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Thank you for the opportunity to present the enclosed course catalog, which addresses 
specific skills training that creates behavior change and transforms organizations. 

 

Through ValueSelling, you can: 

Accelerate your sales results: ValueSelling Associates is the creator of the ValueSelling Framework®, a simple, 
conversational framework that helps you to compete confidently on value, not price, using a time-tested, easy-
to-adopt methodology. 

 
Realize higher productivity: Based on simple, repeatable steps that fit into your existing sales routine, the 
ValueSelling Framework is the first and only methodology with a tool set integrated throughout the entire 
buying cycle. The tool set saves time, effort, and resources, and is especially applicable in complex and/or 
technical selling situations found in many organizations. 
 
Upskill your entire organization: In a world where everyone “sells,” leading enterprises use the ValueSelling 
Framework throughout the enterprise as a common language for a frictionless customer experience, greater 
forecast accuracy, powerful deal reviews, and more effective coaching. 
 
Get a tailored training experience: ValueSelling courses are tailored, expanded, and configured to your 
needs. Each ValueSelling course leverages the same language and framework, making it accessible for learners 
who need to quickly grasp concepts, gain skills, and develop habits that increase sales productivity and 
accelerate your revenue engine. 
 
ValueSelling courses are available as stand-alone units and as modules, ranging from an hour to a full day, that 
are easily integrated into the core ValueSelling Certification workshop. To maximize your investment, we can 
include company-specific case studies that connect the skills training with the learner’s environment, role, 
and/or target market.  
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Part of the simplicity and scalability of ValueSelling courses is the use of a common 
language, which makes it easier for teams to communicate and continually focus on 
customer value. We offer a suite of interrelated ValueSelling courses tailored to the roles 
in your organization: 

 
  Sales & Customer-facing 
Leveraging the ValueSelling Framework® as foundational sales training, we work with teams across the 
enterprise to accelerate the process of finding, qualifying, educating, selling, and closing new opportunities. 

 
All departments play a vital role in new customer acquisition and expansion of existing customers, yet they 
rarely share a common framework and language directed at accelerating each stage of the revenue funnel 
– until now. 
 

Foundational Workshops | ValueSelling Framework® 101 
  
• ValueSelling Framework®: Learn how to engage, qualify, advance, and close 

opportunities through value-focused questioning techniques in this engaging instructor-
led workshop. Customized for sales teams and customer-facing professionals. 

• Vortex Prospecting™: Use this repeatable, cadence-based approach to land more 
meetings. Applicable to account-based, market-based, geography-based, or tele-sales. 

• ValueSelling Account Planning: Apply the ValueSelling Framework® to increase revenue 
from existing accounts and target new enterprise accounts. 

• Competitive Differentiation: Create value propositions that result in premium pricing. 
Leverage a simple process and tool to develop relevant messaging. 

 



Introduction 

 5 Keep it simple. Drive results. 
 

 
  
Accelerator Workshops | ValueSelling Framework® 201 

Accelerator Workshops are powerful, short workshops that refine and enhance skills learned in the 
foundational workshops. These workshops can be created for 1, 2, and 4-hour durations. 
 

• Becoming a Business Issue/Problem Expert 

• Creating Need and Differentiation 

• Creating Value-based Stories 

• Executing the C-Suite Conversation: 

• Interpersonal Communication and Emotional Intelligence in Sales 

• Mastering Mindset, Focus, and Time Management 

• Mastering the Power Toolkit: Gaining and Maintaining Access to Power 

• Mastering Sales Virtual Communication 

• ValueSelling Framework for Marketing 

• Negotiating with the ValueSelling Framework® 

• Persuasive Presentations 

• Selling in Turbulent Times 

• Supercharged Research to Fuel Account Strategy 

• Uncovering, Articulating, and Quantifying Value 
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Leadership & Managers 
You want more customers, higher margins, more market share. Your shareholders demand more value, 
more return. Your employees want a clear vision and culture that recognizes their achievements and 
provides them with the opportunity to grow and excel. 

 
Regardless of your current challenge – more leads in the pipeline, higher win rates, more consistent 
team performance – we have the solution. 
 

• Coaching the ValueSelling Framework® for Sales Managers 

• Coaching Vortex Prospecting™ for Managers 

• Coach vs Manager: Understanding Leadership 

• Train the Trainer Certification 

• ValueSelling Coach Certification 

• ValueSelling Coach and Share Portal 

• ValueSelling On-Demand Video Coaching 

• Custom Training on Account Management, Territory Management, Change 
Management and more 

 

Adopt, Apply, and Deliver  
 
Our programmatic approach ensures that you and your team can access pre-work and ongoing 
reinforcement, including these digital courses and tools: 

 
• eValueSelling Fundamentals® 

• Executive Speak™ 

• Mastering Virtual Communication Microapp 

• ValueSelling@Work®  

• Vortex@Work™ 
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ValueSelling Framework® 

Leading organizations around the world choose the ValueSelling Framework sales methodology because it is a 
proven formula for accelerating sales results. The strength in ValueSelling is that it is a sales process that can be 
duplicated in every complex selling situation: B2B, B2C, B2G, regardless of the industry or deal size.  

ValueSelling is simple and practical, so you can use it daily without having to unlearn or change everything you 
are currently doing. Learn how to: manage a business-focused conversation; uncover, articulate, and confirm 
the value buyers will receive by doing business with you; practice new skills that develop new habits. 

