
 

 

 
1. He/she who has a “trusted advisor” type relationship with a client/prospect senior executive is 

going to win the majority of deals where the opportunity is legitimate. And the deals will be 
bigger, more profitable, sales/decision cycles are shrunk, cost of sales decrease and relationships = 
retention. 

2. The majority of sales people call 1-2 levels below where they should be calling as they’ve given 
up selling to the executive level due to not being successful in the past: 

a. They don’t know how to relate to the executive 
b. They are not adequately prepared to speak to the executive’s specific issues in their 

vertical-specific and role-specific language 
c. They’re scared of being embarrassed by being seen as a quota-carrying sales rep 
d. It makes them uncomfortable 

3. Most sales reps are very good, and well-trained, at talking to product features and functionality … 
but, 

4. Executives buy, not because they understand, but because they feel understood 
5. SBI invested 3 ½ years of research by interviewing executives in all verticals, from Fortune 500 to 

mid-tier companies, from the C-suite to Director levels to specifically gather vertical-specific, 
role-specific level intelligence: 

a. What issues are they facing in their vertical? 
b. What are the most current trends in that vertical? 
c. What issues are they facing within their role within their vertical? 
d. What are some of the reasons for those issues? 
e. What are some potential solutions to resolving these issues? 
f. Who else in the organization is impacted and how? 
g. Vertical-specific, role-specific language / dictionary? 

6. Ongoing intelligence, like above, is swept and aggregated into a tool appropriately named 
Executive Link. 

7. Executive Link is the first and only tool of it’s kind to drill down to role specific intelligence. 
8. Sales Effectiveness Technology “Integrated Triad of Success”: 

a. CRM Tool - managing and tracking (contacts, activities, pipeline) 
i. Organize 

ii. Follow-through 
iii. Pipeline Quantity Tracking 

b. Business Intelligence Tool – company specific intelligence (contact info, key execs, 
financials, pending events, news) 

i. Helps to determine who to sell to and why 
c. Executive Link – vertical-specific & role-specific intelligence (see 5a to 5g above)  

i. HELPS SELL MORE  
ii. Penetrate, talk to their specific issues in their specific language, and relate to the 

executive on their level … become their “Trusted Advisor” 
iii. Pipeline Quality Tracking – Six Sigma level coaching and process validation of 

largest, most strategic accounts 

 

Executive Link – Marketplace Needs Assessment 
The points are few, simple, hard-hitting, honest and follow a path of undisputed logic 

 

Sales Builders, Inc. �  5400 Laurel Springs Parkway, Suite 403 �  Suwanee, GA  30024 � 
(770) 497-8572 x26 �  http://www.salesbuilders.com/ 


