Value Drivers

Why Do You Matter?

(In Terms Of The Customer)

What Do You Do?

What Problem Do You Solve?

What Difterence Do You Make?

First Draft

Do You Have A Hook?

Customer Focus | 2 3
Create Value | 2 3
Start A Conversation | 2 3

Second Draft

Do You Have A Hook?

Customer Focus | 2 3
Create Value | 2 3
Start A Conversation | 2 3

Third Draft

Do You Have A Hook?

Customer Focus | 2 3
Create Value | 2 3
| 2 3

Start A Conversation




What You Do

“INhat Do You Do2”

Name Date Page of
Account
Contact Status Next Steps
1. Appointment \a/
2. Interview ’ Y -
3. Informed \h

Presentation N,
4. Commitment L

[ ] Advance [ | Continuation

1. Appointment 2
2. Interview s .
7 A

3. Informed E
Presentation N,

4. Commitment A
[ ] Advance [ | Continuation

1. Appointment 2
2. Interview ’ S

3. Informed £
Presentation N,

4. Commitment i
[ ] Advance [ | Continuation

1. Appointment 2
2. Interview ¢ LN

3. Informed 37 X
Presentation “, ,

4. Commitment b 4
[ ] Advance [ | Continuation
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