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Strategic Selling:

Uncovering, Diagnosing & 

Solving Customer 

Problems 
Presented By:

Dan Fisher
Managing Director

Introductions & Background
� 18 years sales and sales leadership 

experience

� IT staffing, consulting and enterprise 
software

� Led regional, national sales teams

� Consulted/Trained with over 200 IT staffing 
firms nationally
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Agenda
What is Strategic Selling?

Selling up the Value Chain

Why Customers Buy 

How Customers Buy

Structuring Your Conversations

Q & A
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What is Strategic Selling?

Strategic Selling

Strategic 
Selling

Uncover & 
Diagnose

Define 
Customer  

Goals

Co-create 
solution
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Selling Up The Value Chain

Strategic

•Current state & future state

•Do we understand the challenge? Is there a 
gap that needs to be addressed?

•Do we need to buy something (external help)?

Course of 
Action

•How should we solve the problem?

•What action should we take?

Tactical
•Who should we buy from?

•Predefined, budget-approved job orders
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Transactional Sales

High

Low

Today’s Customer

Are You Worth Talking To?

Focus On Your Clients How?

Become a Client “SME”
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Why Your Customers Buy

Consumers Corporate America

How Your Customers Buy

Do we need to 
buy something 

today?

What should 
we buy?

Do we have 
the 

resources 
($$) to buy?

Who should 
we buy from?

What Your Customers Think About Their

Current Situation & Desired Future State

Current Situation Desired Future State

“Results”

Is there a 

gap? How 

significant 

is it?

Happy with current 

situation?

What needs must 
be addressed 

today?

Gap?

What is the end goal?

How will  you know 
when goal is 

accomplished

Valuable 

outcome
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Structuring the Call - “Creating” the 

Dialogue

Pique Client Interest - Reference Value Proposition

Demonstrate Credibility - Reference 

Research

Ask Open-Ended, Thought-

Provoking, Probing 
Questions

Listen

Pre-Call Planning & Intelligent Positioning

10-K Statement-Risk Factors

� We Must Finance and Integrate Acquired Businesses 
Wisely 

� A Shortage of Qualified Labor Could Negatively 
Impact our Business and Materially Reduce Earnings 

� Technology Dependence Could Have a Material 
Negative Impact on our Business 
� Our ability to decrease costs and increase profits, 

as well as our ability to serve customers most  
effectively, depends on the reliability of our 
technology network. 

The key to gaining credibility and building trust is by demonstrating you understand your 

customer’s business and asking intelligent questions.

www.menemshagroup.com | dan@menemshagroup.com

Uncovering “Gaps” or “Pain Points”

“We recently helped ______ save ____ with their systems integration project to 
integrate their newly acquired business.”

“I read in your 10-K statement that a key to your growth 
strategy is through acquisitions and critical to your success is 

the smooth integration of the acquired company(s).” 

“When you do acquire a company, what 
are the top challenges you face from a 

technology integration standpoint?”

Listen

Pique Interest 

Credibility 

Builder Open-ended, 

thought-

provoking 

question

Value 

Proposition
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Uncover, Diagnose & Qualify

Compelling 
Event

Motive & 
Sense of 
Urgency

Qualifying 
ROI

Qualifying 
Budget

Client Risk

Are We a Fit?

The Winning Vendor…

Best understands the client’s desired state

Offers the simplest and least risky plan of getting 

from current state to desired future state
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Q&A

Contact Menemsha Group

Dan Fisher, Managing Director

(888) 553 -3083

dan@menemshagroup.com

www.menemshagroup.com 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Coming Next:

ACA, Talent Shortages and Planning for 2014

Thursday, December 12, 2013 at 2 p.m. EST

Reserve your seat: www.lunchwithhaley.com


