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Andy Springer is Chief Client Officer for RAIN
Group. He leads the global delivery team, which
designs, measures, and delivers every client the

results they seek when engaging RAIN Group.

Andy is an expert in high-performance sales and leads RAIN Group’s
mission to unleash sales potential for its clients. Andy has worked with
thousands of sales teams to drive long-lasting sales improvement in
SME, mid-market, and enterprise companies over the last 18 years. He's
known for consistently supporting sales leaders in remaining focused
on the proven activities that drive real sales growth in their teams.

An entrepreneur at heart, Andy co-founded two successful
consultancies and has been a lead advisor for thriving start-ups
in the Australian business community.
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What are the top 4 factors that influence buyer purchase

decisionse

« Developing a relationship with
buyers

* Making the ROI case clear

« Communicating value

« Connecting with buyers and
building rapport

« Showing buyers what's possible
or how to solve a problem

© RAIN Group

Educating buyers with new ideas
and perspectives

Listening to buyers

Leading a thorough needs
discovery

Using tools that demonstrate the
value of the offering
Differentiating from other sellers



Sellers Lack Essential Skills

Top Purchase Decision Factors and Seller Effectiveness

<«— % of buyers who
717 say this is highly 68% 68% 66%
influential on
their purchase
decision

Sellers don’t have the skills in the areas

that most influence buyer decisions.
26%

Leading a thorough needs Showing what's possible or how to Listening Making the ROI case clear
discovery solve a problem

16%

26Y% +— 7 of buyers
who say
sellers are
effective

B Influence on Buyer's Purchase Decision m Seller Effectiveness

RAIN Group Center for Sales Research, Virtual Selling Skills & Challenges.

© RAIN Group



The Top-Performing Seller

We analyzed responses from 1,004 sellers and
sales managers.

Gross Annual Sales Industries Geography

Asia
Bus & prof Pacific
svCs 16%

25%
Americas
Pharma/ 54%

biotech
23%

S10M-$250M
35%

© RAIN Group



Questions We'll Answer

= What do Top-Performing Sellers
do differently than other sellerse |

= What skills do they havee '

= What do organizations do to
INnspire the best performance
from their tfeamse

= What areas should you focus
on to builld a top-performing
teame



Who Are Top-Performing Sellerse

Top-Performing Sellers

Met annual sales goal 100% met annual godadl

Challenging sales goals :
Goals must have been set to be... Bemey / veny / cnelisnging
Win rate on proposed sales Greater than 50%

Achieved premium pricing in line with

value provided Strongly / agree

Bottom line: Top Performers meet challenging goals and

achieve higher win rates with premium pricing.




5 Areas of Top Sales
Performance
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1. Value: The Center of It All
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Value: The Collection of Reasons Why Buyers Buy

Resonate

Weak
Resonance

Strong
Resonance

Strong
Resonance

© RAIN Group
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“Best Option”

Take One Away...

Substantiate

“| Believe”

Difficult to
Substitute

Able to
Substantiate

Easy to
Substitute

Able to
Substantiate

Difficult to
Substitute

Not Able to
Substantiate

»

Creates foundation For...

Premium Fees

Sales Wins

Loyalty

...Buyers Say

“I don’t need it.”

“What's your best
price?”

“I can’t risk it”




Value: Top Performers vs. The Rest

Resonate

+

Differentiate

Substantiate

Top Performers are more likely than The Rest to...

Make and communicate strong ROI
and financial cases for buyers

Present overall value cases

compellingly and persuasively

Build a sense of urgency for

buyers to take action

© RAIN Group

50%

63%

60%

Make the differentiation case for

our offerings compellingly

55%

Make the case that we're the best
choice versus our competitors

33%

Inspire confidence in buyers that
they'll achieve desired results

Know and highlight the results

we've achieved for others

39%

51%




Value
Self Assessment

= Do your sellers deliver value in all the
ways they should in the eyes of your
buyerse

= How do your sellers perform across
Resonate, Differentiate, and
Substantiate?

