
Sales reps that have more meetings get more results. 

But securing a meeting requires optimal research  

and preparation to make the most of limited time  

with an executive.  

Executive Speak™ is a blended learning program  

that includes

Executive Speak focuses your team members by 

giving them: 

• A basic primer for business and financial acumen

• Guidance on where and how to find relevant facts

• An interactive tool to synthesize information and 

turn it into insight

• A faster, more effective way to prepare for  

sales calls

• A process for gaining access to decision makers

Investigate, predict and prepare to gain access  

to decision makers with Executive Speak. More 

conversations lead to more opportunities. 

Executive Speak™ AT A GLANCE

Prepare for Business Conversations with Executives

If your sales reps don’t 

possess business acumen,  

how do you expect them  

to engage with executives?  

Executive Speak at a Glance

• Gain access to executive decision makers

• Easily interpret key business terms and financial reports

• Minimize time wasted on unproductive research

• Quickly create insightful company and executive profiles  

that maximize each interaction

• Engage in consultative business discussions

Both TrainingIndustry.com and Selling Power 

have included ValueSelling Associates on their 

annual Top 20 Sales Training Companies list.

eLearning module instructor-led  
workshop

360° Profile Builder™ tool 
outputs to a ValuePrompter®
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THE SECRET WEAPON BEHIND  
BETTER EXECUTIVE CONVERSATIONS
To have productive conversations with executives, you must gather  
the right information and be ready to speak their language. The first step 
is to use the many available resources and tools to collect information and 
data. Your investigation will be the foundation that allows you to predict 
and ultimately prepare.
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Executive Speak™  
Process overview
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Bookmark these links!
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To demonstrate your expertise and credibility, you must speak the language of business—the language  

of finance.  

Luckily, you don’t need to become a financial expert. You just need to understand the executive-level drivers 

and associate your valuable solutions to the prospect’s business issues. It’s easy with Executive Speak. 

Avoid unnecessary time in the  

research vortex. The 360° Profile 

Builder® leads you through 16 

targeted questions to answer about 

your buyer. Then, the answers are 

mapped to the ValuePrompter, so 

you are ready to engage in more 

effective sales calls.

Increase business acumen, 
sales rep confidence, and 
access to the corner office 
with Executive Speak.

ValueSelling Associates, Inc.  
16236 San Dieguito Rd., Ste 2-24, P.O. Box 8364, 
Rancho Santa Fe, CA 92067 

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

            INVESTIGATE 
Research and generate a profile 

about your target buyer

• Efficiently investigate 
company, industry, finances 
and key people

• Quickly analyze financial  
data to gauge the health of  
a business

                 PREDICT 
Apply the information gathered 

to predict likely business issues, 

problems, value and power

• Think like an executive by 
spotting business issues 
versus problems 

• Predict what part of your 
solution will resonate with  
the buyer

                PREPARE 
Identify and prepare for meeting 

key decision makers with an 

engaging business conversation 

• Gain access to power with 
a tailored communications 
campaign

• Establish your credibility

• Prepare the right type of 
questions to get the buyer’s 
point of view


