ACCELERATING
REVENUE GROWTH
Talent development made easy
through Korn Ferry’s integrated
solution.
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BUSINESS TRANSFORMATION STARTS
WITH PEOPLE
We’re experiencing
a time of radical,
constant change.
Businesses around the world
are coping with unprecedented
challenges that have fasttracked business transformation
and require astute focus on
workforce development.

Korn Ferry’s accelerating
revenue growth solution delivers
an impactful, ready-to-deploy
program that empowers your
workforce, and maximizes
its true potential. Accelerate
organizational change faster to
deliver more, at scale, with an
always-on development plan
meant to fit today’s talent.

Our integrated solution is built
to drive sustainable behavior
change and maximum results.
Upgrading your team takes
more than training. It takes a full
talent development solution.

READY TO GET STARTED?
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CHANGES IN WORK AND LEARNING
ARE BEING AMPLIFIED

DIFFERENT WORK NEEDS
TO BE DONE
Major workforce transformations
need to be accelerated to reposition
the organization for growth by
leveraging new capabilities and
technology.
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PEOPLE NEED TO WORK AND
LEARN IN DIFFERENT WAYS

PEOPLE WANT TO WORK
AND LEARN DIFFERENTLY

New behaviors, skills, and tools are
becoming mission-critical.

Work and employee development
will accelerate the move to digital.

Development solutions need to move
from isolated events to relevant
learning journeys in order to drive
sustainable behavior changes.

Digital learning solutions need to
provide a more engaging employee
experience, better integrated with
workflow and manager coaching.
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BUYERS ARE CHANGING HOW THEY BUY, FASTER
THAN SELLERS ARE CHANGING HOW THEY SELL
Buyers tell us that sellers aren’t making the grade when it comes to
experience, resulting in an ‘apathy loop’...

62%

68%

Buyers say their
sellers ‘meet’ but
don’t exceed
expectations

Buyers don’t see
much difference
among the sellers
they work with

77%

70%

Buyers don’t see
sellers as a resource
to solve business
problems

Buyers prefer to
engage sellers late
in their buying
process

Sales leaders tell us that change is
impeded by significant people and
process issues...

People issues
Sales leaders don’t believe that
they have the talent they need
to succeed in the future.

Process issues
Sales organizations are not
adapting their sales process
to their customers’ changing
buying process.

84%

77%

Sources: CSO Insights’ 2018 Buyer Preferences Study, 2019 World-Class Sales Practices Study
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THERE IS A WAY TO CATCH UP

World-class sales organizations
are closing gaps by
fundamentally rethinking how
they sell.
This is driving a once-in-a
generation shift, evolving from
solution selling to perspective
selling.
Sources: CSO Insights’ 2018 Buyer Preferences Study
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Perspective selling provides
customers education and insight
beyond products and services,
helping sellers differentiate
themselves and their products.

Many (45%) are pursuing this,
but few (11%) have mastered it.

Changing how you sell requires
transforming your ‘sales
system’.

They report 23%+ higher win
rates.

When you share perspective
with a buyer, you provide new
knowledge that helps them see
their problem in a different light
and need for a solution.
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WE TIE EVERYTHING INTO ONE SOLUTION TO
DRIVE SUSTAINABLE CHANGE
Our integrated solutions create a learning journey using our digital learning platform to deploy four components
that identify and close critical skill gaps—moving individuals and organizations toward their desired transformation.
Learning journeys are personalized to the individual and their role.

PROGRAM
OUTCOMES

PERSONALIZED
DEVELOPMENT

SUCCESS
PROFILES

ASSESSMENT

SKILL-BASED
LEARNING

COACHING &
REINFORCEMENT

COMMERCIAL
CULTURE
Map top performer Success
Profiles to to each target
role.

Assess talent against Success
Profiles to identify gaps and
development opportunities.

Targeted training to close
skill gaps.

Reinforce learning through
additional content and
coaching.

PERFORMANCE
IMPROVEMENT
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WHY THIS MATTERS FOR YOUR
BUSINESS AND YOUR WORKFORCE

1
Prescriptive
Korn Ferry knows the traits
and drivers that PREDICT
performance. Our solutions are
anchored in our proprietary
insights and research into what
drives performance for specific
workforce segments or outcomes.

2
Integrated assessment +
development + coaching
Having a partner with the ability
to integrate these three services,
producing targeted employee
development and performance
improvement recommendations,
can make all the difference for
transforming your organization.

3
Leading-edge employee
experience
Our learning experience was built
as a consumer platform (not an HR
platform), which allows us to engage
each employee throughout the
journey with meaningful insights
and content to improve their skills
and advance their careers.

