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Differentiate to ReachDifferentiate to Reach
ProspectsProspects
By Lori Turner-Wilson
Print | Front Page | Email this story

The Information Age is pushing many industries down
the path of commoditization, where consumers see little
difference between you and your competitors. Purchase
decisions become price-centered – a dangerous game.

This shift is due in large part to the depth of information available to
prospects before a sales rep is even engaged – forever changing the role
sales reps play in closing a sale. Gone are the days where sharing features
and benefits is enough. Sales reps must take on a more strategic role to
maintain relevance and shift consumer decisions away from price.

Real, individualized value must be created to differentiate and break
through the barriers of commoditization. Real value isn’t built on clichés
such as “great customer service.” The differentiator must be significant
and vital to your customer.

A recent Huthwaite study uncovered an unexpected consumer behavior,
shedding light onto how sales reps can create this value. Thousands of
customers reported being faced with several competitor choices with no
strong differentiators. Interestingly, customers did not select the low-cost
offering in most instances.

Skilled sales reps offered insight the buyer couldn’t achieve on his own,
which is challenging given the depth of information a prospect has about
your company before you ever set foot in the door, compliments of the
internet.

You will lose the value-creation battle unless you can convince a prospect
you are both strategically important and difficult to substitute with
another competitor. What is your sales team doing, independent of the
products and services you sell, to convince customers you are a vital
strategic partner, one that is difficult to replace in the marketplace? If
nothing, you’re encouraging customers to price shop, which could
ultimately cause lower margins and the inability to cost-justify a skilled
sales force. The very behavior of many salespeople could ultimately work
them out of a job.

The solution begins with asking the right questions. Customers place
more value on what they say than what they are told. Your objective,
with any new prospect, is to conduct a thorough needs assessment by
asking leading questions that will help the buyer realize a need – possibly
one they hadn’t previously recognized. The ultimate goal is to elevate
your prospect’s awareness of their need (the one your product/service can
address) to the point they are willing to take action.

Then position yourself as an indispensable strategic partner by identifying
an unanticipated solution for the buyer’s problem or revealing an
unexpected opportunity the buyer wasn’t aware of. Or establish yourself

Lori Turner-Wilson

Name

Email

Follow us on Facebook, Twitter & RSS:
  

Sign-Up For Our FREE email edition
Get the news first with our free daily email

 

   
Sign UpSign Up

Get more from The Daily News

Congratulations to Amy LaVere
Stuffy’s Burger Joint to Relocate
from U of M area to Collierville
Neil’s Bar in Midtown Gets
Demolished
Tenn. Unemployment Rate Drops to
9.1 Pct.
Blue Collar Sinatra

