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SKF operated as da worldwlde suppller ot‘ S
bearmgs seals and lubrication systems untll it
‘experienced obstaclés when. transitioning from =h

1ts product- orlented model to value- driven .
= sales SKF Service worked to transform its sales TR
procedures for delwermg better customer worth =
beyond baslc prlce and product specnfleatlons
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To mnplement value sellmg successfully SKF Sermce
- needed to establish trammg programs that taught
Its personnel how to communicate benefits of SKF
solutions properly SKF Ser‘mce faced three main
~obstacles that consisted of customer opposntlon cEEanE S
- toward standard pricing systems and problems in

“medasuring Laluable benefits alongside a
requnrement for orgamzed selling methods
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tomized solutions

‘_The company developed hlgher competmve e

~ strength through its value-added o

proposmon that exceeded standard low-
pnced promotlenal deals '
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_ Value sellmg emerges mn the SKF Sermce

| "'”(A) case ds a vital B2B sales approach for =

the current busmess landscape. The
o successful transformatlon mto a value—
drwen sales operatlon at SKF occurred
through customer: needs analysls
combmed with: beneflt quantlflcanon and
| effectwe sales trammg of teams
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. Lorem |psum dolor snt Lorem |psum dolor snt
amet, consectetur

Y m amet, consectetur
o0 = admlscmg ‘Glll’-. S adl”plscmg elit. —

Lorem |psum dolor snt Lorem |psum dolor sgt
amet consectetur -_"- ~ damet, consectetur
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