LOOKING FOR MORE DETAILS?
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WE BRING WHAT’S NEEDED TO MAKE WORKFORCE TRANSFORMATION
A SUCCESS FOR YOUR SALES TEAM
To execute swiftly, effectively, and consistently, you’ll need a partner who can not only collaborate with you to design the
solution, but also help you execute to drive your desired outcomes.

Wealth of
integrated
content

Deepest and richest
“vault” of sales
development programs
and IP built over more
than 40 years.
Combination of sales
methodology and skill
development programs
for all roles and across the
sales process.
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Multi-modal
delivery

Content provided in every
existing modality and
delivery method:
Instructor-led
Virtual instructor-led
Full digital learning
Integrated learning
experience
 Blended
 Reinforcement apps





Design
expertise

Partnership in program
design ensures your
needs are integrated into
development.
Learning and development
experts who specialize
in content curation and
learning journey design.

Assessment
capabilities

Deep assessment
experience and capability
with over 69 million
assessed and backed by
extensive research.
Comprehensive
assessment of
competencies, traits,
and drivers will increase
self-awareness,
identify strengths, and
highlight blind spots for
participants and coaches/
managers.

Coaching

Sales and business
development leader
programs to refine skills
and arm front-line leaders
to coach their teams
and move them toward
mastery.
Our own consultants
provide guided practice
and coaching to sales and
sales leaders on active
client scenarios.
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HARNESS THE POWER OF KORN FERRY SUCCESS PROFILES
Success Profiles
combine everything
we know about
individual, team, and
organizational success
to define what “good”
looks like.

ACCOUNTABILITY

CAPABILITY

Defines responsibilities, complexity,
impact, autonomy, decision making, and
the overall quantifiable size of the role

Defines what knowledge and skills are
needed for high performance in the role
A seller must be proficient in:

A seller is responsible for:
 Customer needs clarification

Leveraging decades of job
analysis and research, they
describe the work that needs
to be done in any given role
and the skills, experiences,
competencies, and traits that
successful jobholders are
likely to possess. They are the
foundation for understanding:

 Customer relationship management
 Account management

2) What talent you have

Measurable personal traits and drivers that
help predict fit, potential, and performance
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 Planning and aligning
 Understanding customer needs
 A customer focused approach
 Questioning strategically
 Manages resistance

IDENTITY

CONTACT US TO LEARN
MORE ABOUT SUCCESS
PROFILES.

SAMPLE
SUCCESS
PROFILE

 Sell customer propositions

1) What talent you need

3) How to close the gaps

 Business insight

A seller must have the following traits:
 Sociability

 Credibility

 Focus

 Empathy

 Persistence

 Openness to differences

 Confidence
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IDENTIFY THE TALENT GAPS
Each learner completes a professional
self-assessment.
 Our efficient, streamlined,
online self-assessment
provides information about
strengths and blind spots
for all roles in the scope.
The assessment analyzes
an individual’s unique traits,
competencies, and drivers
and is integrated into the
participant user’s and coach’s
experience through the
Korn Ferry platform.
 Feedback is easy to
understand and to leverage
for development—participants
(and coach) receive a report
containing rich development
insights that help them
consider their approach to
work, reflect on successes
and development areas,
and plan for their longerterm development and skills
training.
Accelerating Revenue Growth
2020 Korn Ferry | All rights reserved

 At an individual level:
Assessment data helps define
development focus through
the learning journey and
guides coaching with targeted
recommendations tailored to
the participant’s results.
 At a group level: Assessment
data is aggregated to provide
training-needs analysis and
inform group-level decisions
about cohort strengths and
development needs, and can
be used to validate senior
management’s perception of
workforce readiness.

10

WE DELIVER TARGETED, EFFECTIVE TRAINING INTERVENTIONS
Learning journeys derive from the Success Profile and assessment of the learner in two categories methodology and skill.
METHODOLOGY

					

“What to do”

SKILL

“How to do it”

 Managing opportunities

 Building credibility

 Securing meetings

 Planning and executing client interactions

 Becoming an expert

 Asking effective questions

 Protecting and growing accounts

 Negotiation

 Gaining commitment

We instill in organizations the framework for a robust,
effective sales process.
We teach the ability to:
 Initiate opportunities
 Manage opportunities or;
 Grow relationships

The methodology provides teams with the blueprint for
optimizing sales performance.
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KORN FERRY
LEARN

Knowing what needs to be done is very different from
possessing the skills to do it.
Skills training programs help your team learn, practice, and
master the most critical skills for effectively engaging with
customers.
Buyers have increasingly high expectations, and sellers
must bring an insightful perspective.
Optimize every transaction by ensuring your team has the
appropriate skills.
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LEARNING EXPERIENCES DESIGNED FOR
TODAY’S WORLD
Digital learning
programs
 Completely self-paced.
 Participants work through a

series of e-learning modules
to master concepts, skills,
and methodologies, with
reinforcement plans as well.
 Can be easily applied to

opportunities in progress or
used to practice the skills
participants are mastering.
 Each program includes a

digital-learning client guide,
sharing best practices for
successful implementation.
 The program provides

