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Solutions


Foundational Workshops
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The ValueSelling Framework® aligns your revenue engine, enabling all customer-facing roles to compete on value and improve your CX.
Learn More
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Vortex Prospecting is the multi-channel, strategically choreographed approach to sales prospecting that reliably fills the funnel. 
Learn More
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ValueSelling Account Planning maximizes selling efficiency by identifying high-potential opportunities and growing existing business.
Learn More
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Value Selling for Marketing Pros aligns marketing and sales to increase top-of-funnel activity, improve CX and build brand trust.
Learn More

  



[image: ]ValueSelling for
Competitive Differentiation






Competitive Differentiation teaches teams to create compelling messaging and value propositions that result in premium pricing.
Learn More

  





Programs for Leaders & Managers
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Coaching the ValueSelling Framework® for Managers equips leaders to coach around ValueSelling behaviors and ensure training ROI.
Learn More
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Coaching Vortex Prospecting® for Managers develops prospecting/qualifying skills and reinforces consistent execution across teams.
Learn More

  




Revenue Technology

[image: ]eValuePrompter™
RevTech Toolset






eValuePrompter™ facilitates cross-functional collaboration and increases the adoption of ValueSelling to key sales metrics.
Learn More
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The VSAP toolset empowers revenue teams with enhanced account intel to identify expansion opportunities and develop strategic plans.
Learn More

  





eLearning
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Fundamentals






eValueSelling™ Fundamentals provides the foundation of ValueSelling vocabulary, terms, processes and concepts in under 3 hours.
Learn More
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Executive Speak™ builds business acumen and financial literacy to boost seller confidence and enable them to sell to the C-suite.
Learn More

  



[image: ]ValueSelling
@Work™






ValueSelling@Work® microlearning helps your salesforce build skills, reinforce habits and achieve results immediately.
Learn More
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Vortex@Work™ microlearning reinforces crucial sales prospecting habits to prime the revenue engine and reliably fill the funnel.
Learn More
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Master Virtual Communications microapp is the practical way for global sales teams to improve virtual communication skills.
Learn More

  





What is ValueSelling?
Creates a common language for greater forecast accuracy, powerful deal reviews, and effective sales coaching.
Learn More

  




Case Studies
We do not sell two-day trainings. We sell results — view our client success stories.
Learn More

  










	



Services


[image: ]Sales Training
Our award-winning value-based sales training was designed for salespeople, by salespeople.




[image: ]Virtual Sales Training
Helping sales orgs be efficient and effective in engaging, qualifying, advancing, and closing opportunities.




[image: ]Sales Coaching
Ensuring the ValueSelling Framework® is effectively installed, adopted, and leveraged continuously.









	


Who We Serve


[image: ]Industries
Since 1991, the award-winning ValueSelling Framework® sales methodology has been installed and adopted by 1k+ of leading enterprises around the globe.




[image: ]Roles
No matter where you sit in the organization, we have tailored solutions to match.




[image: ]Locations & Languages
ValueSelling Associates deliver their programs in local languages, on local sites, on virtually every continent.









	



About


[image: ]Our Team
Meet our team of associates from around the world with significant real-world experience helping organizations execute change management.




[image: ]Join Our Team
ValueSelling Associates seeks Independent Sales Consultants to join our team and create a sales and delivery network for the ValueSelling Framework® sales training programs.




[image: ]What is ValueSelling?
Creates a common language for greater forecast accuracy, powerful deal reviews, and effective sales coaching.




[image: ]Newsroom
From press releases to bylined articles, check out the latest ValueSelling news and insights from our thought leaders. 




[image: ]Contact Us
Let's talk: We'd love to discuss your top revenue challenges and proven, tailored approaches to closing the skills gap.




[image: ]Diversity, Equity, and Inclusion
We believe in our profession, our clients, and our company. We value diversity, equity, and inclusion.




[image: ]Corporate Social Responsibility
Built on two foundations: sustainability and community involvement.









	


Results


[image: ]Our Clients
Marquee clients across multiple industries in complex B2B selling environments.




[image: ]Case Studies
ValueSelling clients driving results.




[image: ]Industry Awards
ValueSelling is honored to be consistently ranked as a top sales training company.




[image: ]The Stevie Awards
ValueSelling celebrates client success stories at the prestigious Stevie Awards.









	



Resources


[image: ]Book

The Power of Value Selling is now available.
The indispensable guide to forging human-to-human connections, having better business conversations and building buyer confidence – the crucial ingredients to closing sales despite unrelenting uncertainty.
Order Today

  




[image: ]Selling Guides
From prospecting to sales coaching to value-based selling, these are the ultimate sales guides.




