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Uncovery creates mastery of what 
matters.
Only if you ask well, will you know 
well



AI is not the answer: Customers are.



Create a Buyer’s Guide

11%

Source: Gartner Tech Buying Research



Create a Buyer’s Guide

$354M
Source: Gartner Tech Buying Research



Question #1

Do buyers know how to buy your 
product before they speak with you?



Create a Buyer’s Guide



https://slapfive.slapfive.com/b/ckfgv3kfh000q3b9grygw4m89/Value_Storyte
lling_What_we_do?sid=ckfh7tw6n00tj3b9huf91jofu



Question #2

Do you make customers feel so 
comfortable that they share impact 

stories that might get them in 
trouble?



This is the slide headline



Question #3

Does the output of your interviews 
answer buyer objections & concerns?



This is the slide headline



Question #4

Does sales sing your praises?



“The Buyer’s Guide is the closest 
thing I’ve seen to a silver bullet from 
marketing. I can point to a half dozen 

deals it helped me win in the last 
month.”

-Mike Stella, VP Sales, ServiceCeo



“Steve has helped Market Vantage 
think differently with sound 
strategies, establish our secret 
sauce, and ultimately close more 
new business than we could have 
ever imagined.”

-Devin Littlefield, Market Vantage



Question #5

Your customer has a language all 
their own that unlocks buying 

activity…a secret handshake…
Do you know what it is?



Bonus: Question #6

Who is the “VP of SLOW” or “VP of 
NO” at your buyers?

What content do you create to 
neutralize them?



Bonus: Question #7

How much money is your company 
leaving on the table with their current 

pricing?

Here’s how to break the price/value equation 
and wow your exec team. (Not to mention 

boost your bonus.)



Q&A
https://www.linkedin.com/in/steverankel/
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