Virtual instructor-led
training courses
 Many courses are offered in

a virtual classroom.
 Virtual instructor-led training

is conducted live, online,
in a virtual classroom that
provides real-time interaction
with instructors and class
participants.
 Incorporates expert content,

interactive exercises, and
engaging dialogue.
 Provides an engaging

approach to learning, with
access to the classroom from
anywhere in the world.

a consistent approach
to developing skills and
capabilities, even if the
company is widely dispersed
or fragmented.
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ILT = Instructor led training
VILT = Virtual instructor-led training

STRATEGIC SELLING®
WITH PERSPECTIVE
ILT, VILT, ELEARNING

Win complex deals with a
scalable, insights–driven
approach to opportunity
management. Develop
strategies and action plans
to win more deals, faster.

Methodologies:
Frameworks of
principles frameworks
of principles and best
practices for how
your sellers execute
the sales process.
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Strategic Selling with Perspective®
is the strongest selling process
available. In a world of rapidly
changing buyer expectations, your
selling teams need to provide insight
and value through Perspective in a
strategic way. Create a path for your
strategy to fuel action in complex
sales cycles.

METHODOLOGIES

CONCEPTUAL SELLING® LARGE ACCOUNT
WITH PERSPECTIVE
MANAGEMENT
ILT, VILT, ELEARNING
PLANNING™
Strategize meetings
more effectively and gain
client commitments that
move deals faster.

ILT, VILT

Every interaction with a customer
is too important to leave to
chance. Conceptual Selling® with
Perspective helps salespeople
better prepare for their time with
customers. Understanding your
customer’s perspective is a key
ingredient to moving deals and
results in more purposeful meetings
and win-win outcomes. This program
provides the simple, repeatable
structure that should be considered
essential for anyone who interacts
with customers.

The Large Account Management
Process, better known as LAMP®,
is a customer-centric, business
planning process for managing
your relationships with your most
significant accounts. This business
planning process provides a
road map for strategic customer
relationships that have growth
potential through the development
of long-term plans to guide team
selling and customer collaboration
efforts.

Grow, nurture and protect
strategic accounts to create
long-term relationships.

COACHING

COACHING FOR
STRATEGIC SELLING®
WITH PERSPECTIVE
ILT, VILT

Turn managers into
coaches to reinforce
Strategic Selling®.
Provide sales leaders with the
skills to develop high-performing
sales teams.
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ILT = Instructor led training
VILT = Virtual instructor-led training

SKILLS

COACHING

Skills: Drive what
sellers say and do to
execute the action
plan, often ‘in the
moment’ during
client interactions.
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SPIN® SELLING
CONVERSATIONS

PROFESSIONAL
SELLING SKILLS®

PROFESSIONAL SALES
COACHING

ILT, VILT, ELEARNING

ILT, VILT, ELEARNING

ILT

Research-based, advanced
questioning skills program;
that combines proven
methodology with today’s
best-practices in B2B selling.

Lay the foundation for a
solid, results-driven sales
approach with proven,
tested skills.

Provide sales leaders with
the skills to develop highperforming sales teams.

SPIN® Selling Conversations teaches
sales professionals to use specific
behaviors and skills to have deeper,
more insightful conversations with
customers as they move toward a
buying decision. Participants learn
how to listen for customer need
statements that signal when is the
best time to discuss a solution. They
learn how to use SPIN Questions as
powerful tools to help a customer
explore problems, the impacts of not
addressing them, and the payoffs of
finding the right solution.

Professional Selling Skills® reflects
the skills used by world-class sales
professionals to help customers
succeed, including understanding
customer needs and consistently
developing solutions that deliver
results. A research-based program,
Professional Selling Skills® teaches
customer interaction skills that
enable participants to lead mutually
beneficial sales conversations with
customers—even those who are
indifferent or express concerns.

Professional Sales Coaching™
provides your sales managers
and coaches with the framework,
communication skills, and planning
tools they need to build and
maintain a superior sales team—
one that generates mutually
beneficial, long-term business
relationships. During the workshop,
sales managers and coaches
master a proven process for using
collaborative coaching conversations
to build a development culture that
creates a high-performance sales
team.
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ILT = Instructor led training
VILT = Virtual instructor-led training

SKILLS

COACHING


EXECUTIVE IMPACT
ELEARNING

Understand how C-Level
executives make decisions,
so the sales approach can
be matched to the way
executives prefer to buy.
This program presents a framework
for understanding how best to
influence others. From our two-year
study of nearly seventeen hundred
executives, we found that
communication is most effective at
the executive level when tailored to
one of five decision-making styles.
Executive ImpactSM provides the
process for identifying each of
these decision-making styles in
order to deliver the right
information to improve the
probability of success.
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COACHING FOR
CONCEPTUAL SELLING ®
WITH PERSPECTIVE
ILT, VILT