RECORD TOTALS DAY WEEK YEAR
PROPERTY SALES 45 136 14,794

MORTGAGES 63 208 22,318
FORECLOSURE
NOTICES 0 40 9,361

BUILDING PERMITS 0 219 37,868

BANKRUPTCIES 70 203 18,086

BUSINESS LICENSES 27 62 5,644
UTILITY
CONNECTIONS 88 331 26,555

MARRIAGE LICENSES 17 78 5,560

THROUGH THE LENSTHROUGH THE LENS

converted by Web2PDFConvert.com

http://www.memphisdailynews.com/Subscribe.aspx
http://www.memphisdailynews.com/
http://www.memphisdailynews.com/
http://www.memphisdailynews.com/About.aspx#about
http://www.memphisdailynews.com/Notices.aspx
http://www.memphisdailynews.com/PublicRecords.aspx
http://www.memphisdailynews.com/Help.aspx
http://www.memphisdailynews.com/service/Service.aspx
http://www.memphisdailynews.com/Contact.aspx#contact
http://www.memphisdailynews.com/Login.aspx
http://www.memphisdailynews.com/Subscribe.aspx
http://www.memphisdailynews.com/Search/Search.aspx
http://www.memphisdailynews.com/Search/Search.aspx
http://www.memphisdailynews.com/lists/ListBuilder.aspx
http://www.memphisdailynews.com/lists/ListBuilder.aspx
http://www.memphisdailynews.com/WatchService.aspx
http://www.memphisdailynews.com/WatchService.aspx
http://www.memphisdailynews.com/DataDirect.aspx
http://www.memphisdailynews.com/DataDirect.aspx
http://www.memphisdailynews.com/Neighborhood.aspx
http://www.memphisdailynews.com/Neighborhood.aspx
http://www.memphisdailynews.com/CrimeReport.aspx
http://www.memphisdailynews.com/CrimeReport.aspx
http://www.memphisdailynews.com/home/2011/dec/21/
http://www.memphisdailynews.com/home/2011/dec/20/
http://www.memphisdailynews.com/home/2011/dec/19/
http://www.memphisdailynews.com/home/2011/dec/16/
http://www.memphisdailynews.com/home/2011/dec/15/
http://www.memphisdailynews.com/home/2011/dec/16/
http://www.memphisdailynews.com/public-records/2011/dec/20/
http://www.memphisdailynews.com/public-records/2011/dec/19/
http://www.memphisdailynews.com/public-records/2011/dec/16/
http://www.memphisdailynews.com/public-records/2011/dec/15/
http://www.memphisdailynews.com/public-records/2011/dec/14/
http://www.memphisdailynews.com/public-records/2011/dec/16/
http://www.memphisdailynews.com/public-records/2011/dec/23/
http://www.memphisdailynews.com/notices/2011/dec/21/
http://www.memphisdailynews.com/notices/2011/dec/20/
http://www.memphisdailynews.com/notices/2011/dec/19/
http://www.memphisdailynews.com/notices/2011/dec/18/
http://www.memphisdailynews.com/notices/2011/dec/17/
http://www.memphisdailynews.com/notices/2011/dec/16/
http://www.memphisdailynews.com/money
http://www.memphisdailynews.com/
http://www.facebook.com/sharer.php?u=http%3A%2F%2Fwww.memphisdailynews.com%2Fnews%2F2011%2Fdec%2F14%2Fdifferentiate-to-reach-prospects%2F&t=Differentiate to Reach Prospects - Memphis Daily News&src=sp
http://www.memphisdailynews.com/news/2011/dec/14/differentiate-to-reach-prospects//print
http://www.memphisdailynews.com/home/2011/dec/14
http://www.facebook.com/pages/Memphis-TN/Memphis-Daily-News/77067817854
http://twitter.com/memphisdaily
http://feeds.feedburner.com/memphisdailynews/bbde
http://blog.memphisdailynews.com
http://blog.memphisdailynews.com/?p=3732
http://blog.memphisdailynews.com/?p=3745
http://blog.memphisdailynews.com/?p=3734
http://blog.memphisdailynews.com/?p=3727
http://blog.memphisdailynews.com/?p=3724
http://www.memphisdailynews.com/lists/HomeSales.aspx
http://www.memphisdailynews.com/lists/Mortgage.aspx
http://www.memphisdailynews.com/lists/Foreclosure.aspx
http://www.memphisdailynews.com/lists/Permits.aspx
http://www.memphisdailynews.com/lists/Bankruptcy.aspx
http://www.memphisdailynews.com/lists/BusLicenses.aspx
http://www.memphisdailynews.com/lists/Newcomers.aspx
http://www.memphisdailynews.com/lists/MarLic.aspx
http://www.memphisdailynews.com/Editorial_Images/12738.jpg
http://www.memphisdailynews.com/Editorial_Images/12723.jpg
http://www.web2pdfconvert.com?ref=PDF
http://www.web2pdfconvert.com?ref=PDF


Account InfoAccount Info
Log InLog In
Your AccountYour Account
Create an AccountCreate an Account

SubscribeSubscribe
Subscribe to The Daily Subscribe to The Daily NewsNews
Upgrade Your SubscriptionUpgrade Your Subscription

AboutAbout
About UsAbout Us
Contact UsContact Us
Privacy PolicyPrivacy Policy

HelpHelp
HelpHelp
Customer ServiceCustomer Service

MemphisDailyNews.comMemphisDailyNews.com
HomeHome
BlogBlog
FacebookFacebook
TwitterTwitter
RSSRSS

Our ServicesOur Services
Public NoticesPublic Notices
Public RecordsPublic Records
Name & Property ResearchName & Property Research
Data DirectData Direct
Watch ServiceWatch Service
Custom List BuilderCustom List Builder
Crime ReportsCrime Reports
Neighborhood ReportsNeighborhood Reports

Morningstar -23 -0.7 3,090

Nasdaq -48 -1.8 2,556

NYSE 0 0.0 7,361

Morningstar

Small Cap
-40 -0.9 4,649

© Copyright 2011 Morningstar, Inc.

Copyright 1995 - Copyright 1995 - 2011 2011 by The Daily News Publishing Co. Inc. - All Rights Reservedby The Daily News Publishing Co. Inc. - All Rights Reserved

as a solutions broker, serving as a broader resource. You might partner
with a non-competing vendor to offer your prospect a broader soup-to-
nuts solution to their problem.

When your objective is to create individualized value, no two sales will
look alike. While more effort is required, you are more likely to generate
higher margins and longer-term customers that aren’t regularly price
shopping.

Lori Turner-Wilson is an award-winning columnist and managing
partner of RedRover Sales & Marketing, www.redrovercompany.com.

You can follow RedRover on Twitter (@redrovercompany and
@loriturner) and Facebook (facebook.com/redrovercompany).
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