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WORKSHEET: THE VALUE STACK
Use the worksheet below to analyze your value stack for a specific buyer. 

ESTABLISHED AIR How have you established each of the components of your Value Stack?

CURRENT STATE

BUILD YOUR VALUE STACK 

VALUE DRIVERS 
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This plan could help improve  

buyer needs to make to move forward  
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SHOW NOTES:
CUSTOMER LIFECYCLE PAGE 1
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WHAT?

customer lifecycle. 

WHY? 

 
 

most sellers approach all 

 
yourself for success. 

THE CUSTOMER 
LIFECYCLE

There are 3 primary phases of the 
Pre-Buying  

Buying Post-Buying  
 

 
each phase. 

Note that the customer lifecycle is  

 

 
not

ANALYZE
CURRENT 

STATE
STRATEGIC
PLANNING

EXECUTE
PLANS

(STATUS QUO)

ENCOUNTER 
& ASSESS 

ISSUES

PRIORITIZE
INITIATIVES

RESEARCH
SOLUTIONS

COMPARE
OPTIONS

NEGOTIATE
& FINALIZE

PURCHASE

IMPLEMENT
SOLUTION

EVALUATE 
& ASSESS 

OUTCOMES

WHEN 
APPLICABLE

Implementing a purchased 
solution or working with a new 

supplier. Not considering a change.SOLUTION 
EXECUTION

POST-BUYING

BUYING
Actively seeking to 

understand the problem 
or opportunity or 

considering a solution or 
an alternative to the 

current state.

BUSINESS 
PLANNING & EXECUTION

Engaged in day-to-day 
operations. Depending on 
the stage: may be unaware 
of or not experiencing the 
problem you can solve or 

opportunity you can enable, 
or may be just starting to 

think about the issue.

PRE-BUYING
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CRAFT 
TARGETED MESSAGES 

UNCOVER WHAT’S VALUABLE

CO-CREATE SOLUTIONS 

QUALIFY THE OPPORTUNITY 

MANAGE THE SALES PROCESS UNDERSTAND YOUR BUYER Seek to truly understand your buyer's role in the 
company, their goals and buying process.

Think “COIN-OP” to understand their Challenges, Opportunities, Impacts, Needs, Outcomes, and Priorities.

Speak directly to the buyer by messaging personalized value and offering solutions to problems. 

Assess your buyer's current and future state 
to determine their needs and inform your 
sales approach.

Ensure you have Need And Solution Alignment (NASA) and proceed with the 
FACTs in mind: Funding, Alternatives, Committee and Timing.

Collaborate to configure the best solution, combining your knowledge of your product and your buyer’s knowledge of their situation.

Uncover and meet decision criteria for each buyer at each stage, building trust and gaining commitments throughout. 

SELL THE WAY MODERN BUYERS WANT TO BUY.Buyers won't tell you how to sell to them, but this cheat 

sheet will help you. Apply these buyer-centric principles to every sales activity. 

These approaches guide you to truly understand buyer needs, personalize your 

messaging, and manage the process based on what decision makers value.

MODERNSALESFOUNDATIONS.COM 

HALLENGES
PPORTUNITIES
MPACTS

DESIRED FUTURE STATE

CURRENT STATE

UTCOMES
RIORITIES

SHIFT TO

BUYER-CENTRIC
SELLING

HOW BIG IS IT?WHAT ARE ITS IMPACTS?

QUANTIFY THE GAP: 

APPLY COIN-OP TO DISCOVERYBUYER’S

BUYER’S

EEDS
DETERMINE THE
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Visit ModernSalesFoundations.com

Modern Sales Foundations (MSF) 
is a virtual sales training program 
that you experience through 
bingeworthy video episodes. 
MSF is built for today’s complex 
sales situations and teaches you 
to engage today’s buyers more 
effectively. It’s a buyer-centric 
selling approach that helps you 
stand out and deliver exactly 
what your buyers need.
 
Built around proven approaches that 
separate today’s top performing 
salespeople, MSF provides:
 ♦ An end-to-end sales training system

 ♦ Cinematic video training content 
split into digestible episodes

 ♦ Memorable effective frameworks 
that stick with salespeople

 ♦ A complete toolkit to ensure that 
the program delivers long-term 
performance improvement

https://sparxiq.com/msf


That’s because its core concepts and approaches are brought to life in cinematic 
episodes that blend familiar formats from television and film. 

The end result? A modern sales training that is as entertaining as it is impactful.

The most critical sales strategies  
and tactics are presented through 
 the course of 26 modules, delivered  
in Hollywood-quality video and  
supported with resources to  
help you practice, apply, and 
master the skills

Modern Sales Foundations is delivered 
unlike any other sales training program.  

WORKSHEETS
Modern Sales Foundations includes 
interactive documents that help learners 
apply key concepts to their own prospect 
and customer situations. 

MANAGER SUPPORT GUIDE
A complete toolkit that supports sales  
managers and trainers as they reinforce 
the training content and guide them to 
implement what they’ve learned. 

EPISODES
Each module of Modern Sales Foundations 
revolves around a 15-20 minute episode, 
which teaches and demonstrates the key 
skills for that module’s topic.

MSF AFTER SHOWS 
Following each episode, viewers dig 
deeper into the core concepts and models 
by watching the MSF After Show. 

SHOW NOTES
MSF Show Notes help you reference and 
retain what you’ve learned in Modern 
Sales Foundations. These are visual, easy-
to-use documents that summarize the key 
concepts of each module. 



Differentiate with Today’s Buyers
Adapt your approach to add value for each  

buyer throughout the process.

Increase Win Rates
Build the case for your solution through  

discovery and value communication.

Build a Stronger Pipeline
Improve prospecting to convert more  

high-quality prospects to opportunities.

Strengthen and Expand Customer Relationships
Reinforce and expand the value you provide to maximize 

customer satisfaction and account growth.

ModernSalesFoundations.com
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