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Mission: Strategies and Sales Development

We work with companies, providing strategic and operational support,
developing and strengthening the skills of their sales network, with the aim

of achieving a tangible improvement in sales performance.
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STRATEGIES AND SALES DEVELOPMENT

Made to Sell Made to Sell

Strategies and Sales Development REF R ERA L &

Made to Sell is a consulting company specialized in developing Strategies & Made to Sell =—KRIFAE, £ TNEREFK R EL &, WKEFEHEN %L
Sales development to improve the sell out performance of the sales network. B b 4.

OPERATIONAL MARKETING STRATEGIC MARKETING ASSESSMENT CENTER NETWORK DEVELOPMENT

MadeToSell.eu
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Values Human Resources

We put the client at the center of all company procedures; we
value human resources both in and out of the company; we review
objectives and implement methodologies for the success of every
sales development project.

Who We Are Made to Sell

We facilitate and accelerate the processes and fundamental choices
that are at the root of Sales Strategies and Development projects.

The Made to Sell Consultant

The Made to Sell Consultant supports management in the pursuit

of joint goals, providing experience and motivation, and facilitating
processes to improve the commercial performance of the distribution
network.

B (B - A A TR
RATHE P LB HO I, RATF BAZA AR, K
1369 E A 4 A R AL A — MR BT AT

#4171 Made to Sell
RATEA SR A R, S0 B AT E T R Y
k.

Made to Sell Jifi|7]

Made to Sell Jii|7] 42 it A& 8 J7 T 19 1% Bh DA+ — 3 3% ik LRI B9 B
#r, AR GEZBFRRNE, R AR5 R 4 b 55



STRATEGIES AND SALES DEVELOPMENT

. . SR =
Clients Top Companies B A b B

National and international industry leaders rely on Made to Sell as E A K E FF B A TR A #6515 B Made to Sell, H A &A1 e 1By 4>
we support them in developing efficient operational solutions that are WA AT B R E LR BBk m e ik &, R R4 A T
consistent with their brand; we design projects targeting commercial Fut b 2B F, 4R & BEITIRE,

development through our highly skilled and specialized operating units.

. //

Industries ATk
. Electronic Consumer CETFEE
. Energy CHeE
. Fashion CHY
. Financial e
. Food & Beverage y

| Bk
. Hotellerie & Spa -
. Interior Design MER
. Jewellery CEREI
. Luxury CHRE
. Mall & Outlet BHE
: "R”edl“‘Ea't t T R
. Real Estate .
. Telecommunication
. Transportation S
. Travel Retail . KER[E%
. Wellness ik

MR EE

MadeToSell.eu
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STRATEGIES AND SALES DEVELOPMENT

Operational Marketing Business Unit Operational Marketing T35 °& £
The Operational Marketing Business Unit follows an established WIHE AN EEH — AR E TR, EERERFHEARNEEL S,
framework designed for continuous improvement of the sales staff’s sell out

performances on the distribution channel.

ANALYSIS SELLING STYLE RETAIL EXCELLENCE ACADEMY

MadeToSell.eu
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Cycle of Value

The model involves two steps: analysis and subsequent
empowerment of sales skills.

Analysis

MYSTERY'
Mystery Consultant

Detailed behavioral monitoring of sell out

The Mystery Consultant is an exclusive Made to Sell tool, designed
to analyse and evaluate the distribution channel; consulting is carried
out by professionals with extensive experience in the field; its scope
is to retrieve objective data concerning: a detailed qualitative and
quantitative behavioural analysis of the sell out process, the sales
skills for brand communication and presenting the product/service
and the proper application of visual merchandising standards. The
Mystery Consultant provides an objective portrait of the distribution
channel, with particular focus on sales behaviour and exhibition
quality, tracking its current status and highlighting areas needing
improvement, crosswise for the sales network and vertically for the
single store.

BB

WRMEETAEE | FRAAT LUK M JE 848 E Ty L Ba L.

MYSTERY'
Mystery Consultant

BB e TS AT O B

The Mystery Consultant & —/M& % Made to Sell T &, & [Th T a4 &
WA ERET I, WA RBEZTRE A FEE2 RN L AL TR
W, Ht M ATU Uk R LB B TR, AR RSB O E A AR i
WY BRAT AR P Z AT, 1 MR B A B 7T, 7 o/ IR S B 2 3L, oL BR A
KR B B4 5. The Mystery Consultant 3 4 7 —/M x4 2 38 Z 0,
WER, A FEMETHTRENRIN, BERELLTRS, FRAFERS
WX Sk, £T3E R BB & R 4 K RA i E— B A



