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An amazing 99% of participants 
would recommend the Scotwork 
Negotiating Skills training to others 

 

How do you build 
sales capability?  
When the product is good 
enough to sell itself!  

Scotwork provides negotiation skills training to 
the worlds leading public and private sector 
organizations through offices in 30 countries.  In 
Australia the business has built successfully over 
a period of 15 years and in that time has 
achieved growth substantially by word of mouth.  
Scotwork alumni in Australia number around 
10,000 and the client list is a veritable ÒwhoÕs 
whoÓ.  

Scotwork differentiates by its specific focus on 
negotiations skills training and consulting.  
Participants measure the impact of the training 
so that results are measurable.  Within just a few 
months of the course, participants report an 
average return on investment of more than 10 
times the course fee.  In addition, 90% rate the 
course, as good as or better than any other skills 
training, of any nature, that they have received, 
and an amazing 99% would recommend the 
training to others.  

Whilst the business was successful and had great 
support from its clients, Scotwork Australia 
CEO Simon Letchford believed there was still 
substantive opportunities for adopted the 
program from the CEO down through 
procurement, sales and IR functions, and yet 
there were many businesses who were not aware 
of the benefits of Scotwork, or in some cases 
even that Scotwork existed. 

 ÒWord of mouth provided good growth, but not fast 
growth, and we wanted to grow the business substantially, 
whilst maintaining the exceptional quality and results 
that we deliver for our customers.  The question was 
ÒHow?ÓÓ    

Simon initially engaged Sales Positive to 
undertake a Sales Audit.  

 

The Sales Audit  

ÒThe Sales Positive Sales Audit gave clear and 
concise feedback on how our sales capability compared 
to best practice, as well as very specific 
recommendations for achieving growthÓ.    

The evidence showed that whilst the delivery 
to clients was exceptional, there were 
important gaps in the internal sales processes 
and culture.  For example the audit revealed a 
large proportion of incoming enquiries were 
not being effectively managed or closed, and 
there was a lack of a promising pipeline of 
new opportunities.  

Sales Partner  

Scotwork appointed Sales Positive as a Sales 
Partner, or effectively a ÒSales Manager on 
DemandÓ, to refine the Sales Plan and 
implement recommendations and execute the 
plan.    

ÒWorking together with Sales Positive as a partner 
in our business, to prepare a Sales Planarising from 
the Sales Audit, and then implement the plan has 
helped Scotwork Australia achieve spectacular 
resultsÓ.  
 

Full year growth of over 35% has 
been achieved  

Course participation rates have 
increased from 75% to 85%  
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 In the full year 2008 growth will be a 
stunning 35% over least year  

 In addition, participation rates at public 
courses have increased from 75% to 85% 
meaning most Scotwork courses are full  

So how were theses results achieved?   

John Huggart, Managing Director of Sales 
Positive and consulting partner to Scotwork 
Australia continues, ÒThe foundation for success 
was evident.  The Scotwork product is brilliant, 
and Simon had initiated changes in the business 
that were important for success, including 
introducing a CRM database for all course 
participants and prospects, and a very popular 
electronic newsletter for their clients.  Most 
importantly, the Scotwork Australia consulting 
and support team were delivering exceptional 
results for their clientsÓ.  

 
The key initiatives from the Sales Plan which 
built on this foundation included:  

 Process Ð Implementing simple sales 
processes for enquiry response and follow up 
Ð enquiry to conversion ratios have lifted 
from 16% in 2007 to over 45% this year!  

 Segmentation Ð Introducing a simple 
segmentation model to help Scotwork 
consultants prioritise and focus their valuable 
selling time opportunities  

 Targets Ð Setting an ambitious goal, and 
reporting progress against it Ð sales are now 
discussed proactively in a healthy and 
constructive way to build the sales culture  

 Internet Ð Scotwork Australia had very low 
visibility in search engines, a specialist helped 
improve search visibility and implement an 
internet advertising campaign so that 
organisations that wanted to improve the 
quality and efficiency of their deals could find 
Scotwork and deliver the results.  Website 
visits are up 150% in 2008.  

 Communication Ð A monthly sales report 
celebrates the teams successes and shares the 
opportunities.  The report includes all 
metrics and status on other sales and 
marketing activities.  The national team 
meets quarterly to discuss the Sales Plan, the 
recent initiatives and introduce new or 
additional sales techniques 

Simon Letchford, ÒWorking with Sales Positive 
has helped Scotwork Australia achieve profitable 
sales growth and I am happy to recommend Sales 
Positive to any business seeking success in winning 
and keeping customers.  As a client I feel that we 
have been able to work with Sales Positive and their 
consultant John Huggart as a true partner in our 
businessÓ.  

ÒOur growth ambition remains high, and we look 
forward to working with Sales Positive as we continue 
to develop and improve our sales and marketing 
initiativesÓ.  

Conclusion  

If you would like to find out more about 
Scotwork Negotiating Skills please visit:  

www.scotworkaustralia.com.au  

Or if you have any further questions on this 
case study or would like to find out how your 
business can lift sales performance please 
make contact with Sales Positive.  

www.SalesPositive.com.au  

John Huggart, Managing Director  

T: +61 2 8004 3442  

sales@salespositive.com.au  

 

WhatÕs in a name!    

Whilst the Scotwork negotiating skills 
program is one of the most powerful short 
courses available for managers and their 
teams, many will incorrectly refer to Scotwork 
as ÒScotworksÓ or spell the name ÒScottworkÓ.  
As a result many alumni who were trying to 
recontact Scotwork through search engines to 
send more people through the training or seek 
negotiating advice could not find the website.    

The solution was introducing a simple and 
low cost internet advertising campaign that 
includes these misspellings Ð sure enough, 
they are often the most popular source of 
visitors Ð verifying the Òword of mouthÓ 
premise. 


