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The Association of Professional Sales is the 
community that advances and promotes 

excellence in the sales profession.

We are building standards, diversity and 
education with the help of sales leaders from 

around the world.

Our goal is to bring the best theory and 
practice to the sales profession.

@assocprofsales

association of professional sales (UK)
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The Association of Professional Sales was founded in 2014 
at which time our initial focus was on creating the APS 
Framework and recruiting individual members to set the 
foundations for the future.

We were supported by a number of corporates who took 
the APS  message out to their own sales organisations 
but it became clear we needed a dedicated corporate 
membership offering that was easy to access and one that 
would allow a phased journey of adoption of what the APS 
has to offer to corporates and their sales organisations no 
matter what sector they work in.

Our corporate membership works hand in hand with our 
individual membership programme, our APS Framework and 
the Investor in Sales awards and recognition programmes.

introdUCtion
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In the same way as individual membership has a series of 
EHQH̨WV�DQG�FRPPLWPHQWV�OLQNHG�WR�LW�VR�GRHV�WKH�$36�&RUSRUDWH�
PHPEHUVKLS��7KH\�DUH�RXWOLQHG�LQ�WKLV�EURFKXUH�DQG�DUH�VSHFL̨FDOO\�
GHVLJQHG�WR�VXSSRUW�\RXU�VWUDWHJLF�REMHFWLYHV�DQG�SUDFWLFDO�QHHGV�

:H�KDYH�FRPELQHG�WKLV�ZLWK�WKH�VLPSOH�DELOLW\�IRU�\RX�WR�HPEUDFH�
TXLFNO\�DQG�H̪FLHQWO\�IRU�PD[LPXP�YDOXH�DQG�LPSDFW�IRU�\RXU�
organisation.
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:H� KDYH� GHVLJQHG� D� FRPSUHKHQVLYH� EHQḨWV� SDFNDJH� IRU� RXU� &RUSRUDWH�PHPEHUV� DQG� LQFOXGHG�
ZLWKLQ�LW�DFFHVV�IRU�D�VSHFĻF�QXPEHU�RI�QDPHG�FRUSRUDWH�XVHUV�LQ�RUGHU�WR�GHPRQVWUDWH�YDOXH�DQG�
HQDEOH�UDSLG�HQJDJHPHQW�DQG�DFFHVV�WR�WKH�EHQḨWV�7KH�SUHFLVH�OHYHOV�RI�HDFK�EHQḨW�DUH�GULYHQ�E\�
WKH�VL]H�DQG�VFDOH�RI�\RXU�VDOHV�RUJDQLVDWLRQ���:H�EHOLHYH�WKLV�LV�WKH�PRVW�̨H[LEOH�ZD\�RI�VXSSRUWLQJ�
HDFK�RUJDQLVDWLRQV�EDVHG�RQ�FLUFXPVWDQFHV��7KH�FRUH�&RUSRUDWH�%HQḨWV�DUH��

&25325$7(�%(1(),76

8VH�RI�D�GHGLFDWHG�$36�&RUSRUDWH�0HPEHU�ORJR which can be used on your own marketing collateral 
and channels such as  sales material, websites and in presentations

(QWU\�RQ�WKH�3XEOLF�$36�3URIHVVLRQDO�5HJLVWHU�RI�&RUSRUDWH�PHPEHUV showing your commitment to 
the APS code of conduct and securing professional registration of your sales organisation

$FFHVV�WR�XQLTXH�$36�FRQWHQW�VXFK�DV�TGRQTVU��YGDKPCTU��#25�(TCOGYQTM�QXGTXKGYU���6JKU�DGPGƒV�
is provided to a number of named corporate users based on one user per ten people in your sales 
organisation.

$WWHQGDQFH�DW�$36�(YHQWV� �� HQT�C�URGEKƒE�PWODGT�QH�GXGPVU�RGT�CPPWO�HQT�[QWT� �PCOGF�EQTRQTCVG�
users. Again this is based on one attendee per ten people in your sales organisation.

3UH�SXEOLFDWLRQ�RI�HYHQWV�FDOHQGDU to allow internal communications and targeting of those you want 
or  need to attend.  This allows for alignment with your own programmes.

$36� ,QGLYLGXDO�0HPEHUVKLS� SURPRWLRQ� VXSSRUW from our member services team and key leaders 
YKVJKP�VJG�#25��6JKU�KPENWFGU�EQTG�OGUUCIKPI��XKUWCN�DTCPFKPI��GXGPV�CVVGPFCPEG�YKVJKP�FGƒPGF�NKOKVU�
and geographical locations.

