
Value Lab

Challenge sales leaders to focus on the behaviors and knowledge 
expectations that customers demand in order to elevate performance 
and envision success for their sales force and organization  

What do customers expect from your sales force? Is your sales force meeting, exceeding, 
or falling short of those expectations? Continuing research has enabled BTS to identify 
the seven critical elements that are crucial to accelerator selling and exceeding customer 
expectations. Value Lab challenges sales leaders to focus on the behaviors and knowledge 
expectations that customers demand from salespeople in order to elevate performance and 
to envision the picture of success for their sales force and organization. 

This one-day experiential learning journey helps sales executives and managers to identify 
the behaviors and expectations that are demonstrated by the best salespeople. 

Value Lab equips participants to: 

• Understand how to use key customer data to accelerate sales 

• Define skills profiles and gaps 

• Understand how customers expect salespeople to behave 

• Understand high-impact knowledge demands 

• Prioritize skill development and team alignment 

• Understand the seven critical elements crucial to accelerator selling

Program Description
Designed to create awareness of a sales force’s current state, sales leaders explore how 
their customer’s expectations align with their sales force’s current capabilities. The BTS 
research is revealed to assess any potential gaps in performance (Value Gap). Sales leaders 
work together to explore the seven critical elements of selling today by evaluating data 
from their own customers. Leaders leverage these insights to create their own picture of 
success for their organization.

After gaining a thorough understanding of what it will take to meet customer expectations, 
sales leaders work to create development priorities for their sales force. With consideration 
for both short- and longterm goals and desired organizational results, priorities are set.

Prioritization starts with plans of how and when the vision will be completed. These plans 
start the process of creating a path to greater alignment with customers and accelerating 
their desired results.

Implementation and Customization
The seven Critical Elements of Accelerator Selling cover a broad spectrum of industries and 
perspectives. The customization process for this program can include interviewing both 
key stakeholders (sales leaders) and customers to assess the current sales behaviors 
salespeople exhibit and the desired behaviors and knowledge expectations from customers. 

This information is then used to create an “aha” moment for the participants as they 
experience a significant amount of similarity between the session and their real world. The 
key take-away from the program will be created during the session, when sales leaders 
create an implementation plan of their picture of success for their sales force.
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Audience

Value Lab can be 
used as a catalyst for 
transforming any sales 
force into a worldclass 
sales organization. All 
executives, sales leaders, 
and managers can benefit 
from this program.
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