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The End ot

Solution
Sales

The old playbook

no longer works.

Star salespeople now
seek to upend the
customer’s current
approach to doing
business. by Brent
Adamson, Matthew Dixon,
and Nicholas Toman
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BUYING AND SELLING CONNECTED

PRESSURE TO CHANGE SOLUTION VISION EVALUATION -

CONTACT QUALIFICATION SOLUTION PREFERENCE NEGOTIATION

(" Understand, ) (" Understand, ) (" Understand, )

. Understand, influence or create a influence or create influence or create
influence or create a
NEED SOLUTION CRITERIA AND VALUE CREATION
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DISCUSSION

Discuss the following question in your groups for 10 mins:
What are individual sales skills?

Prepare to share your findings with the rest of the group.






Discuss in teams...
« Whatis trust?

« How can trust be created or lost?

« What makes you trust another person? [ O

Prepare to share your observation
with others.
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ELEVATOR CUSTOMER REFERENCE
SPEECH RELATIONSHIPS STORY

« What do we do? + Selected Situation before

« Who are our Cg%?en;(e;gs . Business issue
customers? r Soluts
) i « Solution
(industries we _ _
serve) « Business benefits

« What value do we
create for our
customers?

« How do we
differentiate from
others? (in a way
that’s relevant to
the customer)






DISCUSSION

Discuss the following question in groups for 5 mins:

You are a sales person about to meet a customer for the first time.
What would you like to ask, what information would you like to give?

Prepare to share your findings with the rest of the group.
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NEXT STEP  &viIpeEN(E
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"We have found that
we have been able to
improve <business
topic> by <describe
innovation>

mthere anything

that you are
unhappy with or see
an opportunity to
improve?”

SN E—

REPSHIN Y

"T would like to share
some examples of
how <innovation> has
impacted <business
topic>

(ALVE

"On average, the
<innovation> has
improved <business
topic> by <impact on
goal>"

"What do you think are the
reasons for <challenge>?"

"What do you think
would be the impact
of solving
<challenge>?"

"Could you please
describe how are you
doing <business topic>
now?”




INFLUENCING WITH QUESTIONS

Select business
conversation topic

Explore current
situation

Explore known
challenges

Explore
improvement
opportunities

Conclude

Introduce the business conversation topic

Explore the “business conversation topic” situation “How are you doing <topic>
now?”

Identify and known " What are the reasons  \nhy is the challenge
challenge “what are you for the challenge?” important? “what are the
dissatisfied in your current consequences, if nothing
situation with <topic>" Is done?’

: : Explain and discuss the
Describe the opportunity to P Evaluate the value

: reasons for the creation potential of the
improve by value opportunity oppo rtunFi)ty " how
proposition and success .

stories “ Could I share some important would these
of our recent research opportunities be in your
findings about <topic>?" situation?

Summarize the gap and agree on next steps (by a meeting summary template)
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Maintain natural eye-contact

Do not look past the other person (watch, phone, ...)
If you break the eye contact, look down (like asian people often do)

Listen actively and show interest.
Take notes, but stay focused on the customer
Don’t guess what the speaker is about to say

Interrupt with deliberation

Ask follow-up questions and encourage the the other person to continue

Summarize the outcome of the conversation to make sure you have
understood the topic correctly

Pay attention to the body language of the speaker



TRUST EXPLORATION OUTCOME

Personal trust & Need for change: Agreeing on next
credibility understand, step

influence
Corporate Solution concept: Writing summary
credibility understand,

influence
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