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"Our Business Is Improving Yours”

Learning Outsource Group is an internationally recognized

provider of learning solutions designed to support the
business development strategy and initiatives of sales and
customer centric organizations.
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And....over 800+ independent dealers
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Trends in Training
Account Growth Strategies Advanced Selling Skills

Technology & Applications Team Selling

Vertical Markets Sales Process

Selling Services Management Development Sales Management
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Advanced Selling Skills For
Winning The Complex Sale

What percentage of the time do
you think multiple influencers are
involved in purchase decisions?

What are the common challenges
associated with the Complex Sale?
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What s a...

Definition:
A formal or informal collection

of decision influencers who
participate in a decision process.

Decision Influence Group?
S
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Why are Decision Influence Groups created?

v’ Protection against poor decisions
v’ Lower decision risk

v’ Spread decision liabilities

v' Increase effective applications

v" Increase implementation buy-in

S
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Decision Influence Group - Creation
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Remember: Each influencer is moving through their own decision process!

Buying Decision Process
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Top 10 Sales Strategies For Winning The Complex Sale

Synergize selling efforts with the client’s buying process
Identify the ‘Crucial Decision Maker’ and ‘Power Base Influencers’

Uncover all Decision Influence Group members

A w N e

Have the right conversations with all three levels of decision influencers
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Influencer Decision Tiers

Leadership Tier i’

v Most commonly associated
with the C-Level or C-Suite
v’ Responsible for company top
and bottom line
v/ Concerned about:
* Profitability
* Revenue Growth

* Competitive Advantage Leadership
* Market Share

* Customer Share

* Employee Turnover

What will they want to talk about?
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Influencer Decision Tiers

Management Tier

v’ Most commonly associated
with core company functions
and process

v’ Responsible for proactively
eliminating problems and
improving productivity

v  Concerned about:

* Employee Development

* Achieving Objectives

« Team Building Management
* Generating Productivity

* Customer Retention

* Driving and Improving Processes

What will they want to talk about?

Leadership
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Influencer Decision Tiers

Produceriiier:

v Most commonly associated
with work flow, policies and
SOP

v’ Responsible for following rules,
directives and procedures

v/ Concerned about:

* Daily Job Requirements Leadershi P
* Following SOP
* Not Making Mistakes Management

* Short Term Goals
* Price and/or Cost

Producer

vhnatwilistheywanttortaikiabout
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Top 10 Sales Strategies For Winning The Complex Sale

Synergize selling efforts with the client’s buying process

Identify the ‘Crucial Decision Maker’ and ‘Power Base Influencers’
Uncover all Decision Influence Group members

Communicate effectively with all three levels of decision influencers
Determine where each influencer is in their decision process
Identify the ‘cause’ and ‘criteria’ for each decision influencer
Leverage strategically your selling team with D.I.G. members
Identify and manage your competitive selling risk

W O N VA WDN R

Manage changing customer priorities and motivations
10.Create and maintain ‘Critical Decision Mass’
U
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What would you like to discuss?

DISCUSSION

Complex Selling help?
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