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OVERVIEW OF THE PROCESS OF DEVELOPING SKILLS AND 
COMPTENCIES OF THE EXPANDI SALES TEAM 
 

After completing Task 2.1, which involved selecting staff for client acquisition (Deliverable 2.1, D3), the 
process of developing the necessary knowledge and skills began. This process was planned as a series of 
interactive workshops, where the sales team and other employees of SOVA, along with some partners like 
I4UM, delved deeply into the individual services and how to sell them to clients. 

Salespeople possess unique skill sets that help them build relationships with customers and persuade them 
to purchase specific products or services. Key skills such as prospecting, client communication, and goal-
setting are critical in achieving sales targets. The sales team of SOVA is successful in the market they serve. 
However, it was necessary to develop strong product knowledge. This requirement arose from the fact that 
they do not sell similar products or solutions to their existing customers (embedded customer base) or 
prospects. Therefore, the entire training program focused on developing product knowledge. 

It's important that sales representatives know the products or services they're selling intimately. This 
enables them to highlight the most beneficial features, answer customers' questions, and provide ongoing 
support to both new and existing customers. Knowing the full product range in granular detail across several 
diverse areas—ranging from in-depth analysis and developing digitalization roadmaps, through 
cybersecurity analysis, laboratory testing, and training, to providing advisory on the most efficient financing 
strategies—helps determine which products are most relevant or appropriate for a certain customer and 
communicate their unique selling points. 

The partner responsible for Task 2.1 is SOVA Digital, a company with over 30 years of success in the market, 
focusing on the digitalization of industrial companies. Their main technology partner is Siemens, and the 
company employs 38 people. As the Work Package (WP) leader, SOVA Digital initiated the training program 
at the end of October, once the EXPANDI core sales team had been identified and assigned, gaining full 
speed during November 2022. 

Who were the trainers?  In most cases, the WP and task leaders took responsibility for providing in-depth 
knowledge on all the products EXPANDI offered. Additionally, an external expert in the field of Industry 4.0, 
Mr. Peter Prónay, who was involved in negotiations with the Swedish Platform I4.0 (Platform 2030) 
regarding the possibility of using the Ingjenor 4.0 program, contributed to the training. One of the key topics, 
besides those arising from the tasks, was state aid and de minimis rules, which were unclear to all 
participating sales team members. It was necessary to provide a second explanation to ensure clarity in 
selling techniques and explanations to potential clients. 

Trainers: 

 SIEA: 
 Bc. Michal Muhl – Overall project management, reporting, contracting 
 Ing. Artur Bobovnicky, PhD. – Support for financing, state aid rules, and principles 

 NaCeRo: 
 Prof. František Duchoň, PhD. – Robotics, Ing 4.0 education 
 Ing. Peter Prónay –Ing. 4.0 education 

 SOITRON: 
 Ing. Martin Lohnert - cybersecurity 

 MATADOR: 
 Ing. Alžbeta Podobová – validation of the solutions 
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 SOVA Digital: 
 Ing. Martin Morháč – test bed and other services of SOVA 
 Ing. Kristián Zastko – sales techniques 

 

WORK PACKAGE 2: CLIENT ACQUISITION 

 

Task 
No. 

   Task name Description of the work performed 

T2.1 Appointment of 
sales staff; 
preparation of sales 
and training 
documents for 
sales  

 

Our unique approach to achieving performance targets is 
grounded in the extensive experience of our partners in the 
business. We recognize that client acquisition is of utmost 
importance and cannot be substituted by communication 
alone. Therefore, we have chosen experienced 
consultants, who bring a wealth of expertise in the field. 

To ensure their effectiveness, we trained them through 
several workshops covering topics such as EDIH, state aid, 
and the services we provide. The consultants from each 
partner´s team have actively participated in the 
preparation of sales materials, leveraging their 
knowledge to create compelling and informative content. 

This approach has been instrumental in our strategy, as 
they bring a hands-on approach to client acquisition. By 
combining their field experience with targeted training, 
we have equipped sales team to effectively communicate 
the value of our services, the topics related to the state 
aid in form of tminimal aid (de minimis) and engage 
potential clients directly.  
This approach has allowed us to build stronger 
relationships with our target audience and achieve our 
performance goals more efficiently. 

T2.2 Regular reporting on 
sales; Sales pipeline; 
Sales feedback loop 

Sales representatives regularly report the current sales 
status. The status of the orders is recorded in a shared, 
secure folder. They communicate based on the created 
database and through marketing activities and sent 
promotional emails. Feedback from sales/implementation 
is recorded through  questionnaires—customer 
satisfaction surveys. 

 

 

SUMMARY 
This report summarizes Deliverable 2.2 (No D4) in WP2, Task 2.1, which involves preparing the sales team 
to effectively sell the full portfolio of EXPANDI services. The status of this deliverable is COMPLETED. 

Since the end of October/beginning of November 2022, regular training sessions for the sales team of five 
representatives from SOVA Digital have been taking place, focusing on EXPANDI 4.0 services. The training 
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covered the technical specifications of EXPANDI 4.0 services as well as internal processes and procedures 
for reporting during acquisition and sales activities. 

