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EXECUTIVE SUMMARY

NCR’s financial services division salesforce spanned different geographies, 

sales philosophies and sales skills. This global leader sought to maintain 

aggressive growth and margins in an industry morphing at warp speed. 

Logistically, it required getting the entire salesforce on board using one 

proven sales methodology. Discover what motivated  

NCR to select one sales methodology —  

the ValueSelling Framework® — and how that  

forward-thinking decision led to all-in adoption.

SALES KICK-OFF 
GLOBAL

IMPLEMENTATION

About NCR Corporation
NCR Corporation (NYSE: 
NCR) is the global leader 
in consumer transaction 
technologies, turning  
everyday interactions  
with businesses into 
exceptional experiences.  
With its software, hardware, 
and portfolio of services,  
NCR enables more than 
550 million transactions 
daily across retail, financial, 
travel, hospitality, telecom 
and technology, and small 
business. NCR solutions run 
the everyday transactions  
that make your life easier.

NCR is headquartered in 
Duluth, Georgia with over 
30,000 employees and does 
business in 180 countries. 

GOING ALL-IN

Over 1,500 people, flying from NCR locations around  
the world, dropped everything to attend the 2016 Sales  
Kick-Off (SKO) in Washington, DC. Three days overflowing 
with heart-pumping music, information on products and 
solutions, and rollout of new processes and support.  
Typical for a sales kick-off. Yet, this was different. 
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GOING ALL-IN

As a global leader, NCR wants to grow profitably.  
Its business strategy involves sustainable transformation

by focusing on foundational elements such as culture, 

sales and service. The 2016 SKO started with an 

invitation for NCR’s sellers to live, lead and act on 

NCR values with internal and external customers. 

Already thousands—including the group in DC—

were taking up the challenge to transform the culture 

and go all-in.

“Adopting ValueSelling as our sales methodology 
helps us connect the dots between  

our sellers and our customers.  
It’s aligned with our incredible culture.“

ANDREA LAWSON 
GLOBAL HEAD OF TALENT MANAGEMENT,  

LEARNING & DEVELOPMENT, NCR
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CHANGING THE CONVERSATION

João Perez, SVP of Global Sales and Marketing for 

NCR’s Financial Services Division, saw a patchwork 

of sales methodologies and lack of standardization 

across the organization. NCR was transitioning from  

a product pitch (given its long and rich history selling 

ATMs) to a consultative discussion that included a 

software-driven, hardware-enabled solution. 

Changing the conversation with customers  

meant everyone would learn/re-learn  

the same process, speak the same language  

and use the same tools. For optimal efficiency  

and effectiveness, João determined  

100% of the salesforce would go all-in on  

the ValueSelling Framework.

JOÃO PEREZ 
SVP, GLOBAL SALES AND MARKETING,  
FINANCIAL SERVICES DIVISION, NCR

As far as driving change and common language throughout the salesforce, 
the ValueSelling Framework supports the way we approach customers 

…in a consultative conversation with their best interest at heart.“

“

DRIVING ENGAGEMENT, POSITIVITY,  AND A  PRODUCTIVE LEARNING EXPERIENCE

21facilitators
customized workshop interactivity  

600 sales reps
21 rooms

6  
languages 

SUCCESS STORY
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GETTING PEOPLE ON BOARD

Everyone involved with the planning, execution and delivery of this first-class SKO was concerned 

about how well a Friday afternoon workshop would be received. Since Tuesday of that week, the sales 

reps had been wrestling with jet lag and information overload, as well as attending awards dinners and 

celebratory parties each night. By Friday mid-day, their collective thought about the mandated sales 

training was, “Seriously?” 

JB Bush, Managing Partner of ValueSelling Associates, has been working with NCR since 

2012. Extremely familiar with NCR’s business goals, issues, problems and solutions, and 

anticipating the participants’ collective attitude, JB knew a critical part of adoption was 

delivery. A participant-centric workshop, a hallmark of the ValueSelling approach, was 

in-line and complementary to the SKO’s focus on the salesforce. Running point for NCR 

and coordinating a team of Associates, he laid out the scenario. Then, they went all-in, 

cranking it up several notches to create a memorable workshop experience. 

To relate with the NCR experts, they studied NCR’s financial services and the seller’s 

language. To engage the sellers, they incorporated loads of interactive role-playing, team 

challenges and real-world scenarios. To make it easier for the participants, they delivered 

the workshop and materials in local language—Chinese, French, German, Japanese, and 

Spanish, as well as English—with gusto. 

