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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.

Muccunsa CtpaTterus n passutms bmsHeca

OkasbiBaeM CTPaTErM4EeCKyo n onepaTmnBHyO NogAEPXKKY KOMMEPYECKUM
npeanpuaTuAM. MNomoraem Pa3BUTb KOMMEPYECKY CETb U NOBbICUTb
KBaJ'IVId)VIKaU,VIIO nepcoHana. CJ'Ie,D,CTBVIeM LAaHHOW MUCCUU ABNISIETCS
AOCTVMOXKEHNE NMOCTAB/IEHHbIX 3a4ay M NOBbILWLEHNE 3¢¢eKTVIBHOCTVI

GV3HeC-NPOL,ECCOB NPeanpUsATHN.
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STRATEGIES AND SALES DEVELOPMENT

Made to Sell Made to Sell
Strategies and Sales Development Muccus CtpaTternsa un passutms busHeca
Made to Sell is a consulting company specialized in developing Strategies & Made to Sell koHcanTuHroBas KoMnaHus cneyyanManpytoLasics

Ha CO34aHUN UHIOMBUAYaANbHBIX CTPaTErni ynpasfieHns Gu3Heca.
IKCKJIO3MBHbIE MPOrpaMMbl YNPaBJIEHNS MOBbILLAT PeHTa6eNbHOCTb U
NPUBEKATENIbHOCTb KOMMaHUM 3a CHET MOGUAN3aLIMM YESTOBEYECKOrO
pecypca. OnbIT Noka3biBaeT YTO HOBOE HarpaBJieHNe 3HAYNTESIbHO
MOBbILIAET PENTUHT KOMMaHUU Ha PbIHKE.

Sales development to improve the sell out performance of the sales network.

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.

LleHHOCTK YenoBeyecKkoro ¢gpakTopa

Mbl CTaBUM KJIMEHTa B LIEHTP BCEX GU3HEC-MPOLLECCOB, Mbl LLEHUM
YyesloBeYECKMIN Pecypc BHYTPU U BHE KOMMAHUW, Mbl Pa3fensieM Lesn
N NpUMeHsieM 3ddeKTNBHbIE METOAbI ANS AOCTUXKEHUS ycrexa JiloGoro
MpoeKTa HanpaBJIEHHOrO Ha KOMMEPYECKOE pa3BUTHeE.

KTo mMbl Made to Sell

O6ner4yaem 1 NoOMoraem yckopuTb peanm3aLmio KOMMepYeCcKmx
MjaHOB M OCHOBHbIX JENCTBUIN KOTOPbIE 3aJIOXKEHbI B CTPaTEruto
BaLLen KOMMNaHuu.

KoHcynstaHT Made to Sell

KoHcynbTaHT Made to Sell, coBMecTHO ¢ anpekumern kKomnaHmum
BblpabaTbiBaeT TaKTUKY AOCTUXKEHMS OGOIOHbIX LENEN,
MCMONb3Ys OMbIT M MOTUBALIMIO U COLENCTBYS MpoLeccam
KOMMEpPY€eCKOoro yCOBEpLIEHCTBOBaHMS AMCTPUOBIOTOPCKOMN CETU.



STRATEGIES AND SALES DEVELOPMENT

Clients Top Companies Ton KNMeHTbl KOMMNaHUU

National and international industry leaders rely on Made to Sell as MHorne n3BecTHble MHTEPHAUMOHASbHbBIE KOMMaHUW, SBASIOLMNECS
we support them in developing efficient operational solutions that are nnaepamu B pasnimyHbix cdepax GrsHeca, obpallaoTcs

consistent with their brand; we design projects targeting commercial 3a coTpyaHuyecTBoM k Made to Sell. Mbi oGecrieunBaem

NOALEPXKKY B pa3paboTke Nobbix MEPONPUATUI HEOBXOANMBIX
019 NoBbIWeHNN 3GGEKTUBHOCTM NPOLLECCOB NPOAAX.
Pa3pabaTtbiBaeM CTpaTernto HarnpaBJiEHHYIO HAa KOMMEpPYECKoe

development through our highly skilled and specialized operating units.