[image: ]Research and eBooks
ValueSelling’s research and ebooks provide sellers and leaders with the insights they need to build high-performing teams.




[image: ]Webinars
Discover the latest value-selling tips, tricks, and techniques in these engaging webinars delivered by ValueSelling thought leaders.




[image: ]Articles
These how-to articles cover the fundamentals of everything from value selling techniques to GTM strategy.




[image: ]Podcasts
The B2B Revenue Executive Experience podcast helps revenue leaders train their sales and marketing teams to optimize growth.




[image: ]eStore
Browse the latest ValueSelling eStore products, from books to eLearning.




[image: ]From the CEO's Desk
In the Voice of Value blog, President & CEO Julie Thomas covers the latest B2B selling trends alongside proven ValueSelling concepts.




[image: ]All Resources
Unlock success in sales with our curated resources. Dive into expert tips, insights and exclusive webinars to seamlessly integrate value selling into your routine. Whether you're a sales/enablement leader, marketer or individual contributor, your shortcut to driving revenue starts here.












Let's Talk
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President & CEO
Julie Thomas

"Most people think ‘selling’ is the same as ‘talking’. But the most effective salespeople know that listening is the most important part of their job." – Roy Bartell



X (twitter) Link



Linkedin Link



Facebook Link
Youtube Link






WebsiteLink








+1 858 759 7954 (o)







julie.thomas@valueselling.com

Download Bio





Team

Julie Thomas works with revenue leaders across many industries to help them realize results they never thought possible. She is passionate about guiding revenue organizations through uncertainty and helping them build resilient, engaged teams that drive predictable, sustainable results and create customers for life.
As President and CEO of ValueSelling Associates, Inc., Julie is responsible for the company’s global expansion and its position as a market leader in on-demand, instructor-led, virtual instructor-led and hybrid (blended) learning solutions delivered throughout the world in more than 17 languages. In a career spanning more than 24 years, she credits her mastery of the ValueSelling Framework® for her own meteoric rise through the ranks of sales, sales management and corporate leadership positions.
Julie began her sales career at Gartner Group (now Gartner, Inc.) In 1999, she became Vice President of Gartner’s Sales Training for the Americas. Her role included successfully onboarding new sales hires and driving adoption of the ValueSelling Framework. She has extensive experience applying, coaching and reinforcing the ValueSelling Framework, ValueSelling Essentials® and their application to all customer-facing roles across the revenue engine.
In 2003, Julie joined ValueSelling Associates as Chief Executive Officer and President. She led the company to become an industry leader in competency- and process-based training for escalating sales performance in business-to-business sales organizations worldwide. She takes pride in the fact that ValueSelling Associates is consistently honored as an award-winning Sales Training Service Provider.
In addition to her role at ValueSelling Associates, Julie is a noted speaker, consultant and author of “ValueSelling: Driving Sales Up One Conversation at a Time” and “The Power of Value Selling: The Gold Standard to Drive Revenue and Create Customers for Life,” as well as a contributor to Forbes.com, the Forbes Business Development Council and the LinkedIn Sales Blog. Julie also serves on the advisory board of the eWomenNetwork Foundation Advisory Council and is heavily involved in local charities in the San Diego region."
Featured On
Sales Talk for CEOs - Fostering Collaboration Between Channels
Evolvers Podcast: From Pitch to Purpose - Value Selling: Engaging with Customers, Value First with Julie Thomas
20/20 Foresight Podcast - How to sell and win on value, not price!
“Your ValueSelling training has impacted my life in so many ways and I am so grateful for the amazing foundation it gave me as a sales, and now marketing, professional. Just thought you should know what a positive impact you have made. Thank you!”
Carrie Boyer,
Director of Product Marketing, Zignal Labs
“You taught a class in New York on ValueSelling a couple of years ago. I firmly believe what I learned in your class not only allowed me to be successful in my role but helped me get a great, new job. I just wanted to say thanks, and let you know what a difference ValueSelling made for me.”
Brian Hodges,
Strategic Accounts, IT Research & Advisory Firm
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Drive impressive results.

Schedule a Free Consultation





Trusted by Leading Global Companies
See all clients

  



[image: cisco logo]
[image: google logo]
[image: youtube logo]
[image: ncr logo]




Join our newsletter
Sign up for the latest B2B sales insights and ValueSelling best practices.
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