 
Training Options: Instructor-led plus eValueSelling Fundamentals® eLearning program 

Program Duration: 2-day workshop coupled with eLearning that takes less than 3 hours to complete 

 
  

Course Outline: 
Day 1: Modules 1-14 

• Discuss how the world of selling has changed  

• Review eValueSelling Fundamentals® 

o Fundamental Principles 

o Qualified Prospect Formula® 

o Value Buying Process™ 

o The ValuePrompter® 

o Opportunity Assessment Tool 

• Listen with O-P-C 

• Resolve the Business Issue 

• Create a VisionMatch™ 

• Reverse-engineer differentiation 

• Craft Anxiety Questions 

• Uncover Business & Personal Value 

• Debrief & assign homework 
 

 
Day 2: Modules 15-22 

• Identify Power 

• Bargain for access 

• Triangulate to verify 

• Establish your credibility introduction 

• Create Value-based Stories 

• Write a Mutual Plan 

• Handle Objections 

• Call to action 

 

Learning Outcomes: 
• Assess opportunities quickly and effectively 

• Understand a buyer’s motivation  

• Identify and access the person with power 

• Prepare for a meeting with better questions 

• Differentiate your products and services 

• Develop a compelling introduction  

• Negotiate and close with confidence 
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Vortex Prospecting™ 

The ultimate success criterion for any salesperson is to get in front of a prospective customer and pursue a 
qualified opportunity. Yet, it’s the hardest thing to do. How do you effectively prospect in today’s market? 
Vortex Prospecting™ is a multi-channel, cadence-based approach that leverages emerging best practices in 
cold calling, social selling, email, and more to fuel top-of-funnel growth. Two separate call blocks provide a 
high-energy, hands-on learning experience. 

 
Training Options: Instructor-led plus Executive Speak eLearning program 

Program Duration: 2-day workshop coupled with eLearning that takes less than 3 hours to complete 

 
  

Course Outline: 
Module 1: Value-based Interruptions and 
Respectful Persistence 
• Develop Open-Probing-Confirming questions 

to increase engagement 

• Understand the optimal frequency for 
“touches” 

• Learn how to uncover what prospects find 
valuable through efficient research 

 
Module 2: Vortex Sphere of Influence™ and 
Vortex Sphere of Engagement™ 
• Understand and identify your company’s 

value-based position and assets 

• Understand the multiple channels to reach 
prospects 

• Create multi-faceted, value-based scripts to 
increase connection rates and conversations 

 
Module 3: Networking and Social Selling 
• Understand best practices for creating and 

leveraging your network 

• Use “increased familiarity” to enhance social 
engagement and response rates 

• Develop consistent, value-based social 
interactions 

• Connect social engagement with other 
channels for more conversations 

 

Module 4: Email Effectiveness 
• Develop targeted emails that provide value to 

prospects before making “The Ask” 

• Develop email templates using the AIM framework 

• Connect emails to other channels for a “force- 
multiplier” effect 

• Practice writing emails that increase your credibility 

 
Module 5: Goal Calling, Voicemail, and Objection 
Handling through Practice and Role Playing 
• Review phone best practices such as mindset, 

research, preparation, and execution 

• Practice “goal” calling targeted at your prospect list 

• Develop scripts for voicemail effectiveness 

• Practice skills to pique interest in the first ten 
seconds when someone answers the phone 

• Practice NLP (neuro-linguistic programming) 
techniques for handling common objections 
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Vortex Prospecting™ continued  

Module 6: Cadence Development and Qualification 
• Use the Sphere of Engagement to activate the 

“multiplier effect” 

• Develop multi-faceted cadences to execute and 
track 

• Develop “content-heavy,” “value-focused,” and 
“social warming” cadences to engage prospects 

• Practice qualification techniques based on the 
ValueSelling Framework® to identify the greatest 
opportunities 

 
Module 7: Activity Calculation and Preparation 
• Reverse engineer the activity levels necessary to 

achieve and beat your targets 

• Develop tools and tactics to create a repeatable 
approach to prospecting 

• Develop your own research approach and optimal 
tech stack to prospect at scale 

 
Module 8: Time Blocking and Goal Setting 
• Review time blocking 

• Create a customized weekly plan to stay focused 
on your goals and deliver results 

• Create a personalized go-forward plan to optimize 
your prospecting schedule 

 

Learning Outcomes: 
• Conduct research on target companies 

using provided tools in preparation for 
prospecting contacts 

• Prepare effective email, call, social selling, 
and voicemail scripts that are informed by 
your research 

• Gain your contact’s interest, create a sense 
of potential value, and ask for a definitive 
next step 

• Quickly move the contact through the 
steps to qualify how, or if, to proceed with 
the sales effort 
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ValueSelling Account Planning 
ValueSelling Account Planning (VSAP) leverages the ValueSelling Framework® by using a common set of 
terminology and templates, including the Qualified Prospect Formula® and ValuePrompter®. The process is then 
expanded and applied to the account management process to look at the key components of managing 
strategic opportunities. 