JB BUSH  
Managing Partner 

ValueSelling Associates

João worked with executive sponsor, Christine Butchko, NCR’s VP  

of Human Resources, Global Sales, to make it happen. Rather than  

hold piecemeal sales training over time or in the field, they could 

leverage the SKO’s loaded costs — venue, coordination and  

T&E — by adding the sales training onto Friday afternoon from  

1pm to 8pm. Sales training was a go.

“We want to empower our salesforce 
with tools that support a mindshare 
shift. ValueSelling is easy to 
implement, and it brings us  
together to beat the competition.”

CHRISTINE BUTCHKO 
VP, HUMAN RESOURCES, GLOBAL SALES, NCR

600 sales reps, 21 workshop facilitators,  

21 rooms, customized workshop 

interactivity in 6 languages to drive 

engagement, positivity and a productive 

learning experience.



5 SUCCESS STORY

PEOPLE WERE BLOWN AWAY.

“

“
I’m thrilled at the outcome at NCR’s SKO, on mission-critical opportunities  

and with their marketing teams. ValueSelling works because it’s common sense.  

But common sense doesn’t mean it’s common practice. Common sense in the  

local language increases the ability for it to become common practice.

JB BUSH 
MANAGING PARTNER,  

VALUESELLING ASSOCIATES

The activities in-language made sense. The role-playing with 

colleagues made sense. The methodology made sense.  

The Chinese participants asked their facilitator to autograph 

their workbooks. The French were high-fiving their facilitator 

and one another. Every room was buzzing with excitement.

People who had originally entered the workshop 

disgruntled, poured into the hallways, all-in 

— energized by what they had learned and 

experienced. The sales team was geared up and  

ready to implement the ValueSelling Framework.
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JULIE BETTS 
GLOBAL LEARNING & DEVELOPMENT, NCR

We couldn’t put a dollar amount on the value.  
We wanted to keep the attendee experience at the forefront...  
to give them an opportunity for learning that was engaging,  
not death by PowerPoint. JB and his team were superstars.  

They created a whole cadre of ambassadors for NCR.“

“

SUCCESS STORY

ALIGNING ACROSS THE ORGANIZATION

SALES MARKETING

ValueSelling’s participant-centric, workshop-based 

sales training created buy-in from the sellers 

and the simple methodology was applied to 

opportunities in the pipeline immediately. 

To support the sales team in this effort,  

the Marketing and Solutions Management teams 

took a deep-dive into the ValueSelling Framework.  

Their goal: to create communication and marketing-

specific assets that support and simplify the 

execution and application of the ValueSelling 

Framework. As a team, they developed  

     Financial Services-specific ValuePrompters, 

          ensuring the sales enablement materials are 

                fully aligned with the sales team’s focus  

                    — the value their customers realize by 

                         partnering with NCR.

                         Now armed with solution-specific 

                         ValuePrompters, the NCR sales team 

                         qualifies deals more effectively, 

                           conducts meaningful conversations 

                           around the CxBanking experience,  

                           and gets deals in the door faster. 

                      As NCR continues to transform itself,          

                  the ValueSelling Framework supports 

               NCR’s winning combination of an “all-in” 

                     business culture and laser-like, 

                     customer-focus.  



The Perfect Chemistry.  
The Perfect Solution.

Whether you are ready to take the next step for your 
company or for your own career, make ValueSelling a part 
of your strategic plan.

Contact us today and join thousands of sales executives 
who’ve improved their sales teams, their earnings and their 
own professional standings through our unique formula for 
exceptional sales achievement.

ValueSelling Associates, Inc.  

16236 San Dieguito Rd., Ste 2-24, P.O. Box 8364, Rancho 

 +1 800 559 6419 toll-free 
 +1 858 759 3565 office 
 +1 858 759 0883 fax www.valueselling.com

ValueSelling Associates is the creator of the ValueSelling Framework®, the sales methodology preferred by sales executives around the globe. Since 
1991, ValueSelling Associates has helped thousands of sales professionals increase their sales productivity. Offering customized training to FORTUNE 
1000, mid-sized and start-up companies, ValueSelling Associates’ proprietary sales training tools and consulting services deliver measurable results. 
Clients turn to the experts at ValueSelling Associates for services that yield immediate impact, repeatable strategies, and sustainable results.

NCR is a trademark of NCR Corporation in the United States and other countries.


