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INTRODUCING

COMMERCIAL EXCELLENCE
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Rådgiver

THE ADVISORY PLATFORM

YOUR ADVISOR

12 INTERNATIONAL ADVISORS

5000 IIB ACREDITTEDED ADVISORS

Institute of independent business

Practical advice that works

A. Global reach with local expertice
B. Strategic & operational
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VIRKON SERVICE DELIVERY FORMAT

Advisor

SERVICE FORMAT

Interim Management

Advisory Board

Projects

Innovation Mgmt.

INNOVATION
EXCELLENCE

POC
(Proof-Of-Concept)

Innovation Pipeline

TOOL BOX

Ideation

Commerciaization

COMMERCIAL
EXCELLENCE

Sales Excellence

Go-To-Market

TOOL BOX
MANAGED

SALES

Market testing

Sourcing & SCM

BUSINESS
EXCELLENCE

Internationalization

Digitalization

TOOL BOX

Strategy & capital

Key note speaker

Workshops
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ACCELERATION TOOLBOX

▪ Sourcing & SCM Assessment – review and validation of current sourcing policy and supply chain 
set-up. Identification of alternative scenarios.

▪ Digitalization – high level assessment followed by a prioritized roadmap for digitalization.

▪ Performance Management & Business Control Tower (BCT) – concept to get timely, accurate and 
relevant business insight, allowing efficient performance management

▪ Customer Acquisition Model – define optimal acquisition model to ensure efficient sales approach 
adopted to the specific industry (“Simply Selling”, “Strategic or “Solution Selling”)

▪ Sales Force Optimisation – design of an efficient sales force organisation with tools and structure 
that supports the overall company objective. Managed sales - acceleration

▪ Structured Market Segmentation – model to facilitate structured segmentation of your market 
and provide understanding of each segments value proposition

▪ Go-to-Market Plan – structured approach to build the masterplan from evaluation of an business 
(market) opportunity to gaining actual revenue from that market.

▪ Export and International business expansion – structured approach to evaluate and pursue export 
and international business opportunities.

▪ Coached & Managed Sales - operational sales services which will accelerate change in your 
company

▪ Ideation Framework – establish structured process and tool to identify, capture and evaluate 
(innovation) ideas in order to support efficient business development.

▪ Innovation Pipeline – define and adjust the Innovation Pipeline Tool to capture and manage 
innovations ideas from idea to market launch

▪ Collaborative innovation – define and introduce user, collaborative and open community driven 
innovation philosophy to achieve more successful growth platforms for future business, product & 
services

▪ CIA – Commercialization Innovation Assessment is a complete and structured program for 
qualification, POC delivery, market testing, business model optimization and commercialization 
kick-start launch.
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”Products come and go – Sales & Marketing is a people competition – we have to stay in shape”
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ABILITY TO ACCELERATE SALES

Sales is the toughest part of any business. 

Products, services and environment change constantly and often, 
companies don’t understand the benefits of new products and services –
and the sales organization who should win new business, can become 
neglected, in need of competence and tool elevation - fast.

We Can Help Now!

Whether you need qualified leads, meetings, new clients, increased order 
and margin value or simply short of competent sales resource we have 
the solution for you. 

We do everything from full-service sales pipeline building to training 
programs for you and your team

WE WORK WITH YOU TO ACHIEVE AGREED OBJECTIVES
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VALUE ACCELERATION
The primary growth parameters

”DO NOT GET STUCK IN LONG PROGRAMS  - MOVE THE DRIVING PARAMETERS”
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ACCELERATION

ESTABLISH THE GROWTH PATH

INNOVATION MANAGEMENT

BUSINESS DIGITALIZATION 

VALUE CHAIN

CAPITAL MANAGEMENT

GO TO MARKET  POWER

SALES CULTURE & LEADERSHIP

MARKET PRIORITIES

FINANCIAL PLATFORMCOMMERCIAL POWER

INNOVATION DISCOVERY
QUALIFICATION OF INCUBATIONS
COMMERCIALIZATION OUTLINE
INNOVATION PRIORITIES

INNOVATION PIPELINE QUALITY

INNOVATION CULTURE

FUTURE GROWTH PLATFORMS

PERFORMANCE KPI PRIORITIES
SOURCING ASSESSMENT
FINANCIAL REQUIREMENT
VALUE TRACKING

PERFORMANCE IMPROVEMENT
MARKET HOT-SPOT ASSESMENT
KICK-START IN NEW MARKET
MANAGED SALES
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Finance

