s CONCEPTUAL SELLING®

Customer Interaction Strategy for Winning Complex Sales
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Customer Focus

Good selling begins with listening.
Without first understanding the business
obstacles a customer is facing, it is difficult
to qualify the opportunity or propose

an effective solution. World-Class Sales
Organizations are nearly twice as likely

to follow a process that incorporates this
important step.

We clearly understand our customer’s
issues before we propose a solution.

'l am capable of better managing my sales
calls in a way that helps my company get more
attention compared to competitors.”

- Director, Telecommunications

‘Our sales teams are becoming more consultative
in their approach and are increasing revenue

per customer by proposing solutions rather than
going for a fast close.”

- Vice President, Media

“l was able to reduce my sales cycle time from
start to finish.”

- Account Manager, Telecommunications
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About Miller Heiman

Miller Heiman helps companies and
individuals that compete for high-value
business-to-business sales develop
strategies, processes and skills to consistently
win business —especially when the sales
process is complex and the marketplace
demanding. We are the world's largest

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
corporate headquarters in the United States,
United Kingdom, and Australia, Miller Heiman
offers programs worldwide in 15 languages.

Related Offerings

Securing Strategic Appointments®" —
Research and plan to successfully secure
time with key contacts.

Strategic Selling® — Comprehensive
strategy for winning complex sales.

Large Account Management Process®
(LAMP®) — Strategic planning for
protecting and growing key accounts.

Conceptual Selling® Coaching — Driving
sales process adoption through coaching
to increase use of effective communication
behaviors.

Sales Access Managers™ — Sales process
integration with relationship management
systems (CRM).
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