= How do your sellers educate buyerse

= What insights do your sellers provide
to buyerse

= How do your sellers help buyers make
better decisions?

= Are your sellers still just selling features
and benefitse




2. Winning the Sale

© RAIN Group

Prospecting

Winning

Negotiating

Presenting

Driving/
Discovering
Needs

Solution
Crafting
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Which selling skill represents the biggest gap between Top
Performers and The Rest?

* Leading thorough needs discoveries
« Overcoming price pressure and maintfaining margins
* Leading highly effective proposal presentations

* Influencing buyer thinking about solutions they need

© RAIN Group



Winning the Sale: Top Performers Have Stronger Skills

% Top Performers Are More Likely to Excel at Specific Skills

81%

65%

58% 57%

Overcomes price pressure and  Leads highly effective proposal and Leads thorough needs discoveries Influences buyer thinking about
maintains deal margins finalist presentations solutions they need

RAIN Group Center for Sales Research, The Top-Performing Seller.

© RAIN Group



Selling
Process

Prospecting —

Driving &
Discovering
Need

Top Performers are more likely than The Rest to...

Generate referrals: 63%

Energetically prospect
over the long term: 50%

Implement organized
prospecting campaigns:
44%

Devote enough time
and energy o
prospecting: 36%

Hyper-personalize
prospecting
communications: 32%

Prospect successfully
through:

Phone: 19%

Email: 57%

Social media: 59%
Video: 54%

Research buyers
comprehensively: 27%

Lead thorough needs
discoveries: 58%

Ask the right questions:
47%

Ask enough questions:
45%

Be patient to allow all
needs to surface: 563%

Listen actively: 44%

Change buyer thinking
about needs: 60%

Pick up on hidden
needs: 36%

Maximize cross- and
up-sells: 5%

Selling Across the Sales Cycle

Solution
Crafting

Educate buyers with
new ideas about what
to buy: 22%

Display expertise about
how to apply offerings:
24%

Collaborate with
buyers deeply across
the buying process:
59%

Craft compelling
solutions: 45%

Influence buyer
thinking about what to
buy: 57%

Build excellent
responses to RFPs: 52%

Solution
Presentation

Make the overall value
case: 60%

Present solutions
persuasively: 51%

Communicate strong,
defensible ROI cases:
63%

Inspire confidence
buyers will achieve
results: 51%

Highlight results
achieved by others:
39%

Make effective
differentiation cases:
55%

) 4

Negotiating

Lead the negotiation
process: 71%

= Understand power and
leverage: 45%

= Create value-based
solutions to problems:
40%

= Know when to walk
away: 105%*

= Manage buyer
negotiation tactics:
70%

= Manage own and
buyer emotions: 105%

= Qvercome price
pressure and maintain
margins: 81%

= Trade for value; not
cave: 46%

* Source: RAIN Group Center for Sales
Research, Top Performance in Sales
Negotfiation.

Winning

Lead highly effective
finalist presentations:
65%

Overcome objections:
29%

Outsell the competition
in competitive bids:
%

Build sense of urgency
for action: 50%

Gain commitment -
average win rate:

Top Performers: 72%
The Rest: 47%



Opportunity Management Skills

% Top Performers Are More Likely to Excel at Specific Skills

65%

60% 57%
| I w4

Leads highly  Adjustsselling Develops buyer Pursues Develops
effective process to champions fo  opportunities  sfrong action
proposal and  betteralign  advocate for with theright  plans fo win
finalist with the buyer's us to help us infensity most important
presentations buying process win the sale sales

opportunities

RAIN Group Center for Sales Research, The Top-Performing Seller.

© RAIN Group

36%
I I I |

427, 41% 41%

Organizes the  Outsellsthe  Uncovers and Qualifies Overcomes
resources competitionin understands  opportunities objections
needed to win  competitive the buying well
the sale bids process



Opportunity Management Skills

% Top Performers Are More Likely to Excel at Specific Skills

65%
57%
48%
Leads highly Develops buyer Develops
effective champions to sfrong action
proposa and advocate for plans to win
finalist us fo help us most important
presentations win the sale sales
opportunities

RAIN Group Center for Sales Research, The Top-Performing Seller.