&RUSRUDWH� 'LVFRXQWV� IRU� ,QGLYLGXDO� $36� 0HPEHUVKLS� This can be presented as an corporately 
PGIQVKCVGF�FKUEQWPV�QT�CU�CP�GORNQ[GG�DGPGƒV�YJGTG�VJG�[QW�EJQUG�VQ�EQXGT�VJGUG�HGGU�[QWTUGNXGU�
as part of an incentive programme. This will be subject to an agreed communication programme and 
FGƒPGF�OCZKOWO�VKOGUECNG�HQT�TQNNQWV�CPF�CFQRVKQP�

$36� &RPPXQLWLHV� SDUWLFLSDWLRQ� LQYLWDWLRQ� WR� XS� WR� �� FRPPXQLWLHV subject to a minimum time 
commitment and standard of those participating approved by each community lead.

On the list of invitation only events and programmes such as our Executive Leadership Programme, 
Interactive video based discussion groups and other events which are over and above the normal 
DGPGƒVU�KPENWFGF�KP�EQTRQTCVG�OGODGTUJKR�

3URYLVLRQ�RI�D�$36�H[HFXWLYH�OHDGHU�WR�VSHDN�DW�DQ�DQQXDO�VDOHV�FRQIHUHQFH�each year.  Again this 
DGPGƒV�KU�XCTKCDNG�FGRGPFKPI�QP�VJG�UK\G�QH�[QWT�UCNGU�QTICPKUCVKQP�YJKEJ�OC[�CVVTCEV�OWNVKRNG�URGCMGTU�
over more than one event.
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$36�FRGH�RI�FRQGXFW�DQG�SURIHVVLRQDO�UHJLVWUDWLRQ - As an organisation you will sign the APS code 
of conduct and embed in your policies for your sales organisation. A key part of its adoption is putting 
your sales organisation through the online professional registration exam.
You commit to requiring each sales, leader, manager and salesperson to signing the APS code of 
conduct within an agreed timeframe and undertaking and passing the professional registration exam 
within an agreed timeframe. You can roll this out at a sales team, division, region and country level. 
We are accepting of pilots and experiments but it must be sponsored directly by Sales Leadership and 
CxO level in your organisation.

3URPRWH�$36�,QGLYLGXDO�0HPEHUVKLS�LQWHUQDOO\�WR�\RXU�RZQ�VDOHV�RUJDQLVDWLRQ�ZLWKLQ�WKUHH�WR�QLQH�
PRQWKV�RI�MRLQLQJ - This can be undertaken as either a concurrent or  subsequent  phase and can be 
done in stages.  We provide you with a “Corporate negotiated discount” which you can chose how you 
apply them within your organisation. As examples some organisations pay for individual memberships 
as a reward and recognition of achievement, others simply promote the membership and the discount 
CU�CP�GORNQ[GG�DGPGƒV��1WT�OGODGT� UWRRQTV� VGCO�YKNN� CITGG�C� UJCTGF�RNCP�YKVJ� [QW�UQ� VJG[�ECP�
provide the support you need in a timely manner and coordinate support internally such as delivering 
FKIKVCN�TGUQWTEGU�CPF�MG[�OGUUCIKPI�CU�YGNN�CU�UGEWTKPI�CEEGUU�VQ�UGPKQT�#25�ƒIWTGU�VQ�UWRRQTV�[QWT�
roll out programme.

0DS�\RXU�FXUUHQW�DSSURDFK�WR�VDOHV�GHYHORSPHQW�DQG�SURIHVVLRQDOLVP�LQWR�WKH�$36�)UDPHZRUN�ZLWKLQ�
6 months to deliver a gap analysis and alignment assessment.  This is an important step as it allows 
your organisation to secure the recognition it deserves for past achievements as an organisation and 
individually within your own sales organisation. This can also be used to ensure alignment of  future 
programmes of development. You  may chose to undertake this mapping and analysis yourselves 
working with your preferred service providers and simply have the APS ratify that assessment which 
KU�KPENWFGF�YKVJKP�[QWT�EQTRQTCVG�OGODGTUJKR�DGPGƒVU���#NVGTPCVKXGN[�VJG�#25�ECP�RTQXKFG�KPFGRGPFGPV�
mapping and analysis services to you and your service providers using one of our APS Framework 
practitioners. This option is in addition to corporate membership fees and is included as a power up 
option.

$FWLYH�VXSSRUW�DQG�HQGRUVHPHQW�IRU�RXU�DSSOLFDWLRQ�WR�WKH�3ULY\�&RXQFLO�IRU�D�5R\DO�&KDUWHU
to underpin our role as the professional body of sales worldwide.

