Delivering customer value
through the sales process

This session presents an opportunity to share experiences from successful sales engagements,

sales meetings and product demonstrations. Technology Sales & Presales is not something you

learn at school, study at University or a subject that that is widely written about, yet successful
organisations recognise the importance of investing in the sales experience.

In this session | share an overview of a typical sales engagement and how with the right
preparation you can bring your solution to life in the eyes of the customer.

& Customer buying behaviours

Z_ Market insight

+~~ What does a successful engagement look like

¢ How to build a value proposition that people want to buy

&= Discovery to value

< Deal qualification, engagement, close plans & value engineering

.l Pricing and negotiating strategies

I* Real life lessons and examples from the field

How people buy has changed

Market Insight

Qualification & Sales Process

Qualification
The way people buy has changed
Offers unique, valuable perspectives on the market
-g Helps me navigate alternatives
'Si Helps me avoid potential land mines
"E Rep educates me on new issues and outcomes
32 =)
gé Supplier is easy to buy from
g2 - Supplier has videspread support across my
Ed organization
Company and Productand  Value to price Sales
brand impact service atio experien
defivery Saas
\ Source: Sales Leader: Inci ) \
D“_I Sales Productivity
rs L W x e T ey L
Sales revenye || Ue3d conversion Win rate
The landing ° ((((((( :. \e);:;w'h e Above budget Above budget
5 Produc
" Sales velocity Repeat sales o
Deal lifecycle @ < - pertect
verage sales size  Wallet sh, "glg:‘u""
° . i Below requirements Below requirements
sk L Efficiency i - .
comomer | proftoniny || Soles feavency
The performance Setting the stage
= AL A >
What How If

Exploring the deal lifecycle From discovery to value Buying behaviors
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