 
Training Options: Instructor-led or Virtual instructor-led 

Program Duration: 1, 2-day workshop (Also available as a customized 1-hour to 1-day training component 
within the core ValueSelling Certification workshop) 
  

Course Outline: 
Module 1: ValueSelling Framework® Recap 

Module 2: Review the ValueSelling Account 
Planning Tool 

Module 3: Assess Our Account Planning 
Capabilities 

Module 4: Buying Influences and Business Issues 

Module 5: Quantifying Value and Building 
Rapport 

Module 6: VisionMatch and Capabilities 

Module 7: Opportunity Assessment and Pipeline 
Verification 

Module 8: Dealing with Competition 

Module 9: Developing the Pre-call ValuePrompter 

Module 10: Account Strategies and Activities 
Report Back 
 
 

Learning Outcomes: 
• Establish a base of business acumen to 

understand business opportunities and 
identify potential business Issues 

• Develop account plans to track 
opportunities and coordinate sales 
resources 

• Assess current sales opportunities for gaps 
and develop specific action plans to 
address these 

• Sharpen your focus on the account’s 
business objectives to identify potential 
business issues  

• Install a process and toolset to enable the 
development of additional account plans 
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Competitive Differentiation 
This workshop focuses on a proven process to differentiate yourself in a dynamic marketplace—whether you’re 
faced with a new product, new market, or new competitor. Apply ValueSelling’s repeatable process to your 
marketing materials by reverse-engineering the buyer’s requirements and creating a need for your unique 
capabilities over the competition.  

 
Training Options: Instructor-led or Virtual instructor-led 

Program Duration: 1-day workshop (Also available as a customized 1- to 4-hour training component within 
the core ValueSelling Certification workshop) 
  

Course Outline: 
Module 1: Sales Quota Obstacles 

Module 2: ValueSelling Framework® Recap 

Module 3: The Sale within a Sale 

Module 4: Uncovering, Articulating, and 
Quantifying Value 

Module 5: Mastering the Power Toolkit: Gaining 
and Maintaining Access to Power 

Module 6: The Power of the Mutual Plan 

Module 7: Creating Need and Differentiation 

Module 8: Anxiety Questions 

Module 9: Credibility Introductions 

Module 10: ValuePrompter as a Presentation 
Outline 
 
 

Learning Outcomes: 
• Link your differentiators to the buyer’s 

problems 

• Create value propositions that result in 
premium pricing 

• Compete effectively in key market segments 
and revive product lines 

• Leverage a simple process and tool to develop 
relevant messaging 
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Becoming a Business Issue/Problem Expert 
 
Training Options: In-Person and Virtual Sessions 

Program Duration: 2, 3, 4-hour workshop (Also available as a customized 1-hour to 1-day training component 
within the core ValueSelling Certification workshop) 

 

 

 

 

 

 

 

Creating Need and Differentiation 
 
Training Options: In-Person and Virtual Sessions 

Program Duration: 2 to 3 4-hour Sessions 

  

Course Outline: 
• Business Issues Create Urgency 

• Business Issues Get Funded 

• Create Demand by Identifying Problems 

• Problems Drive the Value Conversation 

Learning Outcomes: 
• Create a deliberate process 

• Prepare strategic Problem Probing questions 

 

Course Outline: 
• Creating the Differentiated VisionMatch™ 

• Value Created by Resolving Business Issues 

• Business Issue O-P-C Questions 

• VisionMatch on a ValuePrompter® 

Learning Outcomes: 
• Differentiate your products and services 
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Create Value-based Stories 
 
Training Options: In-Person and Virtual Sessions 

Program Duration: 2, 3, 4-hour workshop (Also available as a customized 1-hour to 1-day training component 
within the core ValueSelling Certification workshop) 

 

 

 

 

 

 

 

 

  

Course Outline: 
• Design value-based stories that build trust 

and rapport 

• Create a foundation for meaningful 
conversations 

• Demonstrate your track record as a reputable 
sales professional 

Learning Outcomes: 
• Engage executives in high-level conversations 

• Create value-based stories that captivate and 
create interest 

• Deliver any story with confidence 
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Executing the C-Suite Conversation 
 
Engaging customers with a compelling and captivating value-based story builds trust and rapport, creates a 
foundation for meaningful conversations, and demonstrates your track record as a reputable salesperson. In this 
course, you will learn how to construct and deliver stories that grab a prospect’s attention, elicit an emotional 
response, and address a business issue they are likely experiencing. People make emotional buying decisions for 
logical reasons. Tell value-based stories to win over decision-makers. 

Training Options: Instructor-led and Virtual instructor-led 

Program Duration: 1-day workshop   

  
Course Outline: 
Module 1: Gain Access to CXOs & Executives 

• Do your research and demonstrate  
business acumen 

• Craft a compelling value propositions  
through stories 

• Practice with confidence 

  

Module 2: Build Credibility 

• Identify the customer’s Business Issue 

• Reiterate what they perceive their  
Problem to be 

• Articulate the measurable Value similar 
companies have realized by partnering  
with you 

  

Module 3: Practice Your Story 

• Create your personal story 

• Converse rather than pitch 

• Continually rehearse to instill self-confidence 

Learning Outcomes: 
• Engage executives in high-level conversations 

• Create value-based stories that captivate 
and create interest 

• Deliver any story with confidence 
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Interpersonal Communication &  
Emotional Intelligence in Sales 

Phenomenal salespeople are more than experts in their products or their customers’ businesses. They are expert 
relationship builders. Whether on the phone, across the desk, through email, or via social media, your ability to 
create relationships is essential. People buy from people! Nothing builds a more solid foundation for the sale 
than a positive, productive relationship between you and your customer. 