Industries MCMonb3ys aHanuTuyeckue otaensl. CoTpyaHnkn Made to
Sell MetoT BbICOKYHO KBanMdmKaumio n M3BeCTHbI B 0651aCTK

- Electronic Consumer WHTEPHALMOHANbHOO MNaHUPOBaHWS.

. Energy

. Fashion

. Financial CerMeHT pbIHKa

. Food & Beverage O6nacTb gesaTenbHOCTU

. Hotellerie & Spa

. . . Electronic Consumer
. Interior Design

. Jewellery . Energy
L . Fashion
. Luxury . .
. Mall & Outlet . Financial
. Medical . Food & Beverage
. Real Estate . Hotellerie & Spa

. Interior Design

. Jewellery

. Luxury

. Mall & Outlet

. Medical

. Real Estate

. Telecommunication
. Transportation

. Travel Retail

. Wellness

MadeToSell.eu

. Telecommunication
. Transportation

. Travel Retail

. Wellness
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STRATEGIES AND SALES DEVELOPMENT

Operational Marketing Business Unit Operational Marketing Ctpaterus

COCTOUT U3 Cepun TLLaTENbHO pPa3paboTaHHbIX MEPONPUATAI,
HanpaB/eHHbIX Ha YJy4lleHWe Pe3y/bTaToB, NMOBbILLEHUS CTAaBUIIbHOCTM
N pa3BUTUS B AUCTPUOBIOTOPCKOM CETU.

The Operational Marketing Business Unit follows an established
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.

Cycle of Value

KoHLenT cTpaTerum cocTouT U3 ABYX 3Tarnos: aHanmn3a KoMmnaHum
1 MOCNENYIOLLENO U3MEHEHMUS KOHLIEMLMM NPOAax.

AHanuns

MYSTERY
Mystery Consultant

JleTanbHbI MOHUTOPUHI MPOAAXK

Mystery Consultant -TaiHbin kKoHCynbTaHT Made to Sell,
9KCKJIO3MBHAs TEXHWUKA, HaMpaBieHHas Ha OO BEKTUBHYHO OLLEHKY
TeKyLero cTuns paboTbl KOMMNaHWW. ViccnefoBaHns aKCNepToB
[aHHOr 0 CeKTopa NO3BOJIIET MHKOTHUTO MOJTy4YUTb MHOOPMaLMIO
06 ypOBHE 006CNY>XMBaHUSA 1 B MOCNEACTBUN MPON3BECTN aHaNn3
pPasfMYHbIX CUTYaLMI, CBA3AHHbIX C MPOLLECCOM NMPOoAakm

B YaCTHOCTW : NOBeJEHNE NepcoHana, MHGopMaTUBHas U
TeXHWYecKas NoAroToBka, CTUMb M NOCNeA0BaTEIbHOCTL PaboThI
C NOTEHLMANbHbIM KIIMEHTOM, CNOCOBHOCTb NPEfOCTaBUTb
nHdopmaumio 0 6peHae BO BPEMS NMPOAaXKun, NpeseHTauus
TOBapa, YCNyru 1 NpaBuiibHOCTb MPUMEHEHUS MepYeHaan3nHra.
Mystery Consultant no3sonsieT cocTaBuUTb “nOpPTPET” YPOBHS
KBanMoUKaLMmM KOMMNaHNUW.

Llenb gaHHOro nccnenoBaHums - BbiiBAEHME CrabbiXx MECT; YPOBEHb
noTeHupana nepcoHana n onpeaesneHne ero BO3MOXHOCTEN;
NCNoJsib30BaHMe NoTeHLMana B AMCTPUObIOTOPCKON CETY;
BbISIBJIEHWE 061aCTeN, HY>KAAOLMXCS B YYULLEHUM KaK A
o6LLen ceTn Tak 1 MHAUBUAYANbHO A5 KaXXA0ro NMyHKTa Npogax.