$FWLYH�VXSSRUW�ZKHUH�UHOHYDQW�WR�\RXU�RUJDQLVDWLRQ�IRU�RXU�LQWHUQDWLRQDO�H[SDQVLRQ�DQG�UROO�RXW�RI�WKH�
$VVRFLDWLRQ�RI�3URIHVVLRQDO�6DOHV�ZRUOGZLGH� our logic is simple, to be universally relevant and grow 
where and when our corporate members need us to alongside a structured roll out programme. Local 
knowledge and relationships are critical to success and alignment to regional and cultural variations.

&200,70(176
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6SRQVRUVKLS�RSSRUWXQLWLHV�DW�SUHIHUHQWLDO� UDWHV - APS events both online and in person can be an 
KORQTVCPV�RTQƒNG�TCKUKPI�QRRQTVWPKV[�YJKEJ�[QW�CU�C�EQTRQTCVG�OGODGTU�OC[�YKUJ�VQ�VCMG�CFXCPVCIG�
QH��9G�YKNN�QHHGT�[QW�RTGHGTGPVKCN�TCVGU�QP�C�ƒTUV�EQOG�ƒTUV�UGTXGF�DCUKU�

5HVHDUFK�FRQWULEXWRU�SURJUDPPH�PHPEHUVKLS at a range of levels from collective funding through 
to dedicated funding and participation in research including early access to results.  You can help 
prioritise and shape the research the APS do.

237,21$/�0(0%(56+,3�(;7(16,216�	�32:(5�836

$FFHVV�WR�WKH�GHWDLOHG�OHYHOV�RI�WKH�$36�)UDPHZRUN�LWVHOI�- to aid in planning adoption and alignment.  
6JG�#25�(TCOGYQTM�KU�QPG�QH�QWT�EQTG�CUUGVU�CPF�UKIPKƒECPV�KPXGUVOGPV��9G�GODGF�KV�YKVJKP�QWT�QYP�
platform but you may wish to access it for your own use internally.  Our fee structure will depend on the 
UK\G�QH�[QWT�QTICPKUCVKQP�CPF�VJG�KPVGPFGF�WUG�ECUGU�HQT�KV�CPF�VJG�VKOG�RGTKQF�QH�WUG�

$36�)UDPHZRUN�5HYLHZ��IHHGEDFN�DQG�DSSURYDO�RI�PDSSLQJ�and gap analysis of your own frameworks 
and interventions against the APS Framework.  You may chose to do this yourself internally or with 
your service providers, but if you want independent, expert practitioner review we can provide this as 
RCTV�QH�QWT�#25�OGODGT�UGTXKEGU��2TKEKPI�KU�DCUGF�QP�[QWT�URGEKƒE�TGSWKTGOGPVU��VJG�NGXGN�QH�GZKUVKPI�
assets and records you have and timescales for its completion.

$FFHVV� WR�PRUH�FRPPXQLWLHV� IRU�PRUH�SHRSOH you may want to take part in all of them or simply 
another one or two.  We can provide a cost per community which will go hand in hand with the same 
levels of commitment and standards of contribution expected.  Our goal is simply cover increased 
overheads and costs.

aps Corporate
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PHASE 3 

MAPPING & RECOGNITION

&855(17�352*5$00(�̀�0$3�72�$36�)5$0(:25.�̀�5(&2*1,7,21�$77$,10(17
,1',9,'8$/�$:$5'6�̀�,19(6725�,1�6$/(6�$:$5'
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3+$6('�$'237,21

%QTRQTCVG�OGODGTUJKR�ECP�DG� TQNNGF�QWV� KP�RJCUGU�UGEWTKPI� VJG� XCNWG� HTQO� VJG�DGPGƒVU�GCTN[�CPF�
OGGVKPI�EQOOKVOGPVU�CV�VJG�TKIJV�VKOG�HQT�[QWT�QTICPKUCVKQP���6JG�CFQRVKQP�RJCUGU�ECP�DG�EQPƒIWTGF�
to meet your needs but summarised below are a typical set of phases.

PHASE 1

ACTIVATION AND LAUNCH

,17(51$/�/$81&+�̀�%5$1'�6833257�̀�&2'(�2)�&21'8&7�̀�5(*,675$7,21�(;$06�
352)(66,21$/�5(*,675$7,21�̀�$&&(66�5,*+76�$//2&$7('

&20081,7<�&211(&7,216�̀�(9(17�6&+('8/(

PHASE 2 

PROMOTION

,1',9,'8$/�0(0%(56+,3�̀�7$5*(7,1*�&217(17�$&&(66
7$5*(7�(9(17�$77(1'$1&(�̀�(1*$*(0(17�021,725,1*

%5$1'�6833257



priCinG ModeL
9G�JCXG�ETGCVGF�C�UKORNG�RTKEKPI�OQFGN�DCUGF�QP�QPG�UKPING�OGVTKE��VJG�UK\G�QH�[QWT�UCNGU�QTICPKUCVKQP�
measured in headcount. Where Corporate membership is being taken out for a region, division or 
URGEKƒE�VGCO�YG�YKNN�CFLWUV�RTKEKPI�CEEQTFKPIN[�DWV�KV�YKNN�TGSWKTG�CP�CFFKVKQPCN�EQOOKVOGPV�VQ�QPN[�
declare membership within that units sphere of operation. This is corporate membership for your 
organisation and does not include individual APS membership for your sales organisation.

