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B2B FINANCIALS
Transforming Financial Analysis into 

Meaningful Conversation
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FOR INTERNAL TRAINING PURPOSES ONLY: This material contains information that is proprietary and confidential 
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FACILITATOR GUIDE 6/19/2017

GFE DEVELOPMENT 2

BEFORE YOU BEGIN

About This Guide

This is the Facilitator Guide for the B2B Industry Insights: Uncovering Insights, Delivering Value 
virtual training session.

This guide is structured as follows:

Å Each slide has corresponding facilitation notes
Å Key guidance is noted by ICONS listed below
Å At the start of each module lists timing and Facilitator(s) leading delivering that specific content

KEY ICONS:

You should be familiar with the contents of both this Facilitator Guideand the Participant Guide
before you present this training.

Prior to delivering this virtual training, it is recommended that you familiarize yourself with 
ADOBE CONNECT functionality.

ACTIVITY: signifies there is an activity to be conducted.

HANDOUT: signifies there is Aa handout to be referenced.

SET UP: signifies there is preparation work to be done or specific functionality.

BEST PRACTICE: signifies Facilitator best practice.
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FOR INTERNAL TRAINING PURPOSES ONLY: This material contains information that is proprietary and confidential to 
American Express.  It cannot be shared with third parties without American Express.
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GFE DEVELOPMENT

FACILITATOR GUIDE

SESSION OVERVIEW: During this Adobe Connect virtual training session, learners will explore 
ǘŜŎƘƴƛǉǳŜǎ ŦƻǊ ŀƴŀƭȅȊƛƴƎ ŀ /ƻƳǇŀƴȅΩǎ ŦƛƴŀƴŎŜǎΣ ƛŘŜƴǘƛŦȅƛƴƎ .н. ƻǇǇƻǊǘǳƴƛǘƛŜǎ ŀƴŘ ŜƳǇƭƻȅƛƴƎ ǇǊƻǾŜƴ 
strategies for conducting robust Customer conversations and getting the win.

TOTAL PROGRAM TIMING:  90 minutes 

PREPARATION: 
Å Set up the classroom in Adobe Connect, including Chat Boxes, Polling, and Whiteboarding.
Å Extend participant rights to make the drawing tools available.
Å Know who the tenured and high-performers are so you can be ready to call upon them to 

contribute their best practices and/or respond to questions.

Topic Champions/Speakers Pages Minutes

Intro & Welcome Ted, Mel Sisler, David Hill 3-10 10

Module 1: 

Analyzing Financials 

& Formulating Insight

ÅM1 Content: 10 min-- Bjorn, Alberto

ÅM1 Activity Case Study: 10 min-- Ted, Mike, Eric
11-21 20

Module 2: 

Conducting Meaningful 

Financial Conversations

ÅM2 Content: 5 min-- David Hill

ÅM2 Activity Case Studies: 20 min--Ted, Mike, Eric, 

ÅM2 Activity Role Play: 30 minτTed, Daniel, Kathleen

22-40 55

Module 3: 

Putting It All Together
Ted 41-45 5
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FACILITATOR:  Ted

REVIEWAdobe Connect functionality and tools available to Learners.

HIGHLIGHTany key functionality associated with this exercise.

FACILITATOR GUIDE 6/19/2017

GFE DEVELOPMENT 4
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ACTIVITY: Ice Breaker Exercise

FACILITATOR:  Ted

DO: [9¢Ω{ /I!¢ςIce Breaker activity (Ted)
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FACILITATOR:  Ted

REVIEW: 3 Levels of B2B Mastery Program.

DO: Link back to LEVEL I: B2B FoundationsΦ  CƛƴŘ ƻǇǇƻǊǘǳƴƛǘƛŜǎ ǘƻ ƭƛƴƪ ǘƘƛǎ ƭŜŀǊƴƛƴƎ ǘƻ ǘƻŘŀȅΩǎ 
sessions.  

Examples of this linkage include:
Å B2B Account Overview- Parts A & B ςduring these sessions we discussed B2B products 

overview, available resources to contact, sales process leveraging SFDC, Spend IQ, 
Implementation process, and Supplier Enablement Criteria.

Å!ǎǎŜǎǎƛƴƎ hǳǊ /ǳǎǘƻƳŜǊΩǎ .н. bŜŜŘǎ ςduring this session we discussed about the B2B 
opportunity and trends, B2B P2P Process, various key stakeholders challenges and goals, Needs 
based sales approach, research strategies, and needs assessment.

Å Positioning Our B2B Solutions: during this session we discussed customer types and how to 
assess a B2B opportunity, examples of probing questions, handling objections, and linking the 
right B2B solutions.

Å B2B Treasury Series: ŘǳǊƛƴƎ ǘƘƛǎ ǎŜǎǎƛƻƴ ǿŜ ŘƛǎŎǳǎǎŜŘ ǘƘŜ ƴŜŜŘǎ ƻŦ ¢ǊŜŀǎǳǊȅΣ ōŀƴƪΩǎ ǎǘǊŀǘŜƎƛŜǎ 
for soliciting Finance and Treasury, strategies for reinforcing our value.

FACILITATOR GUIDE 6/19/2017

GFE DEVELOPMENT 6



F
A

C
I

L
I

T
A

T
O

R
 

N
O

T
E

S

7
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FACILITATOR:  Mel, David

DO: Leader Welcome Message
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FACILITATOR GUIDE 6/19/2017

GFE DEVELOPMENT 8

FACILITATOR:  Bjorn, Alberto, Bonni

INTRODUCTIONS: Each CHAMPION introduces themselves.


