ROI Selling

ROI Selling is about building and using compelling economic value estimation models
to help generate more new sales of your products and services and to improve
relationships and revenue opportunities with your existing customers. The ability to
present compelling ROI data to back-up your value proposition in the sales process is
becoming “table-stakes” in business-to-business selling — you need financial sales
tools to be in the game. Like many other disciplines, the key to successful ROI Selling
lies in doing a better job than your competition. Our experts work with you to build a
high quality, credible, objective Business Case.
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The ROI Selling program consists of an interactive workshop, (Value Inventory), Pre-call
planning worksheets, Pain Discovery Questionnaire, Value Estimation reports, Financial
Dashboard, 360 Degree ROI tools, Risk Assessment Program, Total Cost of Ownership
(TCO) and Business Case Report complete with a customized C-Suite Metric analysis
tool to help you build a compelling story and Business Case Proposal. ROI Selling is
designed to enhance your existing sales methodology, in addition to your sales force
automation tools. A two-way feedback loop is established to maximize synergy with

. your marketing programs. We help your sales team be more effective at every stage of
"ghe sales process with credible and objective results.
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