
Today’s business landscape is extremely competitive, 
with rising customer expectations and declining 
customer loyalty. Customers have ample options when 
it comes to products and services, and technology has 
accelerated the amount of information available at 
their fingertips. The last thing today’s buyers want is 
to be sold to from an out-of-touch salesperson.  

To effectively sell in today’s environment, sales 
professionals must differentiate themselves from 
the competition and build trusted partnerships with 
customers. By focusing on what the customer values 
most rather than products or price, salespeople can 
create a shared vision with customers to ensure 
they receive the right solution for the right need. 
This change in mindset requires sales professionals 
to gain an in-depth understanding of the customer’s 
business pressures, objectives and challenges before 
introducing any company products or solutions.  

A value-focused approach allows salespeople to co-
discover value with their customers through authentic 
conversations and collaboration, allowing solutions 
to arise organically in discussions. Transforming a 
sales culture from a product-focused organization 
to a value-focused organization requires a shift in 
mindset and a unique set of skills. These skills can 
turn one-and-done sales transactions into long-term 
customer partnerships.  

Diligent Preparation  
A successful sales professional understands the 
importance of conducting thorough research prior to 
the first customer meeting. Walking in cold is a sure-
fire way to lose credibility that may not be recoverable, 
and with so many sources of insights available through 
social media and business publications, it’s simply a 
matter of finding time to do the requisite “homework” in 
advance. To be effective, salespeople must understand 
the customer’s current business environment as well as 
the market pressures and drivers that could prevent the 
customer from meeting their objectives. This upfront 
research will provide context and a foundation for the 
salesperson to create a thoughtful list of questions to 
uncover the customer’s specific needs and develop an 
understanding of what success looks like to them.  
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Co-discovery of Value 
A discovery meeting is a valuable way to connect with 
customers and pinpoint their needs. This process 
allows salespeople to engage with their customers to 
co-discover what matters most to them. Salespeople 
must be prepared to ask the right questions to gain an 
in-depth understanding of the customer. Through a 
thought-provoking discussion with targeted questions, 
the salesperson can uncover the customer’s business 
pressures, objectives and challenges. By understanding 
the pressures and objectives that are driving the 
customer, the salesperson will be better able to 
recommend solutions that connect with what’s most 
important to the customer: their success.     

Internal Alignment 
The output of the discovery session is a more 
thorough understanding of the market drivers, 
customer needs and expectations, and challenges 
that may impact results. The sales team must align 
internally and develop a cohesive strategy with 
personalized recommendations on how customers 
can navigate their identified challenges to achieve 
success. Without agreement on key focus areas and 
a clear strategy moving forward, salespeople risk 
diminishing the value of their company in the eyes 
of the customer.  

Solution Positioning  
Once the needs of the customer are clear, salespeople 
can position the advantages of their solutions in the 
context of the customer’s problems. A salesperson 
can build credibility by being transparent and 
consultative about their own company’s capabilities 
and how they can help to accomplish the objectives 
and address the challenges that they have co-
discovered. Occasionally, a discovery session may 
end without a potential company solution to offer, 
but that doesn’t mean the customer interaction 
wasn’t productive. While there may not be a short-
term sale to close, the salesperson has established 
himself or herself as a reliable and trusted partner.      

Competitive Differentiation 
Creating a competitive advantage is critical to long-
term success in an over-saturated business market. 
A customer-first mindset can quickly differentiate a 
salesperson from the competition, accelerating the time 
it takes to build trust and credibility with a customer and 
reducing the length of the sales cycle. Value-focused 
conversations have proven to be a wise investment 
of time for the contemporary sales professional. This 
type of engagement can empower salespeople with a 
framework to provide intuitive guidance to customers 
while creating compelling value propositions that 
connect with what matters most to the customer.   

Developing a Customer-first Sales Culture 
To effectively engage with today’s customers, sales 
professionals must shift their mindsets from their 
products to value as seen through the eyes of the buyer. 
Approaching customer meetings with an intent to listen 
first and thoughtfully respond can change the entire 
outcome of the meeting, as well as the direction of the 
relationship. A customer-first approach can open the 
door to more business opportunities by simply asking 
the right questions and listening to the customer. 
When the conversation is focused on the customer, 
salespeople can more effectively position the right 
solution for the right need and build long-lasting, trust-
based relationships that extend far beyond the sale.  

Learn more about our approach to value co-creation here https://trainingindustry.com/supplier/pmi/.
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