
Lisa is an experienced sales development expert who, after 16 years of running complex high
pressure sales teams in the digital and multi-media sector, launched her coaching consultancy
in 2017 (Carver Coaching Ltd) after securing her PGC in Coaching and becoming an ICF PCC
Coach. Since launch Lisa has been featured in HR News, Employer News, CIPD Webinars,
Chambers of Commerce podcasts and the HR Uprising podcasts.

Carver Coaching has completed numerous professional development projects for a variety of
organisations in both the public and private sectors in the last 6 years. The team’s ability to
design and deliver programmes which facilitate learning, behavioural change and escalate
sustainable performance has been acknowledged and celebrated by being nominated,
shortlisted and winning a number of awards. 

Carver Coaching represent the ICF (International Coaching Federation) in Surrey and London.
They operate as the group leaders for events and programmes in the area, developing coaches,
facilitators and trainers.

Lisa’s specialist areas are:  
• Leadership, sales & team work.  
• Mobilising people into action.  
• Presentation & pitching skills.
• Strategy, decision making and hitting targets.
• Organisational change, team conflict & dynamics
• Performance despite turbulence & challenge.  
• Wellbeing, Stress & Resilience management.
• Impact, promotion, confidence and assertiveness. 
• Psychological Safety and Belonging.
• Communication & Difficult Conversations.

Lisa Carver is a coach who supports media sales professionals and teams to think, make
decisions and progress, whilst they navigate change, competition, turbulence and pressure.  

Lisa Carver, Client Development Coach, BA (Hons) PgCert
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Developed and led UK strategy and roadmap inline with global objectives.
Hit growth targets despite significant internal and external turbulence and change. 
Member of the global leadership team (HQ in Germany) influencing infrastructure, product
development & services. 
Increased effectiveness by restructuring certain team elements.  
Built a ‘super sales team’ of harmony, efficiency and high performance (18 people). Injecting
human leadership and building trust.
Supported team to ‘perform at their best’ fanning growth and ultimately results.  
Repositioned business reputation, shifted external business reputation from ‘jack of all
trades/German publisher’ to ‘international media experts for Tech, Bus & Finance and
Fashionista’s’. Evangelised to the market, speaking at ad agencies, publisher, client and
industry events.  
Established policy, processes and procedures for sales, fulfilment, finance and HR.  
Eliminated dysfunctional behaviour and created ‘Team Charter’.  
Managed significant recruitment drive and developed internal talent.  
Led major publisher, client and agency entertainment events. 
Built and grew lucrative relationships within the International publisher market. Identified
gaps in our publisher portfolio and led new pitches. 
Initiated and drove global programmatic network project, to the point of execution. 
Resolved outstanding issues and management of tax, merger and TUPE following
acquisitions (people and processes)

Media Career History (continued on the following page)
Bertelsmann Media (G+J Limited) Managing Director – UK                 
Digital (70%), print/ambient/radio/tv/lead-gen (25%), consumer & B2B.

Aug 15 - Aug 17 



Direct team management (6 key account managers) 
Exceeded sales and market share goals for our major publishers. Ensured year-on-year
growth with all key accounts. Hit annual KPI (+ 14%).
Led the team to identify and grow new opportunities in the market for our agencies and
clients. New formats, cross platform partnerships, programmatic, mobile, lead-gen.Re-
invigorated dormant accounts and found new clients. Built pitches & closed deals. 
Developed productive and lucrative relationships within international departments at
agencies and with clients in the UK. 
Developed our large clients to grow their advertising spend with G+J UK.
Established new working practices and standards across the UK Sales business,
ensuring that our clients & agencies received the highest level of sales & operational
customer service, plus increased efficiency.
Forecast sales, using CRM and sales insights.  
Established strong and credible relationships with our key international publishers. 
Recruited new sales team members. 

Lisa Carver Media Career History (continued)
Bertelsmann Media (G+J Limited) Sales Director – UK                 
Digital (70%), print/ambient/radio/tv/lead-gen (25%), consumer & B2B.

Feb 14 - Aug 15

Team management. Setting commercial strategy, and guided the team on structuring of
pricing and trading parameters for all deal-on-deal, day-to-day trading. Controlling trading
within our ‘rate matrixes’; to future proof (audits) and stay on strategy whilst in highly
pressured market conditions. I structured and supervised the negotiation and templates of
our major agency and client trading agreements. Devising strategy for new initiatives and
launches.
Responsible for team delivery of KPI’s. Maximising market opportunities and our portfolio’s
media value. Strategically driving trading as per commercial strategy
Controlling pagination, forecasting performance, budgets, managing flatplans, working with
publishers, liaising with editorial, setting parameters for the team, recruiting, reporting,
budgeting, corporate hospitality, resolving any escalated problems.
Established a significant new revenue stream (TV Choice awards sponsorship); cross
platform partnership with P&G. Leading the project for 4 years, centre point for all internal
stakeholders.Plus externally liaising with the client, comms planners, media buyers, PR
agents etc. Revenue up consistently year on year.

Bauer Media (H.Bauer) Group Advertising Sales Lead  Mar 05 - Feb 14

BBC Worldwide- Senior Sales Executive  
Dennis Publishing - Sales Executive       
Southern and Scottish Energy Plc -Regional Account Manager (field sales)
Procter and Gamble CBD Sales Team Co-ordinator (during uni breaks)  

Jan ’04 – March ‘05
Feb ‘03 – Dec`03
Sep ‘02 – Feb ‘03

June ’97 – Aug ‘00

UNIVERSITY OF CHESTER -  PGC Executive and Business Coaching- 2:1  
LIVERPOOL JOHN MOORES UNIVERSITY (LIPA) BA Hons Enterprise Management - 2:1
THE BRIT SCHOOL A-level Business Studies, A level + BTEC Performing Arts  

Oct 17 - Aug 19
Sep 97 - Jun 00
Sep 95 - Jun 97

Psychology, travel, dancing around my kitchen island, music, exercising, savoury snacks, sleep. 

Education

Interests

Page 2