STRATEGIES AND SALES DEVELOPMENT

MYSTERY'
Mystery Prospect

Behavioral monitoring best sell out practices

The Mystery Prospect is an exclusive Made to Sell tool designed to Mystery Prospect
analyse and evaluate the distribution channel; consulting is carried . . o ) . -
out by professionals with extensive experience in the field; its scope ﬁjﬂf}gﬁ Eiﬁig/%/#]%ﬂ’ﬁﬁﬁg

is to retrieve objective data concerning fundamental good practices in . X . W
) ning , algood p Mystery Prospect £—/Mi R Made to Sell TE, £17% T 27 KT &4
the sell out process, the sales assistants’ sales skills and the proper

implementation of visual merchandising, SRR WEHRBELZTERA BN E L ALIEREN; St
AT RIS RAB R, ST 4 A R4 8 BT R AR A
W EAHR AT

MadeToSell.eu



Maxxi, National Museum of Arts | Rome

MYSTERY _
Mystery Visual

Monitoring the correct application of corporate
visual merchandising standards

We analyze the elements that characterize the Visual Merchandising I\/\YSTERY®

standards and the display criteria that the store must comply with in Mystery Visual

order to maximize the performance of the Brand’s sell out. Through %‘_@{t\ﬂ%ﬁ %ylj %éﬁj‘/ﬁ/ﬁ B IE A S

Mystery Visual it is possible to anonymously check the correct

application of good visual merchandising practices on the distribution SRS S A IR SR SR AR AP AT TR AR RS, BT AL 4 A
channel. VRFI AR AR R AT AT T H W EE R, 3 d Mystery Visual T A

WA 8 B R R R E R B AT R B B R AL PR,

<
—oo
m

(2]
m
—



STRATEGIES AND SALES DEVELOPMENT

VISUAL -
Visual Challenge

Competition on the correct application
of the display criteria and speed in setting up

A development tool used to properly achieve in-store visual VISUAL ‘ _

merchandising standards, through a competitive tournament aimed Visual Challenge

at adhering to and increasing the quality of the Brand’s display F%@J i@[ﬁ%ﬁ F/??'H‘/?/E é}‘?/ﬁ%fgﬁ%ﬂ%ﬁkﬁfg
standards as well as the display set up speed. The focus is on zi%

achieving the following targets: univocal and shared communications, TR

prompt access to the displays and evaluation criteria, “Just in Time” W T B 3 5 A AR TR A AR 2 T R >, DLE
verification for the shop windows design, visual skills development Bk B E RS, B 8 2 I TAHAR: B
and communication among the visual team. WO RARE, 3R AL A, BRALRS

k7 FI A g 3 BT 2 R
Brand.VisualChallenge.eu
Online vertical portal: proper compliance

with visual merchandising standards Brand.VisualChallenge.eu
The online Brand.VisualChallenge.eu portal is dedicated to managing LT P W E: 3& Y SR E
Visual Challenge competitions and it shares the information related to

B o : k H ) 55 2 ]
the display standards that the stores must observe, together with the ATk E 77 Visual Challenge (FRz18k5) 523, I
Challenge rules. FLARYE 3 SR S 5 4 AR ST W BR S
Brand.VisualChallenge.eu Brand.VisualChallenge.eu

MadeToSell.eu
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Empowerment of Sales and Marketing Skills

Selling Style

Selling Style is a technical/commercial methodological approach,
aimed to constantly improve the sell out performances and provide
excellent sales service to customers in their sector.

"I HEREHETY

R &

Selling Style & —F$ A KR L 77 ¥ K77 ik 9 4 B2 47,
BT R B 4, I LU R R B BEHE
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STRATEGIES AND SALES DEVELOPMENT

Sales Training
Experience Competence

Classroom-based group learning using role-play and shared
professional experiences. Focused methods of learning sales skills
subdivided into different levels and steps, geared at improving sales
performances, brand and product valuation for prospective and

returning customers. FHER| 2B RE T
SellingStyle.eu FHRE N ENFIEAACREREZN VAR, E4

X2 AR B XA S B, SRS HE LS, A
M E LAt — F BB A E P R R B,

Sales & Management Coaching SellineStv]
ellingStyle.eu

1-to-1 Field Competence

Made to Sell Sales Coaching seeks to develop Sales and

Management skills: improving the product/service sell out N e T v
— X —4H Efn g T S}
performances, increasing the Store Manager’s Sales and Managerial T % ::% - =X &%BEF
skills, by designing specific on-the-job coaching with regards to the Made to Sell 44 &35 B RAF K EFE B E T Kk
available human resources and roles. PR R R AR, DI A BT A B ST et B

WL 58 5 2P 4 & KT BT

MadeToSell.eu
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Sales Guide
Sales Manual

The Made to Sell framework for developing sales skills includes
a technical- commercial sales guide, published online at the

Brand.SellingStyle.eu portal (in the area dedicated to the client brand).

