Critical Path Strategies

What do we do?
o Work with your major account sales organization to develop and execute strategies and action plans for
accounts, opportunities, and relationships

» Work with you to implement strategic customer-focused initiatives such as account management execution,
sales process optimization, value message alignment, and buyer-seller collaboration

o Help you focus on what is most important to generate and grow sales

How do we do it?

¢ Provide sales consulting services
Fa Ct S h e Et « Deliver customized sales workshops, strategy sessions, and expert coaching clinics
o Use proven best practices and road-tested methodology and tools customized for your sales culture
Quick Facts o Lead participants through critical analysis to enhance business planning, refine the account sales process,
and improve customer relationships
e Founded in 1992 « Capture synthesized information in summary documents, which enable ongoing sales team communica-

tion, coaching, strategy and plan updates, sales calls, and management reviews

= Trained some 20,000 « Provide formal or on-demand coaching for executive leadership teams

sales professionals in

U. S. and internationally Who do we do it for?

Our clients span may industries, including Our clients include
o Communications e Healthcare o« AMD « National Oilwell Varco
o Distribution o Information Technology e BMC Software o Nortel
o Energy o Manufacturing o Caterpillar  Shell Oil
o Engineering o Qutsourcing Services o Fluor o Siemens Business Services
o Finance o GE Corporation e Sprint
o Microsoft e Symantec
What value do we add?
o Build high-value customer relationships
o Expand sales opportunities
¢ Increase sales team confidence
o Grow top-line revenue with most important accounts
o Improve sales efficiency and productivity
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