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LASER-FOCUSED STRATEGIES FORYOUR KEY ACCOUNTS

Add An Executive to Your Team: Your team gains advantage from an extended
engagement with one of our acclaimed Executive Instructors, experienced and proven
executives who have been decision-makers on the buyer’s side. Create and sustain
impact by blending your sales process with an executive’s buying process. Your key
account teams develop strategic plans to tackle and grow your key accounts.

Or land the most sought after new business.
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AVAILABLE BLENDED LEARNING ENHANCEMENTS

» Mobile learning DecisionCasts

EFS Direct workshops are part of a broader, extended learning
framework to optimize and sustain the impact of our executive-led
curriculum. EFS Direct is designed to integrate with:

» elearning preparatory courseware
» Manager coaching kits

» elearning reinforcement courseware

» Performance simulations

WHO SHOULD
ATTEND

Account Teams
Sales Management
Sales Engineers

Business Development

Managers

RESULTSYOU
CAN SEE

Our Eye for Impact report
quantifies your ROI from
executive selling initiatives. And
our Fluency Assessment delivers
pre- and post-learning profiles
to track the growth of your
team’s skills. Our Executive-Led
Curriculum delivers substantial,

measurable results.
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Build Buying Momentum And Close High-Value Deals

Executive Advantage workshops are designed to focus with laser precision on key accounts,

opportunities and market segments.

» Target up to four of your most important
accounts per Executive Advantage workshop
— and develop deep business acumen to

mine their full sales potential.

» We put an executive on your account team
to create Revenue Teams that deep-dive into
customer-validated opportunities.
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Your account managers create an
Executive Engagement Plan to outline
strategy and guide account team

collaboration to win deals.

An extended engagement emphasizing a
process approach to building sales. Pre-work,
class time, then following the workshop,
continuing learning guided by our Executive

Instructor.
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» Collaborative preparation

by participants and
Executive Instructors

precedes workshop

» Classroom time is spent

preparing actionable
executive engagement plans

» Executive Instructor

coaches your team following
workshop to propel deals
through sales cycle

Extended Engagements Increase Impact Of Executive-Led Curriculum

Create and sustain impact by working through your sales cycle guided by insight to increase your

customers’ buying momentum. A narrow and deep focus on specific accounts for in-depth knowledge

transfer and assured applicability. An investment with measurable results you can make to ensure

your most important accounts perform.

» Designed to augment your account planning

methodology and sales processes.

» Output from these sessions is ideally
suited to serve as input into your account
planning process.

> Learn a proven-effective process that you
can subsequently apply and repeat for

additional key accounts.
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Integrated manager coaching tools drive
adoption by Executive Advantage workshop
participants.

Also available: Executive Advantage
Abridged, an abbreviated version that does
not include post-workshop time.

An advanced course building upon the
foundational skills developed in our
Direct curriculum.

Corporate Headquarters
1421 34th Avenue, Suite 300
Seattle, Washington 98122

Global Offices

For additional office locations in the United States, Europe, the Middle

East, Africa, Asia and Austalia visit conversation.com.

For more information:
Tel: +01.206.325.1015
info@conversation.com

©1990- 2008 Executive Conversation, Inc. All rights reserved. Executive Conversation, Executive Focused Selling and certain other marks used herein are trademarks of Executive Conversation, Inc. and may
be registered in the USA and other countries. All other trademarks, trade names or company names referenced herein are for identification only and are the property of their respective owners.




