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“Trust is important,
but we can’t slow down
the sales process.”

Trust doesn’t slow sales down.
Lack of trust does. Customers
move when they feel
confident in the relationship.

TRUST BUILDS CONFIDENCE. @ . o .
CONFIDENCE DRIVES RESULTS. Gy
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TRUST IS NOW A BUSINESS ADVANTAGE

Are we building customer trust — or simply closing transactions?

Strong executives know customers remember how they were “Trust is important, but we can’t slow down the sales process.”
treated, not just what they purchased. Trust affects retention,

referrals, reputation, and long-term revenue quality. It helps
customers decide with confidence instead of hesitation.

“Trust doesn’t slow sales down. Lack of trust does. Customers move
faster when they feel confident in the relationship.”

TRUST BUILDS CONFIDENCE. CONFIDENCE DRIVES RESULTS.
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CUSTOMER VALUE
STRENGTHENS
PRICING POWER

“We’re in a highly competitive
market. We can’t afford to

lose deals on price.”

Exactly — which is why

E@ ' matters. The
stronger the value and trust,
the less dependent you

become on discounting.

CREATE VALUE.
REDUCE PRICE SENSITIVITY.

Compete on Value.
Win on Results.
v/ More Value

v/ More Confidence

+/ More Loyalty

=" / More Growth

v Less Price Sensitivity

Deliver \/alu
Build Felatio

@ BusinessAgility.Education
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CUSTOMER VALUE STRENGTHENS PRICING POWER

Are customers choosing us only because of price — or because they genuinely value working with us?

“We’re in a highly competitive market. We can’t afford to lose deals

The strongest organizations reduce price sensitivity by buildin .
g g p y Dy g on price.”

credibility, professionalism, reliability, and confidence. When
customers clearly see value, the conversation becomes less
dependent on discounting and more focused on outcomes.

“Exactly — which is why differentiation matters. The stronger the
value and trust, the less dependent you become on discounting.”

CREATE VALUE. REDUCE PRICE SENSITIVITY.
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STRONG LEADERS |
BUILD REVENUE -
THAT LASTS

[ |
Sustainable
Growth

Right Customers
Real Value
Lasting Relationships

" Predictable Results

i

“Right now we need
growth, not perfection.”

Agile Sales is not about perfection.
It’s about reducing the kind of
growth that creates churn, rework,

and instability later. Busines$

sl vy Agility.
////,// cato

FOCUS ON THE RIGHT GROWTH.
BUILD REVENUE THAT LASTS.

@ BusinessAgility.Education
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STRONG LEADERS BUILD REVENUE THAT LASTS

Are we building revenue that lasts — or revenue that creates future problems?

Not all revenue strengthens the organization equally. Sustainable “Right now we need growth, not perfection.”
growth depends on customer fit, successful onboarding,

retention, and long-term account health. Strong leaders focus on
revenue that remains healthy over time.

“Agile Sales is not about perfection. It’s about reducing the kind of
growth that creates churn, rework, and instability later.”

FOCUS ON THE RIGHT GROWTH. BUILD REVENUE THAT LASTS.
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AGILE SALES
MAKES PERFORMANCE N _
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. VI Build Long-Term Trust

e rereees

“Our salespeople
already work hard.”

They probably do. Agile Sales
helps hard work become more
focused, more strategic, and
more valuable to the customer.

For Educational Purposgs by BusinessAgility. Education
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AGILE SALES MAKES PERFORMANCE MORE PROFESSIONAL

Are we helping sales teams become more professional — or simply pushing them harder?

The strongest executives want more than activity. They want better “Our salespeople already work hard.”
judgment, better conversations, stronger qualification, and higher-

quality customer relationships. Agile Sales helps effort become

more strategic and valuable.

“They probably do. Agile Sales helps hard work become more
focused, more strategic, and more valuable to the customer.”

BETTER CONVERSATIONS. BETTER RESULTS.
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“If we reduce pressure,
performance will drop.”

