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Pomagaijte stranki doseci njene cilje

Prodajalec mora znati uporabljati izdelek, da lahko stranki pravilno svetuje

[@TinaCadez
tina.cadez@finance.si

Uspeh podjetja v poplavi
konkurence ni odvisen le od
njegove ponudbe, ampak od
tega, kako ponudbo prila-
godi strankam, in od tega,
kako lahko s svojo ponudbo
strankam €im bolj pomaga
doseci njihove cilje.

V druzbi Halcom so se po
zgledu podobnih druzb, ki jim
jenamednarodnih trgih uspelo
povecati uspesnost in u¢inkovi-
tost prodaje, odlo¢ili za uvedbo
metodologije Customer Centric
Selling (CCS), ki v ospredje po-
stavlja kupca. »Druzbe lahko do-
sezejo boljso prodajo, ¢e zares
razumejo, kako lahko stranke z
uporabo njihovih izdelkov, stori-
tevali resitevdoseZejo svoje cilje,
zadovoljijo svoje potrebe ali resi-
josvoje tezave,«je pojasnil Mirko
Musi¢, ¢lan upravnega odbora

Halcoma (in direktor podjetja
Venture Consulting, ki je zasto-
pnik za usposabljanja Customer
Centric Selling za obmodje jugo-
vzhodne Evrope).

Prisluhnite strankinim
tezavam

Metodologija CCS predvide-
va drugac¢no obravnavo stran-
ke. Namesto da prodajalec pred
vsako stranko ponavlja govor
o funkeijah, ki jih ima izdelek
ali storitev, naj raje prisluhne
strankinim tezavam. Stranki naj
predstavi, kako bo zuporabo iz-
delka ali storitve odpravila svoje
tezave, dosegla cilje in zadovolji-
la potrebe, svetuje Music. Poleg
tega mora prodajalec znati upo-
rabljati izdelek, ki ga prodaja, da
lahka pravilno svetuje.

NajteZje je preseti vzorce

obnasanja in delovanja
Uvedba metodologije vdruz-

bi paje tudi izziv. Po MuSic¢evem

mnenju je bil najvecjiizziv pre-
seci uveljavljene vzorce obna-
Sanja in delovanja pri prodaji.
Tezko je bilo tudi preseci spo-
znanje, da je prodaja proces, ki
gaje trebanadzorovano in dosle-
dno izvajati pri vseh pomemb-
nih prodajnih priloznostih, je
dodal. To, daje druzba predolgo
cakala z uvedbo metodologije,
paje sogovornik oznacil kot naj-
vecjo napako. V prihodnje bodo
zato metodologijo uvedli tudi v
odvisnih druzbah.

Prodajo povecali za veé
deset odstotkov

Kaj pa uvedbe nove metodo-
logije pomeni za druzbo s financ-
nega vidika? Nekatere druzbe so
zaradi metodologije CCS svojo
prodajo povecale za vec deset od-
stotkov. Skupini Halcom pajelani
zuvedbo te metodologije uspelo
konsolidirane prihodke povecati
za 28 odstotkov, medtem ko je le-
to prej rast znasala 16 odstotkov.

Investicija v usposabljanje se je
Halcomu povrnila skozi povecano
prodajo in visje cene prej kot v
letu dni, je dodal sogovornik. e

» rast prihodkov je po uvedbi
metodologije Customer Centric
Selling dosegla druzba Halcom,
leto pred tem je bila rast prihod-
kov 16-odstotna.

» »DruZba lahko doseZe boljSo
prodajo, Ce zares razume, kako
stranke skozi uporabo njenih iz-
delkov, storitev ali resitev dase-
Zejo svoje cilje, zadovoljijo svoje
potrebe ali resijo svoje tezave,«
meni Mirko Musi€, ¢lan upravne-
ga odbora Halcoma. )
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Bosworth & Kenney Selling Helps the Halcom Group Boost Revenue by
19% With the CustomerCentric Selling® Methodology

Atlanta , GA, Jun 05 (MARKET WIRE) -- Bosworth & Kenney Selling, a CustomerCentric Selling®
Platinum Business Partner led by Steve Bosworth and Mike Kenney, today announced that the Halcom
Group, market leader for electronic-banking solutions and services in Central and Southeast Europe,
has declared revenues in 2008 19% higher than in 2007. Active in nine markets, from Germany over
most of the Balkans states down to Qatar and Iran, Halcom's services and solutions help 69 banks and
financial institutions serve their customers in a better and more efficient way. Halcom credits its
revenue growth in 2008 as a result of strong sales figures for existing products and growth in sales of

new solutions, thanks to the proven effectiveness of CustomerCentric Selling®.

With only 100 employees, Halcom manages to excel in a variety of national markets and different
business fields. Dr. Mirko Music, a member of Halcom's Board of Directors, explains, "Our salespeople
face numerous business cultures and customers from different industries on a daily basis. Their ability
to deeply understand customer needs on one hand and to manage the selling process on the other is
the winning combination. We started reengineering our internal sales process in 2006 by training
selected individuals from sales, marketing, development and finance departments and teaching them to
use one sales language, one set of tools and one sales methodology. At that time Bosworth & Kenney
Selling delivered their first training in Slovenia, representing the market entry of the CustomerCentric
Selling® methodology in Southeast Europe. Their excellent contribution was embraced by all the
training participants as well as the management, so this year the third generation of our new hires was
trained in Croatia. Altogether, more than one half of all Halcom employees have now been trained in

CustomerCentric Selling®.

Dr. Music continues, "Halcom's implementation of the CustomerCentric Selling® methodology was a
gradual yet persistent process. Several tools were localized and methodology in some parts simplified

to account for different business environments in numerous national markets."

CustomerCentric Selling® helped our management gain a better insight and control over an increasing
number of business opportunities and a growing number of existing customers. In addition, our
planning process is now managed in a better way. After the last CustomerCentric Selling® training,

our salespeople started to meet weekly on internal workshops in order to exchange ideas, discuss their
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business opportunities and help each other manage them more efficiently. This novel approach is
completely based on their own initiative!" Persistent growth and success of Halcom's business

significantly affects its market value, with shares that have gained more than 10% in last 12 months.

Steve Bosworth of Bosworth & Kenney Selling states, "We're very proud of the extraordinary success
Halcom has seen since their implementation. Their remarkable results are proof that the
CustomerCentric Selling® methodology really does work if adopted and embraced across the entire

organization."

About Bosworth & Kenney Selling

Bosworth & Kenney Selling is a global sales performance development firm dedicated to helping
organizations develop, improve, and implement the sales and marketing processes and selling skills
that deliver strategic and tactical results. For over two decades, we have helped companies achieve

high performance, first through Solution Selling® and now through CustomerCentric Selling®.

In addition to the Halcom Group, global clients include Dassault Systemes, Honeywell/Handheld
Products and PricewaterhouseCoopers. Trust our team to offer the discipline, skills and processes that
can enhance your internal efforts and propel your team from good to great. For more information,

please see: http://www.bosworth-kenneyselling.com or call +1.760.436.2444.

About CustomerCentric Selling®

CustomerCentric Selling® (CCS) is a proven methodology for predictably improving revenue growth
and sales performance. Founded in 2002, CCS helps clients worldwide to implement repeatable,
auditable and scalable sales processes that, when combined with Sales Ready Messaging®, guides
marketing and sales to have meaningful conversations with customers and prospects. This results in
winning high-value deals, retaining and growing client relationships and improving the predictability and

accuracy of sales forecasts. To learn more call Bosworth-Kenney Selling.
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