© RAIN Group



Winning the Sale
Self Assessment

= Across the sales cycle, where
are your sellers already
sfronge

= Where do you have skill gaps?¢
= How do you identify skill gapse

= Do your sellers lose
opportunities they should’'ve
wone

= Do your sellers develop strong
action plans to win important
opportunities?

= Do your sellers align their
selling process to the buyer’s
buying processe



3. Driving Account Growth

ccoun’f Mcncgemem

Prospecting

Driving/
Winning Discovering
Needs

Solution
Crafting

Negotiating

Presenting

© RAIN Group



Top Performers Have Essential Account Growth Skills

% Top Performers Are More Likely to Excel at Specific Skills

1%
65%
62% 60%
47%
I )
Develops and fosters Executes and Creates compelling Identifies where we can Proactively leads the  Drives implementation
enterprise-level implements account  and inspiring ideas to  drive additional value process to grow success post-sale so our
relationships plans bring to account at accounts accounts accounts achieve
decision makers strong results and value

RAIN Group Center for Sales Research, The Top-Performing Seller.
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Top Performers Have Essential Account Growth Skills

% Top Performers Are More Likely to Excel at Specific Skills

1%

60%

Develops and fosters |dentifies where we can
enterprise-level drive additional value
relationships at accounts

RAIN Group Center for Sales Research, The Top-Performing Seller.

© RAIN Group



Driving Account Growth
Self Assessment

= Do your sellers regularly uncover
untapped value within their
accountse

= Do your sellers build compelling
account planse

= Where are the opportunities for
creating and delivering more
value at your current accountse

= Do your sellers build trust internally
to bring the full value of your
offerings to accountse

= Are your accounts protected
against competitor inroadse




4. Succeeding with People

ccour\’f Moncgemem

Prospecting

Driving/
Winning Discovering
Needs

Solution

Negotiating Crafting

Presenting

Conversations

© RAIN Group



Top Performers Are More Effective with People

% Top Performers Are More Likely to Excel at Specific Skills

1
7% 88%
62
I I ' 59% 57%
Develops enterprise-level  Inspires buyers to reach out Leads individual sales Collaborates deeply with Tells good stories
relationships for advice conversations effectively buyers across the buying

process

RAIN Group Center for Sales Research, The Top-Performing Seller.

© RAIN Group



Top Performers Are More Effective with People

% Top Performers Are More Likely to Excel at Specific Skills

88%

59%

Inspires buyers to reach out Collaborates deeply with
for advice buyers across the buying
process

RAIN Group Center for Sales Research, The Top-Performing Seller.

© RAIN Group



Succeeding with People
Self Assessment

= Do your sellers build long-term
relationships with buyerse

= Do your sellers lead sales
conversations effectivelye

= Do buyers reach out to your
sellers for advice@?

= Are buyer executives
confident that your sellers will
do what they say they can@

= Do your sellers display
expertise about company
offeringse

= Do your sellers collaborate
with buyerse



Maximizing Personal
Effectiveness

© RAIN Group

Productivity

pocount Manageme,

Prospecting

Driving/
Winning Discovering
Needs

Solution

Negotiating Crafting

Presenting

Conversations




Top Performers Exhibit Productive Behaviors

% Top Performers Are More Likely to Excel at Specific Skills

73%
67%
62% 60%
49%
° 46%
A1%
34%
I 2%
Focuses on own Changes habits Maximizes time Gets the most  Doesn't allow Holds Plans and  Sustains energy Very proactive
agenda; when needed spent on done and themselvesto  themselves manages their for long periods
doesn't to improve activities that  producedin  be distracted accountable to time of fime
derailed by results drive the best the time their
others' agendas results available commitments

RAIN Group Center for Sales Research, The Top-Performing Seller.