Mapping the potential & link to support activity

Performance 

Innovation + R&D

Product & Services

Production, Sourcing

& Supply Chain

Strategy & Targets
Organisation

(people, skills & structure)
Processes & Systems

A S S E S S M E N T    P A R A M E T E R

B
U 
S
I
N
E
S
S

A
R
E
A

Market & Customers

Sales

Commerciali
zation

Analyze & 
Assessment

+
Go-To-
Market
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Strategic Selling Program

CIA
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CIA
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ACCELERATION PRIORITIES  ”KICK START”

Day 1

SCOPE 

Day 2-4

ASSESSMENT

Day 5

BRIEFING

FAST TRACKS TO GROWTH

SOURCING + 12%1

CAPITAL + 20%2

NEW MARKETS + 40%3

+40% Value increase in 15 Months
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SALES ”FAST TRACK” – ACCELERATED, COACHED & MANAGED

1

2

3ACCELERATOR KICK START 1 DAY 

ACCELERATOR STRATEGY 4 DAYS

SALES OPERATION GROWTH TRACK 3-6M

A: SCOPE THE ASSIGNMENT
B: RESSOURCE ASSESMENT
C: JOINT OBJECTIVES

A: SALES TOOL BOX
B: IDENTIFY OPPORTUNITIES
C: TEST & IMPROVE CVP
D: GTM ACTIVITIES
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REQUIREMENT

ACCELERATION PROGRAM EXAMPLE

12

OPERATE

A:MARKET 

B: CHANNEL

C: COMPETENCE

CAPITAL

SOURCING

FEBRUARY MARCH

Stage4

Stage3

Stage2

Stage 5

STAGE & WORK PACKMARKET 
TEST

REGIONAL

T2 VAR MAT1

POC Search, Validate & Innovation collaboration

W1 W2 W3 W4 W1 W2 W3 W4 W1 W2 W3 W4

VALUE CHAIN OPTIMIZATION, BUSINESS CASE & FUNDING

SG4

VALUE ASSESMENT

ORG 
ASSESSMENT

GOVERNANCE, TRAINING, TOOLBOX*

SG3 

OPTIMIZE GTM 

CHANNEL ASSESSMENT

DEFINE MARKET PRIORITIES

SG2 

3

1

2

VERTICAL VERTICAL

Selection

3M PLAN

*SG4

SG5

JANUARY

*SG4

KICK STARTER MODULES

NEW MARKETS

FAST TRACK IMPLEMENTATION OF IDENTIFIED GROWTH PRIORITIES

ADVANTAGEASSE
SSMENT

SG3 
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PREPERATION, SALES PRIORITIES & PLANNING

1. The Target market 

2. Aligning the Value proposition

3. Identification of “POC”  Kick-start prospects

4. Packaging the “sales tool box”

5. The individual 3M Plan for market attack

6. Support, governance and systems

7. Organization, roles & responsibilities

The complete, Go-to-market package prepared for action
While enabeling Sales excellence and perpetual business



Page 14VIRKON INTRODUKTION  – HANDOUT 2017 

SALES CYCLE FACILITATION

HOW DO YOU MASTER THE ELEMENTS IN YOUR SALES CYCLE TO EXCELLENCE ?
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MANAGED & COACHED – SALES & MARKETING 

Sales Manager : 1-5 Days/Week 1-6 Months

• Manage and develop sales with you 1-5 Days pr. week

Export Manager : 1.5 Days/Week 3-9 Months

• Establish, Manage and develop sales in your export markets

Sales Executive : 1- 5 Days/week 1-6 Months

• Work as your sales ressource in any relevant territory/market

Bid Manager : Project + ad-hoc

• Lead or participate in tender or large bid process

Business development manager: Program 3-6 Months

• Development of new business areas, markets or opportunities

Marketing Manager: Project + 1-5 Days/Week 1-3 Months

• Lead function, campaign activity, event or full 3M program

DO YOU NEED A TEMPORARY, EXTRAORDNARY EFFORT DONE, BRIGDE A RESSOURCE GAP OR
TEST A MARKET OR PRODUCT AREA – INTERIM ASSISTANCE COULD BE THE MOST EFFICIENT SOLUTION.
A VIRKON CONSULTANT PROVIDE MUCH MORE THAN TIME – FAST, FLEXIBLE AND COMPETENT

