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Advice / Offer 
solutions 

Assessing 
Customer Needs 

Products  

Sell 

Changing Selling approach 
Evolving from a “push product” 

approach  to delivering solutions that 

fulfill customer needs. 

Push 

ADVICE 



Transforming our sales approach 

requires  a three stage process 

• Kowledge transfer  
• Detailed design and 

implementation tools 
• Selecting the leaders 

Stage 1: 

Designing  the how 

• Empowering our mentors 
• Two way learning process 
• Continuous improvement  
• Discipline 

Stage 2: 

Make it tangible 

Stage 3: 

Creating impact through 
a streghthened sales 
model 

• Coaching 
• Leadership Business Model 
• Dedicated Support Team 

Building Skills 

Building skills 

Its key success factors are:  

• Coaching & feedback 

• Discipline  
• Measuring impact 


