As you are aware, our selling environment is changing. (List changes) It is your management team’s belief that in order to be successful in this changing environment, we need to make sure that we continue to do the things that make us the ____________ organization in our market. At the same time, we have an opportunity to (do more or better)
 As part of our commitment to you, we will continue to provide you with tools and skills that will make you more effective in account and opportunity management.  In August and September, each of you will participate in the rollout of Strategic and Conceptual Selling.   Strategic and Conceptual Selling will improve your effectiveness and efficiency in the following ways: 

(insert key benefits to the sales team-examples below)

· by saving you time in opportunity analysis and planning 

· simplifying the sharing of information with other members of your team

· improving account transitions when they are necessary

· most importantly, ensuring that we have focused on the customers needs when developing our account strategies and tactics

The Strategic and Conceptual Selling process provides an excellent and pertinent framework for strategically managing our customers and their multiple, and sometime competing, objectives.  It provides a process-oriented approach to the development of opportunity plans at the 10,000-foot level.  The purpose of Strategic and Conceptual Selling is to put a box around good habits that you already have and to implement a process so that those good habits are used each time you develop a strategy for your most critical accounts. Within these Strategic and Conceptual Selling planning, we want to accumulate all of the critical information that you have on your key opportunities and to utilize that as a foundation to determine how we can make an impactful and measurable contribution to these organizations.

When we pool multiple market research studies regarding customer satisfaction in the health care marketplace we find the following to be closely correlated with positive customer relations: 

· listening to customer needs

· inclusion of the customer in the planning process

· the use of teams, and effective account coverage transitions 

(insert barriers in terms of the competition below-eg provided)

At ______________, our aggressive approach to the marketplace, and your tremendous success in driving our products, has in many situations, put us in challenging relationships.  While continuing to aggressively drive our results, we know that we must help you to be even stronger than your competitors in these areas that so closely correlate with customer satisfaction.  

Strategic and Conceptual Selling is an opportunity management approach used by a many successful organizations.  Strategic and Conceptual Selling users find that the benefits of implementing key opportunity management process include common language, increased value added contribution to our customers, improved customer satisfaction results and increased depth and breadth of penetration in accounts. The largest benefit, however, is the improvement in the productivity of each of us as members of cross-functional teams assigned to these accounts.  Internal team members from (cross functional participation) C&P, legal, and ITG have been exposed to the concepts of Strategic and Conceptual Selling, and will also be trained in this area.  Strategic and Conceptual Selling is a process, that when repeated, makes successful organizations incrementally better. 

Our Regional Directors and Regional Trainers have been very involved in the development of the (Company Name) Strategic and Conceptual Selling program to ensure that it will work for you and for colleagues.  All of the work that we will do will be done on real account situations. Each of you will receive pre-course work that we will be using during the program.  The pre-course work is MANDATORY, as it will form the basis for your success in learning and refining your skills.  It is not enough just to “show up”!  

As with all training and development, the success will be determined by our vigilence in using the process to change our behaviors in order to consistently approach our customers in a customer focused manner.  We will refine our focus to ensure that we are investing our time and resources where there is the greatest opportunity for return and that we are providing tools and learning opportunities that help to support you.   The result will be stronger account relationships, more effective use of your time, and strong product results over the long term.

I look forward to your feedback as we move forward!
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