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Using ValueSelling to
Create a Great Sales
Playbook
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Agenda

* What is a playbook and why use a one?

* Using the ValueSelling Framework® to structure your
playbook

* Driving use of the playbook in your teams with effective
coaching and innovative technology

* Measuring success — seeing the value

* Wrap-up and questions
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A central collection of tools information and
tactics for effective sales activity and efficient

What s a p|aybook execution of the methodology

and Why use one? * Share what works well for your best sales
people

* Consistent and best practice messaging
* Efficient sales conversations

* Capture key competitor information

* Easy to access and easy to use resources

* Why?
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Sa‘es Training iS You train your sales people well when they join
the organization. After that they begin to get

Forgotten results — right?
W h e n ) The Forgetting Curve

Memory Retention (%)
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Days after Training

Source: https://www.learningsolutionsmag.com/articles/1400/brain-science-overcoming-the-forgetting-curve
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Capture best
practice?

*  What tangible business value have you
delivered to other clients?

* How do the best sales calls sound, how are
they planned and executed?

* How do you position your unique
capabilities?

Sales methodology drives and underpins —
foundation structure of a playbook
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1. Customer Analysis — Buyer Personas

Sales
Methodology
Drives Content 3. Value Proposition

2. Buying Process

4. Competitive Analysis
5. Handling Objections

6. Best Practices
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Value Buying Process™

confirm confirm

Differentiated
VisionMatch™

Plan

Value
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Great Content
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Up-to-date content delivered via multiple media
sources in an easily accessible format
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SELLING VORTEX COLLATERAL VALUEPROMPTERS WEBINARS WHITE PAPERS PRESS

* Sales Tools
* Sales Collateral

i * Successful Conversations with Value Prompters
Vortex Prospecting™ * Relevant personas for sales contacts and power

A fireside chat with Chad Sanderson
people

* Example O-P-C questions for all stages of the process
* Objection handling / competition

*  Webinars
*  White papers

* Press
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Completed — ValuePrompters

Accurate view of typical business issues

Comprehensive view of numerous common
problems faced

Definition of unique or best capabilities
against the competition

Clear demonstration of real business value
linked to the problems

Common routes to accessing Power
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Common Business Issue Questions

Uncovering problems — What else to dig for?

— What stands in the way of you resolving _  ?

— Have you ever experienced  ?

— Another client told me __ do you find this as well?
— Are you concerned about _ ?

Using questions to position your organization’s solution as
uniquely as possible

— Give the best examples that reps can then adapt to make their

own
— Save time in planning sales calls and meetings
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Who are the targets and who is POWER?

Different business issues for different contacts

Common contacts — Managers, MD’s, CEQO’s

—Who are they and what’s their common business?

|Identify how to create a coach or advocate in
the sale

Spot the common sales saboteur
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Resources and
Research

Collaboration
Groups

Webinars —just
like this one!

White Papers
Press Releases
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ASSESS

Rep
Deal Opportunity
Execute
VS Framework®

COMMUNICATE

Set expectations
ValuePrompter®
as coaching tool

e Continuous OBSERVE

Watch
Improvement Field Audits
means coaching it Next To

never stops PRACTICE

Role Play

Practice

* Adoption and
results
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Importance of
Coaching

* 3 hours of coaching per
month, results up to 17%
peer vs peer

e Combined training and
coaching improves
productivity up to 88%
(versus training alone)

* Improving coaching can
result in 19% increase in
revenue

Source: Sales Executive Council




Delivered with
Great Technology




(Workplace

Fortified by é Drupal
accessible and

easy to use . slack
technology S
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Success Stories

* Average sales order
size increased 150%

* Increased cross sell
of add-on products
by 20%

* Increased win rate
by 10%+
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Summary

* Playbooks underpin the adoption of a sales process or
methodology.

* Great content and technology is key — capture the best
of the sales teams work, detail their discussions and
the most effective questions to help your sales team

* Help your managers to coach the team continually to
ensure they are able to execute the processes you
have and use the playbook to up their results!
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At the end of today’s webinar

Go to valueselling.com > resources > webinars
to download today’s slides
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At the end of today’s webinar

Go to valueselling.com > resources > podcast
to download today’s slides

VA ValueSelling Associates: OuTeom  Rosuts  Resouces  Letstak

asts | Novermber 6, 2018

Todd Caponi on The
Necessity and Success of
Transparency in Sales

EST: Todd Caponi, author of The Transparency.

@ visenron

REVENUE REVENUE REVENUE
EXECUTIVE EXECUTIVE EXECUTIVE

15 | Octobe dcasts | October 16,2018 Podcasts | October 92018

Simon Thompson on the Power of Account Based Sales & Marketing: James Carbary on the Fastest Way
Content Creation and Using Often Di: d, Rarely L to ishi ionshij
Podcasts to Build Authority using Content Based Networking

S: Chuck Frydenborg and Mariana Just from

Simon Thompson, Co-foundar of Content x GUEST: Jamos Garbary, Foundor and CEO of Sweet
Fish

@ tistenron
@ tistonnon @ tisennon
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Save the date!

Get on the Same Page: Align Your Close to the
Prospect’s Buying Timeline
Tuesday, December 18, 2018 | 10:00 AM PST
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Thank you!
Su Askew

+44 7710 650276
su.askew@valueselling.com

in f

https://www.linkedin.com/in/su  https://www.facebook.com/ValueSelling

-askew-80b7689/ Associates/
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