Training Options: Instructor-led and Virtual instructor-led 

Program Duration: 2, 3, 4-hour workshop (Also available as a customized 1-hour to 1-day training component 
within the core ValueSelling Certification workshop) 
  

Course Outline: 
Module 1: Be Aware and Present 
• Be aware of your own feelings, 

attitudes, beliefs, and intentions 

• Approach your customers without 
judgment 

• Be fully present in the moment 
 
Module 2: Relate to Your Customer 

• Pay close attention to the customer’s 
reactions and responses 

• Align yourself with the other person 

• Be curious about the other person 

• Listen more than you talk 
 
Module 3: Be Committed 
• Maintain contact even if the customer is not 

in the buying mode 

• Admit when you don’t know something 

• Follow through on your commitments 
• Take responsibility when you, or your 

company, do not perform 
 

Learning Outcomes: 
• More easily establish a deeper level of comfort, 

trust, respect, and rapport with customers 

• Use interpersonal relationships to progress the 
sales cycle 

• Shorten the sales cycle and improve customer 
retention 
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Mastering Mindset, Focus, and Time Management  

As a salesperson, your time and effort will go toward getting new customers, keeping the ones you have, or 
dealing with internal administrative matters. The key to time and productivity management is having a 
strategy and making conscious decisions about your time and where to invest it. In this course, you will learn 
strategies to categorize your activities relative to your goals, delegate appropriately, and manage requests 
effectively. Other tactics covered include learning tools and techniques to effectively leverage all types of 
communication and how to distinguish between types of interruptions. You will also learn how to spend your 
internal relationship-building time wisely, and why you need to understand your prospect’s buying process. 

Training Options: Instructor-led and Virtual instructor-led 

Program Duration: 2, 3, 4-hour workshop (Also available as a customized 1-hour to 1-day training component 
within the core ValueSelling Certification workshop) 
  

Course Outline: 
Module 1: Strategies 
• Categorize your activities relative to 

your goals 

• Put your goals for the day, week, month,  
and year in writing 

• Delegate matters that do not require your 
personal involvement 

• Get explicit information when you are  
given a request 

 
Module 2: Tools and Techniques 

• Use voicemail and email to your advantage 

• Write prospect and customer notes with  
explicit details 

• Have clear objectives for time spent with 
customers and prospects 

• Use the most time-efficient communication 
channel for the activity 

 
Module 3: Relationships and Understanding 

• Distinguish between types of interruptions 
and prioritize accordingly 

• Spend your internal relationship-building  
time wisely 

• Understand and follow your prospect’s  
buying process 

• Re-qualify prospects during the selling process 

Learning Outcomes: 
• Execute strategies to categorize your activities 

relative to your goals, delegate appropriately 
and manage requests effectively 

• Tools and techniques for leveraging voicemail 
and email and other forms of communication 

• How to distinguish between types of 
interruptions, spend your internal relationship-
building time wisely, and why you need to 
understand your prospect's buying process 
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Mastering the Power Toolkit  
 
Training Options: In-Person and Virtual Sessions 

Program Duration: 2, 3, 4-hour workshop (Also available as a customized 1-hour to 1-day training component 
within the core ValueSelling Certification workshop)  

Course Outline: 
• Gaining Access to Power 

• Maintaining Access to Power 

• Crafting O-P-C Questions 

• Managing Gatekeepers 

Learning Outcomes: 
• Leverage these Power Toolkit strategies: 

o Modus Operandi 

o Referrals and Introductions 

o Campaigning 

o Bargaining 

o Top-to-Top 

o The Return Ticket: Planned and  
Conditional Access 
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Master Sales Virtual Communication 

Today’s business landscape is extremely dynamic. All of us are changing the way we work, the way we buy, and 
the way we sell. How do you keep sales moving forward when face-to-face meetings are no longer an option? 
To succeed, you must evolve as the business world evolves. Digital interactions are the norm, and now is the 
time to sharpen your virtual communication skills. 

ValueSelling Associates offers this microapp as a practical and simple way for global sales teams to practice 
their virtual communication skills. Sales as a profession has become much more complex. Convincing a buyer 
that you’re the best person to guide them on their buying journey takes practice. Virtual selling requires you to 
have a command of communications, research, insight, critical thinking, and spatial reasoning. 

Training Options: Instructor-led and Virtual instructor-led 

Program Duration: 1-day workshop, 1- to 4-hour sessions, plus microapp  
  

Course and Microapp Outline: 
Module 1: Virtual You 
• Optimize your setup 
 
Module 2: Prepare 

• Set the stage 
 
Module 3: Practice 
• Build confidence 

 

Module 4: Execute 
• Control the story 
 
Module 5: Engage 

• Connect and build trust 
 
Module 6: Follow Up 
• Plan and commit 

 

Learning Outcomes: 
• Eliminate video, audio, and technology failures 

• Practice recording self and evaluating voice, 
background, and presence 

• Create a meeting blueprint by identifying topics, 
preparing materials, and agenda 

• Leverage primacy and recency effects 

• Set audience expectations 

• Follow proven steps to control virtual calls 

• Mitigate distractions during calls 

• Avoid assumptions about audience 

• Ask questions 

• Control bias 

• Pace and mirror 

• Write and deliver a call summary 

• Plan a communication campaign 

• Execute an Action Plan 
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Negotiating with the ValueSelling Framework®
 

In virtually every sales process, there will be a point at which the salesperson and the customer discuss a deal. 
The quality of this “give and take” process has enormous implications in keeping the deal on the table, creating 
a profitable transaction, and preserving a successful long-term relationship. In this course, you will learn 
principles, tips, and techniques for planning and executing mutually beneficial negotiations. 