Iﬁ Agile Sales doesn’t remove
accountability. It aligns

accountability with healthier
long-term outcomes.

@ ALIGN.INCENTIVES. é?%: BusinessAgility.Education
DRIVE THE RIGHT BEHAVIOR. 12~
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INCENTIVES SHAPE THE CULTURE EXECUTIVES ACTUALLY GET

Are our incentives aligned with the culture we claim to value?

Employees pay close attention to what leadership rewards. If “If we reduce pressure, performance will drop.”
incentives reward only short-term volume and speed, those

behaviours shape customer experience, internal culture, and long-

term organizational priorities.

“Agile Sales doesn’t remove accountability. It aligns accountability
with healthier long-term outcomes.”

ALIGN INCENTIVES. DRIVE THE RIGHT BEHAVIOUR.
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Start Small.
See Impact. Scale Fast.

AG I L E SA L Es TAKES ! '/ Focus on one bottleneck
Too M U c H Tl M E . \\? Test and learn quickly
TO IMPLEMENT ‘ ! . 7 % [/ Build momentum early

y) (/1 Scale what works

“We don’t have time for
another initiative right now.”

Agile Sales delivers early
wins through small, focused
changes. You don’t need

a big rollout to see results.
You need a better first step.

— /X | START SMALL. . N |
== @ " WIN EARLY. SCALE SMART. @ BusinessAgility.Education
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AGILE SALES CAN START SMALL AND SCALE SMART

Are we avoiding meaningful improvement because we assume change must be large, slow, and disruptive?

Many executives hesitate because they assume Agile Sales “We don’t have time for another initiative right now.”
requires a massive transformation. In reality, it often works best

through small, focused improvements that create early

momentum and measurable results.

“Agile Sales delivers early wins through small, focused changes. You
don’t need a big rollout to see results. You need a better first step.”

START SMALL. WIN EARLY. SCALE SMART.
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DIFFERENT—AGILE Fipy) PROBLEMS R IR AR N
SALES WON'T WORK ol PR oo vl

/" Adapt Quickly

F OR US. . . ] 1 v Improve Continuously

“What works for other companies
may not apply to us.”

Agile Sales isn’t one-size-fits-all.
It’s a mindset and framework
that adapts to your market,
customers, and go-to-market
motion.

CONTEXT MAY BE DIFFERENT.

For Educational Purposes by BusinessAgility. Education
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AGILE SALES ADAPTS TO YOUR INDUSTRY CONTEXT

Are we rejecting adaptable principles because we assume our industry is too unique?

Every industry has different customers, buying cycles, constraints, “What works for other companies may not apply to us.”

and pressures. Agile Sales is not a rigid formula; it is a flexible
framework for understanding customers, creating value, adapting

quickly, and improving continuously.

“Agile Sales isn’t one-size-fits-all. It’s a mindset and framework that
adapts to your market, customers, and go-to-market motion.”

CONTEXT MAY BE DIFFERENT. PRINCIPLES DRIVE RESULTS.
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v/ REDUCE WASTE

FOR AGILE SALES. @IS Sl o

EXECUTIVE OBJECTION:

“It’s not in our budget this year.”

RESPONSE:

Agile Sales is an investment

that pays for itself. It reduces

waste, improves win rates, and AG/LE SaLES
increases customer lifetime value. SIRPIECY:

SMART INVESTMENT TODAY.
STRONGER RESULTS TOMORROW.
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WE DON’T HAVE THE BUDGET FOR AGILE SALES

Are we viewing Agile Sales as a cost — or as an investment in stronger business performance?

Many organizations focus on the immediate expense instead of the hidden “It’s not in our budget this year.”
costs of poor sales alighment: lost opportunities, churn, weak onboarding,

discount dependency, and avoidable operational friction. Agile Sales should

be evaluated as a business performance investment.

“Agile Sales is an investment that pays for itself. It reduces waste, improves
win rates, and increases customer lifetime value.”
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DIDN'T STICK. 1 e of &

“We tried Agile in the past,
and it didn’t last.”

