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efecto GROUP DISCUSSION

In our last meeting we reviewed a number of sales tools relating to 
relationship management, value communication, and control. Building 
on the group discussions on Tuesday, we will jointly discuss selected 
tools. For selected tools, please prepare to discuss:

1. What is the goal of the tool?
2. What problem does it solve?
3. What challenges do you identify relating to the use of the tool?

Prepare to discuss these questions



efecto

ARTICLE 
PREREADING & 
PRESENTATION

Adamson, B., Dixon, M., & 
Toman, N. (2012). “The End of 
Solution Sales”. Harvard Business 
Review. 

• What did you learn by reading 
the article?

• Discuss the article with the 
person next to you for a few 
minutes

• Prepare to share your 
thoughts



efecto

ENGAGE WITH VALUE:

Relationship process



efecto HOW IMPORTANT ARE YOU?

Supplier’s product are critically
important, but relatively easy to 

replace.

Customer target is process
optimization.

ROUTINE

Supplier’s products and services
are both critically important and 

difficult to replace.

Customer target is deep
strategic relationship

STRATEGIC

Supplier’s products are not
critical, but difficult to replace.

Customer goal is to ensure
availability and to seek

alternatives

Supplier’s products are non-
important and easy to replace. 

Customer target is to leverage
buying power for best price

COMMODITY BOTTLENECK

DISCUSSION In which category would you like to be in, and how do you get there?



efecto KEY PLAYER MAP



efecto KEY PLAYER MAP

NAME ROLE GOALS & CHALLENGES PRIMARY CONTACT



efecto CHAMPION LETTER



efecto CHAMPION QUALIFICATION



efecto

ENGAGE WITH VALUE:

The “content” process



efecto OPPORTUNITY PROFILE



efecto EXPLORE BUSINESS CHALLENGES



efecto
DEMONSTRATING VALUE WITH BENCHMARKING

CHALLENGE
The need for a systematic assessment framework for concretising 
value, benchmarking it and ultimately optimising the offered solutions 
has been the motivation behind this study. Due to the arbitrariness of 
value estimation and value definition in general, an additional target of 
the study has been to generate an argumentation tool serving as an aid 
to visualise the different sources of value.
RESULT
The aim has been to develop a benchmarking method to compare 
different sites according to their operational environments. 
Benchmarking includes e.g. the assessment of maintenance work 
procedures, selection of relevant indicators, preliminary interviews for 
installed base units and tool development. The benchmarking aims to 
produce knowledge about the applicable asset management policies for 
different operational site typologies. 
IMPACT
With the help of the benchmarking tool the case company can: (1) 
Demonstrate improvement potential in asset management and make 
recommendations of applicable asset management policies, (2) 
optimize customer specific product and service offering to facilitate 
sales, and (3) concretise customer value of Outotec’s offering



efecto SUCCESS STORIES



efecto SOLUTION PRESENTATION



efecto VALUE OF MODERNIZATIONCASE
PAPER MACHINE 
MODERNIZATION

1 2

3



efecto

ENGAGE WITH VALUE:

The “control” process



efecto CHAMPION LETTER



efecto ACTIVITY PLAN



efecto CLOSING CHECKLIST


