UnSelling in 2018

Are You
Having
The Right
Collaborative
Conversation?
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What Changed?

"It's not that sales is different, it's the wor/d that's different.”

CEB -The Challenger Sale



1 Trillion objects
expected to connect to the interne
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Customers Expectations Have C

 “The Attention Economy
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Disruption in Flow of Information
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Mlllennlal Generation

Generatlon Z and Generatlon Alpha ’ .
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Customer
Due Diligence

Purchase Timeline

ONLINE

60-70%

30-40%
Customer
Purchase
Outreach .
] Decision
to Supplier

CEB Insights



" Who's Winning and Why?




Network Orchestrators
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What is a Network Orchestrator?

These companies create a network of peers in which the participants interact
and share in the value creation. They may sell products or services,
build relationships, share advice, give reviews, collaborate, co-create & more.




What Makes Them Winners?

Network Orchestrators Outperform

On Revenue: And Profits:

Average revenue compound annual Average Profit Margin, 2013
growth rate (CAGR) 2010-2012

Asset Service  Technology Network Asset Service  Technology Network
Builder Provider Creator  Orchestrator Builder Provider Creator Orchestrator

Engagement and Collaboration

Source Barry Libert, Jerry Wind, and Megan Beck Fenley HBR.org
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" Co-Creation
Crowdsourcing

“"Why Companies
Are Hiring
Their Customers As
Designers”

https://www.forbes.com/sites/mitsubishiheavyindustries/2017/11/16/why-companies-are-hiring-their-customers-as-
designers/#37159ee62dbe



People don’t buy
what you do,

THEY BUY

WHY

YOUDOIT

—— Simon Sinek —




" What are the top two
conversations in
business right now?

Join The Conversation
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BIG CONVERSATION #1
How Important is Customer Experience?

Companies

201 6 890/0

Of companies will compete based on customer
experience (up from 36% in 2012)**
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Digital Transformation #1 For CEO and
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"How Do | Stop the “"Push” and Have a
Collaborative Conversation?




"

Its not enough to be an expert on your own company; you need to
be an expert on your customer

’
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ALIGN
to the 7heir Business Strategy
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“Next Steps




Map Your Customers’ Journey

Are You Tracking Your Buyers' Journey or Your Sales Journey?
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Review Your Sales Process and identify Gaps

Purchase Timeline

ONLINE
30-40%
COLLABORATE EARLIER
60-70%
Customer Customer Purchase
Due Diligence Outreach _
: Decision
to Supplier

CEB Insights
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Conversation?

-
-




Develop or Enhance Skills:

A
Revolutionize

Your B2B Strategy and Talent 4

Empathy, Curiosity, Listening, Challenger, Problem Solver, Storytelling,
Collaboration, Research, Flexibility, Ideation, Diagonal Thinking/Non-linear,
Strategic Thinking, Open Minded, Open Ended Questions
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The Right Conversation
for the Future, not the Past

Debbie Castrodale

= Contact:

= 919-971-7848

» debbie@theunsale.com

www.theunsale.com




