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What does it do to
your business to

obtain “Best In
Class” status ?
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Differentiated Value
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Vectors of Strategy - Rep Firm Example to Drive being “Best in
Class”

Winning
more at top
accounts

increase
time
available/

Service/
Solutions

Increase
customer
expansion
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Go To Market Strategy Example
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Synchronized Together
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Engaging The Teams
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Interfacing With The Team
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Attributes Of The Company
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Achieving Trusted Advisor Status

Figure 1

What Trusted Advisors Do That Average Performers Don’t

Great Communication Skills
Seize the Initiative '

Put the Client First '
Extreme Confidence and |[Courage

Business Acumen

Big-Picture Thinking

Very Technically Strong
P A

20 30

Source - What Trusted Advisors Do That Others Don’t By James A. Alexander Ed.D.
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What are “Best In Class Practices” b)é
Distributors and Suppliers with Reps
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Differentiated

Value
Summary

“Sharp
en the
Saw” -
well
trained
employ
ees

Line
card
synerg
y

Close
and
open
commu
nicatio
n

Custo
mer
relatio
nships

Strong
sales
team
and
SR

aR2iph
he

efforts
i.e.
market
ing, IT
infrast
ructur
e,



