A 12 Step Training Plan

for

Developing A Unique Selling Proposition 

Around the Value You Add

The differences in this training outline and that followed by the tapes, is based on how people best learn and the media used to provide the training.  Short, application based training is the most effective.  For best results at your company, follow the outline below, but add to it real customers and events that apply to your situation.

It is recommended that the person conducting the training review the tapes several times prior to conducting the training:

The first time the trainer should simply view the tapes and follow along in the workbook that the participants will be using (the one that comes with the videos).  Identify questions / concerns that come to mind as you view the video, examples you could use, customers this could impact, etc.  Once finished, add your notes to the workbook that comes with the Train the Trainer program.

The second review should be more detailed.  Follow the video using the trainer’s workbook.  Add more notes and presentation points as you go through each page.  Think about how you would present each page.  How you can add to the detail with examples and points, to make it real for your company.

The third review is for building the training around the steps listed below.  Pull the slides you want to use.  Get the flow of the presentation set, and line up the examples and exercises.  Make sure you are comfortable with how you plan to present each slide.

Not all of the slides used in the video are listed for use in this outline.  The additional slides can be used as supporting material when questions arise. 

Step 1 – Objective: Changing Market Forces offer companies that can impact total costs a competitive advantage in selling and working with key customers.

     Timeframe


        Topic


   Workbook pages to Utilize

	4 hours 
	What customers are doing and why?

What are they achieving in total cost reductions?


	Section 1: Pages 1- 10

and 

Section 1: Pages 20 - 21

	
	What does this mean to your company?


	

	
	Need to segment customers by impact and willingness to work with you.


	Section 1: Pages 11 - 19

	
	
	Extra slides at the end of the video can be used to help answer questions.



	Home work Assignment 

Time given for this is 2 – 3 weeks before the next session.
	Each participants needs to identify their key accounts – top 10.  “Segment” or indicate which accounts they feel would be willing to work with them on total cost reduction opportunities.
	


Step 2 – Objective: Understanding where the value you add impacts your customers’ bottom line.

     Timeframe


        Topic


    Workbook pages to Utilize

	1 hours 
	Have each participant present their homework.  Who are their top 10 and which of these accounts would be the best 2 – 4 to work with?
	

	
	
	

	3 hours
	Introduce the TCO Categories and impact diagrams.  Have 5 to 6 value added events chosen prior to class.  Use 3 or 4 of these in class to work the participants through the methodology.


	Section 2: Pages 1 - 8

	Home work Assignment

Time given for this is 2 – 3 weeks before the next session.
	Assign each participant (or team) 2 or 3 value added events to do as homework.  It is OK to assign the same event to several teams.  In fact there should be 1 or 2 events that everyone is responsible for completing. 
	Provide extra worksheets, pages 7 & 8 for them to utilize.


Step 3 – Objective: How to document the dollar impact from Value Added events.

     Timeframe


        Topic


    Workbook pages to Utilize

	2 hours 
	Have participants present their homework.  Critique and edit the impact diagrams as needed.  Go over each value added event assigned.
	

	
	
	

	2 hours
	Introduce the documentation worksheets.  Have the participants perform the transition from the impact diagram to the worksheets for one of the impact diagrams everyone did.  Go through the definition pages and fill in each worksheet as a class exercise with an example. 


	Section 2: Pages 9 – 12, 16, 18, 20, 22

	
	Work them through the case in the workbook.


	Section 2: Pages 25 - 30

	Home work Assignment

Time given for this is 2 – 3 weeks before the next session.
	There are four cases in the workbook.  Pick one or two for them to work through.  Note: the answers are also included, do not let them see the answers – remove those pages (pages 72 – 87).
	Section 2: Pages 44 - 87


Step 4 – Objective: How to get the information to document your value.

