at the centre of all your activity.
Below you’ll see how we break down the three journeys in our dynamic approach.

Time To Start Planning
Lets Get Started

Time to start planning

We all know that there is a significant upside to Sales training;
•
•
•
•

Bringing a team together after a long absence
Finding a common purpose and defining a way forward
Recovering that team spirit that you had before the break
Reconnecting to your sales goals and sales ambition

It would be a mistake to get your team back to work and not consider how your buyers journey would have
changed and how your sales approach needs to recognise this.
Creating momentum with a nice full sales pipeline of the clients who are ready to buy will be your goal and
it will be the goal of your competition. Staying ahead of the game is where you need to be and this is where
Plan.Grow.Do. comes in.
We are pleased to meet you and be part of helping you re-establish your sales force as the best sales force in
your industry.

Training Options – we’ve got four for you to consider

Regardless of your circumstances or location Plan.Grow.Do. is accessible to you and to your team.

Online – Perfect for Business Owners, Entrepreneurs & Professionals owning their development.
Online Live – Perfect for global Sales Leaders, International Sales Managers or national Sales Teams.
Live – Perfect for Sales Leaders, Sales Managers and Sales Teams who want results.
Premier – Perfect for Sales Leaders and Sales Managers who want to sustain the change.

Plan.Grow.Do. is available in digital, webinar and classroom formats
The time is always right to reflect how best to help your sales team develop, to serve your customers and
shareholders.
Now is the time to act and get ahead of the competition.
If we’ve helped you decide that the time is right to invest in your B2B salesforce reach out to us at
info@plangrowdo.com or call us on 0114 349 9688 and we can start the conversation.

Prestigious Quality Mark

Plan.Grow.Do. is awarded the prestigious Quality Mark
from One Awards part of NOCN Group

What is a Quality Mark
A Quality Mark recognises and celebrates training programmes that maximise individuals’ development opportunities and helps raise standards across the sector.
Achieving the Quality Mark means our training meets a nationally recognised quality benchmark

Why does it matter to you that we have a Quality Mark?
•
•
•
•
•

Your sales force can be confident that their training and development has been assessed to meet a professional standard, helping motivation and retention.
Your company will be recognised for providing relevant and robust training that supports career development in sales.
Your company will sit alongside the best employers when it comes to attracting and recruiting the best
available sales talent.
Your approach to training and development will enhance the profile of your company to your customers,
industry and sector for doing everything you can to attract and develop highly skilled skilled sales talent.
You can promote the Quality Mark both internally and externally to demonstrate that your business offers best in class training in Modern Sales.

Why is Plan.Grow.Do. so sought after?
•
•
•
•

Plan.Grow.Do. is a methodology that works.
It blends the best of a traditional Sales and Marketing approach with a relevant and modern approach.
It Integrates and enhances the parts that are valued by customers of both approaches, ensuring that your
sales activities are focused and reach more of your ideal clients.
Read more about our work with Shell UK and Certas Energy and their lubricants sales team in Changing
And Old Dinosaur. www.plangrowdo.com/changing-an-old-dinosaur/

Receiving The Quality Mark
We have received lots of positive feedback

What do ONE Awards say about us receiving this Quality Mark
Fabienne Bailey - Managing Director at One Awards

Having been on the course myself, I knew it met the standards of the Quality Mark and so it is brilliant to be
able to recognise it through our product. The team enjoyed learning about the modern sales approach and
we are happy to recommend this to other organisations.

What do NOCN say about us receiving this Quality Mark
Louise Allen Group Director of Business Development and Sales at NOCN

Developing and establishing a new sales team is challenging especially during a busy sales cycle and there’s
never a good time to stop and learn. Steve and Rob made the process so much easier. Having utilised many
sales coaches previously, I found the course was aimed at any level and was easily adaptable to the audience.
The team felt invested in, valued and more importantly all left feeling empowered to make a change to their
usual sales technique. Delighted to see that their programme now has the Quality Mark which is great news
and further validates what a great programme this is.
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PLAN.

The 1st module of our Modern Sales Training covers these
9 topics

GROW.

The 2nd module of our Modern Sales Training covers
these 9 topics

DO.

The 3rd module of our Modern Sales Training covers these
7 topics

Complimentary Resources
Available on www.plangrowdo.com

The 5 Anchors Of Modern Selling
•
•
•
•
•
•
•

The Plan. Grow. Do. Content in Context media planner
Five critical steps your sales force must take now to future proof sales
activity
The new way to understand how a buyer buys
How to gain a competitive edge in your marketplace
Get to grips with where your buyer is hiding
How to talk directly to your buyer and build meaningful relationships
Get your content seen by more of your ideal clients

www.plangrowdo.com/5-anchors-of-modern-sales/

How to talk to your customer before they
are ready to buy
•
•
•

The Plan. Grow. Do. Customer Journey Activity Planner
The 4D approach to connect your sales process with your buyers
journey
A new approach to ensure your using the right selling messages at the
right time

www.plangrowdo.com/understanding-a-modern-customer-journey

The Modern Selling Assessment

Our comprehensive selling assessment will analyze your sales performance
and calculate your individual score and create a plan around your specific
needs.
www.plangrowdo.com/begin-the-modern-selling-assessment/
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