6JG�RTKEG�TCPIG�QH�%QTRQTCVG�OGODGTUJKR�TGEQIPKUGU�FKHHGTGPV�UK\GU�QH�QTICPKUCVKQP�CPF�RTQXKFGU�HQT�
UVGR�EJCPIGU�KP�RTKEKPI�CU�UK\G�UECNGU���5KIP�WR�KU�GCU[�CPF�ECP�DG�FQPG�QP�QWT�YGDUKVG�YKVJ�C�ETGFKV�
card or via formal quotation and invoicing following issuance of a purchase order, whatever process 
works for your own internal procedures. 

Small - Up to 10 people in your sales organisation
Medium - Up to 100 people in your sales organisation
Large - Up to 250 people in your sales organisation
Very Large - Over 250 people in your sales organisation with sliding scale of discounts that stops at 
500+ and is flat from that point forward.

aps Corporate
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eXCLUsions
It is important we avoid confusion and make it clear what corporate membership is not and does not 
KPENWFG���6JG�HQNNQYKPI�KVGOU�CTG�PQV�RCTV�QH�EQTRQTCVG�OGODGTUJKR�DGPGƒVU�

aps Corporate
MeMbership oFFerinG

'RHV�QRW�QRW�LQFOXGH�$36�LQYHVWRU�LQ�VDOHV�DZDUGV�DFKLHYHPHQWV - they can only be earnt through 
the embedding and adoption of APS Framework alignment and the achievement of your own sales 
QTICPKUCVKQPU�KP�VGTOU�QH�RTQHGUUKQPCN�TGEQIPKVKQP�CPF�HWNƒNOGPV�QH�VJGKT�EQOOKVOGPVU�CU�KPFKXKFWCN�
OGODGTU�QH�VJG�#25���6JG�RGTEGPVCIG�QH�[QWT�UCNGU�QTICPKUCVKQPU�TGCEJKPI�URGEKƒE�OKNGUVQPGU�UGEWTGU�
[QWT� TGEQIPKVKQP� CPF� CYCTFU� CU� QWVNKPGF� KP� QWT� #25� #25� 3WCNKƒECVKQP� CPF� &GXGNQROGPV� ,QWTPG[�
brochure

,W�LV�QRW�6SRQVRUVKLS��� We see sponsorship as a means of securing sustaining funding and offsetting 
our running costs and helping us promote the APS.  As a corporate members you can invest in 
URQPUQTUJKR�RCEMCIGU�CU�QWVNKPGF�GCTNKGT�CV�FKUEQWPVGF�TCVGU�KH�VJKU�KU�QH�DGPGƒV�VQ�[QW

1R�PDQGDWRU\�SXUFKDVH�RI�LQGLYLGXDO�PHPEHUVKLS - naturally we want to grow individual membership 
and we have included support for you in your commitment to promote it internally with your organisation, 
but corporate membership does not require you to pre-purchase individual memberships for your sales 
organisation

,QYROYHPHQW�LQ�7UDLOEOD]HU�'HJUHH�$SSUHQWLFHVKLS�SURJUDPPH�for B2B sales manager is not included. 
We clearly want as many of our corporate members involved but it is another level of commitment in 
terms of time, resources and effort and we need to ensure those commitments can be met as well as 
the costs of running the programme

1R�DXWRPDWLF�HQWLWOHPHQW� WR�DWWHQG� LQYLWDWLRQ�RQO\�HYHQWV�DQG�SDUWLFLSDWLRQ� LQ�VXFK�SURJUDPPHV�
which the APS may run from time to time outside of normal corporate and individual membership 
DGPGƒVU�

1R�DXWRPDWLF�HQWLWOHPHQW�WR�EHFRPH�D�7UXVWHH�RI� WKH�$VVRFLDWLRQ�RI�3URIHVVLRQDO�6DOHV�� �This is 
certainly something we may seek in the future but Trustee appointments are managed directly by the 
Trustees and reflect an organisation or individual’s commitment to the Association of Professional 
Sales and the mission it is on.  There is also a time commitment on a probono basis.  There is no 
EQPEGRV�QH�CP�GZ�QHƒEKQ�TQNG�
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