 
Training Options: Instructor-led or Virtual instructor-led 

Program Duration: 2, 3, 4-hour workshop (Also available as a customized 1-hour to 1-day training component 
within the core ValueSelling Certification workshop) 
 
  

Course Outline: 
Module 1: Getting Ready to Negotiate 
• Know your negotiating authority 
• Determine what constitutes a win-win 

outcome 
• Identify your leverage points and those  

of your customer 
Module 2: Interpersonal Dynamics 
• Negotiate only after the customer is sold on 

your product or service 
• Distinguish between the customer and their 

position 
• Be impartial to the customer’s initial response 

• Acknowledge the customer’s position 
• Understand the needs behind the customer’s 

position 
Module 3: Achieve a Win-Win Outcome 
• Negotiate only on price, deliverables, and 

terms and conditions 
• Use trade-offs, embellishments, and 

compromises as a secondary strategy 

• Be willing to walk away from the negotiation 
 

Learning Outcomes: 
• Go into negotiations with a clear understanding 

of the negotiating position 

• Negotiate in a way that protects your  
company’s interest 

• Apply interpersonal skills to keep negotiations 
moving smoothly 

• Meet the customer’s needs as well as  
those of your company 

 



Accelerator Workshops | ValueSelling Framework® 201 
 

 20 Keep it simple. Drive results. 
 

Persuasive Presentations 

Gaining and keeping a customer’s full attention is rare in today’s busy marketplace. When you are in front of 
customers, you must make the best use of the opportunity to influence, persuade, and compel. In this course, 
you will gain skills and techniques to make face-to-face presentation time more productive and more 
compelling. 

 
Training Options: Instructor-led or Virtual instructor-led 

Program Duration: 2, 3, 4-hour workshop (Also available as a customized 1-hour to 1-day training component 
within the core ValueSelling Certification workshop) 
 
  

Course Outline: 
Module 1: Preparation 
• Get buy-in for the presentation content and 

format before developing it 

• Organize information logically and 
sequentially 

• Rehearse extensively 
 
Module 2: Adding Impact 
• Use visuals to accent information 

• Anticipate and invite questions 

• Finish with an action step 
 
Module 3: Delivering the Presentation 
• Manage your anxiety 

• Establish rapport with the audience 

• Begin with an overview of the 
presentation content and format 

• Communicate directly to the audience 
 

Learning Outcomes: 
• Plan presentations with greater ease 

• Present with greater confidence 

• Move the sales process along faster 

• Achieve longer-lasting impact with presentations 
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Selling in Turbulent Times 

In a tough market, it’s easy to blame the economy for a lack of sales. Projects are being delayed or cancelled. 
Customer’s budgets are frozen. Competitors cut prices to stay afloat. To survive, it’s even more important to be 
proactive in looking for business.  

Selling in Turbulent Times empowers your sales teams with the skills needed to continue to generate  
business during these challenging times. It examines differences between growth and slow economies,  
then explores how your sales techniques can be adjusted by maximizing opportunities and assessing the key 
factors that stall sales. 

 
Training Options: Instructor-led or Virtual instructor-led 

Program Duration: 1-day workshop (Also available as a customized 1-hour to 1-day training component within 
the core ValueSelling Certification workshop) 
 
  

Course Outline: 
Module 1: ValueSelling Framework® Recap 
 
Module 2: Check Your Attitude 
 
Module 3: Identify Real Value 
 
Module 4: Manage Activity 
 
Module 5: Apply the Qualified Prospect Formula® 

Learning Outcomes: 
• Understand and implement new techniques  

for the current climate 

• Develop a differentiated VisionMatch 

• Reduce “No Decision” stalls 

• Develop a compelling mutual plan 

• Create need in the mind of the customer 

• Increase margins without losing to competition 
• Handle customer objections 
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Supercharged Research to Fuel Account Strategy 
 
Training Options: In-Person and Virtual Sessions 

Program Duration: 2, 3, 4-hour workshop (Also available as a customized 1-hour to 1-day training component 
within the core ValueSelling Certification workshop) 

 

 

 

 

 

 

 

 

 

Uncovering, Articulating, and Quantifying Value 

 
Training Options: In-Person and Virtual Sessions 

Program Duration: 2, 3, 4-hour workshop (Also available as a customized 1-hour to 1-day training component 
within the core ValueSelling Certification workshop)  

Course Outline: 
• Research Techniques 

• Investigate your Buyer’s Key People, 
Company, Industry, and Financials 

• Predict your Buyer’s Business Issues and 
Problems 

• Apply Research  

Learning Outcomes: 
• Apply research to writing O-P-C questions 

• Interpret financial reports 

• Streamline research time and focus 

Course Outline: 
• The Components of Value 

• Identifying and Quantifying Business Metrics 

• Value and the O-P-C Process 

 

Learning Outcomes: 
• Identify what Value is important to you and 

to your buyer 

• Build a variety of Business and Personal Value 
Questions 

• Role Play the Value Conversation 
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ValueSelling Framework® for Marketing 

While your investment in the ValueSelling Framework® is intended to illuminate a path to success, it doesn’t 
ensure that the account executive can bring value to each interaction. What does is a series of powerful,  
high-value messages that are appropriate to the buying phases of your prospect, and a range of vehicles  
(e.g., email, voicemail, collateral) to deliver these messages in a consistent, clear manner. 

Marketers who are struggling to find ways to impact sales productivity—and the sales leaders looking for 
additional help from marketing—must look to aligning messages, collateral development, and support 
resources with their chosen sales methodology. Developing company/product value presentations—talk tracks 
and messages that map to the interaction strategy and questioning techniques—will provide account 
managers with more effective messages and improve their ability to get at the pre-identified information and 
intelligence they must gather in the early phases of the sales cycle. 