SellingStyle.eu

Online Vertical Portal: sell out performance
improvement

Sharing and developing sales skills through an online portal dedicated
to the sales process of the client’s brand and product lines.

SellingStyle.eu
Brand.SellingStyle.eu

Visual Guide
A manual defining and teaching good Visual
Merchandising practices

Part of the Made to Sell development framework includes a Manual
that defines and teaches good Visual Merchandising practices in the
store, and is published on line at the Brand.SellingStyle.eu portal.

SHEE
Made to Sell 74 S H Tty RH A4 Rt S A
BT A5

Rt EE AN

SellingStyle.eu

LNy A R A B R R R 3,
EEZ AT R EHT,

SellingStyle.eu

Brand.SellingStyle.eu

M IRZ 357
N B SR R 37 B 5 4 i 171
Made to Sell— ¥ 7ty 4 BAERBFE — 0 F M, & L FosFz

AL FR B BT 4], 2775 207 & Brand.SellingStyle.eu
TP W3k A,



STRATEGIES AND SALES DEVELOPMENT

Retail Excellence Academy
An integrated framework for continued

sales performance development NHEEH P
The Made to Sell Retail Excellence Academy strengthens Sales %%?ﬁ@l‘% ;Eé"‘/]\ﬁ T%éi é}ﬂ ét%%l]k
and Management skills and is structured to allow continued skills éﬁk%ﬁﬁ%ﬁ/ﬁ\ﬁ@ ——‘/]\7]<[_§j7“ .

development by the human resources involved in selling the \
company’s products or services so as to significantly increase the sell Made to Sell ¥ Retail Excellence Academy 782 74 &4

out performance of the distribution channel. G IRLRETT HL R 1 TSR A YRR e R BT, ARG
NE R B R, AR KR B o R 1 Y SR

The Retail Excellence Academy project is based on an integrated

framework that includes: selecting or evaluating the potential of those Retail Excellence Academy T H & 3F —A 4 AE22,

that will be involved, st theni icati d technical-

at wi .elnvc') ved, s ren'g ening communlcallon. and technica MAE REECT IS S A B, At ek

commercial skills, on the job performance monitoring, customer 5 . N
) ) 2 . Wb bk Bk 1A o e k

satisfaction analysis and periodic follow-ups. BB, XA, &P R AT M
#4739,

RetailExcellenceAcademy.eu

RetailExcellenceAcademy.eu

Incentive Plan
The project allows the client to understand and define the right ﬁk}ﬁﬁﬁﬁw
f:les targets’totaprgy to tdhf[ahsales n.(fa_tV\;orlftaccordlcr;gt; to the m?rket, T E AR P A SR A & B AR, SRR

e company’s trends and the specific territory, and to connec ) . ‘ ) .

N 4 e E B A E W 4 | Fo g

the Incentive Plan to each resource basing it on quantitative and ~ ;jmk%ﬁ‘%% ﬁm[ﬁ ?E‘%EH \gﬁf’%ﬁﬁﬁkﬁﬂ' :7\7\
qualitative evaluations of the sales processes, motivating staff to be AR ZHH G T kg, DR ES0 U0 TIEA Rk
proactive and to reach their set targets. B HBE € B E AT,

MadeToSell.eu



MADE
SELL

Made to Sell s.r.l.

FLORENCE Headquarters: via Vittorio Emanuele 33, cap 50041 Calenzano (Fl)
MILAN Branch Office: viale Monte Ceneri 78, 20155 Milano (MI)
ROME Branch Office: via Alberico Albricci 27, cap 00194 Roma (RM)

Phone: +39.055.8811171 eMail: info@madetosell.eu
Business Partner CHINA | SHANGAI

MadeToSell.eu

Made to Sell Company Profile: rel.3.0-2013 Copyright© Made to
Sell srl - All rights reserved. The contents of this Company Profile
are exclusive property of Made to Sell srl.

Thelogos: Made to Sell ®, Mystery Consultant®, Mystery Prospect®,
Mystery Visual ®, Brand Value Analysis ®, Customer Audit®, Selling
Style ®, Visual Challenge ®, Retail Excellence Academy ®, SELLER
Ability ®, SELLERjob.it®, are registered by Made to Sell srl, holder of
the exclusive properties. The methods contained within the Company
Profile are intended to be the exclusive property of Made to Sell srl.
Offenders will be prosecuted according to law by Made to Sell srl.
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