     Timeframe


            Topic


    Workbook pages to Utilize

	1.5 hours 
	Review the cases.  Discuss what went wrong and why.  The answers provided in the workbooks have explanations with them.
	Section 2: Pages 72 - 87

	
	
	

	2.5 hours
	Discuss where they can get the information to document value added events.  And have them work through where to get information for specific TCO components for the impact diagrams they built.


	Section 2: Pages 13, 14, 15, 17, 19, 21

	
	Have several examples completed to show them and/or bring in industry information (annual reports, journals, articles, etc) that shows how to get the information.


	Provide copies of these examples.

	Home work Assignment

Time given for this is 2 – 3 weeks before the next session.
	Have them select one of the value added events they built an impact diagram for and “apply” it to one of the key accounts identified in module 1.  Then have them try to document that even for that customer.  Also have them research websites, journals and other places to get the information. 
	Provide all the worksheets needed to document the even: impact diagrams, information gathering forms, and the documentation worksheets.  Section 2: Pages 7-8, 10-11, and 15, 17, 19, 21.


Note : At the end of Step 4, the training objective changes from documenting to selling value.
Selling - Sections 3, 4 & 6

Account Management - Section 5
Step 5 – Objective: Identifying where you actually add value and the concerns the customer might have if they were to pursue these opportunities.

     Timeframe


        Topic


    Workbook pages to Utilize

	2 hours 
	Discuss each person’s attempt to gather the data.  What information were they not able to get and where can they get it.
	

	
	
	

	2 hours
	The need to document now, because the value will not last forever.

Identify what value you have provided or could provide and the risks to the customer.  Determine your company’s competitive strengths for minimizing these risks and maximizing the customer’s profits for each event.


	Section 2: Pages 38 - 41

Section 3: Pages 1 – 6, 14 – 20, 27 - 33

	Home work Assignment

Time given for this is 2 – 3 weeks before the next session.
	For any event not fully documented from the previous homework assignment, have them it try again.  

Also, for each of the key accounts identified for the participants to work with, list everything you have done and the events they would like to provide.  Make sure the list is detailed: dates, explanations, and who was involved.
	


Step 6 – Objective: Developing a Unique Selling Proposition through scorecards and the PIP program that shows the customer the dollar impact you bring.

     Timeframe


        Topic


    Workbook pages to Utilize

	2 hours 
	Have the participants present what they listed and the problems they might have in getting the customer to see the value.
	

	
	
	

	2 hours
	From the previous training (the 24 opportunities they identified) ID which events your competitors will say they can do (usually most of them) and the 5 that have the greatest impact on the customer.

Discuss the 5 selling points and how to create competitive distinction (given that most competitors will say they can do it too).

Create scorecards in class the participants could use with any customer. 


	Section 3: Pages 14 – 16

Section 3: Pages 2 and 36

Section 3: Pages 19 – 24 

	Home work Assignment

Time given for this is 2 – 3 weeks before the next session.
	Have each person determine the value they brought to each of their key customers for the past two years.  Develop documentation that includes all of the issues for creating your own unique selling proposition.

Note: They have two sessions to do this assignment and to rework till it is acceptable.
	


Step 7 – Objective: Have the participants pull all of the tools and knowledge they have learned so far, and apply it to a competitive case study.

     Timeframe


        Topic


    Workbook pages to Utilize

	4 hours 
	Case Study – Innovative Paper Company.
	Case can be found at the end of the trainers workbook, with instructions.

	
	
	

	Home work Assignment

Time given for this is 2 – 3 weeks before the next session.
	Continue the development unique selling proposition examples.
	


Step 8 – Objective: Identify whom you impact with your value and how to profile an account in order to more effectively sell that customer.

     Timeframe


        Topic


    Workbook pages to Utilize

	2 hours 
	Present and discuss the unique selling proposition examples.  Was there anything left out, or any additional points needing further attention?
	

	
	
	

	2 hours
	Discuss how to present the dollars documented as a proposal to the customers impacted.

Documentation of the dollar impact is not enough.  You must determine whom you impact and make sure you sell to those people.

