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Detect

Raise + 
Influence Prove

Defend

Selling Value or co-create solutions: steps to take along the entire buying cycle

Lock a 
shared 
vision

Co-create 
new 

solution

Mitigate
risk
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We Compe-
tition

Selling Value: focus to value needed and willing to pay for
The 4 pitfalls

Brand promise -
Value proposition
Differentiation Customer

Pitfall 2

Pitfall 1

Pitfall 3

Messaging 
Focus

Pitfall 4
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What is Value Creation

Value creation is about going beyond what the customer seeks
The customer needs to be:

At least willing to revise the current way of working
Open to buy another type of solution
Unaware of an acceptable solution

Requires trust and credibility (Brand – exceptional relevant experience)
It requires the willingness to:

Identify value independent of our current capabilities as a vendor
Co-create the value
Leverage on customer insights
Focus on customer success
Might require custom development or a new value proposition

In other words: co-create a ‘new’ solution


