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. Welcome: Today’s Presenter

New Eovzer Bose Seking wil) take p| 1 the required resding list at my compary.
Bill McDex o-CEQ, SAP

THE NEW

POWER
BASE
SELLING

LESSONS FRUM 28,000 SELLERS AND 50,000 DEALS:
Master the Politics,
Create Unexpected Value
& Higher Margins, and
Qutsmart the Competition

JIM HOLDEN
& RYAN KUBACKI

Download Chapter One at:
http://www.holdenintl.com/the-new-power-base-selling
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Ryan Kubacki,
CEO, Holden

» Co-Author and Thought Leader
* Harvard Business School
* Microsoft Sales Leader

» 1,000,000 Sellers in 65 Countries
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from their competitors.
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3% of their customers say the same.
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A Poll Question

Are you getting the results
you want out of your current
Sales training?

A) Yes
B) No
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‘ Relevance Revolution

Increased
Competitig
90

PERSONAL SELLING s

Customer Advisor

Gain Political Alignment

@ Provide Unexpected Value

v" Objection Handling & Closing

v" Insightful Questioning

v Motivating Conversations 9 Formulate Compete Strategy

Recession

Cost
Scrutiny

Personal and
ORGANIZATIONAL
SELLING

Information Provider

RELEVANCE
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PRODUCT
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249, Solution
0 Seller
STAGE! |
Emerging Seller
PRODUCTS & VALUE POLITICAL
SERVICES POSITIONING SUPPORT

COMPETITIVE
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Holden Four Stages of Sales Proficiency
Research: 28,000 Sellers & 50,000 Deals

3%

.
STAGE IV

Customer
Advisor

| i eals
. v 3X Biggefr D
| v 2.5% Shorter sales Cycles

| /10% Higher Quotd
11' Attainmen
| v10-15% higher ¥

in rates

STRATEGY
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‘ Poll Question

If you had to guess, which
stage is your company’s
sales force?

A) Stage
B) Stage ll
C) Stage lll
D) Stage IV
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Game-Changing Sales Habits

Turning Sellers into Demand Creators

¥

POLITICS

DRIVE
MARKET SHARE
& CUSTOMER

LOYALTY ’

UNEXPECTED
VALUE

STRATEGY
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\ Sl Habit #1: Gaining Political Alignment

Holden Research Results:
71% did not correctly identify
29% correctly identified

Sellers need help identifying
Influence (Power Bases)

s
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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

(ERRNBS o
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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 Differentiation
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‘ Huge Opportunity Lost

Lower Customer Satisfaction Leads to Lower Deal Size

60% needs improvement 70% deal size remained the same
33% average 0% excellent 30% deal size increased

(ERRNBS o
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MIRACLE
_OCCURS | RESULTS

T TUNK Nou SHouwwD 82 MORE
EXPLIAT HERE N STEP TWO,Y
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‘ Poll Question

Does this fairly represent
your current B2B sales training?

A) Yes
B) No
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‘ Research Recommends New Methods

= Required adoption of
new sales training methods

Overhaul Sales Training To Win And
Retain More Customers

By Mok Lindhwadl, March 5, 2015

» Traditional one-size-fits-all
sales training models do not
prepare all for success

KEY TAKEAWAYS

Customer Obseasion Demands New Sales Traising
rrerd g ioes be ke Iranwrgg oove seBevs unoguppnd bo weet Soe Sapeinix
f 00T vl SeOsa Yo hers whe dre ‘..\.-'-l.vh 47 o MY a0 sobwr e

el pcs probhras Seo coadiirecnl prodeuiase emsl sdopt acw ks tlnirg

S T T R o e s S = Qutdated training platforms
Tator Learnng Mrograms To Sales Roles Aod ndiedunl Noeds an d C R M S don’t add reSS the

Ay a0 Ive iy 30 pmpeove (he Gapacty of & sabes 5008 b Lo Loapderne! (FReeog Poagians

Mt ety (e Comnpetions s [uryers sovpany of 1 e i sdes trde sind Thes focus I I t d
it . 5 e N il s ways peopie learn toaay
aniraa) rgwovdmsianl of Dhar sepn dotpdoacy % aoere ehgeot D basens

Support Continuous Loarming Wah New Nothods And Technology
New techackag oo o bl ing vondake pav n-tate bosrn g, pernifodion, and
f — prome cocelent platformm for ey e ring, suprication, sad

L These sechobigins. conglind wath Feeroders Sados Traleing Sodation

*2015, Forrester, “Overhaul Sales Training
to Win and Retain Customers”
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P @l How Are Habits Developed?