Once you determine whom you impact, profile that person in order to sell to them more effectively.


	Section 3: Pages 1 – 13

Section 2: Pages 7 - 8

Section 4: Pages 2 – 9

Section 4: Pages 10-14

	Home work Assignment

Time given for this is 2 – 3 weeks before the next session.
	For the events they have been documenting, have them determine whom they are impacting and profile what they know about the objectives important to the people impacted by these events.
	Provide additional Section 2 Pages 7 – 8 if all of the events are not documented and Pages 11 – 14 from Section 4.


Step 9 – Objective: Developing the Sales Cycle and Sales Plan for penetrating and retaining key accounts.

     Timeframe


        Topic


    Workbook pages to Utilize

	2.5 hours 
	Discuss how well the participants knew their accounts (or didn’t know them).  What were they able to find and how well did they know the people they are impacting?
	

	
	
	

	1.5 hours
	Go over your company’s sales cycles (penetrating and retaining).  Now develop a plan based on whom you impact and these sales cycles.

How would you plan a sales call based on the different stages of your sales cycle?


	Section 4: Pages 16 – 22

Section 4: Pages 23 -25

	Home work Assignment

Time given for this is 2 – 3 weeks before the next session.
	Have the participants develop at least one penetration and one retention plan for their key customers.  How would such a plan help them to better manage their accounts and to sell them more effectively? 
	Provide additional plans, Section 4: pages 20 – 21.


Step 10 – Objective: Understanding the sales support needed based on the competitive issues and the sales methodology needed to win the account. 

     Timeframe


        Topic


    Workbook pages to Utilize

	2 hours 
	Go over their plans and discuss how this might help the sales process given that it is rarely so structured.  How could it be adapted and utilized in your company?  


	

	2 hours
	Key account sales teams or support structure and issues.

How to conduct a competitive analysis for key accounts. 

Segmenting accounts and how to approach them based on profitability.


	Section 5: Pages 1 - 4

Section 5: Pages 5 - 8

Section 5: Pages 9 - 14



	Home work Assignment

Time given for this is 2 – 3 weeks before the next session.
	Have them create a competitive analysis around a contract that just came up for bid (where possible).  

Also, when penetrating and retaining key accounts, what support do they need to help document and sell them effectively?
	Provide additional worksheets for the competitive analysis, Section 5: Page 5.


Step 11 – Objective: Putting the whole process together.  Summarize the key steps, from start to finish, in penetrating and retaining key accounts.  Where do the tools and knowledge learned best apply?
     Timeframe


        Topic


    Workbook pages to Utilize

	2 hours
	Discuss the strengths and weaknesses participants identified.  How can you capitalize on these strengths and how can you minimize the weaknesses?


	

	2 hours 
	Implementing and maintaining key accounts alliances on a total cost basis.


	Section 5: Pages 15 – 23

	
	Account management: Penetration and Retention


	Section 5: Pages 24 – 25

	Home work Assignment

Time given for this is 2 – 3 weeks before the next session.
	Have the participants go over the entire process.  What questions and concerns do they have?  It is often beneficial to require that everyone come up with at least 5 issues for discussion.
	


Step 12 – Objective: Planning the presentation to the customer.

     Timeframe


        Topic


    Workbook pages to Utilize

	1 hour
	Go over the concerns and questions the participants have.


	

	3 hours 
	Outline and format of an effective presentation.  Including examples that might be beneficial.
	Section 6: Pages 1 - 33

	
	
	


Training notes – while companies must work around the realities or the workplace, these may help you to layout the sessions to maximize the benefits: 

· Short time frames between modules are better for learning and completing the exercises.  Where possible, try to keep the time between sessions to 2 or 3 weeks.

· The optimum number of people in these training sessions would be a minimum of 6 and a maximum of 15.  

· The modules are set up in 4-hour sessions, but actual times will vary based on the amount of discussion and detail of the training provided.