✓ CAN START NOW
✓ TOP PROFFESIONAL
✓ SALES EXPERT
✓ C-LEVEL EXPERIENCE
✓ HIGHLY EFFICIENT
✓ PART OF YOUR TEAM
✓ COST FLEXIBLE 
✓ NO FINANCIAL RISK
✓ BACK-UP BY VIRKON
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THE STRATEGIC SELLING PROGRAM 

DELIVER CONTINOUS SUCCESS   

“Successful selling in constant change”

Management workshop/ buy-in
Identification and criterias for participation
Program Scheduele & design
Process support
Career in sales – The jobfamily
Account management & solution selling
Consultative selling & Innovation 
Making it work
Governance

THE PROGRAM WILL BE DESIGNED TO FIT YOUR 
ORGANIZATION STATUS AND REQUIREMENTS & 

DELIVERED BY EXPERT FACILITATORS
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STRATEGIC SELLING - CONTENT & TOOLS

Territory management

– Funnel management

– Market + Channels + competitors

– Keep and expand ideal customers

Account Management & Planning

– Identify SSO

– Identify influences -> become thrusted advisor

– Establish strategic partnership

Winning complex sales

– Manage multiple contactpoints and roles

– Manage multilevel decision models

– Create joint solutions
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✓ Full sales resource
✓ SM toolbox
✓ Review guides
✓ Repporting
✓ Meeting documents
✓ Joint event schedule
✓ Program dashboards
✓ Info sharing
✓ News
✓ Innovation community

inp
ut

SALES MANAGEMENT PORTAL
Agile governance

SALES LEADERSHIP & GOVERNANCE 

http://dkcrm01/KonicaMinolta/crmreports/viewer/viewer.aspx?action=filter&helpID=Aktiviteter pr marketingliste (1).rdl&id={E4FB53D3-D9A3-E111-9B3F-00155DC98560}
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EXPORT & 
INTERNATIONALIZATION

FAST-TRACK TO NEW MARKETS

STRATEGIC & OPERATIONAL ASSISTANCE 
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✓ Establishment in new markets
✓ Growth via export
✓ Practical internationalization
✓ Going global – starting small

Practical 
internationalization

Market 
Selection Value 

proposition

Business 
model

Services

Channel 
strategy

IPR

SCM

Marketing

Finance

Organization

Culture

Compliance 
& regulatory

VIRKON OFFER EXPERT ADVICE, OPERATIONAL
ASSISTANCE & LOCAL PRESENCE 

INTERNATIONALIZATION & EKSPORT
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CHINA → EUROPE

• Market testing in EU

• Innovation collaborations

• Supplier readiness assessment

• Establish business (legal entity) in EU

• Build GTM strategy & plan

• Implement GTM plan

• Actual trading/business in EU

• Managed sales in Europe

DENMARK → CHINA & ASIA

• Product sourcing assessment

• Outsourcing evaluation & partner identification

• Establishment of business in new markets

• Build GTM strategy & plan

• Implement GTM plan

• On-site representation

• Actual trading/business in China or Asia

ASIA TRADE – A SPECIAL SERVICE

http://new.virkon.dk/wp/?p=533
http://new.virkon.dk/wp/?p=533
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VIRKON ADVISORS PROVIDE

PRACTICAL ADVICE THAT WORKS

➢ Leadership in international organizations

➢ Senior VP, CEO, Directors

➢ International business experts

➢ Corporate , SME & entrepreneurs

➢ All Major business sectors

➢ All +Master’s dgr. + *IIB Certified

▪ International sales & marketing – B2B and B2C

▪ Innovation management  – Business  & Technology 

▪ Supply Chain Management & Sourcing

▪ Production & Manufacturing

▪ Biotek & Healthcare

▪ Global ITT, Technology, Application and IT services

▪ Capital & investment management

▪ M&A, Fund raising
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VIRKON
Thorsgade 5
5000 Odense C
Denmark. www.virkon.dk

MICHAEL PLOUGMANN
PARTNER & ACCELERATOR

mip@virkon.dk
20254812

http://www.virkon.dk/
mailto:mip@virkon.dk

