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“Our	  Business	  Is	  Improving	  Yours”	  

Learning	   Outsource	   Group	   is	   an	   interna:onally	   recognized	  

provider	   of	   learning	   solu:ons	   designed	   to	   support	   the	  

business	   development	   strategy	   and	   ini:a:ves	   of	   sales	   and	  

customer	  centric	  organiza:ons.	  
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Our	  Capabilities	  
World	  Class	  EducaCon	  &	  OrganizaConal	  Development	  Resources	  

Sales	  

Educa:on	  

&	  Training	  

Sales	  

Management	  

Leadership	  

Development	  

	  

Management	  

Development	  

Competency	  

Profiling	  &	  

Assessment	  

Tes:ng	  

Consul:ng	  	  

&	  Speaking	  

Services	  

Curriculum	  

Design	  &	  

Development	  
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And….over	  800+	  independent	  dealers	  
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Trends	  in	  Training	  

Focus	  Changes	  

To	  Capture	  

Opportuni:es	  

Technology	  &	  Applica;ons	  

Sales	  Process	  

Selling	  Services	  

Ver;cal	  Markets	  

Account	  Growth	  Strategies	   Advanced	  Selling	  Skills	  

Sales	  Management	  Management	  Development	  

Team	  Selling	  
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Advanced	  Selling	  Skills	  For	  

Winning	  The	  Complex	  Sale	  
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Advanced	  Selling	  Skills	  For	  

Winning	  The	  Complex	  Sale	  

What	  are	  the	  common	  challenges	  

associated	  with	  the	  Complex	  Sale?	  

What	  percentage	  of	  the	  :me	  do	  

you	  think	  mul:ple	  influencers	  are	  	  

involved	  in	  purchase	  decisions?	  
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Decision	  Influence	  Group?	  	  

What	  is	  a…	  	  

A	  formal	  or	  informal	  collec:on	  	  

of	  decision	  influencers	  who	  

par:cipate	  in	  a	  decision	  process.	  

Defini:on:	  
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Why	  are	  Decision	  Influence	  Groups	  created?	  

! 	  	  Protec:on	  against	  poor	  decisions	  

! 	  	  Lower	  decision	  risk	  

! 	  	  Spread	  decision	  liabili:es	  

! 	  	  Increase	  effec:ve	  applica:ons	  

! 	  	  Increase	  implementa:on	  buy-‐in	  
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Trusted	  Advisor:	  

Any	  members	  of	  the	  DIG	  can	  be	  

considered	  by	  others	  to	  be	  a	  	  	  	  	  	  	  	  

Trusted	  Advisor.	  Salespeople	  also	  	  	  	  

hope	  to	  secure	  this	  level	  of	  	  	  

relaConship	  with	  DIG	  Members.	  

External	  Resource:	  

Outside	  the	  natural	  group,	  but	  they	  

want	  to	  help.	  They	  frequently	  believe	  

that	  their	  input	  is	  useful	  and	  needed.	  

Be	  aware	  that	  their	  influence	  may	  

exceed	  their	  experCse	  or	  capability.	  	  	  

Group	  Advocate:	  

Believes	  they	  are	  responsible	  for	  

protecCng	  the	  group	  and	  acts	  	  	  	  	  	  	  	  	  	  

with	  assumed	  authority.	  	  	  	  	  	  	  	  	  

SupporCng	  influence	  is	  commonly	  vital	  

in	  creaCng	  criCcal	  decision	  mass.	  

User/Producer:	  

Has	  informaCon,	  previous	  experience	  

or	  responsibiliCes	  that	  others	  in	  the	  DIG	  

feel	  should	  be	  referenced	  before	  

making	  a	  final	  decision.	  	  

Integra;on	  Expert:	  

Responsible	  for	  ensuring	  that	  the	  

soluCon	  effecCvely	  integrates.	  May	  

also	  be	  asked	  for	  decision	  criteria	  

recommendaCons	  for	  reasons	  of	  

implementaCon,	  applicaCon	  or	  

successful	  return	  on	  investment.	  	  

Decision	  Group	  Navigator:	  

Could	  also	  be	  CDM	  or	  could	  be	  

assigned	  by	  CDM	  to	  manage	  the	  

decision	  process	  and	  informaCon.	   	  	  	  	  	  	  

If	  not	  the	  CDM,	  then	  the	  DGN	  will	  pass	  

info	  and	  recommendaCons	  up	  for	  the	  

final	  decision.	  

Crucial	  Decision	  Maker:	  

Final	  or	  ulCmate	  decision	  maker.	  

