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Get The Message?
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• 1,000,000 Sellers in 65 Countries

Download Chapter One at: 

http://www.holdenintl.com/the-new-power-base-selling
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Welcome: Today’s Presenter
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What Has Sales 

Training

Accomplished?
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95% of companies invest 

in sales training.

Only 9% of companies

see behavioral changes in trainees.

ES Research
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75% of sales reps think their 

approach differentiates them 

from their competitors.
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salesjournal.com
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3% of their customers say the same.

salesjournal.com
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Are you getting the results 

you want out of your current 

Sales training?
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A) Yes

B) No
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Good News.

Sales Training is Over.
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Relevance Revolution

Recession
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1990’s          2000’s             TODAY

 Insightful Questioning 

 Motivating Conversations

 Objection Handling & Closing

 Provide Unexpected Value

 Formulate Compete Strategy

 Gain Political Alignment

Cost 

Scrutiny

Information Provider

Customer Advisor

PERSONAL SELLING

Personal and

ORGANIZATIONAL 

SELLING

Internet

Multiple 

Stakeholders

Increased 

Competition
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Time to Catch Up with Buyers

10
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Holden Four Stages of Sales Proficiency

Research: 28,000 Sellers & 50,000 Deals
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If you had to guess, which 

stage is your company’s 

sales force?
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A) Stage I

B) Stage II

C) Stage III

D) Stage IV
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Game-Changing Sales Habits

Turning Sellers into Demand Creators
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Habit #1: Gaining Political Alignment

Holden Research Results:

71% did not correctly identify 

29% correctly identified

Sellers need help identifying 

influence (Power Bases)

71% 

29% 
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Habit #2:  Providing Unexpected Value

Holden Research Results:

69% needs improvement

29% excellent

2%  good

Sellers Need Help Providing 

Unexpected Value

69% 

29% 

2% 
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Habit #3: Formulating Compete Strategy

Holden Research Results:

56% needs improvement

20% average

13% good

11% excellent

Sellers Need Help Conducting 

Competitive Differentiation56% 

20% 

11% 

13% 
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Lower Customer Satisfaction

60%33%

7%

Leads to Lower Deal Size
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Huge Opportunity Lost

60% needs improvement

33% average

7% good

0% excellent

70% deal size remained the same

30% deal size increased

70%

30%
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Traditional Methods Are Not Working

22
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Does this fairly represent 

your current B2B sales training?
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A) Yes

B) No
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 Required adoption of

new sales training methods

 Traditional one-size-fits-all

sales training models do not

prepare all for success

 Outdated training platforms

and CRMs don’t address the

ways people learn today

Research Recommends New Methods

*2015, Forrester, “Overhaul Sales Training 

to Win and Retain Customers”
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How Are Habits Developed?

AWARENESS UNDERSTANDING BELIEF
SKILL

DEVELOPMENT
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Sales Savvy  --- Psychology --- Technology
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online simulations

The Holden Adaptive Platform™ 

deal coaching                       
and consulting

sales software 
suite
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SITUATIONAL LEARNING
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How does your company 

use e-learning?

28

a) Awareness & knowledge (e.g. new policy, 

product)

b) Basic skill development (e.g. new system)

c) Complex skill development and practice (e.g. 

B2B selling)

d) We don’t use e-learning
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Situational Learning On-Demand
Insightful Software and Online Simulations
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Source: Adapted from Clark, Nguyen, and Sweller (2006)

Safe

Environment
Real

Environment

Worked in Lesson Worked by Learner

Fully Worked 

Task

Partially Worked 

Task

Independent 

Task

Somewhat Worked 

Task

Videos &

Infographics

Practice Case

Scenarios
Live Deals

Realistic

Simulations

Awareness & 

Knowledge
Skill Development & Habit Formation

Based on Adult Learning Research
Designed for how adults learn
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Behavioral Analytics
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How would you use these 

behavioral analytics?

32

a) Help sellers open and close more deals

b) Improve forecast accuracy

c) Inform sales training curriculum decisions

d) Develop hiring profiles
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15% higher win rates

10% higher goal attainment

5% higher renewal rates

2.5% shorter cycle (YOY)

15% higher client satisfaction

Demand Creators Deliver Results

33
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Holden is a Pioneer in 

Sales Performance Development

Holden’s research-based strategies are 

summarized in our book, The New 

Power Base Selling: Lessons from 

28,000 Sellers and 50,000 Deals, with a 

foreword by Bill McDermott, CEO of 

SAP. 

• Industry pioneer founded 1979

• Created 1 million+ 

high-performing sellers

• 700+ organizations 

• 65 countries

• 10 languages 
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Ryan Kubacki

CEO, Holden

@HOLDENINTL

HOLDEN INTERNATIONAL

CONTACT

RYAN KUBACKI
r.kubacki@holdenintl.com

312-476-8704

VISIT

holdenintl.com

FOLLOW 