Training Options: Instructor-led or Virtual instructor-led 

Program Duration: 1- or 2-day workshop (Also available as a customized 1-hour to 1-day training component 
within the core ValueSelling Certification workshop) 
 
  

Course Outline: 
Module 1: ValueSelling Framework® Recap 
 
Module 2: Adding Buyer Personas to the 
ValueSelling Toolkit 
• ValuePrompter® and PersonaPrompter 
• Creating Need and Differentiation 
• Defining/Anchoring Value 
 
Module 3: Motivating Action 
• Buyer’s Journey content map, gaps, and 

Anxiety Questions 
• Creating the Persona Motivation Map 

 
Module 4: Content and Storytelling 
• The Hero’s Journey archetype and the 

ValuePrompter 
• Value Stories, Reference Stories, and 

Credibility Introductions 
• Sales Solution Training and Customer 

Presentations 
 

Module 5: Coaching and Embedding Change 
• 30/60/90 Plans, Marketing Inspection, 

Reinforcement, Change Management 
 

Learning Outcomes: 
• Use ValueSelling Framework vocabulary and 

techniques to better align with Sales 

• Understand the ValueSelling Framework from a 
Marketing perspective 

• Develop assets, tactics, and strategies that 
support the ValueSelling Framework to drive 
conversion more effectively 

• Create content aligned to persona-specific 
Business Issue/Problem/Solution combinations 

• Conduct more effective campaigns to generate 
leads that are better qualified 
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Coaching the ValueSelling Framework® for Managers 
 
Gain essential tips to ensure your success by coaching your teams to maximize the ValueSelling Framework® in 
pre-call planning, post-call debrief, creating demand, and closing the deal. As a manager, you play a pivotal role 
in driving adoption of the ValueSelling Framework®, shaping and participating in sales training, inspecting, and 
measuring progress, and coaching individuals to meet quota. 

Now that the initial ValueSelling Framework® workshop is done, it's time to see change happen: Team members 
transformed from pitching to engaging; habits built; results realized. And manager-driven reinforcement is where 
the rubber hits the road. 

Coaching the ValueSelling Framework® for Managers is the perfect way to blend ValueSelling concepts into your 
organization and existing sales processes. 
 
Training Options: In-Person and Virtual Sessions 

Program Duration: 1 Day or 2 to 3 4-hour Virtual Sessions

Course Outline: 
• Manager’s Role in Adoption 

• Integration into the Management Process 

• Process Implementation Plan 

• The Coaching Process: 

o Skill: Reviewing Plan Letters 

o Skill: Assessing Opportunities 

o Skill: Pre-call, Next-call ValuePrompter® 

o Skill: Live/Field Observation 

o Skill: Constructive Feedback 

o Skill: Coaching ValuePrompter® 

 

Learning Outcomes: 
• Integrate the ValueSelling Framework® into 

the management process 

• Best practices for coaching and tools to use 
as you provide feedback to sales reps  

• Create a tailored and manageable daily, 
weekly, monthly, and yearly implementation 
plan  

• Align with business metrics and measure the 
right things to show a return on investment  
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Coaching Vortex Prospecting™ for Managers 
 
Training Options: In-Person and Virtual Sessions 

Program Duration: 1 day or 2 to 3 4-hour Virtual Sessions  

Course Outline: 
• Vortex Prospecting™ Recap 

• ValueSelling Framework® Recap 

• Setting a Coaching Baseline 

• 6 Principles for Coaching ValueSelling 

• 3 Barriers to Performance Development 

• The Coaching Process: 

o Skill: Giving Constructive Feedback 

o Skill: Coaching Credibility Introductions 

o Skill: Coaching Call Introductions 

o Skill: Creating a Value Story 

o Skill: Monitoring Activity 

o Skill: Time Blocking: Your Secret Weapon 

 

Learning Outcomes: 
• Demonstrate an understanding of Vortex 

Prospecting™ fundamentals and process 

• Develop and support your teams prospecting 
and qualifying skills 

• Reinforce your team's consistent execution of 
these skills through an implementation plan 
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Coach vs. Manager: Understanding Leadership 
 
Training Options: In-Person and Virtual Sessions 

Program Duration: 2, 3, or 4-hour Sessions 

 

 

 

 

 

Custom Training Workshops 
 
ValueSelling can design workshops on various topics. Some examples include: 

• Territory Management 

• Change Management 

• Team Selling 

• Customer Retention 

• Sales Writing 
 

Just-in-Time Slack and Teams Coaching 

 
Training Options: As negotiated by client need   

Course Outline: 
• Transform how to give salespeople feedback 

• Show gratitude to increase motivation 

• When to be a manager vs. a coach 

Learning Outcomes: 
• Identify when coaching is needed 

• Directives checklist 

 

Offering: 
• Embed the ValueSelling Framework® into your 

company messaging system by creating a 
direct communication channel with a 
ValueSelling coach at point of need. 
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ValueSelling Framework® Certified Coach 

 
Training Options: In-Person and Virtual Sessions 

Program Duration: 2, 3, 4-hour Sessions  
  
Course Outline: 
• Manager’s Role in Adoption 

• Integration into the Management Process 

• Process Implementation Plan 

• The Coaching Process: 

o Skill: Reviewing Plan Letters 

o Skill: Assessing Opportunities 

o Skill: Pre-call, Next-call ValuePrompter® 

o Skill: Live/Field Observation 

o Skill: Constructive Feedback 

o Skill: Coaching ValuePrompter® 

 

