
Overview of the Enabled Business Outcomes Workshop
Partnering with Up 2 Speed’s Global Team, for Immediate Scale & Capacity Wins



Problem Statement we hear over & over from our clients

“Normally our sales team ignore the valuable selling assets we have developed...They 
don’t develop fluency demanded in the field”

“Our sales team is great at working a deal with Value Based Selling, they are not 
great at opening doors and engagements”

“Our Account Managers  are masters of the complex, they just are not skilled in the 
basics”

“Our Customer Success Story are all about us, They should be all about our 
Customers”
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Our ability to communicate the compelling value that  your 
solutions have delivered is central to your sales success. The 
EBO workshop is designed to develop your Sales Teams’ skills 
navigating  to, and engaging with, Line of Business Leaders and 
opening Business Outcome focused engagements.



Workshop Objectives

Improve communicaBons skills of your sales teams 
when engaging LOB’s and ExecuBves

Improve Sales Teams ability to open engagements in 
the LOB

Demonstrate fluency describing your Enabled Business 
Outcomes to LOB’s 

Increase size of your Sales Funnel



Scope of EBO
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Selected Sellers

Two Virtual Workshops during the same week  ( 3 
hours each) 

Virtual Workshops in Cohorts of  maximum 
20 PAX
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Flip-Grid Enabled Workshop

Six hours of Student-time in workshops

One Flip-Grid Homework Assignments



Resources Incorporated
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Walter the AI Enabled Persona Coach

Customer Successes Stories

Use Cases
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VerLcal Segment Profiles

Flip-Grid For Student Submissions

Manager Review of Flip-Grid Submissions



Framework #1

Elevator Pitch: The 30-60 Second Response
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Our company is the……
                ⬇
That ……..
                ⬇
Because…….
  ⬇
Unlike…….
  ⬇
So That……



Framework #2

Unlike….( Alterna/ves) So That…. ( Impact)

In The Case Of…..(Customer example )

If You Are Like Others Then…( Our Insights how others are solving the 
problem)

What This Means is..( Implications of how this problem undermines 
desired outcomes)

Normally ( Common problems we see)



Framework #3

CTA?

What Outcome Did They Say They Achieved?

What Did They Do?

What Was Their Desired Outcome?

Who Has Done This Before?



A Word About Flip Grid ......

Flip Grid is an App that allows us to capture In-
Class Video submissions by the students.

We will be capturing 6 assignments over the 
course of the two workshops:

1. The Elevator Pitch
2. The Problem Statement
3. The Desired Outcome
4. Re-framing Customer Success
5. Final EBO Pitch
6. Homework Assignment ( which will be 

reviewed by the students Manager)



Walter The Buying Persona 
Coach

Walter helps with running workshops centred on interacLng with
a wide variety of Buying Personas. With Walter on board, these
courses provide personalised training and development to the
students of the Enabled Business Outcomes Workshops. This
course uses an AI Enabled Persona Coach applicaLon both during
the workshop and aUer the workshop for students to explore the
discrete care-abouts of the target stakeholders they plan to meet
with. The Persona Coach allows for student to interact with a
powerful Curated AI dataset using ConversaLonal Chat prompts.
Once students feel “Ready to Meet’ with a target stakeholder,
they can take a Persona Coach Assessment to confirm or clarify
any of the top topics recommended they cover.

The top five topics for each Stakeholder are:
What are the top prioriLes of a ____ stakeholder?
What are the KPI’s of ___ stakeholder?
What are the operaLonal challenges of a ____ stakeholder?
What is the value ____ has to their internal Stakeholders?
What are the technologies that___ would value in the ___
Market?

And of course, ask Walter anything at all. Walter supports 11
naLve languages as well.



A Word About Walter the AI Persona Coach ......



Live Demo!



A Word About Walter the AI Persona Coach ......



A Word About Walter the AI Persona Coach ......


