BRIEF

Modernize the Buying
Experience with

Navigate through today's digitally-transformed B2B sales
landscape with a strategic shift towards value selling.
This brief outlines how sales leaders can enhance team
effectiveness and secure significant revenue growth by
aligning with modern buyer expectations.
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Navigating the

The onset of the digital era has significantly influenced buyer behaviors, with a substantial
majority now beginning their purchasing journey online. "67% of B2B buyers start their
purchasing journey online, underscoring the importance of a strategic online presence."
Embrace digital platforms for sales and marketing to engage potential buyers with insightful,

value-driven content.

FUNDAMENTALS OF VALUE-BASED SELLING

Value-based selling is key to addressing the needs and challenges of the modern buyer by
focusing on the tangible benefits and ROI of your solutions.

" FOR THE
BUYER

Emphasize how your
solution can enhance
operational efficiency or
increase productivity,
backed by "90% of B2B
buyers using online
channels to discover new
suppliers, highlighting the
digital shift in supplier
discovery."

LEVERAGE VALUE
SELLING TOOLS
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®9 FOR THE DECISION

\© MAKERS

Showcase the strategic
advantages and long-term
value, noting that "buyers
spend up to 90% of their

decision journey educating

themselves, stressing the
importance of informative
content."

3 FOR THE
X FINANCE TEAMS

Provide precise financial
metrics, demonstrating
your solution's value with
"80% of B2B buyers seeking
B2C-like purchasing
experiences, indicating a
preference for streamlined,
efficient buying processes."

Tools such as ROl calculators empower buyers to quantify
the value of your solution, aligning with "87% of B2B buyers
desiring self-service options throughout their purchasing

journey."


https://www.businessdit.com/b2b-buyer-journey-statistics/
https://www.businessdit.com/b2b-buyer-journey-statistics/
https://www.businessdit.com/b2b-buyer-journey-statistics/
https://www.businessdit.com/b2b-buyer-journey-statistics/
https://www.businessdit.com/b2b-buyer-journey-statistics/
https://www.businessdit.com/b2b-buyer-journey-statistics/
https://www.businessdit.com/b2b-buyer-journey-statistics/
https://www.businessdit.com/b2b-buyer-journey-statistics/
https://www.businessdit.com/b2b-buyer-journey-statistics/
https://www.businessdit.com/b2b-buyer-journey-statistics/
https://www.businessdit.com/b2b-buyer-journey-statistics/

Revolutionizing the Sales Process

Shift towards a consultative, partnership-oriented approach to build trust and credibility,
positioning your team as knowledgeable advisors.

EDUCATIONAL Given the extensive research conducted by buyers online,

CONTENT IS KEY providing comprehensive, educational content can
significantly influence their purchase decisions, supporting
“"the need for content that educates at every stage of the
buyer's journey."

The Strategic Role of Marketing in Value Selling

Marketing's role is crucial in attracting and engaging potential buyers with targeted, value-
centric messaging. Digital tools and platforms are essential for conveying the economic and
operational benefits of your solutions.

DIGITAL TOOLS FOR Embedding value calculators and assessments on your

LEAD GENERATION website not only enhances lead generation efforts but also
provides prospects with instant insights into your solution's
value.

Implementing Value Selling Tools: A Blueprint for
Success

Successfully integrating value selling tools is essential for engaging modern B2B buyers,
allowing them to make informed decisions based on the financial benefits and business impact
of your solutions.

SUCCESS STORIES Case studies where value selling tools have positively
OF VALUE SELLING influenced sales outcomes serve as powerful testimonials to
the effectiveness of a value-driven approach.
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Conclusion: The Future of B2B Sales

Leading the charge towards a more efficient, effective, and customer-centric sales model
involves focusing on value, embracing technological advancements, and aligning with the
digital buyer's journey.

CONTINUOUS Stay informed about the latest trends, technologies, and

EVOLUTION buyer behaviors to maintain a competitive edge, engaging
with industry peers and leveraging analytics to refine your
strategies.

Next Step

To discuss your
unique situation and
take this conversation
further, please
schedule time with us.

\’ ValuePros.io

@ valuepros.io @ info@valuepros.io

Me



https://calendly.com/d/32t-688-ptn/meeting_with_valuepros
https://valuepros.io/
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