© RAIN Group



Top Performers Exhibit Productive Behaviors

% Top Performers Are More Likely to Excel at Specific Skills

73%
67%
I 60%
Focuses on own Changes habits Gets the most
agenda; when needed done and
doesn't to improve produced in
derailed by results the time
others' agendas available

RAIN Group Center for Sales Research, The Top-Performing Seller.

© RAIN Group



Personal Effectiveness
Self Assessment

= How can you help sellers
Improve personal productivity
and effectivenesse

= Are your sellers proactive?

= Do your sellers change habits
when needed to improve
resultse

= Are your sellers easily
distracted?

= Do your sellers focus on the
activities that will have the
biggest impact on their goals?




S5 Ways Top-
Pertorming Sellers
Outperform The Rest R

The Top-Performing Seller

Prospecting

Driving/
Discovering

Needs
Value
Negotiating Solution

Crafting

Presenting

Conversations
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External Factors That
Impact Seller Success

The Top-Performing Seller

© RAIN Group

Productivity

pcoount Manageme,

Prospecting

Driving/
Winning Discovering
Needs

Solution

Negotiating Crafting

Presenting

Conversations




Formula for Success

Sellers are

637

more likely

to be a Top
Performer when
they have...

Effective Manager
+

Regular Coaching
=+

Effective Training



Accelerate Seller Results

SELLER PERFORMANCE

RAIN Group Center for Sales Research, The Top-Performing Sales Manager.

Impact of Manager + Coaching + Sales
Training on Seller Perfformance

76%

Overall

m Top-Performing Sellers

39%

61%

Effective
Manager +
Regular
Coaching +
Effective
Training

78%

Ineffective
Manager +
Regular
Coaching +
Effective
Training

Other Sellers

5%

95%

Ineffective
Manager +
Regular
Coaching +
Ineffective
Training

Effective Training + Low Manager
Effectiveness:

Sellers are successful despite their
managers.

Ineffective Training + Low Manager
Effectiveness:

Performance drops way off. This is
the kiss of death.

The winning combination is rare to
find.



A Roadmap for Seller Success
The Top-Performing Seller

Productivity

count MG”GQemen

/)
%«\
2

%
Prospecting 3
[W)

3
Driving/ -

Winning Discovering
Needs

Negotiating

Solution
Crafting

Presenting

© RAIN Group

Conversations
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Which areas do you need to focus on at your organizatione

« Achieving the Outcome (Value) < Sales Training

«  Winning the Sale «  Sales Management & Coaching
*  Driving Account Growth « Sales Performance Environment
« Succeeding with People

 Personal Effectiveness
(Productivity)

© RAIN Group



Unleash the Sales Potential of Your Team

RAIN Group Provides Sales Training and Consulting Across The Top-Performing Seller Model

Foundations of

p f
2.8  Consultative Selling rospecting

U= Insight Selling Negotiation

Productivity

Al Virtual Selling

O  Strategic Account
E) Management

Z& Winning Major Sales

Sales Coaching

50 = B 0o

) Sales Management

info@raingroup.com | 508-405-0438 | raingroup.com



RAIN Group Unleashes Sales Potential

We help organizations: A

= Enhance sales capability with award-winning sales se“ing:ower V /o N
training |

= Design and execute strategic account Top Sales Training _\-‘—-
management initiatives Companias 2022 STEVIE

B} . 2022 WINNER
Increase effectiveness of sales management and
Cooching IN COMPLEX SALES

Best IP: We study buying and selling relentlessly NITOP
through the RAIN Group Center for Sales Research. 8 )'\(Br_aggggyz"
Our research and field work allows us to create ~ 2 O “‘"";:;"N‘;‘;““"s
industry-leading intellectual property to help our ’CO SR e | BXCELENCEN )
clients achieve the greatest success. B roaine N 09 ‘
\/ —
Best Education System: We use the best education
Op.prooches, me’rhods, and ’rechnolog_ies to make 2022
training work, stick, and transfer to the job. Q I
\

Best Results: We make it our mission to drive value -
and achieve the highest client safisfaction through 023 STEVIE 5000

. . . . WINNER
excellence in quality and producing transformational Honoree

results for our clients.



Thank You
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