
Series One: ENGAGE

 Understand how you can stimulate customer 
curiosity in your products and services.

 Achieving plan: How a different mindset 
can support closing more, larger deals.

 Taking ‘knowing your prospect’s business’ 
a step further; to uncover stronger, broader 
opportunities.

 Focussing on the value from using your 
products; using use-cases, not just features 
and functions.

Episodes:

1 Connecting with your customer

2 Developing the pain chain

3 Navigating the org chart

4  Understanding customer benefits in 
their terms

5 Building your sales ambition

6 Establishing customer interest

7 Earning the right to be heard

8 Avoiding the deferral

9 Winning over procurement 

10  Maintaining the post-sale momentum



Series One: ENGAGE

 How to entice more stakeholders to 
engage, by framing your offering to fit 
the prospect’s world.

 Leveraging the tangible benefit a prospect 
will receive; making your deal the most 
relevant & compelling. 

 Understanding a CFO’s priorities and how 
to engage: The power of demonstrating 
measurable benefit.

 Is saving money the end-game? How to 
frame a CFO discussion to unearth additional 
budgets & new  stakeholders.

Episodes:

1 Connecting with your customer

2 Developing the pain chain

3 Navigating the org chart

4  Understanding customer benefits in 
their terms

5 Building your sales ambition

6 Establishing customer interest

7 Earning the right to be heard

8 Avoiding the deferral

9 Winning over procurement 

10  Maintaining the post-sale momentum



Series One: ENGAGE

 Exploring who else benefits from what 
your offering delivers, and how to gain 
access to them.

 Recognising what will motivate your 
customer to share additional contacts? 
What’s in it for them? 

 Pre-planning your questioning technique; 
if your customer initially blocks your 
request for referrals.

 Building a repertoire of skills, allowing you 
to adapt and succeed more often.

Episodes:

1 Connecting with your customer

2 Developing the pain chain

3 Navigating the org chart

4  Understanding customer benefits in 
their terms

5 Building your sales ambition

6 Establishing customer interest

7 Earning the right to be heard

8 Avoiding the deferral

9 Winning over procurement 

10  Maintaining the post-sale momentum



Series One: ENGAGE

 Exploring when and how to explain product 
features to best support the customer’s need.

 Creating compelling reasons to spend more 
on your products.

 Using questioning techniques, assumptions 
and validation techniques, to get your 
customer talking and on-side.

 Methods to lead your customer conversation, 
on a path towards your offering.

Episodes:

1 Connecting with your customer

2 Developing the pain chain

3 Navigating the org chart

4  Understanding customer 
benefits in their terms

5 Building your sales ambition

6 Establishing customer interest

7 Earning the right to be heard

8 Avoiding the deferral

9 Winning over procurement 

10  Maintaining the post-sale momentum



Series One: ENGAGE

 Analysing what makes on-plan and 
over-achievement possible.

 Looking beyond the status quo, exploring 
the bigger picture as a method to track 
down more opportunities.

 Exploring how to convince your customer 
you are relevant to their needs, by positioning 
visionary ideas.

 How to convince customers of the value you 
bring, with every conversation supporting 
them achieving their goals.

Episodes:

1 Connecting with your customer

2 Developing the pain chain

3 Navigating the org chart

4  Understanding customer benefits in 
their terms

5 Building your sales ambition

6 Establishing customer interest

7 Earning the right to be heard

8 Avoiding the deferral

9 Winning over procurement 

10  Maintaining the post-sale momentum



Series One: ENGAGE

 Why would they listen to us? Setting relevance 
first and establishing what ‘good’ looks like.

 Understanding each customer’s motivation, as 
a precursor to earning the right to be heard.

 Using reciprocity to leverage an obligation for 
your customer to give valuable information 
(give them something, before expecting 
anything back).

 Creating an environment where your 
customer looks to you for input and values 
your opinion.

Episodes:

1 Connecting with your customer

2 Developing the pain chain

3 Navigating the org chart

4  Understanding customer benefits in 
their terms

5 Building your sales ambition

6 Establishing customer interest

7 Earning the right to be heard

8 Avoiding the deferral

9 Winning over procurement 

10  Maintaining the post-sale momentum



Series One: ENGAGE

 Exploring different ways of thinking, to 
unlock larger, longer lasting deals.

 Recognising how ‘influencing’, to build more 
solid customer relationships, can be more 
effective than ‘selling’.

 Seeing how research can give you the 
opportunity to better connect with your 
customer and gain valuable input.

 Focussing on taking something of value to the 
customer, that informs and supports them.

Episodes:

1 Connecting with your customer

2 Developing the pain chain

3 Navigating the org chart

4  Understanding customer benefits in 
their terms

5 Building your sales ambition

6 Establishing customer interest

7 Earning the right to be heard

8 Avoiding the deferral

9 Winning over procurement 

10  Maintaining the post-sale momentum



Series One: ENGAGE

 How to guard against being pushed back?

 Focussing your presentation on the 
customer’s business outcomes; tailored 
specifically to their level & role.

 Considering how customer success stories 
can best support your sales arguments.

 Exploring how to elicit the customer’s 
preferences, by giving alternative scenarios 
and requesting their opinion.

Episodes:

1 Connecting with your customer

2 Developing the pain chain

3 Navigating the org chart

4  Understanding customer benefits in 
their terms

5 Building your sales ambition

6 Establishing customer interest

7 Earning the right to be heard

8 Avoiding the deferral

9 Winning over procurement 

10  Maintaining the post-sale momentum



Series One: ENGAGE

 Understanding the customer’s buying process; 
exploring the hoops you need to jump through 
early, to ensure your deal isn’t delayed.

 Looking at the deal from the customer’s 
perspective, to identify the true cost of 
delaying the purchase.

 When you are in a fix, how to leverage your 
contacts, to secure meetings with senior 
decision makers.

 Exploring the optimum route to present your 
arguments for not delaying deal sign off.

Episodes:

1 Connecting with your customer

2 Developing the pain chain

3 Navigating the org chart

4  Understanding customer benefits in 
their terms

5 Building your sales ambition

6 Establishing customer interest

7 Earning the right to be heard

8 Avoiding the deferral

9 Winning over procurement 

10  Maintaining the post-sale momentum



Series One: ENGAGE

 Formulating the best game plan: Taking 
knowledge gained in securing the first deal 
to position the need for further investment.

 Recognising that, once a deal is won, it’s the 
critical time to stand alongside the customer, 
to ensure deployment is optimised.

 Gather support colleagues around you and 
leverage company resources; enabling you to 
continuously inspire your customer.

 Using a deployment plan to justify regular 
visits; build trust and the opportunity to 
explore untapped potential.

Episodes:

1 Connecting with your customer

2 Developing the pain chain

3 Navigating the org chart

4  Understanding customer benefits in 
their terms

5 Building your sales ambition

6 Establishing customer interest

7 Earning the right to be heard

8 Avoiding the deferral

9 Winning over procurement 

10  Maintaining the 
post-sale momentum


