WHY DO YOUR CUSTOMERS CHOOSE YoU?

Products? Price? Reputation? Conversation?

Closed Deal Impact

Competitive Differentiation Power
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§7 Pevc ev\i' of respondents ranked sales

) ) conversations and interactions as the most important factor in
gg ?evce“*- of companies agree their creating competitive differentiation—nearly
sales teams’ ability to articulate value messages is

the sinal t critical factor to closing deal than product quality/innovation, ranked as the
e single most critical factor to closing deals. e Cendimosimportantiacton

pitch perfect

Missed Opportunity?
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only 9 pevc ewt of companies regularly
expect their salespeople to record themselves
delivering messaging so it can be reviewed,
coached and certified by subject matter experts or
qualified coaches.
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Practice...Coach...Certify...Win

What your salespeople say with their lips moving in front of prospects and
customers is still your most important means of communicating value — and your
last bastion of competitive differentiation.

To ensure your reps maximize the power of your message in the field, develop a
launch, coaching and certification plan organized around:

Developing a distinct point of view Deploying a unique visual story Practicing, coaching and certifying
delivery

Research based on survey results from more than 500 B2B marketers and sales professionals worldwide.
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