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Meaningful
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The Challenges
Wi t h Most Sal es
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Quality Time?
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So What Drives Them Crazy?
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You donot _under s

Learning objectives vs.
business objectives

Failure to understand vision

Protective of team
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| want ideas!
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What They Want

But rarely sharee
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The Wants o f Sal es

A Fast and efficient diagnosis of need

A Clear plan of action

A Alignment with metrics

A Mitigate my risks and protect my reputation

A Prepare me for senior management meetings
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The Wants o f Sal es

A Fresh ideas backed up with evidence
A Make me look smart and thorough
A Air cover to hit revenue targets

A Ability to operationalize new skills
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How Are You Viewed By The VP of Sales?
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Three Levels of Positioning

Training

Procurement el
Training
Resource SR
Strategic
Advisor e
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Reaching Strategic Advisor Status
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