ﬁ Agile Sales is different. It’s not
just practices—it’s a capability
building system with leadership

alignment, reinforcement, and
real behavior change that sticks.

@ PAST ATTEMPTS DON'T DEFINE FUTURE SUCCESS. (7] B i on it mq e
THIS TIME, WE MAKE IT STICK. X[/ IS
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WE’VE TRIED AGILE BEFORE AND IT DIDN’T STICK

Are we treating Agile as a temporary initiative — or as a long-term organizational capability?

Previous Agile efforts often fail when they become short-term training events, “We tried Agile in the past, and it didn’t last.”
isolated practices, or new terminology without reinforcement. Agile Sales

works when it builds leadership alignment, customer value, better

conversations, and behaviours that are consistently supported.

“Agile Sales is different. It’s not just practices — it’s a capability-building
system with leadership alignment, reinforcement, and real behavior change
that sticks.”
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@ LEADERSHIP BUY-IN TODAY.
TRANSFORMATION THAT LASTS.
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OUR LEADERSHIP WON’T SUPPORT ANOTHER CHANGE INITIATIVE

Are we expecting leadership support before demonstrating meaningful business value?

Leaders usually resist unclear value, vague transformation language, long “We don’t have leadership buy-in for another initiative.”
timelines, and initiatives that fail to produce visible results. Agile Sales builds

support by focusing on measurable outcomes, practical implementation,

quick wins, customer impact, and sustained momentum.

“Agile Sales builds leadership buy-in by focusing on real business
outcomes, quick wins, and measurable impact — earning trust and support
every step of the way.”
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OUR TEAM ISN’T =5, Shm R
AILE S DN | - :Jgig%ﬁ%;q | B8R Practical Training

HAVE THE RIGHT %%, . RN -
SKILLS. ' AR : ’ - . | Real-World Practice

Continuous Improvement

BUILDING OUR AGILE
_SALES CAPABILITIES

Mindset Shift

“Our team lacks Agile
experience and expertise.”

Agile Sales is designed for

teams at any starting point.

We meet you where you are, : : : " : T
build skills step-by-step, and e/ : ' Sl = LEARN. =

deliver fast wins along the way. 555‘;5‘;’%5 =i\
\
YOU DON’T NEED TO BE AGILE TODAY. A
E‘i YOU NEED A PARTNER TO GET THERE. Sy Ssmesshal Uyt dication
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OURTEAM ISN’T AGILE — WE DON’T HAVE THE RIGHT SKILLS

Are we expecting teams to already possess Agile capabilities before giving them the opportunity to develop them?

Teams do not need to be Agile experts before they begin. Agile Sales “Our team lacks Agile experience and expertise.”
develops capability progressively through mindset shift, practical training,

tools and frameworks, real-world practice, coaching, reinforcement, and

continuous improvement.

“Agile Sales is designed for teams at any starting point. We meet you where
you are, build skills step-by-step, and deliver fast wins along the way.”
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 Small Steps

4 ' e A g | v Quick Wins
WE’RE TOO BUSY . ey ’ o Real Impact
RIGHT NOW— . H ' ‘ Mkl 1 v Lasting Change
WE DON’T HAVE TIME e N |
TO IMPLEMENT THIS.

“We’re too busy to take on
this kind of initiative right now.”

Agile Sales saves time by
eliminating waste, improving

focus, and accelerating results. : : 2
We help you start small, Susi -2 ' Us. : 7% 7 /
see quick wins, and build e = R A 4
momentum fast.

YOU’RE BUSY BECAUSE THE OLD WAY P
IS INEFFICIENT. WE HELP YOU BUILD i) BusinessAgility.Education
A BETTER WAY THAT GIVES YOU TIME BACK. N

For Educational Purposes by BusinessAgility. Education
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WE’RE TOO BUSY RIGHT NOW — WE DON’T HAVE TIME TO IMPLEMENT THIS

Are we staying trapped in inefficient systems because we are too busy to improve them?

