The power of selling from the
customer’s perspective.
Even a perennial industry leader can experience slumping
sales when market changes cause customers to want some-
thing other than what the company is providing from a
solutions standpoint. This highly specialized manufacturer
required a complete reassessment of its sales team and sales

process - the first time it had undergone this exercise in a

meaningful and sustainable way.

CHALLENGE IMPLICATIONS SOLUTION RESULTS
Sales force is comfortable ¢ Customer erosion ¢ Defined the gap between ¢ Aligned the sales process
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