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BEFORE YOU BEGIN

About This Guide

This is the Facilitator Guide for tB2B Industry Insights: Uncovering Insights, Delivering Value
virtual training session.

This guide is structured as follows:

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

KEY ICONS:
e_O N . -
.&- ACTIVITYsignifies there is an activity to be conducted.
D HANDOUTsignifies there is Aa handout to be referenced.

x SET URsignifies there is preparation work to be done or specific functionality.

BEST PRACTIGIgnifies Facilitator best practice.

You should be familiar with the contents of both thigcilitator Guidend theParticipant Guide
before you present this training.

Prior to delivering this virtual training, it is recommended that yamiliarize yourself with
ADOBE CONNEG€ihctionality.
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B2B FINANCIALS:

Business to Business
Mastery Program

SESSION OVERV!EEWring this Adobe Connect virtual training session, learners will explore o
G§SOKYAldzSa F2NJ Lyt telAy3a | /2YLIkyeQa FTAYyFIyOSasx A
strategies for conducting robust Customer conversations and getting the win.

TOTAL PROGRAM TIMIN®®: minutes

Champions/Speakers Pages Minutes

Intro & Welcome Ted, Mel Sisler, David Hill 3-10 10
Xﬁ;uﬁnl: Financials A M1 Content: 10 min Bjorn, Alberto 1191 20

yzIng . ) AMm1 Activity Case Stud§0 min-- Ted, Mike, Eric
& Formulating Insight
Module 2: A M2 Content: 5 mir David Hill
Conducting Meaningful A M2 Activity Case Studie®0 min--Ted, Mike, Eric, 22-40 55
Financial Conversations A M2 Activity Role Plag0 mint Ted, Daniel, Kathleer
Module 3:
Putting It All Together Ted 41-45 S

PREPARATION
P, A Set up the classroom in Adobe Connect, including Chat Boxes, Polling, and Whiteboarding.
A Extend participant rights to make the drawing tools available.
A Know who the tenured and higberformers are so you can be ready to call upon them to
contribute their best practices and/or respond to questions.
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NAVIGATING OUR VIRTUAL CLASSROOM

Attendees (3) | 24

Share 308

Notes 117

L2_VT1_B2B_industryinsights_PresentationDeck_032817v2.pptx

Qn Active Speakers

¥ Hosts (1) I
|
|

& sillie Jomes-vogel

» Presenters (0)

¥ Participants (2)

£ Edward Connolly ~—
& Ted connolly B y

- 4
Business to Business
Mastery Program

Customer Conversation

Teds Files - Dry Run

L2.VT1,_ 828 ndustrybsights_Fa 6 MB.

Chat (Everyoe)
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Ted Connolly: @rajat - LOL!

Uplosd ile | Download Fle(s)
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6/19/2017

VIEW
PRESENTATION

EXPAND
PRESENTATION to
fit full screen

DOWNLOAD
HANDOUTS/
JOB AIDS

ENTER CHAT
comments

VIEW Facilitator
NOTES & key take-
aways

FACILITATOR:ed

REVIEWAdobe Connect functionality and tools available to Learners.

HIGHLIGHanykey functionality associated with this exercise.
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LET’S CHAT...

1. What are your strengths when it comes
to positioning financials?

%‘ 2. What are areas of opportunity, how
could you be more effective at
positioning financials?

3&& ACTIVITYice Breaker Exercise

FACILITATOR:ed

DO:[ 9 ¢ Q{¢Ick Bréaker activity (Ted)
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B2B MASTERY PROGRAM Your Learning Journey

LEVEL |

B2B FOUNDATIONS

B2B TEST-OUT ASSESSMENT

B2B MASTERY PROGRAM CURRICULUM

* GCP-B2B Fundamentals

« B2B Overview for Account Development
PartA

+ B2B Overview for Account Development
PartB

« Assessing B2B Customer’s Needs

« Positioning Our B2B Solutions

* B2B TreasurySeries

/ LEVELI

“SHOW ME HOW" SERIES

SHOW ME HOW VIRTUAL TRAINING SERIES
« MAY: B2B Industry Insights
* JUNE: B2B Financials
« JULY: B2B Sclutions Positioning
* AUGUST: B2B Value Proposition

ON AIR REINFORCEMENT
Leverage ON AIR calls to reinforce
monthly topic

ON THE JOB PRACTICE
Provide Learners with a checklist of “on-the-job”
activities to reinforce monthly topic.

SHOW ME TRAINING ASSESSMENT

KEY TAKE-AWAYS PODCASTS
Learners will listen to a podcast on the topic
covered for that given month.

LEVEL Il

PRACTICE & ASSESS

ON THE JOB PRACTICE: ROLE-PLAY ORIN
FIELD OBSERVATION

Provide Learners with a checklist of “on-the-
Jjob” activities to reinforce monthly topic.

FINAL REVIEW & ASSESMENT

1. Test for Behavior: based on pre-
determined performance metrics,
Managers will assess Learners’ B2B
proficiency to qualify for certification.

2. Test for Knowledge: Learners will take an
assessmentto check for understanding.

FACILITATOR:ed

REVIEWS3 Levels of B2B Mastery Program.

DO:Link back td.EVEL I: B2B Foundati®ns

sessions.

Examples of this linkage include:

CAYR 2L NIdzyAGASa G2

A B2B Account OverviewParts A & B during these sessions we discussed B2B products
overview, available resources to contact, sales process leveraging SFDC, Spend 1Q,
Implementation process, and Supplier Enablement Criteria.

Al 3a8a4Ay3

h dzNJ / dzaliriggYh® Néasion werdiscudse8l Sbaui the B2B
opportunity and trends, B2B P2P Process, various key stakeholders challenges and goals, Needs

based sales approach, research strategies, and needs assessment.
A Positioning Our B2B Solutionduring 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.

A B2B Treasury SerieR dzNA& y 3

KA &

15aarzy

S RAaOdzaasSR

for soliciting Finance and Treasury, strategies for reinforcing our value.

GFE DEVELOPMENT

Ay



FACILITATOR GUIDE 6/19/2017

WELCOME MESSAGE

David J. Hill Melanie Sisler

Director, GCG, VP Sales & Account
LM B2B Strategy Management

FACILITATORMel, David

DO:Leader Welcome Message
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FACILITATORBjorn, AlbertoBonni

INTRODUCTIONSachCHAMPIOMtroduces themselves.
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