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The Leading Edge is Revenue




The Research Base

“The secrets that leading sales forces have,
up until now, ’\'r';l'f to themselves.”
TORTELL. Senior Vice President of Sal 1

THE MIND OF THE

CUSTOMER

How GREAT COMPANIES LIKE
UPS, LExus, AND NokKIA HAVE
REINVENTED THE SALES PROCESS
TO ACCELERATE THEIR
CUSTOMERS’ SUCCESS

accen%ure 4@;
: . Living.
3 UBS

Improved daily.

Genentech



A New Way of Selling

\_Results

Problems

ACCELERATORS

SOLUTIONS

PRODUCTS



5 Pillars of Sales Transformation
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Pillar One

Understand Your Customer
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Pillar One

Understand Your Customer

Recession:

= Reducing operational costs = Slashing costs quickly
= Achieving operational excellence = Improving efficiency
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Pillar One

Understand Your Customer

Recession:

= Acquiring new customers = Grabbing market share
= Improving customer satisfaction = Reducing defections

— Execution
Challenges

Marketplace
Challenges

_ Global
~ Chaltenges



Pillar One

Understand Your Customer

Recession:

= Global consolidation = Global risk management
= Protecting corporate reputation = Protecting credit access

Execution
Chaﬁenges

_ Marketplace
' Challenges

Global
Challenges



Pillar Two

Create Business Impact

Price
Delivery Options
Timing
Service

Integration

Results

Problems

ACCELERATORS

SOLUTIONS

PRODUCTS

Financing/Payment Terms

Customization

Quality Assurance

Training/Support

Future Interactions



Pillar Two

Create Business Impact

Recession:

Price
Delivery Options
Timing
Service
Integration

Revenue

Efficiency

Financing/Payment Terms
Customization
Quality Assurance
Training/Support
Future Interactions
Cash Flow
Risk Reduction



Pillar Three

Communicate Value

= Negotiate collaboratively

= Focus on interests
= Communicate interactively

= Facilitating the buying discussion...not presenting



Pillar Three

Communicate Value

Recession:
= Negotiate beyond price on other interests so
you don’t get caught in a discounting spiral

= Skills to understand customer interests
= Salesperson as change manager

= Change management skills



Pillar Four

Manage Account Strategy

What doesn’t work:

* Forms

* Repetition of information

 Historical data

* Focus on the selling
process

What does work:

e Visual approach

 Fast to complete

* Support customer’s own
strategy

e Focus on the customer
buying process

* Include the customerin
developing the strategy



Pillar Four

Manage Account Strategy

Recession:

Impact of Bad Forecasts
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Pillar Five

Coach Performance

Performance
of

Salespeople
Against Goal

High

Low

Level of Coaching Performance By Manager



Pillar Five

Coach Performance

Recession:

= Sales managers leveraged when skill-building
for sales people is budget-constrained

= Skill focus is on all 5 pillars




Q&A

Results

Problems

ACCELERATORS
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Call to Action
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