s STRATEGIC SELLING’

| Comprehensive Strategy for Complex Sales

Comprehensive Strategy for Complex Sales

S =
nsvrendanagms azdas lWesdnsWmunagninisnnsuuuesAsaniienazaurlunlania ,
n19278 Tsunsuazdenaunszuouniszesnseuazunulfiinsarauznsaneuunlagiu A
1 [ v L L
Feluynnisdedenu gnAnidunaueyiinisdsteanaunantau naednevEauaUNUNYEe
L Ll ar
ulwsilunaneszsiv Multiple Decision Makers
; , In complex selling environments, where
- a o & = ar [y el o5
nsyrendanagms M inmnsendaaulunnaniunisaizeanmsueisiATeiliazes multiple people will influence the outcome
i da = 4 g 4 4 d o of a sale, identifying and accessing these
Tsunsuivaldluntsanauns RGendn ugan (Blue Sheet) Fuilwarasiianazlilunisiovun e S0 vakors loan eesertilparb ot
neyuadnAtysinee luasdnsaesdde vnlidalananiseesnmsianinalunistesesusiazde a winning strategy. World-Class Sales
y . ; Organizations are significantly more likely
2 = = @ Lo -3 = o =l % L g v
Llﬂ:ﬂ]qlq 3N Lﬂﬂuﬂluﬂqisﬁ’ﬂw T8H ﬂULﬂm L Hﬂi’ﬂ;&ﬁ“ﬂ'ﬂ"ﬂﬂuﬂ Eﬂ'-lﬂ ﬂﬂdl‘muﬂﬁi’ﬂﬁﬂ Q“IHELL@: to recogn]ze the impgrtance of these

- A = Lo = individuals in securing a sale.
asAnsazlasuinsasiianldlumstssfivgaiivaeanisudedu nasEsanANNTaNTaIgTIa &

' 5 [ ¥ ' .
wazgniansnasiamssindulalunisderesesdnidda anvispanuuanssiiagnieluesdng 8l ge ceal e alweyx gl access £y

v Wt 1 i key decision makers.
Gl ;1 il = (-1 i <4 =i o ey o]
UB H“ﬁ@@'JE’Jﬁﬂ"i‘i“l‘\l’ﬂWimﬁﬂﬂﬁuﬂuﬂﬁluﬂmmﬂ uAazAuNN1IFnAL a8 WD

NIFPILIINAYNS HNTEUIUNNTIUNIRRIINAgNETRIN T Eet WlTad Anyaziinlana
wisderuslunnanunisaiesnisendaaududen wianiFandn Complex Sales 35184

= o ar 174 o« 7 b 4 Ellﬂi L - =i ar
nsreianagnsiaiiesAnsgadianszusunisuazniniandn el luianianeaiu
awdunstifutialunnaniunisniaasnisene iauniswanizasanuduanlunsaneiiin

k3 b & H ' '
aulaepisluesdnadang Bnisanunsafiazdnassuazimvuaninensiunisaeieinlania

deauzlunisene weseamdyivaniunisaimileniadesuslunsaen noyuaaugiane
= Gl aad - i 0 2 ar Py - - = o
nsBeuiiasnsfigaiutawasndsnuiseddlulanareinisine wewdaudunainls

£ 3 7 3 ar a
LRZNITATNGN AgrazenT WNUasAns

SELIIL g
MACHIE Wabecsen

“l was able to immediately put the methodology
to use in developing a sales strategy for a
significant opportunity. Using Strategic Selling®,
o . | was able to clearly asses the customer’s needs
nsaedinagys Wultaduivanzaun1asans1adnunIaIneneuna: and tailor a solution that addressed those needs
X 1 E in a win-win formula.”
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AT About Miller Heiman

Miller Heiman helps companies and
individuals that compete for high-value
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sales performance consulting and training
firm and the preeminent thought leaders
in the space. Quite simply, nobody knows
. . , . sales performance better than we do. With
o manmussivteslsgduldetawiviiuininuadeWuwiasalunsinulagagamwanian corporate headquarters in the United States,
United Kingdom, and Australia, Miller Heiman
offers programs worldwide in 15 languages.
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¢ dpassarlunismenddniatunguimunendannmw Conceptual Selling®— Communicate

effectively to uncover and align with the
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3 Large Account Management Process
wsaNFadmILduAeuse [y (LAMP®) — Strategic planning for
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sales process adoption through coaching
to increase success in critical sales
opportunities.
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