Teams often feel too busy because inefficient systems create friction: poor “We’re too busy to take on this kind of initiative right now.”
qualification, unclear communication, avoidable rework, customer

confusion, duplicated effort, and reactive problem-solving. Agile Sales

reduces waste and helps build a better way of working.

“Agile Sales saves time by eliminating waste, improving focus, and
accelerating results. We help you start small, see quick wins, and build
momentum fast.”
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THE AGILE SALES
MANIFESTO
CAN HELP

Objections are natural. Six values that build trust,
But values create alignment, create value, and drive
trust, and long-term results. sustainable growth.

FROM OBJECTIONS
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AGILE SALES VALUES

Deliver Value.
THE 6 AGILE SALES MANIFESTO VALUES - @~ i
BUILD TRUST. CREATE VALUE. DRIVE SUSTAINABLE GROWTH. : , Y \ Dw. ol
( “4 VALUE o g - rive Kest
CUSTOMER NEEDS = -

over “Rinse & Repeat] pitch process =\ oy | : ) A ‘

) ) el T
reople-Lci C il

ALWAYS BE CREATING VALUE
over ‘Always Be Closing”

value-rocus, 1ICing

CROSS-FUNCTIONAL AND ITERATIVE
ENGAGEMENT WITH CUSTOMERS
over contract negotiation

-

__. WANT TO GO DEEPER? l“"

ADAPTABILITY

over prescriptiveness

THE

7 \
AGILE SALES S |_I!J READ THE AGILE SALES
ES] ~—_ MANIFESTO.

exiDiuty, Responanu

COURAGEOUS INTROSPECTION AND

PERSONAL ACCOUNTABILITY BETTER SALES. Become acquainted with the full
(,)V?r sesloning blamg sm"n;jusn Agile Sales Manifesto and learn
i s e ggg how these 6 values can transform
TRANSPARENCY Q- trust, performance, and growth

THOMAS HORMAZA oow
& CHRISTOPHE MARTINOT

in your organization.

over secrecy

Psychological Safety, Opennes

//v' A . ege .
STRONG VALUES. STRONGER RELATIONSHIPS. tf@ BusinessAgility. Education

BETTER DECISIONS. SUSTAINABLE RESULTS. ]2
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Conclusion: Trust-Based Sales Is a More Mature Sales Discipline

Agile Sales does not weaken selling. It professionalizes it by placing persuasion inside a value-creation discipline.

1. Customer Needs First

Diagnose before prescribing. Understand the 2. Create Value, Not Closure 3. Keep the Promise

, . P ) . Make the close the result of usefulness, not Connect sales with delivery through cross-
customer’s reality before presenting the ) )

. pressure. functional collaboration.
solution.
4. Adapt to the Customer 5. Look Inward First 6. Clarity Builds Trust
Use process intelligently instead of forcing every Treat poor outcomes as learning signals before Explain costs, effort, limits, support, and
customerinto a script. assigning blame. tradeoffs clearly.

The strongest objection: “Salespeople still need to sell.”

Major culture action: Start reading the book at

The Agile Sales answer: yes — but sales should challenge, guide, and

close through evidence, usefulness, and trust. That is not softer selling. BusinessAgility.Education
Itis better selling.

Pitch> Need ¢ Closing > Value ¢ Contract-> Promise ¢ Script~>Judgment ¢ Blame > Accountability ® Secrecy - Clarity

BusinessAgility.Education
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THANK YOU

Ready to go deeper?

VISIT
BusinessAgility.Education
Your partner in agile sales and Al assisted selling.

LI

COME READ
THE AGILE SALES
MANIFESTO

AND LEARN MORE ABOUT
AGILE SALES &
Al ASSISTED SELLING.

THE

AGILE SALES

BETTER SALES.
STRONGER TRUST.

all “

2

WTH f
N
©-©
THOMAS HORMAZA Dow
& CHRISTOPHE MARTINOT

GRO

A\
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