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Background 
Encore Group (Pty) LTD is the brainchild of Andrew 
Horton. Between 1992 and 2012, he purchased struggling 
businesses of varying sizes. His approach to turn these 
businesses from loss to profit was simple. He firstly 
reduced costs as far as possible and trained his sales 
teams, to become more efficient, effective and productive, 
so that they could optimise their ability to achieve 
meaningful sales results. 
 
In 2004, after receiving numerous requests from other 
organisations for support to train their sales teams, as 
they had observed the great results he was achieving with 
his own sales teams, he decided to form a training 
organisation to meet the demand.  
 
This was a natural progression as Andrew has always had 
a real passion for adult education and saw this as an 
opportunity to combine his skills a sales trainer with his 
passion for adult education.  Since 2004 he has changed 
his focus from buying, repairing and selling his own 
businesses, to one where he now consults and trains a 
number of organisations sales and leadership teams. 
 
As a result of the evolution of the business, Encore Group 
(Pty) LTD was born. This consulting and training 
organisation, now focuses on providing sales, productivity 
and leadership training, to organisations throughout 
South Africa, Africa and has now expanded our vision to 
include the Middle East and Europe as well. 
 
Through our joint venture partners, we are also able to 
provide a number of other soft skills training programs, 
such as introductory team training programs, social media 
training, personal branding, service excellence and many 
other technical and engineering related skills 
development programs.  
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Solid Returns on Your Sales Traini

What we do? 
We are a “Sales Enablement” organization, with over 
thirteen years of experience consulting to various sales 
organisations: 

What is “SALES ENABLEMENT” 
 
This is a process of providing all stakeholders involved in 
your selling process with all the tools they need to succeed. 
The foundation of “SALES ENABLEMENT” is to provide 
sales professionals with “EVERYTHING” they need to sell 
more effectively and to help them to build long term mutually 
beneficial partnerships with their customers. “SALES 
ENABLEMENT” is all about supporting your sales team to 
become completely focused on the “BUYER” and their 
needs and expectations and far less on the sale itself. 

Why is “Sales Enablement” Important? 
 
An effective “SALES ENABLEMENT” solution delivers huge 
benefits, as it allows a large number of sales professionals 
within your organisation to achieve their sales quotas. This 
happens because you build a scalable, predictable and 
repeatable “SALES ENABLEMENT SOLUTION”, within 
your organisation, which supports every sales team member 
to operate optimally. 
 
The great news is that when you develop and deploy an 
effective “SALES ENABLEMENT” solution in your 
organisation, you are no longer dependant on a mere 
handful of super heroes, to help you achieve your 
organisational sales quota any longer. “SALES 
ENABLEMENT” plays a pivotal role in scaling your sales 
organisation beyond a handful of “SUPER HEROES”. 
 

What is a “Predictable Sales Process”? 
It is an integral part of your “Sales Enablement Solution” 
 
Your documented “Predictable Sales Process” takes all 
the best sales practices in your organisation and documents 
them, for use by your entire sales team. By collating and 
documenting your “Predictable Sales Process”, you 
enable your entire sales team to optimise their daily sales 
efforts. This means that more of your sales team members 
will achieve their sales targets every year, as they will know 
how to operate optimally on a daily basis.  
 
In a practical sense, your “Predictable Sales Process” is a 
sales model, which can be used by any member of your 
sales team, to replicate the success of your top sales 
professionals. 
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We design your Predictable Sales Processes 
for your organisation. This is effectively your 
“RECIPE FOR SALES SUCCESS”, which 
outlines “HOW” your sales team will achieve 
the desired sales outcomes.  This process 
outlines “How” each individual involved in 
each sales process, will achieve the sales 
outcomes you desire.  
 

A winning sales process outlines the 
following: 
 

• “HOW To” Acquire Customers 
Strategically 

• “HOW To” provide your customers 
with an Unforgettable Customer 
Experience on an ongoing basis 

• “HOW TO” CLOSE MORE SALES                 
created, specifically to support 
each sale to move through all the 
stages in your sales process. 

An effective “Predictable Sales 
Process” simply defines all the steps 
that should be taken, and checks and 
balances that should be achieved, to 
effectively prospect, “WOW” your 
customers and integrate into their 
businesses                                                                       
 
International research has conclusively 
proven that organisation’s with a well-
defined sales process, which is 
systematically and consistently 
followed by their sales teams, achieve 
much higher than average results on a 
number of measures, including sales 
revenues, average profit margins, 
shortened sales cycles, forecasted 
deal win ratio’s, etc. Once we have the 
right tools to place in your sales team’s 
toolbox, training them is simple 
 

Sales Process 
Once the “battle plan” has been drafted, the next step will be to formalize 
and document an effective “Sales Process” for your organization. 
 

Create a “Predictable Sales Process” 
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Sales Decks 
Any sales driven organisation, who has adopted an effective “Predictable Sales 
Process”, will realise, that by integrating technology enablers, into their sales process, 
they are able to amplify the impact of their sales teams “Daily Sales Activities” 
exponentially. 
 

