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Responding to Shifts in the Buying Model

CHALLENGE: A more discerning and educated buyer has 

lengthened sales cycles and puts more pressure on Sales 

and Marketing professionals.
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Live Polling Question

When it comes to prospects/customer 
teaching, we do [select one]:

-None

-Very little

-Some

-A great deal

-This defines us
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Live Polling Question

What is the top obstacle in implementing 
teaching [select one]: 

-Financial

-Technical

-Time

-Training Materials

-Executive Buy - In



Steve Woods
Chief Technology Officer

Eloqua
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COMMERCIAL TEACHING

DIFFERENTIATING THE PURCHASE EXPERIENCE
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What should I teach?

ÅMarketing: Unique value proposition, per segment

ÅPermission to stay in communication

ÅAdd value at each interaction

ÅUnderstand who is engaged, who is not
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Building a University

ÅUnique value proposition

ÅFlying car challenge