STRATEGIES AND SALES DEVELOPMENT

MYSTERY'
Mystery Prospect

Behavioral monitoring best sell out practices

i i i MYSTERY'
The Mystery Prospect is ar? ex.clu§|ve Made to Sell toc?l d§3|gneq to Mystery Prospect
analyse and evaluate the distribution channel; consulting is carried

. . . . . L MOHVITOpMHF MOJIOXKUTEJIbHbIX (I)aKTOpOB

out by professionals with extensive experience in the field; its scope
is to retrieve objective data concerning fundamental good practices in npeacTaBlieHnA 6peH,u,a
the sell out process, the sales assistants’ sales skills and the proper Lpyrnm aKkckJto3mBHbBIM MHCTPYMeHTOM Made to Sell aBnseTcs
implementation of visual merchandising. The Mystery Prospect. icnonb3oBaHne gaHHOM TEXHUKM

HanpaBfIEHHO HA MOHUTOPUHI “NONIOXUTENBHbIX PaKTOPOB® BO

Bpems npoaaxku. JaHHbIN KOHCANAUHT NMPOBOAUTCS IKCNepTamMu
Made to Sell.

MadeToSell.eu
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MYSTERY _
Mystery Visual

Monitoring the correct application of corporate
visual merchandising standards

We analyze the elements that characterize the Visual Merchandising
standards and the display criteria that the store must comply with in
order to maximize the performance of the Brand’s sell out. Through
Mystery Visual it is possible to anonymously check the correct
application of good visual merchandising practices on the distribution
channel.

MYSTERY' .
Mystery Visual

npuMeHeHne 61U3Hec CTaH4APTOB B
Visual Merchandising

Mistery Visual TexHVKa MOHUTOPWHIa 3/1IEMEHTOB, KOTOPbIE
XapaKTepuayoT CTaHAapTbl BU3YyaslbHOr0 MepyYeHjan3nHra, 1
BbICTABOYHbIX KPUTEPUEB HEOBXOLMUMbIX L] MaKCUMaIIbHOM
NPOW3BOANTENBHOCTU AUCTPUBOBLIOTOPCKOM CeTu. Micrnonbays
MHCTPYMeHT Mistery Visual nosiBnsieTcsi BO3MOXHOCTb @HOHUMHO
onpenennTb YPOBEHb Y UCMOSIb30BAHUE MHOMOUYUCIEHHbIX
NpPakTUK MepYeHAan3mHra B KOMMEPYECKON CETU.



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
merchandising standards, through a competitive tournament aimed
at adhering to and increasing the quality of the Brand’s display
standards as well as the display set up speed. The focus is on
achieving the following targets: univocal and shared communications,
prompt access to the displays and evaluation criteria, “Just in Time”
verification for the shop windows design, visual skills development
and communication among the visual team.

Brand.VisualChallenge.eu
Online vertical portal: proper compliance
with visual merchandising standards

The online Brand.VisualChallenge.eu portal is dedicated to managing
Visual Challenge competitions and it shares the information related to
the display standards that the stores must observe, together with the
Challenge rules.

Brand.VisualChallenge.eu

MadeToSell.eu

STRATEGIES AND SALES DEVELOPMENT

VISUAL = .
Visual Challenge

NrpoBoe oby4eHne No npakTukam
MepyeHaan3nHra

PasBuBatoLwmii MIrpOBOM UHCTPYMEHT L1159 MPaBUIIbHOIO
BbINOJIHEHNSA CTAaHAAPTOB MEPYEHAAN3NHIA B NMYHKTaX NPogax
nyTeM copeBHOBaHUSA. Llenb JaHHOro KOHKypca noBbILLeHNe
YPOBHS BbICTaBOYHbIX KPUTEPUEB BpeHaa 1 nx MOOGUIIbHOCTH.
[aHHasa cTpaTerma HanpassieHa Ha JOCTUXKEHWE ClELYOLMNX
uenen: obMeH onbiTa, 06LWeHNE M B3aUMOCBSA3aHHOCTb BHY TPU
KOMMaHuK, oLeHKa ObICTPOTbl OPOPMIIEHUS BUTPUH N NX
WCMOJIHEHNS, Pa3BUTUE BU3YyalibHbIX HAaBbIKOB 1 B3aMMHOIO
COTPYAHNYECTBA BHYTPW KOMMAHUW.

