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Conceptual Selling

Don’t leave customer interactions to chance.

Your sales team’s ability to gain a competitive edge in the marketplace hinges on sellers’ interactions
with customers. Conceptual Selling® with Perspective helps sellers prepare for meetings with buyers'
needs in mind, positioning themselves as a valued resource.

World-class sales organizations understand that sales performance relies on both an optimal sales
process and adequately planning for customer interactions. Conceptual Selling®with Perspective focuses
on customer-centric conversations, building on the strategic analysis covered in Strategic Selling® with
Perspective. As a result, sellers learn how to carefully assess buyer needs, avoiding misalignment
between what customers want and what sellers are presenting. This sales training program provides a

simple, repeatable structure essential for anyone who interacts with customers.

BENEFITS OF CONCEPTUAL SELLING WITH PERSPECTIVE

01

Develop Better
Engagements
Understand the
customer’s perspective
and overcome
objectives with a
structured approach.

02

Master Meeting
Techniques

Clearly differentiate
your solution by asking
the right questions and
effectively allocating
resources to advance
opportunities faster.

CONCEPTUAL SELLING WITH
PERSPECTIVE STRATEGIES

Creating a strategic plan for each client meeting is what
separates world-class sellers from the pack. The
Conceptual Selling with Perspective Green Sheet allows
sellers to strategize meetings more effectively and gain
client commitments that move deals, faster.
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03
Gain Stronger
Commitments

Move deals forward by
securing action
commitments and
aligning buyer needs
within your objectives.

04

Backed by Technology
Scout by Miller Heiman
Group equips you with the
tools to win more,
enables better
preparation and increases
client engagement.
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