Normally,	  only	  one	  in	  each	  DIG.	  	  

Decision	  

Influence	  

Group	  

Suppor;ng	   Opposing	  

Any	  influencer	  can	  be	  Suppor;ng,	  Neutral	  or	  Opposing.	  Sales	  Execu;ves	  work	  to	  enter	  the	  Circle	  of	  Influence	  and	  hope	  to	  become	  a…	  

Trusted	  

Advisor	  

Decision	  Influence	  Group	  -‐	  Crea;on	  	  

decisioninfluencegroup	  	  
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©	  2015	  Learning	  Outsource	  Group/CooperaCon	  SellingTM	  

Buying	  Decision	  Process	  	  

Remember:	  	  Each	  influencer	  is	  moving	  through	  their	  own	  decision	  process!	  
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1.  	  Synergize	  selling	  efforts	  with	  the	  client’s	  buying	  process	  

2.  	  Iden:fy	  the	  ‘Crucial	  Decision	  Maker’	  and	  ‘Power	  Base	  Influencers’	  

3.  	  Uncover	  all	  Decision	  Influence	  Group	  members	  

4.  	  Have	  the	  right	  conversa:ons	  with	  all	  three	  levels	  of	  decision	  influencers	  

Top	  10	  Sales	  Strategies	  For	  Winning	  The	  Complex	  Sale	  
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Leadership	  

What will they want to talk about? 

! Most	  commonly	  associated	  	  	  	  	  	  	  	  	  

with	  the	  C-‐Level	  or	  C-‐Suite	  

! Responsible	  for	  company	  top	  

and	  bo_om	  line	  

! Concerned	  about:	  
• 	  Profitability	  

• 	  Revenue	  Growth	  

• 	  CompeCCve	  Advantage	  

• 	  Market	  Share	  

• 	  Customer	  Share	  

• 	  Employee	  Turnover	  

Leadership	  Tier	  

Influencer	  Decision	  Tiers	  	  
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Leadership	  

Management	  

! Most	  commonly	  associated	  	  	  	  	  	  	  	  	  

with	  core	  company	  funcCons	  

and	  process	  

! Responsible	  for	  proacCvely	  

eliminaCng	  problems	  and	  

improving	  producCvity	  

! Concerned	  about:	  
• 	  Employee	  Development	  

• 	  Achieving	  ObjecCves	  

• 	  Team	  Building	  

• 	  GeneraCng	  ProducCvity	  

• 	  Customer	  RetenCon	  

• 	  Driving	  and	  Improving	  Processes	  

Management	  Tier	  

What will they want to talk about? 

Influencer	  Decision	  Tiers	  	  
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Leadership	  

Management	  

Producer	  

! Most	  commonly	  associated	  

with	  work	  flow,	  policies	  and	  

SOP	  

! Responsible	  for	  following	  rules,	  

direcCves	  and	  procedures	  

! Concerned	  about:	  
• 	  Daily	  Job	  Requirements	  

• 	  Following	  SOP	  

• 	  Not	  Making	  Mistakes	  

• 	  Short	  Term	  Goals	  

• 	  Price	  and/or	  Cost	  

Producer	  Tier	  

What will they want to talk about? 

Influencer	  Decision	  Tiers	  	  
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1.  	  Synergize	  selling	  efforts	  with	  the	  client’s	  buying	  process	  

2.  	  Iden:fy	  the	  ‘Crucial	  Decision	  Maker’	  and	  ‘Power	  Base	  Influencers’	  

3.  	  Uncover	  all	  Decision	  Influence	  Group	  members	  

4.  	  Communicate	  effec:vely	  with	  all	  three	  levels	  of	  decision	  influencers	  

5.  	  Determine	  where	  each	  influencer	  is	  in	  their	  decision	  process	  

6.  	  Iden:fy	  the	  ‘cause’	  and	  ‘criteria’	  for	  each	  decision	  influencer	  

7.  	  Leverage	  strategically	  your	  selling	  team	  with	  D.I.G.	  members	  

8.  	  Iden:fy	  and	  manage	  your	  compe::ve	  selling	  risk	  

9.  	  Manage	  changing	  customer	  priori:es	  and	  mo:va:ons	  

10. Create	  and	  maintain	  ‘Cri:cal	  Decision	  Mass’	  

Top	  10	  Sales	  Strategies	  For	  Winning	  The	  Complex	  Sale	  
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Valuable	  Resource	  
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DISCUSSION	  

OPEN	   FOR	  

What	  would	  you	  like	  to	  discuss?	  

Complex	  Selling	  help?	  
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