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Chat Live on Twitter!

Follow us:

@HingeMarketing
@Acluytens

Use the hashtag:
#StopSelling




Chat Us Questions in GoToWebinar

® O ® GoToWebinar Control Panel

Audio
Use: | Telephone
© Mic & Speakers
MUTED 000000000
Talking:
Questions

Test Webinar
Webinar ID# 157-696-107

Golo\\ebinar
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SMPS CEUs

Hinge is an SMPS Approved Provider of continuing education units

(CEUSs)!

Steps:

SMPS 1. Attend the webinar
CEUS 2. Email; ceu@hingemarketing.com

Subject Line: SMPS CEUs webinar credit

3. Receive certificate of completion

4. Report your CEUs to SMPS

#StopSelling



Today's Presenters

Lee Frederiksen, Ph.D.

Managing Partner, Hinge Marketing
lfrederiksen@hingemarketing.com

Connect with me on LinkedIn:
in/leefrederiksen

Connect on Twitter: @HingeMarketing

Ago Cluytens
Practice Director for EMEA, RAIN Group
acluytens@raingroup.com

Connect with me on LinkedIn:
in/agocluytens

Connect on Twitter: @Acluytens
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Agenda

» Research background

« How B2B buying has changed

* 5things your B2B buyer wants you to stop doing

« How to build your reputation as a Visible Expert>M

 Wrap-up and questions
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Hinge Research Background
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Impact of Research on Growth & Profitability

~ Growth
I Profitability

No Research Occasional Research Frequent Research

#StopSelling



Research reduces risk.



Top Selection Criteria

Good Reputation
Cost/Terms

Good Fit/Share Our Values
Team Expertise/Skills

Ongoing Involvement of Senior
People

Approved Vendor/On the List

Existing Personal Relationship

Fit With Firms of Our Size and
Scope/In Our League

M Buyer
B Seller

Referrals/Reccomendations

Their Flexibility/
Responsiveness

0% 10% 20% 30% 40% 50% 60%
#StopSelling



What Tips the Scale?

Good Reputation

Existing Relationship

Better Expertise/Specialization
Expertise/Past Performance

Offer More Value/Better Value
Proposition

Better Team Chemistry/

Right Values
Cost/Terms
B Buyer
Senior Leadership Involvement B Seller
Referrals/References
Good Customer Service
0% 10% 20% 30% 40%

#StopSelling



A Strong Brand Makes Closing Sales Much Easier

Brand = Reputation x Visibility

#StopSelling
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'B2B BUYING

HAS CHANGED A LOT IN RECENT YEARS.
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@ Photo by ilyinov - Creative Commbhs Attribution License https://www.flickr.com/photos/40711224@N02 Created with Haiku Deck



S s '
l.‘--- o -
))‘.\‘

THE RISE

OF THE PROCUREMENT FUNCTION.




9 Collaboration

COLLABORATION

IS KEY TO MAKING SALES TODAY.
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WHAT THE RESEARCH SAYS.

g .Y

EDUCATED ME COLLABORATED
WITH NEW IDEAS WITH ME.
AND PERSPECTIVES



@ Photo by emurray - CreatiVelCOMMONSIALHDUHORENORNCOmMMercial-ShareAlike License https://www.flickr.com/photos/74784016@NO0 Created with Haiku Deck



STANDING OUT

ISINCREASINGLY DIFFICULT.




SALES ITSELF

IS CHANGING EVERY DAY.

@ Photo by Steve Snodgrass - Creative Commons Attribution License https://www.flickr.com/photos/10710442@N08 Created with Haiku Deck
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5 THINGS

YOUR B?B BUYER WANTS YOU TO:STOP DOING:



Pl EASE DO YOUR

MEWORK.




TO WHAT I'M SAYING.
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WORK TOGETHER.
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HOW-TO BUILD YOUR REP AS A

VISIBLE EXPERT.
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@ Photo by Sebastian Niedlich (Grabthar) - Creative Commons Attribution-NonCommercial-ShareAlike Bicense " https://www.flickr.com/photesi42311564@N00 Created with Haiku Deck
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soes Videos Maps News Shopping Gmail n

MANAGE YOUR

ONLINE REPUTATION.
Search engine la

e séarch engine o)
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)T A STAKE

~ IN THE GROUND.
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@ Photo by mharrsch - Creative Commons Attribution-NonCommercial-ShareAlike License https://www.flickr.com/photos/44124324682@N01 Created with Haiku Deck
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PUBISH

= THING (GOQD).




GET OUT

BRI\ ND BE SEEN.
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Free Resources from Hinge

THE

VISIBLE INSIDE

BUYER'S
B

Rethinking Referral
Marketing

The Visible ExpertsM Inside the Buyer's Brain

Available at: www.hingemarketing.com/library



Resources from RAIN Group
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What Sales Winners Do Insight Selling Your Guide to Insight
Differently Selling Success

Available at: www.raingroup.com/sales-resources

#StopSelling



Take the Next Step
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Are you ready to become
a Visible Firm?

Find out what it takes.

How?

Just respond to our follow-up email.
Or call us at 703.391.8870.

#StopSelling



Learn how to benchmark your firm'’s

marketing strategy against your competitors.

Thursday, July 9 at 1:00pm EST

Pre-register at:
www.hingemarketing.com/onlineworkshop

#StopSelling



Thank you! Questions?

Lee Frederiksen, Ph.D.
Managing Partner, Hinge Marketing

Ifrederiksen@hingemarketing.com

Connect with me on LinkedIn:

in/leefrederiksen

Connect on Twitter: @HingeMarketing

Ago Cluytens
Practice Director for EMEA, RAIN Group

acluytens@raingroup.com

Connect with me on LinkedIn:

in/agocluytens

Connect on Twitter: @Acluytens

#StopSelling