Learning Outcomes: 
• Integrate the ValueSelling Framework® into 

the management process 

• Best practices for coaching and tools to use 
as you provide feedback to sales reps  

• Create a tailored and manageable daily, 
weekly, monthly, and yearly implementation 
plan  

• Align with business metrics and measure the 
right things to show a return on investment  
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ValueSelling Framework® Train the Trainer 
A unique opportunity for your sales trainers to become certified facilitators of the ValueSelling Framework®.  
With certified facilitators, you can make your organization self-sufficient, while still being able to engage your 
ValueSelling Associate if needed. ValueSelling Associates has designed a proven four-step process to certify sales 
trainers and enable organizations to effectively implement the ValueSelling Framework. 
 
Training Options: In-Person and Virtual Sessions 

Program Duration: 1, 2-day Workshop  

Requirements: 
The ideal candidate to facilitate ValueSelling to 
client sales organizations has the same key 
attributes of all ValueSelling facilitators: 
• Successful sales professional who has used 

ValueSelling effectively at some point in his or 
her career 

• Top notch facilitation skills to engage and 
motivate the learner to adopt the ValueSelling 
Framework® 

• The ability to role model and coach the 
ValueSelling Framework® both within the 
classroom and in real-world situations 

 
 

Evaluation Criteria: 
Each candidate will be “scored” during the solo 
audit step of this process on: 
• Knowledge of ValueSelling material 
• Storytelling ability 
• Application of the Qualified Prospect Formula® 
• Energy and credibility 
A separate train-the-trainer license is required for 
clients interested in bringing the facilitation of 
ValueSelling in-house. 
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ValueSelling On-Demand Video Coaching 
 
Salespeople can contribute their own content through ValueSelling Coach & Share on LIO (Learn It Online) 
Learning Management System by uploading YouTube links, website links, Google Drive documents, files from 
their mobile devices or computers, or by recording their screen. 
   

On-Demand Video. 
Use live and on-demand video to take member 
engagement to the next level—no matter where 
your salesforce is training. ValueSelling Associates 
can use video to lead training sessions, run 
consultations and check-ins, host online classes, 
and more. 
 
 

1-on-1 Sales Coaching Calls 
Boost motivation, deliver accountability, and stay 
connected to your ValueSelling Associate Expert, 
whether through live calls or though the mobile 
app, Go.Learn from Docebo. 
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ValueSelling LIO Coach and Share Portal 
 
Social learning and formal learning combined: All in one LMS, ValueSelling LIO (Learn It Online).  
Spark a culture of continuous learning in your organization with the #1 enterprise social learning platform. 
ValueSelling Coach & Share brings social learning and content curation into a single, cohesive solution  
to provide a learning experience like no other. 
   

A single place to ask questions: 
Give thousands of people a single place to ask 
questions to your organization’s experts in real-
time, encourage knowledge sharing, and drive 
collaborative learning. 
 
Let our Experts shine: 
Our ValueSelling Associates Experts share their 
knowledge. We capture insights and push out 
informal learning for others to learn in discussion 
forums, replicating the way information is shared 
on social media. 
 
Don’t just rely on eLearning, leverage 
informal content, too: 
Your learners decide what skills they want to 
develop, and LIO serves up related learning 
content to drive engagement and personal 
growth. See your most engaged learners in 
leaderboards and turn Q&A threads into engaging 
discussion boards. 
 
 

Drive business productivity with  
online learning: 
We encourage user-generated content to drive 
revenue. ValueSelling Associates can record 
webcams during webinars or screen-recorded 
demos, sales calls, success stories, strategies, and 
more—directly in LIO. 
 
Share knowledge across your business: 
LIO offers collaboration tools your salesforce needs 
to capture, share, and discover curated knowledge 
through social interactions across your 
organization. 
 
Accessible at point of need: 
Put ValueSelling Framework® knowledge in your 
salespeople’s hands whenever or wherever they 
need it—through desktop or mobile learning—and 
share information across remote teams within our 
social learning solution. 
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eValueSelling Fundamentals® 
Now, you can quickly learn the essential components of the ValueSelling Framework® in less than 3 hours, 
anytime and anywhere. Whether you’re preparing for an upcoming workshop or want to learn independently, 
eValueSelling Fundamentals® will meet your needs. Completely up to date with the latest adult instructional 
design principles, you will learn concepts in the context of real-world examples. From using the Qualified Prospect 
Formula™ to determine the health of your opportunity, to using the ValuePrompter® to prepare for your next call, 
this online course will help you take your sales results to the next level. 
 
 
Training Options: Instructor-led plus Executive Speak eLearning program 

Program Duration: 1- or 2-day workshop coupled with eLearning that takes less than 3 hours to complete 
  

Course Outline: 
Module 1: Engage 
• Power 
• O-P-C Questioning Process 
 
Module 2: Qualify 
• Differentiated VisionMatch™ 
• Value 

• Qualified Prospect Formula® 
 
Module 3: Advance 
• ValuePrompter® 

• Opportunity Assessment Tool 
• Anxiety Questions 
 
Module 4: Close 
• Mutual Plan 
 
 

Learning Outcomes: 
• Diagnose business issues and the value of 

resolving them 

• Quantify the tangible and intangible business 
and personal value of your solution 

• Use O-P-C questions to construct a 
VisionMatch™ 

• Use a ValuePrompter® before, during,  
and after a call 

• Apply the Qualified Prospect Formula®  
to identify opportunity gaps 

• Write mutual plans to advance and  
close opportunities 
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Executive Speak® 
Every sales professional wants to be considered a trusted advisor. And the first step is to understand the 
executive-level drivers. You must speak the language of business—the language of finance. Executive Speak® 

develops business acumen and increases financial literacy by teaching you how to think like an executive, 
predict a customer’s business issues, and then correlate ways in which your products and services impact the 
customer’s financial metrics. This award-winning program features the 360° Profile Builder™, a unique tool that 
helps turn information into insights and automatically populates a ValuePrompter®. 
 
