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to provoke new thinking and challenge

Moving beyond basic problem-solving
buyer assumptions.

Insight Selling
The Bluepr
for Modern B2B

Based on the breakthrough research by Mike Schultz,

John E. Doerr, and Neil Rackham.
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THE OUTDATED ILLUSION

THE LIKABLE
PROBLEM SOLVER

THE NEW STANDARD

THE INSIGHT
GENERATOR

Relying on needs discovery, rapport-building, and
passively waiting for buyers to articulate known

problems is no longer suffident in complex B2B markets.

Top performers deliver personalized, data-driven
insights that highlight hidden opportunities and
undiscovered risks. They teach the customer something

fundamentally new about their own business.
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The Paradigm Shift: Redefining B2B Value
S ¥ =
Traditional Selling / Insight Selling
[ Build relationships and ||| Create strategic value and
Goal : o
deliver on requests. | provoke new thinking.
: Wait for buyer Challenge existing assumptions
Tactic . : ; : :
readiness signals. and guide discovery. i
Solve known, | Reveal hidden blind spots
\ e articulated problems. 1 and unquantified risks. /
e Commoditized vendor Indispensable strategic - %
ﬂ RN fighting on price. partner driving growth. ~ |
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The 4 Pillars of Outlier Sales Performance

Teach / W\ RN Tailor

Uncovering [/[ \SNNCZ7 il P D ||  Contextual
lind Spots. ||\, /2% T A\ S0 Personalizat
ind Spots. N ~ ersonalization.

\

—H / Insight

/ -""-f
S Et-  Engine = — .
l. I i, e | I"i (Research-backed | / -
LA A\ \'\  behaviors separating o
. |I|| \k wners from the rest) )){f
N VAN QN — ~ o
Take Control || /7AD" " o~ Mobilize

|I / N _. : .:'-.I 1 | i |

Guidingthe  \\\" \\}, T \W/

Building Internal
\ \ < H| > / “-.H
Journey. \ A |

Consensus.

T Gernind Mot



Phase 1: Value Creation (Illuminating the Unseen)

The Teach Pillar

Concept: Diagnosing what the customer doesn't know
they don't know.

Action: Shift from reactive problem-solving to proactive
value creation by identifying strategic blind spots.

Business Outcome: Drives Customer Experience (CX) &
Revenue Growth (larger deal sizes, accelerated cycles).

The Tailor Pillar

s

Concept: Personalization is paramount, not just a
buzzword.

Action: Discard generic industry trends. Apply deep
research to customize insights to the exact context and
objectives of the specific buyer.

Business Outcome: Drives Operational Efficiency (focused

pitching) & Customer Retention (stronger partnerships).
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Phase 2: Execution (Driving the Decision) M
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| <~ The Take Control Pillar f <—— The Mobilize Pillar

%
—> Concept: Confidently guiding the ; f —> Concept: Transforming individual
buyer's journey, //’ agreement into group action.,
7
7

—> Action: Do not wait for readiness

signals. Respectfully push back on
misguided assumptions, challenge
the status quo, and steer discovered insights to force a

o | toward strategic outcomes. | decision.
7N A |

Outcome: Drives Revenue Outcome: =

(prevents stalled cycles) & Structured Drives Operational Efficiency (faster

CX (navigates complexity for the buyer). internal decision-making) & Retention
(becoming an integral success partner).

T T r Ty r sy rrsr |

—> Action: Identify key internal
stakeholders and build
alignment around the newly
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Synthesis: The Closed-Loop Insight System

. : f Y Breakthrough
7 perfurmance%nly
Teaching without Tailoring ) occurs when all four
= Just lecturing. pillars operate
(Insights feel generic A simultaneously. You must
and easily dismissed). diagnose the blind spot
contextualize it, defend it
confidently, and drive the //
A\consensus to act upon it. // %

Failure Point 2

Taking Control without
Mobilizing = Stalled deals.

(The champion is convinced, but
the buying committee blocks).
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Action FrameworKk I: Constructing the ‘Insight Playbook’

Fostering an insight-driven culture requires shifting enablement away from product catalogs toward living, customer-centric documents.
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Identify
Blind Spots

Use market and customer data to
isolate 3-5 recurring blind spots or
underappreciated opportunities
for specific buyer personas.
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Questions

Develop open-ended, thought-
provoking questions grounded in
observable trends to make
buyers question their current
assumptions (non-accusatory).

Craft Provocative :
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Action Framework II: The ‘Challenging Conversation’ Sandbox

Shift coaching from closing techniques to mastering the respectful delivery of evidence-based pushback.

Simulate Scenarios
(Role-Play)

Dedicate weekly 30-minute slots
to simulating scenarios where
reps must gently push back on
buyer assumptions using an
Insight Playbook. Focus on
delivery, not just content.

Shared Learning
(Share) |

~ Build muscle memory by
reviewing both wins and losses
openly. Normalize the practice
of engaging in pivotal, high-
stakes conversations.

Structured Assessment
(Assess)

Evaluate the rep's ability to
articulate the insight. Key
criteria: Clarity, Confidence,
Empathy, and abllity to
prompt reflection.
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The Strategic Verdict: A Manifesto for Modern B2B
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Who Must Read This

— Sales Leaders & VPs (driving strategy)
— Enablement Professionals

— Senior Reps/Account Managers

— (CX Leaders

— Business Strategists
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ho Can Skip It

— Entry-level lead generation
— Purely transactional/commoditized environments

— QOperators unwilling to evolve their mindset

| Elevate the sales function from a traditional cost center to an indispensable strategic

growth driver. Insight Selling provides the exact architecture to unlock new value
for clients and dominate complex markets.