Brand.VisualChallenge.eu
npaBuJIbHOE NUCMNONb30BaHNE CTaHAAPTOB
MepyeHaan3nHra

MopTtan OnLine Brand.VisualChallenge.eu nocssieH o6yyatoLiemy
koHkypcy Visual Challenge n o6MeHy nHbopmMaumen mexay
NyHKTaMu NPOAAXK KOMMaHUW, CBA3aHHOW C NPaBusibHbIM
NCMNOJIb30BaHMEM BbICTABOYHbIX CTaHAAPTOB M NpaBusiam
KOHKypca. [loCTyneH K UCMONb30BaHUIO BHY TPU KOMMEPYECKOW
CETU KOMMaHUMW.

Brand.VisualChallenge.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.

[oBbIlLEHME KBAaNMPUKALIMN YNPaBNEHNS N NPoaaXx

Selling Style

MpopaBaTb CTUILHO KOMMEPYECKU- TEXHUYECKUIN METOS,
3apernctpupoBaHHbii Made to Sell Ha EBponeiickoM ypoBHE,
OPUEHTUPOBAHHbIN Ha NMOCTOSIHHOE MOBbIWEHNE 3DDEKTUBHOCTH
npofax Ucnosib3ys Npu 3ToM MHAMBUAYaAJSIbHO pa3paboTaHHble
TexHonornn. Made to Sell, ncnonb3ys 3anaTeHToOBaHHYO
METOAMKY, COCTaBNSET U BblpabaTbiBaeT MHANBUAYANbHbIN
CTWUNb AN KOMMaHWI, KOTOPbIE UMEIOT ANCTPUOBIOTOPCKYHO CETb
PO3HUYHOW TOProB/N, ONTOBOW TOProBAN N GppaHyar3nHra.



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. [pynnoBoe o6y4yeHne nepcoHana nyTeM oOMeHa OnbITOM B
Knacce. PazaBuTne HaBbIKOB NPOAAX UCMONb3Ys YPOBHEBOE
N cTyneH4yaToe pasgenerHue. [laHHas oby4atolLas MeToamka
3HAYMTESNIbHO MOBbLIWAET KOMMNETEHLMIO, MPOPECCUOHANNIM U
KBanmdukaumo nepcoHana. [o3sonsetT COBMECTHO BbISIBUTb

Sales Training
Experience Competence

SellingStyle.eu

Sales &_Management Coaching OCHOBHbIE LieNn 1 3324 Mo Pa3BUTUIO BPeHAa U ero 3HauYeHUs
1-to-1 Field Competence IJ151 KIIMEHTOB U NMOTEHLMANbHBIX NOSIb30BaTENeN KOMMAHWH.
Made to Sell Sales Coaching seeks to develop Sales and SellingStyle.eu

Management skills: improving the product/service sell out

performances, increasing the Store Manager’s Sales and Managerial

skills, by designing specific on-the-job coaching with regards to the Sales & Management Coaching
available human resources and roles. KoyumHr 1tol Field Competence

Sales Coaching Made to Sell ocHOBHOW Lenblo fJaHHOrO
MHCTPYMEHTA ABJIAETCA YBEJINYEHNE KOMMEPYECKNX U
yrpaBieH4YeCKNX MOLHOCTEN KOMMaHUN NYTEM YIy4LLEHNS
KOMMepPYEeCKNX N ynpaBeH4YeCKNX HaBbIKOB MEHEOXKEPA
MarasmnHa. OCHOBHbIM METOAOM Pa3BUTUA KOYHUMHIra SABNAETCA
COBMECTHOE COTPYAHNYECTBO MEHeaKepa U KOHCYJIbTaHTa
HanpaBJieHHOEe Ha pa3BUTUE, CO3AaHME U ONpeaesieHne YETKOro
BUAOEHNA YyenoBe4vyeckoro q>a|<Topa K 3aHMMaeMon AOJIDKHOCTU U
onpeneneHne crnoco6oB A1s NMOBbILLEHNS Pe3ySbTaToB.

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.

PykoBoaCTBO No npogakam

MyTu pa3BuTusi U fenoBble HaBbiku Made to Sell
npefycMaTpuBatloT pa3paboTKy MHCTPYKLMIA MO NpogaXkaM C
ny6nvKaumen oHnanH Ha cante noptana Brand.SellingStyle.eu,
BblAENEHHOM UHAMBUAYANIbHO A5 KOMMaHUM 3aKas4yumka.

