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Introduction 
Our S2P workshop is designed to give you a deep 
insight into the themes of our selling to 
procurement approach for sales people.  During the 

workshop, you will be able to apply the thinking to one of your key 
accounts, so that you can gain practical, applicable insights into how 
to manage this key relationship more effectively 
 
You will get a good level of familiarity with the core concepts that we 
apply in “selling to procurement”, and these will enable you to lead 
account strategy development more confidently, and more in tune 
with the procurement agenda. 
 
The workshop is suitable for sales and business development 
directors, through to sales personnel who regularly meet with 
professional buyers. 
 
We are looking forward to working with you on the 4th December! 
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The Agenda 

0930  Coffee & Welcome 

0945  Overview of the S2P Research 

1015  The evolution of Procurement 

1100  Break 

1130  Analysing the role of 
procurement at your client 

1300  Lunch 

1400  How your client  categorises 
you and how that affects account 
development options 

1500  Break 

1515  Analysis of Power and 

 its implication for negotiation 

1615  Account action plans / Q+A 

1700  Close 
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The Facilitators 

In the Blue corner… 

In the Red corner… 

Representing 
Procurement 
David Atkinson 
Founder & Director 

Four Pillars 
 

Representing Sales 
Anderson Hirst 

Director 

Selling Interactions 

I started my sales career at 

the age of 23 selling water 
treatment chemicals in to the 
facilities management services 
industry, before moving onto to 
sell industrial adhesives. In both 
cases, I encountered some 
fearsome buyers, and among our 
sales team, there were always 
stories circulating about their 
inexplicable behaviour. And, of 
course, there was always bravado 
about winning one over the 
buyer too! The fascination with 
buyer-seller interactions led me 
to become a training consultant 
in sales, and eventually to set up 
Selling Interactions, to 100% 
focus on sales development and 
researching sales issues. 

Like many procurement 
people I found myself in the profession 
by happy accident, at Black & Decker, 
where I earned my spurs as a  relative 
youngster doing deals internationally 
with senior supplier executives. I quickly 
learned how to negotiate and began to 
apply analytics to sourcing decision-
making. I had fun working with these 
tools in a variety of procurement 
leadership roles in automotive and 
aerospace over a long career in large 
companies. For the past ten years I’ve 
shared that experience and knowledge 
with buyers (and indeed sellers) in a 
wide range of business sectors. For me, 
there are few situations where solid 
preparation doesn’t out-perform an 
negotiation adversary: so I’m saying the 
key to success in buying and selling is in 
doing your homework; something I 
don’t see enough of. 
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Survey Headlines 

Encouragingly for the sales profession, their knowledge of the procurement 

process has demonstrably increased in recent years. Two-thirds of the knowledge 
indicators in the survey show an increase in understanding of procurement since our first 
survey. Procurement is now an expected part of the sales territory. 
 
88% of sales people believe the role of procurement is increasing in strategic importance 
to clients. 
 
Unsurprisingly, aspirations of ‘client lock-in’ are somewhat depressed, more uncertain in 
today’s atmosphere of financial turmoil and risk avoidance (decrease from 57% to 49%). 
 
70% of sales people are indifferent, or actively do not enjoy embracing the challenge of 
dealing with procurement. 
 
The sales profession, lagging in 2007, in terms of understanding and leveraging power 
and dependency, is in an even worse position in 2012.  The need for getting a grip in this 
critical area is urgent for many suppliers. 
 
And worryingly, “little or no help” is coming from the Sales hierarchy in 79% of cases; 
help such as senior executive engagement, training, deal coaching, etc. 
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The Venue 

• The venue will be confirmed by November 20 and 
will be easily reachable from the central Birmingham 
train stations   

• Contact Anderson.hirst@sellinginteractions .com or 
d.atkinson@fourpillars.co to find out more 
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Selling Interactions Limited 
 

2nd Floor –  Quayside Tower 

Broad Street 

Birmingham 

B1 2HF 

 
To find out more contact us:  
 

T:  +44 (0) 121 277 4642 

E:  info@sellinginteractions.com 

W: www.sellinginteractions.com 

w: www.fourpillars.co        t:  +44 (0)121 3731797        m:+44 (0)7946 562927 


