License management
User add/delete

User privileges
Password Assistance
Automation Opportunity
Spend Analysis

Bi-lateral data movement
Analysis

Adoption Analysis

SaasS Plus Consulting

CRM Optimization

Sales Stage Analysis
Territory/Quota Planning
Opportunity Relevance Analysis
Win/Loss Ratio Analysis

Sales Strategy Planning



Customer Journey

eCommerce

Field Service

App Dev/PLM

Messaging/Communication

m Analytics
MS

Hosting

A/B Testing

Payroll/HR

Revenue Intelligence

Workflows & Automation

Cyber Security

Divvying up
the SaaS pie
can get
complex...

p

Let’s make
sense of it
for your




SaaS Consolidation

SaaS Selection

SaaS Administration

Sales Operations

CRM Health

CRM Stage Management
Opportunity Hygiene
Performance metrics/analytics

Territory Planning/Quota
Design/Vertical/Geography
Tiering

RFPs/Account Plans/Org
Charts

Sales Risk Mitigation

Q Day1 call vs Q day 90 Actual
Land/Expand Planning
Adoption/Adaptation scores

Architectural Reviews, Best
Practices, Road Map Sneak
Peaks

Renewal Management

Optional Services Available

Customer Service Surveys

Genuine PipeGen 4X Quota
ratio

Opportunity Closed Won
Ratios

Teamwork: Marketing, Sales,
Scoping, Scaling,
Implementing

Investor confidence revenue
planning and forecasting

Sales Training

MEDDPICC, Solution & Value
Selling et.al.

OTC Planning
SPIFF Reality

Internal Directories/Who’s who.

Sales Partner/Implementation
Partner Management and
scoring

Back to basics management

Intelligent onboarding
personnel/customers

Intelligent employee/customer *

reviews
Employee/Customer retention

Enunciate differencesin
product from competitors

Pricing and Margin analysis

Healthy Account Churn (Bill
Parcells Model)

Sales Risk Mitigation
Forecasting

Call vs Actual
Opportunity Hygiene
Opportunity Slippage

Customer Relationship
Intelligence

Buyer Intent

Value Selling

SPIFF Planning
Pricing/Margin Analysis

Opportunity Won/Lost
Ratios/Analysis

Renewal Planning

Land/Expand Planning

Live Product Performance
Analysis (Adoption scoring)

Architectural Reviews, Health
Checks, Roadmap sneak
peaks

Sales/Partner/Implementatio
n/Live Performance Scoring

Production differentiation
enunciation

Define sales patches early
with scale in mind

Saas Best in Class vs Platform
SaaS expansion vs Retraction

When/How to renegotiate
SaaS terms

Workflow Automation
Digital Asset Management

SaasS Integration planning



Value Se Sales Professionals

four

1 2 3

Different indu: 2 ustomers have
varying levels of risk tolerance. Suppese you can prove
that you can significantly, demanstrably reduce the risk
the prospect's company may face. In that case, you can
get a strong response from risk-averse groups.

Risk Reduced

aluable than

gartner.com/SmarterWithGartner

Gartner

The Five Profiles of The Challenger Sales Choreography

CHALLENGER CHOREOGRAPHY

o Qualitative Value ]

&
Uslidecast

SOLUTIONS WHO WE SERVE

INSIGHTS LET'S CONNECT

O] Establishing Bonding & Rapport A

Develop equal business stature and encourage open, honest
communication.

#1 - The Warmer

#2 - The Reframe

#3 - Rational Drowning

#4 - Emotional Impact

#5 - The New Way

#6 - The Solution

MEDDPICC sgsveiiaoinisrecy

METRIC

E

M Quantifiable results
that the buyer

wants to achieve

Competition

Know your rivals
and disarm them
before they make a
move

Sandler Selling System Flywheel

02 Setting an Up-Front Contract v

SANDL-R"
03 Identify the Prospect’s Pain v
(04 uncover the Prospect's Budget v
O 5 Identify the Decision v Investment
06 Present Your Fulfillment of the Agreement v
07 Confirm the Post-Sell Process v

Sandler Selling System is a seven-step system for successful selling. It's

a low-pressure, consultative selling approach that puts you, the

- salesperson, in control of the discovery process.
Close More Sales = P ! YP

he Sales Process can get complicated quickly, having a solid plan can al

-
P
C

Economic Decision
Buyer Decision Process

The big cheese . .
who h;{ds the Criteria Who decides if they

should buy or not and
purse strings _.) q !
What requirements how many influencers

have to be met to there are
\J get the 'Yes' \]
Champion K\ /_\ Paper

The hero who Identlfy Process
wants you and i P

supports your Pain Understanding the
bid The problems the paperwork dance that

buyer wants you to needs to be done to get
e the sale

Keep it Simple.

Drive Results.

What is Value Selling?
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