SellingStyle.eu

MNMopTtan OnLine: noBbiweHne 3apPeKTUBHOCTHU
sell out

Pazsutne n YCOBEPLWEHCTBOBAHNE AENOBbIX HABbIKOB YeEpeE3

MHTEPHET-NopTas, MOCBSLLEHHOIrO NPOLECCY NpoAaXu
COBGCTBEHHOrO 6peHAa 1 O6GMEHY OMbITOM.

SellingStyle.eu
Brand.SellingStyle.eu

HarnspgHoe pykoBOACTBO

PyKOBO,EI,CTBO no onpepeneHnto n NpUMeHeHmo
Nny4wmnx rnpakTuk Mepqup,aﬂstra

OpHumM 13 nyTen pa3sutus Made to Sell sBnsetcsa paspaboTka u
npoekTUpoBaHue “PyKoBOACTBA MO ONPELENEHUIO U BHEAPEHWNIO

nepepoBbIX NPakTUK MepyeHpan3uHra” B MarasmHe n ero
pa3melleHuns Ha nopTtane Brand.SellingStyle.eu.



Retail Excellence Academy
An integrated framework for continued
sales performance development

The Made to Sell Retail Excellence Academy strengthens Sales

and Management skills and is structured to allow continued skills
development by the human resources involved in selling the
company’s products or services so as to significantly increase the sell
out performance of the distribution channel.

The Retail Excellence Academy project is based on an integrated
framework that includes: selecting or evaluating the potential of those
that will be involved, strengthening communication and technical-
commercial skills, on the job performance monitoring, customer
satisfaction analysis and periodic follow-ups.

RetailExcellenceAcademy.eu

Incentive Plan

The project allows the client to understand and define the right
sales targets to apply to the sales network according to the market,
the company’s trends and the specific territory, and to connect

the Incentive Plan to each resource basing it on quantitative and
qualitative evaluations of the sales processes, motivating staff to be
proactive and to reach their set targets.

MadeToSell.eu

STRATEGIES AND SALES DEVELOPMENT

Retail Excellence Academy
KoMnfaekcHbIN NpoLecc HeNpPepPbIBHOO
Pa3BUTUSE KOMMEPYECKOWN AEATENIbHOCTU

Retail Excellence Academy Made to Sell aTo nyTb yBenuyeHus
noTeHumMana ynpasieHns, KOTOPbIN NO3BONSET HENPEPBLIBHO
pas3BMBaTb HaBbIKM YENIOBEYECKOro pecypca, 3aLeMCTBOBAHHOIO
B MpoAa>ke TOBApOB UM YCYT U ANS MOAHATUS
nponsBoanTensHOCTH sell out B KoMMep4eckon KoMMaHmu.

MpoekT Retail Excellence Academy cocTouT 13 cnepyoLLero
npouecca: oT6op nepcoHana uiu oLueHka noTeHumana
COTPYAHUKOB, YKpenneHne KOMMYHUKATUBHbIX HAaBblIKOB U TEXHUKN
npogax, MOHUTOPUHT N3MEHEHUIN HEMOCPEACTBEHHO Ha paboyeM
MeCTe, aHaIn3 YAOBJIETBOPEHHOCTU KJIMEHTOB C NMOMOLLbIKO
CTaTUCTUKU N NEPEOSMNYECKOE COTPYLHNYECTBO MO pe3yJsibraTam
aHanMsa npomax.

RetailExcellenceAcademy.eu

MnaH CTUMYJINPOBAHNA

MNo3BongeT NoAHATL 3GPEKTUBHOCTL KOMMAHUN.
NpeHTndunumpoBaTbh OCHOBHbIE Lienn 6u3Heca U X COOTBETCTBUE
C PbIHKOM cObITa, 6peHfoM GUPMbI U TEPPUTOPUATBHOM
cneundukm. NMossonseT TakxKe BbICTPOUTb MilaH CTUMYIMPOBaHUS
YeJIOBEYECKOr0 pecypca OCHOBaHHbIV Ha KOSIMYECTBEHHOM U
Ka4yeCTBEHHOM paKTope KOMMEPYECKON CAENKN, MOTUBMPYS
aKTMBHOCTb NMepcoHana 1 SOCTMXKEHNE MOCTaBJIEHHbIX LieNen.
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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 RUSSIA | MOSCOW

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.
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