Turn managers into coaches
to reinforce Conceptual
Selling®.
Coaching for Conceptual Selling® with
Perspective presents a
comprehensive strategy to drive
deeper adoption of Conceptual
Selling® with Perspective. This
program develops subject matter
experts who can provide ongoing
coaching and reinforcements in the
correct application of tools and
concepts toward customer-focused
interactions, resulting in higherquality information and actionable
commitment from customers at the
end of every sales meeting.
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THE LEARNING JOURNEY
A smooth, simple, and easy-to-use platform is central to an engaging and enlightening user experience.
Here’s an example of what your practitioners and leaders can expect, starting with the deployment phase.

Launching
global sales
development
program
I am introduced to
the new program by
my manager who
clearly explains why
it is important, what
is expected from me,
and how it will help
me develop.
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Self-assessment

Core programs

Using my unique
Korn Ferry Advance
login, I complete an
online assessment and
receive my personal
development report,
which focuses on
my strengths and
development areas.
There are clear
suggestions for me to
consider.

I begin the core
programs which my
manager has explained
are fundamental to all
participants. I finish
a virtual classroom
experience, with
specific actions to take
to move forward.

Assessment to
gauge progress
for future
development

My learning
journey
Based on discussions
with my manager,
I have prioritized
the other programs
identified in my
development report
and started to
complete them.

Feedback
session

Guided peer
coaching

I meet with my
manager to discuss
my development
report. I feel like I’m
being coached to
improve myself and
listened to in terms of
the learning journey I
will take.

I engage with my
peer group and my
manager about the
progress I’m making
on my transformation
journey. I feel my
manager is beginning
to truly coach me
rather than manage
me. Business is
improving, too.

I’d like to know if I
have made progress
on my development
and where I should
focus next.

Ongoing
development
for real
impact
I’ve taken ownership
of my learning journey
and am thriving in
a high-performance
team environment. My
manager is supportive
of the work that I do
and the contribution
that I am making to
the overall strategy. I
feel confident about
the future and the
ongoing advancement
of my career.
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WE ENSURE PROGRAM SUCCESS THROUGHOUT THE LEARNER’S JOURNEY
PROGRAM IMPACT

We support every step of the plan.

Performance improvement
Personalized development
SYSTEM
SETUP AND
CONNFIGURATION

ORIENTATION
Introduction to
Success Profiles

ASSESSMENT
Identification of skill
gaps

Manager
intervention

Manager
intervention

Manager feedback
and coaching

Kickoff

Orientation

Assessments

 Context setting
 Roles and
responsibilities
 Review of overall
employee journey
 Review of employee/
manager touch points
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 Overview of Success
Profile
 Review of employeerole Success Profile

 Korn Ferry assessment
 Overview of
assessment
 Debrief of employeespecific assessment
results
 Review of next steps

LEARNING

COACHING AND
REINFORCEMENT

Development to
address skill gaps

Ongoing support

Improved employee
engagement

Ongoing coaching and
feedback
 Review of completed
development
 Feedback and
ongoing discussion
 Review of next steps
 Position and manager
coaching interventions

LET’S CHAT
ABOUT ENSURING
PROGRAM SUCCESS
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WHY KORN FERRY?
Track record with sales
transformations
We have helped clients
worldwide evolve and transform
their sales organizations and
their performance for over 40
years, many of them in your
industry.

Outcomes as the
design point
Many of our peers will describe
transformation in the context of
the “deliverables.” We help you
stay focused on the outcomes.

The IP vault
Tap into our unrivaled vault
of intellectual property and
proven methodology and
skills programs to build
comprehensive learning
journeys.
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Assessments

Korn Ferry “bundle”

Comprehensive assessment
of competencies, traits, and
drivers will bring self-awareness,
identify strengths, and highlight
blind spots and the right skill
development training required
for participants and leaders.

Assessments, development, and
coaching: no other provider
has integrated these services
into one platform to produce
targeted employee development
and performance improvement.

The learner experience
The Korn Ferry platform enables
you to engage with each
employee to “own the way they
work” throughout the journey
by providing meaningful insights
and content to improve their
skills.

Prescriptive
We know the traits and drivers
that predict performance. Our
solutions are anchored to our
proprietary insights and research
into what drives performance
for each of your organization’s
workforce segments.

Our talent
Our team comprises of
former sales leaders, learning
and development experts,
change management SMEs,
sales enablement and talent
development consultants who
who have walked in your shoes.
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LEARN MORE
Are you interested in discussing
how this solution can help
transform your workforce
development program?
Contact us to learn more about
upgrading the capabilities of your
workforce at scale to accelerate
your organization.
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