
Case Study: Sales Transformation for a UK Fibre Optics Manufacturer 

Driving Sales Team Improvement and Delivering Measurable Sales Results 

 

The Challenge: Inconsistent Sales Structure Limiting Growth 

A UK-based fibre optics manufacturer with an annual turnover of approximately £1 million 
approached us following the loss of a key contract. This created immediate pressure on 
revenue and exposed critical weaknesses within their sales function. 

Despite offering high-quality products and maintaining strong profit margins, the business 
lacked: 

• A defined sales strategy  

• Structured sales processes  

• Consistency across customer-facing teams  

This absence of essential sales training and clear direction meant opportunities were being 
missed, and performance was unpredictable. 

The company initially set a modest objective of achieving 20% revenue growth, but it was 
clear that significantly greater sales results were possible with the right intervention. 

 

The Strategy: A Complete Sales Transformation Programme 

Following a comprehensive review, we identified substantial untapped potential and aligned 
on a more ambitious goal: 50% revenue growth. 

To achieve this, we implemented a full sales transformation programme focused on 
sustainable sales team improvement and long-term capability building. 

This included: 

• Development of a clear, practical sales and marketing strategy  

• Sales training for senior leadership and the Head of Sales  

• Sales skills training for all customer-facing staff  

• Focused development of:  

o Questioning and listening skills  

o Closing skills  

o Negotiation skills  

• Introduction of structured, repeatable sales processes  



• CRM implementation to improve pipeline visibility and forecasting  

• Embedding accountability and performance management across the team  

This approach combined basic sales training principles with more advanced techniques, 
ensuring both immediate impact and lasting behavioural change. 

 

The Results: Significant Sales Growth in Just Six Months 

Within six months, the impact of the sales transformation programme was clear. 

The business achieved: 

48% Revenue Growth in 6 Months 

This result not only exceeded the original 20% target but came close to the revised 50% 
growth objective—demonstrating the power of focused sales team improvement and 
structured execution. 

In addition to improved sales results, there were important operational and personal 
benefits: 

• Greater visibility and control over the sales pipeline  

• Increased confidence across the sales team  

• More consistent performance and forecasting accuracy  

Business Owner Impact 

• Regained control of their time  

• No longer working seven days a week  

• Able to step back from day-to-day pressure  

• More time for personal priorities, including leisure activities  

 

Key Takeaway: Sales Transformation Drives Performance and Lifestyle Change 

This case study highlights that sales transformation is not just about increasing revenue—it 
is about building a scalable, sustainable sales engine. 

By investing in sales training, structured processes, and sales team improvement, 
businesses can unlock significant growth while also improving quality of life for leadership. 

Strong foundations, combined with the right strategy and capability development, lead to 
predictable and repeatable sales results. 

 


