
ACTIVITY AND  
BETTER SALES RESULTS AS THE RESULT

“The new way of working is visible as con-
crete sales results, and sales are now 
made much more extensively. People 
have found the courage to take ac-
tion and leave their comfort zones. 
Now, they offer products not offered be-
fore. People have taken ownership of the 
unknown and there has been a major in-
crease in activity,” Iiris Puro, Bank Manager 
at Suomenselän Osuuspankki says.

”The feedback collected at the end of the 
collaboration indicated that the partic-
ipants in the programme felt that 
they had advanced from the baseline 
in terms of every indicator. The coach 

succeeded in the work. In particular, the 
approach to important things and sharing 
own experiences have received good feed-
back!” Puro continues. 

ACTIVITIES IN LINE WITH  
THE NEW STRATEGY

”Becoming a Professional in Solution 
Sales” is a change programme imple-
mented by Trainers’ House for the various 
OP Financial Group banks.  The aim is to 
support activities in line with OP Financial 
Group’s new strategy and provide the par-
ticipants with tools for solution sales. 

”We wanted our customers to have a uni-
form service experience and our employ-

ees to go through our offering more exten-
sively in their sales work. Assistance and 
encouragement for talks with customers 
were wished for in sales. We manage the 
customer account as a whole, not just 
an individual need. Time use was also 
wished to be more systematic, as things 
always happen, even surprising things, 
in customer service,” Puro describes the 
background of the collaboration. 

”Many of the tools we received in the train-
ing have been deployed and they have in-
creased our employees’ sense of control 
over their work. Many felt that they had 
developed in efficient planning of time use 
and gained more courage for customer 
work,” Puro says. 

MAKING THE MOST IMPORTANT 
ACTIONS A REALITY

”I have been particularly satisfied with us 
supervisors having walked along through-
out the collaboration and kept up to date 
with everything. The Pulssi change man-
agement platform has been a good ven-
ue for sharing your own thoughts. 

Trainers’ House also reminded us of the 
most important actions by making “Stay-
ing on the path” calls to those participat-
ing in the change programme. These calls 
verified whether the people had been do-
ing what had been agreed, and if not, why. 
At the end of the call, they agreed on the 
required measures to make the things a 
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reality. These calls have been praised here. 
Returning from the summer holiday was 
pleasant when someone reminded me 
where to continue from. Based on the 
feedback received, people have noticed 
room for development in their work and 
there is a drive on now,” Puro says.  

”Trainers’ House has been an excellent part-
ner choice for us. We have gained valuable 
information about our customer work and 
the sales-related strengths of our employ-
ees. With the training, I personally have also 
understood more extensively what our cus-
tomer encounters are like. At the same time, 
it has helped to understand what needs to 
be developed further to create even high-
er-quality encounters,” Puro sums up. 
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”The new kind of 
activity is visible 

as concrete sales 
results”.
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