
 

Added Value Selling 
 

 

Today’s business environment is complex. New technologies abound, 
competition is intense, change is rapid, and customers are more sophisticated 
and demanding. To sell effectively in this environment, salespeople need more 
knowledge, creativity, and perseverance than ever before. 

 

Satisfying customer needs and expectations often requires more than product 
knowledge and face-to-face selling skills. It requires willingness and ability to 
add value above and beyond that provided by product/service alone. 

The Added Value Selling seminar provides participants with a conceptual 
framework for adding value in the form of three roles and associated value-
adding practices. Using this framework, participants can assess and enhance 
their own willingness and ability to add value consistently. 

 

Added Value Selling is a five-hour seminar designed to help salespeople sell 
effectively in a complex and changing business environment. To determine 
what it takes to sell effectively, Learning International conducted a nine-month 
research study. A major outcome of the study was the identification of three 
roles that effective salespeople fulfill. The three roles are: 

 Long-term ally. As long-term allies, salespeople add value by 
demonstrating their commitment to their customers’ long-term as well as 
immediate success. 

 Business consultant. As business consultants, salespeople add value by 
developing their business knowledge and using what they know to identify 
needs and solve problems. 

 Strategic orchestrator. As strategic orchestrators, salespeople add value 
by coordinating all selling- and service-related activities and by facilitating 
communication among key players in their own company and their 
customers’ companies. 

 

 

 



Benefits of Using Added Value Selling 

After attending Added Value Selling, participants will: 

 Understand the importance of added value selling 

 Recognize their ability to be a value-adding feature of the products/services 
they sell 

 Know how to fulfill the three roles that effective salespeople fulfill 

 Become familiar with the value-adding practices that promote role fulfillment 

 Understand the company, customer, and personal variables that may affect 
their willingness and ability to fulfill the roles 

 Develop an account-specific action plan for adding value back on the job 
 

Program Specifications 

 
Audience: -   New or experienced sales professionals, sales managers, marketing 

and support staffs. 
  

Class Size: -  12 to 15 participants 
 

Length: -  5 hours 
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About 

AchieveGlobal 

AchieveGlobal 
helps organizations 
translate business 
strategies into 
results by improving 
the performance of 
their people. Clients 
worldwide rely on 
AchieveGlobal’s 
proven expertise in 
leadership 
development, 
customer service, 
and sales 
effectiveness. 
Implementing 
research-based 
learning solutions, 
AchieveGlobal 
empowers clients to 
successfully 
develop leaders 
and acquire, grow, 
and retain profitable 
customer 
relationships. 
 
With 75 offices in 
42 countries—and 
programs and 
services in more 
than 40 languages 
and dialects—we 
can work with our 
customers virtually 
anywhere in the 
world. We welcome 
the opportunity to 
work with you too. 
 

Jakarta 12940 - Indonesia

Fax: (+62-21) 2522284 