An effective “Sales Deck” is just such a sales 
resource.  It contains all the sales support 
materials your sales team requires to “WOW” 
their customers, move them steadily through your 
sales pipeline, from prospect to customer and all 
the support and sales resources, your sales team 
requires to effectively integrate into their 
customers businesses.   
 
When designing your new “Sales Decks”, always 
remember that they must keep buyers interested 
and engaged, throughout the buying Process. 
 
This requires a strategic approach, where sales 
content, information or sales resources are 
created, specifically to support each sale to move 
through all the stages in your sales process. 

Your sales decks are sales resources, which will 
support your sales professionals to show value, 
commitment, engagement and a willingness to 
integrate into their customers business, so that 
they can become an additional resource to them? 
 
Research shows that organisations with well-
defined and easily accessible “SALES DECKS”, 
which is consistently utilised by their sales teams, 
achieve much higher than average results in a 
number of measures, including sales revenues, 
improved profit margins, shortened sales cycles 
and optimised deal win rates.  
 
Once we have a powerful “Predictable Sales 
Process” and the right sales tools and resources 
available in your sales teams toolbox, achieving 
remarkable sales success is inevitable   
 

Design your “Sales Decks” 
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Rethink the way your sales team probes and discovers 
 
An effective “Sales Enablement Solution” requires a far more strategic 
discovery process. Rather than emphasising a “content centric” discovery 
process, which focusses on products. Instead you need to develop a new 
“STRATEGIC” discovery process, which will support your sales 
professionals to get the exact information they need to “WOW” your 
customers, move them steadily through your sales pipeline and all the info 
they need to begin integrating into your customers businesses. 

Develop checklists to support 
effective sales conversations 

 
To support your sales team to 
remain focused and to help them to 
keep your customers engaged, as 
they move deals through your sales 
pipeline, we need to develop a set of 
checklists. The purpose of these 
checklists is to support your sales 
team to stay engaged and to support 
them to consistently follow-through 
until each deal is closed. 
 

These checklists are a simplified 
outline of your “PREDICTABLE 
SALES PROCESS” and will serve as 
a practical support tool to help your 
sales team to remain focused, as they 
“WOW” your customers, keep deals 
alive and customers engaged, as they 
keep following-through, until every 
deal is  closed. 
 
These checklists will serve as your 
sales teams daily “ROADMAP” to 
sales success. 
 
 
 
 
   

Making “SALES ENABLEMENT” work for you 
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Continually monitor and evaluate 
progress 

 
To ensure that we get the most value from 
all “SALES ENABLEMENT” process, and any 
sales training delivered, you need to measure 
and monitor the performance of your sales team. 
In other words, we need to measure and monitor 
the level of adoption of the new “Predictable 
Sales Process”, how your sales team has 
improved the sales results and performance and 
how well they are adopting and utilising the new 
“SALES DECKS”. We need to develop a system  
to help with gathering and evaluating all the data 
and metrics needed to consistently measure how 
well your sales team is adopting your new 
“SALES ENABLEMENT SOLUTION” 
 
The system we design must measure and 
monitor the level of adoption and commitment 
towards the new sales process and how well they 
are integrating and utilising the new sales decks 
and other sales resources.  
 
We need a tool to measure and monitor the level 
of adoption by your sales team. This information 
will be invaluable to support your sales leadership 
to deliver effective sales coaching sessions to 
your sales team.  It will also offer insight into how 
effective the sales training has been and will give 
us insight into which areas need more focus and 
support. 
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Solid Returns on Your Sales 

Leadership to consistently deliver sales coaching 
 
Your sales leadership team needs to be upskilled to support them 
to deliver effective sales coaching to your sales team. 
 
Weekly coaching sessions should be held for the duration of any 
sales training process, to ensure that each sales team member 
engages with and applies all the sales tools and techniques. 
 
The sales coaching is a supplemental and crucial process to 
support the implementation of all any sales training and to ensure 
that all your sales team members are telling the right story and 
asking the right strategic questions, when engaging with 
customers. 

Effective sales training and coaching 
 

• Your “SALES ENABLEMENT” solution of little or no value, 
unless your sales team knows how to effectively utilise all the 
information, sales tools and sales processes provided within your 
“SALES ENABLEMENT” process. 

•  
• Specific and targeted training must be provided to your sales team 

to teach them how to utilise the tools and systems contained in 
your sales enablement process. 

•  
• The sales leadership must take an active role in “COACHING” and 

supporting their sales team members, so that they can integrate 
and utilise your sales enablement tools and systems to become 
completely “BUYER” focused. 

Training to be offered to upskill sales team 
 
A training regimen needs to be developed, which will support your 
sales team to implement your new “SALES ENABLEMENT” 
process. 
 
The new age of selling has introduced the need to work with 
customers towards a collaborative solution. The days of just 
showing-up with pretty brochures, a list of open-ended questions 
and a canned PowerPoint presentation are over. 
 