Sales Savvy --- Psychology --- Technology

SKILL
AWARENESS UNDERSTANDING | DEVELOPMENT BELIEF

(ERRNBS o
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online simulations deal coaching sales software
and consulting suite

SITUATIONAL LEARNING




‘ Poll Question

How does your company
use e-learning?

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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AT
salesforce $ a Search... Search
* &5
Home Chatter Files Leads Activities Accounts Contacts
Opportunity

—

Unresolved ltems

Recent ltems

POS Solution
Fran Cobb
Karen Dzenis
Don Schmidt
William Sutton
1]
Anthony Clark
Dougq Dillard
Jo Ann Labbie
Kate Hogan

manski

Mo e Ne e e Ne e Ne e

@ Recycle Bin
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(' POS Solution

K- Show Feed

Opportunity Detail
Opportunity Owner
Opportunity Name
Account Name

Amount

w Launch efox 5.0 (Salesforce $80)

Hé).L pE N Winning Sales Plan

WS5P Updated
Pct Complete

Executive Value Statement

Situational Learning On-Demand
Insightful Software and Online Simulations

Ewa Baska Help & Training

Reports Dashboards Products &

Customize Page | Printable “View | Help for this Page &

A
HOLDEN" ONLINE SIMULATIONS ™

ﬂ Ryan Kubacki
P05 Solution
DEMO ABC Company
$4,000,000.00

IM22015 9:48 AM
100%

In support of your desire
by 10%, we can deploy al
foed and beverage termi
customers
you can service per hour
revenue and customer 53
have
implemented similar POS|
theater
chains, both of which real
theater profits.

29



'\ Based on Adult Learning Research
Designed for how adults learn

Awareness &
Knowledge

Skill Development & Habit Formation

Videos & Practice Case Realistic

: : : _ Live Deals
Infographics Scenarios Simulations

Safe Fully Worked Partially Worked | Somewhat Worked | Independent Real
Environment Task Task Task Task Environment

. Worked in Lesson Worked by Learner .

[l .
Source: Adapted from Clark, Nguyen, and Sweller (2006) l é »
webcasts
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HOLDEN" The Winning Sales Plan | SCORECARD

Good | Performance Score (%): 80

You did very well at identifying the Politics, Value, and Strategy needed to create the various elements of the Winning Sales Plan, including the
Support Base Map, Value Statement, Value Proposition, Differentiation Analysis, and the Strategy Statement. However, there were a few vital points
you missed that would have helped you win the deal more quickly, while striving for the highest levels of customer satisfaction and optimizing your
Cost of Sales. Analyze your performance by selecting each parameter on the next page

Given budget (USD): 15,000
Cost of Sales (USD):

Deal Size (USD million) i

Pipeline Ve e Customer Satisfactio ss vs. Competitor

Medium

No Deal ./ High nt None

High
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‘ Poll Question

How would you use these
behavioral analytics?

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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‘ Demand Creators Deliver Results

X

the average
deal size
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<JoXoX: o

15% higher win rates

10% higher goal attainment
5% higher renewal rates
2.5% shorter cycle (YOY)

15% higher client satisfaction

(ERRNBS o
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‘ Holden is a Pioneer in
Sales Performance Development

“The New Bsvzer Bose Seling will take 1t place on the required reading list st my company.”

THE NEW * Industry pioneer founded 1979 /_\

2015 WATCHLIST

P O W E R * Created 1 million+ u5
high-performing sellers
« 700+ organizations
B AS E 65 countries
- 10 languages '
S E L L I N G Smartchoice’

LESSONS FROM 28,000 SELLERS AND 50,000 DEALS:
Master the Politics,

Create Unexpected Value Holden’s research-based strategies are Selling"over
& Higher Margins, and summarized in our book, The New Top 20 Sales
Cuigaraie Canpeg i Power Base Selling: Lessons from Training Companies

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

2015 |
& RYAN KUBACKI foreword by Bill McDermott, CEO of ,
atd
35
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Ryan Kubacki
CEO, Holden

@HOLDENINTL

mHOLDEN INTERNATIONAL

HOLDEN



