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Customer: ‘Your Sales rep ... Impact on 
Sales 

has to ‘help me buy’, not sell me his 
product/company

1

has to speak my language, understand my 
professional challenges and help to tackle them

2

has to adapt to meet my buying readiness 3

can enrich my vison 4

proofs the positive impact of his solution to my 
environment

5

stops selling in case of no solution fit 6

is a partner and advisor 7

understands the correlation between his product and 
the impact, for me but also for my colleagues

8

can help me build an end to end value case 9

is multi media enabled 10

Checklist: what customers expect from your Sales reps