Thriving into the future requires a new approach, where sales 
professionals become business advisors and partners rather than 
mere vendors. Continuing to utilize the old way of selling, results 
in a quick race towards selling on price, rather than forming long-
term mutually beneficial partnerships with customers, where you 
consistently add meaningful value to their organizations. 
 
An effective sales training solution will support the implementation 
of your new “SALES ENABLEMENT” process and ensure that 
your sales team embraces all the new tools and resources it 
offers. 
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Tailored Sales Training Solutions 

We deliver industry leading “Tailored Sales Training 
Solutions”, which inspire, encourage, engage, 
educate and support sales teams to develop a new 
set of “Sales Success Habits”.  
 
This is achieved by first converting “WHAT” you want 
in terms of sales value or volume into a “Predictable 
Sales Process” or recipe for sales success. A 
predictable Sales Process outlines “HOW” your sales 
team will achieve the sales outcomes you want. This 
is effectively an outline of the daily behaviours, which 
when carried out daily, by your sales team, will help 
them to smash their sales targets  
 
Your Predictable Sales Process, defines the tools, we 
need to place in your sales team toolbox for ongoing 
sales success. Once we have these tools, techniques 
and sales skills clearly defined, we then utilize our 
innovative learner delivery methodology, to support 
your sales team members to convert these tools, 
techniques and sales skills into new daily sales 
behaviours.  
 
Utilising various methods, such SMS reminders, 
email reminders, accountability partnerships and 
daily inspirational messages, we remind your sales 
team to perform these behaviours, until they become 
their new daily “Sales Routines”. We then support 
your sales team to perform these ROUTINES daily 
for a minimum of 66 days. Research shows that, 
when you perform a routine daily for 66 days, that 
routine becomes an entrenched “Sales Success 
Habit Set”.  
 
This means that after 66 days, your sales team will 
be performing the right sales behaviours on autopilot. 
They will carry out all their daily “Sales Routines”, 
which they need to perform daily, to achieve their 
sales targets, without having to think about it.  
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Tailored EQ Solutions 

EQ Training 
 

Our EQ training supports your sales team to understand their 
customers and prospects thinking and personality styles, which 
allows them to demonstrate meaningful value to them in terms, 
which are understandable to their prospects and customers. 
 

As we support your sales team to 
optimize their EQ, they learn to 
evaluate their prospects thinking and 
personality styles, so that they can 
adjust their selling style to create 
rapport and trust with their customers 
and prospects 
 

Our EQ training supports your sales 
team to become more creative 
thinkers, where they actively seek out 
effective solutions for their customers 
and prospects. 
 

They learn how to read and connect 
with their customers and prospects 
by paying attention to non-verbal 
queues, such as a shift in body 
language or a change in a prospects 
tone of voice. 
 
 

Your sales team will also learn to 
become more attentive and focused 
during sales meetings 
 

We train your sales team to 
understand negative triggers and 
how best to mitigate or neutralize 
them. 
 

We train your sales team how to 
make their customers and prospects 
feel safe in any sales encounter.  
 

This helps them to more effectively 
gather the required information, 
needed to identify appropriate 
solutions.  
 

Customers and prospects feel more in 
control and they more readily engage 
in open conversation. 
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Sales Leadership Training 
Our philosophy, when we conduct any leadership training with 
an organisation, is targeted towards, helping your organization 
improve the quality of your sales leadership and to promote 
successful teamwork within your organization. This is achieved 
through on-going growth and development of your sales leaders, 
so that they are equipped to liberate your people, providing them 
with meaningful guidance, support and direction on an ongoing 
basis.  
 
In a nutshell our Leadership Training Solutions are about training 
leaders and potential leaders, to facilitate positive change 
through people. Our leadership training solutions  seek to unlock 
real leadership, where leaders allow their teams to deliver their 
best by instilling a modality of: 
 
“Let’s Go Do It “rather than one of” You better go and do it”. 
 
Our programs are carefully designed to guide leaders to 
understand the power of influence and how to use this as a 
powerful leadership tool. Our leadership training solutions help 
grow leaders and guide them to develop a clear vision, which is 
clearly communicated to all stakeholders. This clarity of vision 
and understanding allows everyone to be working towards a 
common cause and pulling in a common direction. 
 
We deliver Practical Leadership Training, which is simple to 
understand, easy to use and implement on the job. Our training 
supports leaders to deliver meaningful team engagement and 
improved team performance and results.  
 
The practical tools and leadership techniques, taught, in our 
leadership solutions, make this a very effective system for 
leaders to support their sales teams to optimise their ability to 
positively influence their followers to perform optimally. 
 
This workshop will give your leadership team all the information 
and techniques they need to develop their own leadership style. 
This will support them to replace their current ineffective 
leadership habits, which may be limiting them and holding 
them away from achieving their leadership or personal 
goals. 
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2586 Shangani Drive, Waterfall Country Estate, Midrand 
Phone: 083 229 7304  Andrew  
Phone : 082 611 4900  Jennifer 
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