	


Solutions


Foundational Workshops

ValueSelling
Framework®






The ValueSelling Framework® aligns your revenue engine, enabling all customer-facing roles to compete on value and improve your CX.
Learn More

  



ValueSelling
Vortex Prospecting®






Vortex Prospecting is the multi-channel, strategically choreographed approach to sales prospecting that reliably fills the funnel. 
Learn More

  



ValueSelling
Account Planning






ValueSelling Account Planning maximizes selling efficiency by identifying high-potential opportunities and growing existing business.
Learn More

  



ValueSelling for
Marketing Professionals






Value Selling for Marketing Pros aligns marketing and sales to increase top-of-funnel activity, improve CX and build brand trust.
Learn More

  



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

ValueSelling Framework® for the
Leader/Manager






Coaching the ValueSelling Framework® for Managers equips leaders to coach around ValueSelling behaviors and ensure training ROI.
Learn More

  



Vortex Prospecting® for the
Leader/Manager






Coaching Vortex Prospecting® for Managers develops prospecting/qualifying skills and reinforces consistent execution across teams.
Learn More

  




Revenue Technology

eValuePrompter™
RevTech Toolset






eValuePrompter™ facilitates cross-functional collaboration and increases the adoption of ValueSelling to key sales metrics.
Learn More

  



ValueSelling
Account Plan






The VSAP toolset empowers revenue teams with enhanced account intel to identify expansion opportunities and develop strategic plans.
Learn More

  





eLearning

eValueSelling™
Fundamentals






eValueSelling™ Fundamentals provides the foundation of ValueSelling vocabulary, terms, processes and concepts in under 3 hours.
Learn More

  



ValueSelling
Executive Speak™






Executive Speak™ builds business acumen and financial literacy to boost seller confidence and enable them to sell to the C-suite.
Learn More

  



ValueSelling
@Work™






ValueSelling@Work® microlearning helps your salesforce build skills, reinforce habits and achieve results immediately.
Learn More

  



Vortex
@Work™






Vortex@Work™ microlearning reinforces crucial sales prospecting habits to prime the revenue engine and reliably fill the funnel.
Learn More

  



Master Virtual
Sales Communication






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


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




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




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









	


Who We Serve


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




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




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









	



About


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




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.




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




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




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




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




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









	


Results


Our Clients
Marquee clients across multiple industries in complex B2B selling environments.




Case Studies
ValueSelling clients driving results.




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




The Stevie Awards
ValueSelling celebrates client success stories at the prestigious Stevie Awards.









	



Resources


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

  




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




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




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




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




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




eStore
Browse the latest ValueSelling eStore products, from books to eLearning.




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.




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








SaaS / Technology / Telecom
Industry



Your solutions deliver meaningful value to your clients -- and their complexity makes it challenging to convey the right information, to the right stakeholder, at the right time. Value-based selling tackles these challenges by helping tech companies avoid a product-led approach and focus on customer value. Discover a reliable way to reduce rep churn, increase average rep productivity and increase forecast accuracy.











































































































































Agillic
An emerging, cloud-based marketing automation platform company need greater forecast accuracy. The company’s entire value chain—from executive team, Board members, pre-sales, product, customer engagement, professional services—adopted the ValueSelling Framework® and are well on their way to meeting their triple-digit revenue growth goals.

Results

	Lead conversions improved from 25% to 40%
	Realistic and accurate forecast for sales leadership
	Seamless hand-off leads to better client service


Download PDF

  




Cablebahamas
Cable Bahamas was transforming itself from a commoditized “TV company” to a custom solution provider and needed a sure-fire way to develop greater customer intimacy. They implemented the ValueSelling Framework® sales methodology, which resulted in the sales team exceeding targets, strengthening relationships with top echelon customers and uncovering more opportunities.

Results

	107% of sales goals in FY 2020, remarkable given the negative impact of Hurricane Dorian (September 2019) and COVID-19 pandemic (March 2020)
	Commercial cable business 182% of quota
	Mobile business 155% of quota


Download PDF

  




Emplate
One of Denmark’s most innovative IoT companies provides a mobile communication channel for shopping malls to increase foot traffic. Invited to “inspire” prospects, the presentations led nowhere. To jump-start the conversations and start winning business, the entire sales and leadership team adopted the ValueSelling Framework®.

Results

	In 6 months, order size increased 9x
	Average order size has grown 10x YOY
	Solutions sold rose from 1 to 10


Download PDF

  




Evergage
How are sales leaders solving their pipeline conversion challenges? The CRO at Evergage knew the key to drive revenue was to adopt a common language and a simple, yet rigorous, qualification process. He was right. In the span of a fiscal quarter, the sales team drove real results with the ValueSelling Framework®.

Results

	Largest quarter in the company’s history
	50% of the enterprise team was 150% or more over quota
	The entire sales team crushed their numbers 4 days prior to end of quarter


Download PDF

  




Hanzo
Hanzo, with its suite of AI-powered investigative technology, knew that adopting a single process and methodology would make the team more productive. For closer alignment, the sales and marketing teams learned the ValueSelling Framework®, enabling a common language focused on customer value, and now Hanzo delivers a seamless customer experience.

Results

	Qualification became 2x faster
	Time to close decreased by 50%
	Tenured reps exceeding previous year by as much as 350%


Download PDF

  




Hitachi
Hitachi Vantara needed a consistent sales approach to catalyze cohesion and accelerate revenue growth. They chose ValueSelling to unify the global team through a learning program that included eLearning, instructor-led training, monthly reinforcement and coaching to drive adoption. Within a few months of using the ValueSelling Framework®, they increased average deal value by the millions. By the end of the year, the team logged its best quarter in years.

Results

	3x increase in bookings quarter over quarter
	Reduced sales cycle time
	Improved win rate


Download PDF

  




Paylocity
The ValueSelling Framework gave the Paylocity sales team a clear, concise and consistent method to manage conversations with decision-makers. Armed with a completed ValuePrompter, Paylocity’s account executives are educated and knowledgeable before a sales call with a prospective client. This executive alignment helps facilitate purposeful conversations with decision-makers that often push the deals “over the edge.”

Results

	Significant increase in rep productivity, deal size and First Time Appointments (FTAs)
	Exceeded quota in YE2019 and YE2020


Download PDF

  




Wildix
Wildix saw immediate results by aligning the sales and marketing teams around a common language and sales methodology — the ValueSelling Framework®. Leadership decided to share this easy-to-apply formula by offering ValueSelling training to its resellers. Now Wildix certified partners are empowered to qualify quicker, sell on value and grow their businesses with UC&C solutions.

Results

	Secure more channel partners, faster
	Offer a proven way to grow reseller business
	Expand market share YOY


Download PDF
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Drive impressive results.

Schedule a Free Consultation





Trusted by Leading Global Companies
See all clients

  











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


    Comments
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