Training Options: Instructor-led plus Executive Speak eLearning program 

Program Duration: 1- or 2-day workshop coupled with eLearning that takes less than 3 hours to complete 
  

Course Outline: 
Module 1: Learn to Speak to Executives 
• Build your business vocabulary 
 
Module 2: Think Like an Executive 
• Reverse-engineer what a customer’s business 

issue might be 
 
Module 3: Investigate Their Company and Industry 

• Use the 360° Profile Builder™ to investigate, 
predict, and prepare for sales calls 

 
Module 4: Investigate Their Financial Health 
• Income Statement, Statement of Cash Flows, 

Balance Sheet, and Ratios 
 
Module 5: Investigate Their Key People 
• Understand corporate structure and reporting 

relationships 

• Uncover the path of authorization for 
purchases and who can approve projects 

 

Module 6: Predict Business Issues, Problems, 
Value, and Power 
• Learn how to use research to predict a 

customer’s business issue and problems 
 
Module 7: Prepare to Gain Access 
• Develop an AIM campaign to gain access to 

executive decision-makers 
 
Module 8: Prepare to Establish Credibility 
• Learn the Credibility Story Formula 

• Rehearse your 30-second message 
 
Module 9: Prepare Questions 
• Create O-P-C questions 
 
Learning Outcomes: 
• Learn how to conduct in-depth research 

quickly and efficiently on a customer’s 
company 

• Understand how to read financial 
statements and gauge a company’s financial 
health 

• Encourage people in influential positions to 
help you gain executive access 

• Ask the right questions and gain credibility  
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ValueSelling@Work™ Microlearning  
Reinforcement Program 

While working an opportunity, a rep can face numerous challenges. The key in keeping a deal moving forward is 
to use ValueSelling concepts consistently. ValueSelling@Work™ microlearning guides your team on the best 
ways to engage, qualify, advance, and close deals. 

Use ValueSelling@Work™ to reinforce efficient sales habits that prime your revenue engine with more deals, 
higher win rates, faster onboarding, and time to revenue for new reps, greater sales productivity, and increased 
revenue growth. 

Training Options: 3- to 5-minute microlearning topics 

Program Duration: 14 to 28 weeks, depending on spacing of topics by 1 or 2 weeks 
 
  

Topic Outline: 
• Applying the Opportunity Assessment Tool 

• Pre-Call/Next Call Planning with a 
ValuePrompter® 

• The Value of the Mutual Plan 

• Beginning with the End in Mind 

• Successfully Identifying Business Issues 

• Becoming a Problem Expert 

• Creating Solutions with Your Customers 
 

Topic Outline: 
• Deliberate Differentiation 

• Uncovering Personal Value 

• Uncovering Business Value 

• Identifying Who Has Power 

• Bargaining for Access to Power 

• Using Anxiety Questions 

• Continuous Re-Qualification 
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Vortex@Work™ Microlearning  
Reinforcement Program 

Everyone says they’re busy, but busy doesn’t mean productive. Vortex@Work™ is designed to create focus, 

reinforce key concepts, and drive your team’s prospecting to greater heights. 

Use Vortex@Work™ to reinforce crucial sales habits that prime your revenue engine with more consistent 

activity and production from reps, better qualified leads and conversations, greater productivity and time 
management across teams, increased revenue and sales velocity, and enhanced confidence interacting with 
executive-level prospects. 

Training Options: 3- to 5-minute microlearning topics 

Program Duration: 13 to 26 weeks, depending on spacing of topics by 1 or 2 weeks 
 
  

Topic Outline: 
• Master Your Time 

• Develop the Right Mindset 

• Practice Proper Preparation 

• Reverse-engineer with the Prospecting 
Prompter 

• Execute with the Prospecting Prompter 

• Activate Your Sphere of Engagement  

• Phone Best Practices 

Topic Outline: 
• Email Best Practices 

• Social Media Best Practices 

• Groups, Events, and Networking Best 
Practices 

• Create Outreach with AIM 

• Prime Your Prospect’s Memory 

• Create Cadences 
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About ValueSelling Associates 
ValueSelling Associates is the creator of the ValueSelling Framework®, a practical methodology for selling 
on value, not price. The ValueSelling Framework® and Vortex Prospecting™ programs provide a repeatable 
process that increases connections and conversions to boost the revenue pipeline. Once trained on the 
ValueSelling method, organizations realize immediate revenue growth and increased productivity. Since 
1991, thousands of professionals around the world have chosen ValueSelling Associates for customized 
training, reinforcement, and consulting to keep it simple and drive sales results.  
 
ValueSelling Associates has been selected as a Top 20 Sales Training company for 2020 by Training 
Industry and Selling Power, a Top 20 Online Sales Training company for 2020 by Selling Power and is a 
winner of the 2020 Grand Stevie Award in the Sales & Customer Service category. For more information, 
visit www.valueselling.com.  
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