A service catalogue (sales guidelines) has been created. Contracts for service provision were prepared, and 
a system for collecting information about acquisition activities and results was established. The reporting 
format was set up and delivered to the sales director. 

The training was conducted four times per month (usually on Monday afternoons), plus individual training 
for consortium members providing services in the areas of Test Before Invest, Skills and Training, and 
Support to Find Investment. In total, five  trainings sessions took place in 2022, one in 2023 and three in 
2024. The trainings in 2023 and 2024 were intended to update the sales team and project team with the 
news (changes in the scheme de minimis, update of the price list, new services added in 2024 etc.). 

The log of workshops is listed in Attachment No. 3. 

The sales team was fully trained on EXPANDI 4.0 services by January 31, 2023, and ready to start sales. 
Unfortunately, delays regarding co-financing from the RRF (Plan obnovy) caused a significant delay in 
service provision, despite gaining substantial traction in sales. The services were not provided until late 
summer 2023. Data reports on sales and the dataset of clients interested in EXPANDI services are provided 
in Attachments 4 and 5. 

 

Attachemennts: 

1. EXPANDI sales guidelines – catalogue of the services 

2. List of experts participating on the training courses 

3. Log of the workshops/trainings 

4. Sample of sales report 

5. Sample of database of the sales results 

 
 
 
 
 

History of changes 

 

Date Ver. Author(s) Change description 

16.12.2024 1.0 Artur Bobovnicky Document creation 

17.12.2024 1.1 Martin Morháč, WP 2 Leader Final drafting 

19.12. 1.2 Artur Bobovnický Summarization of the 
attachements, final corrections 
of the narrative, submission 
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Attachement No.1  EXPANDI Catalogue of Services – sales guide 
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Attachement No.2: List of experts participating on the training courses 

 

SIEA:   Bc. Michal Muhl – overall project management, reporting, 
Ing. Artur Bobovnicky, PhD. – Support for Financing 

NaCeRo:   prof. František Duchoň, PhD. – robotics, Ing4.0, 
Ing.Peter Prónay – Ing.4.0 

SOITRON:   Ing. Martin Lohnert 
MATADOR:  Ing. Alžbeta Podobová 
SOVA Digital: Ing. Martin Morháč 
   Ing. Kristián Zastko 
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Attachement No. 3: Log of the workshops/trainings 
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Attachement No. 4: Sales Report 

 
 

 
 
 
 
 
Sales Report for the Period 1-2023 
 
During the sales for the given period, the following results were recorded in the various 
service categories: 
 
Digital Maturity Assessment 
Number of services sold: 40 
The digital maturity assessment service was the most in demand. Customers showed great 
interest in identifying the level of digitalization in their businesses to optimize processes and 
implement modern technologies. 
Cybersecurity Assessment 
Number of services sold: 29 
The demand for cybersecurity assessment increased, particularly among companies needing 
to improve the protection of their data and infrastructure in the context of heightened cyber 
threats. 
Advisory on digital transformation  
 
Number of services sold: 10 
 
This service was primarily sought by companies developing new solutions and requiring 
technical verification under controlled conditions before practical implementation. 
 
Digital solution application  
 
Number of services sold: 1 
 
The expert verification of solutions was a one-time service, used for a specific project that 
required a high level of expert evaluation of technical solutions. 
 
Design of a Digital Product 
 
Number of services sold: 1 
 
This unique service was sold for a project where the client required the creation of a digital 
product design that incorporated modern technologies and market demands. 
 
Advisory on data Management 
Number of services sold: 8 
The interest in enterprise data management services reflects the growing importance of 
efficient data management and analysis for better decision-making and optimization of 
business processes. 
 

Work Package 2: Sales 
 
D1.2.1  Review of the planned number of supported SMEs, and public entities 
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A total of 89 services were sold, with the most in-demand services focusing on digital 
maturity assessment and cybersecurity, which reflects the current trend of increased 
digitalization and the need for security in businesses. 
 

Service Sales Table: 

Service 
Number of 
services 
sold 

KPI 
Place of sale Note 

Assesment of the 
current situation 
(DMA) 

40 88 Slovakia 
The most in-demand service, focused on 
improving digitalization and optimizing 
processes. 

Cybersecurity 
assessment 

29 50 Slovakia 
Increased interest in data protection and 
infrastructure security. 

Advisory on digital 
transformation 

10 22 Slovakia 
Verification of technical solutions before 
practical implementation 

Digital solution 
application 

1 16 Slovakia 
A one-time service with a high level of 
expert evaluation of solutions 

Advisory on design 
of digital product 

1 16 Slovakia 
Creation of a digital product design 
based on modern technologies and 
market demands 

Advisory on data 
management 

8 21 Slovakia 
Growing interest in efficient data 
management and analysis for better 
decision-making 

 
 



  
 

 

 

Attachement No.5: Sample of the sales database 
 
 
 


