
Value Tool Differences and Use Cases
In the rapidly evolving world of B2B sales, leveraging the right tools can significantly enhance your sales 
strategy. This guide compares two essential tools in the sales enablement toolkit: The Value Calculator and The 
ROI Tool. Each tool serves a unique purpose in engaging prospects and guiding them through the sales funnel, 
from initial interest to final decision.

INTRODUCTION

Understanding the differences and use cases of The Value Calculator and The ROI Tool is crucial for sales 
teams aiming to modernize their approach and drive efficiency. By aligning tool usage with specific stages of 
the buyer's journey, sales professionals can better address customer needs, streamline the sales process, and 
ultimately, close more deals.

BRIEF

CONCLUSION
Integrating The Value Calculator and The ROI Tool into your sales strategy offers a comprehensive approach to engaging 
and converting prospects. Both tools can and should be seamlessly incorporated into your tech stack, facilitating ease of 
use and ongoing analytics. Customizable to both the solutions offered and the unique situations of buyers, these tools 
empower sales teams to effectively demonstrate value at each stage of the buyer's journey. By leveraging these 
differentiated yet complementary tools, sales professionals can significantly enhance their ability to meet and exceed buyer 
expectations, driving revenue growth and achieving sales excellence.
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NEXT STEP
To discuss your unique situation and take this conversation 
further, please schedule time with us -- Meeting with 
ValuePros.

COMPARISON TABLE

CRITERIA THE VALUE CALCULATOR THE ROI TOOL KEY DIFFERENCES

GOALS Enhance lead generation 
and quality.

Increase sales close ratio 
and improve pricing 
strategies.

Value Calculator is for early 
engagement; ROI Tool for 
closing stages.

PAIN POINTS 
ADDRESSED

Lack of solution awareness 
and website conversion.

Challenges in overcoming 
price objections and 
demonstrating solution 
value.

Value Calculator boosts 
initial interest; ROI Tool aids 
in deal finalization.

BENEFITS Allows self-qualification and 
value discovery by the 
buyer.

Facilitates cost justification 
and internal approval 
processes.

Value Calculator 
emphasizes self-discovery; 
ROI Tool focuses on 
financial justification.

PRIMARY 
USERS

Targeted at buyers for self-
service evaluation.

Used by sales teams for 
collaborative value 
estimation with buyers.

Value Calculator is buyer-
facing; ROI Tool is used 
internally by sales teams.

TYPICAL USE 
CASE

Buyers engage with the tool 
via marketing channels to 
assess potential solution 
value.

Sales teams employ the 
tool during negotiations to 
prepare for internal buyer 
approvals.

Value Calculator is for 
buyer's initial evaluation; 
ROI Tool for detailed 
financial analysis.

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