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DO    DIFFERENTLY 



John Doerr 
President, RAIN Group  

John Doerr is President of RAIN Group, a sales 

performance improvement firm with offices around 

the globe.  Author of several books including the 

Wall Street Journal bestseller Rainmaking 

Conversations & groundbreaking Insight Selling. 

John and RAIN Group have worked with clients 

such as Johnson & Johnson, Woodard & Curran, 

Haley & Aldrich, HRP Associates,  WSP, Hitachi, 

Harvard Business School, and dozens of others to 

unleash sales performance. 

 

John is a frequently quoted expert in publications 

such as Inc., Forbes, & Business Week. 
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Buyers would buy more 
if they knew the 

difference we could 
make for them 

Strongly Agree/ Agree Disagree 
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The Dilemma 

Sales	
  Value	
  
?
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Selling Has Evolved 

1970’s	
  

1982	
  

1988	
  



CONVERSATIONS 
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What’s keeping you up at night? 
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Easy Access to Information 
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Tough to Reach Buyers 

STOP	
  

W E L C O M E 	
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Compe<tor	
  A	
   Compe<tor	
  B	
  Your	
  Firm	
  	
  

COMMODITY	
  

…Price	
  

Everything Looks the Same 
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Compe<tor	
  A	
   Compe<tor	
  B	
  

Value	
  

YOUR	
  FIRM	
  



12	
  



©	
  RAIN	
  Group	
   13	
  

What should be keeping me up at night? 
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Buyers	
  &	
  
purchases	
  
studied	
  

Billion	
  in	
  
products	
  &	
  
services	
  

Buyer	
  
conversa<ons	
  

700+	
   $3.1	
   300+	
  

Our Research 

WHAT	
  DO	
  SALES	
  WINNERS	
  

DO	
  DIFFERENTLY?	
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WIN	
  

CONNECT	
  

CONVINCE	
   EFFECT	
  





TOP	
  10	
  ATTRIBUTES	
  SEPARATING	
  WINNERS	
  FROM	
  	
  
SECOND-­‐PLACE	
  FINISHERS	
  

1	
  

2	
  

3	
  

4	
  

5	
  
6	
  

7	
  
8	
  

9	
  
10	
  

LISTENED	
  TO	
  ME	
  

UNDERSTOOD	
  MY	
  NEEDS	
  

CRAFTED	
  A	
  COMPELLING	
  SOLUTION	
  

CONNECTED	
  WITH	
  ME	
  PERSONALLY	
  



CONNECT 
PEOPLE DOTS 
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COLLABORATE	
  

CONNECT	
  

CONVINCE	
   VALUE	
   WIN	
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The Armageddon approach to sales 
doesn't help anyone. When, for example, 
a serious journal like the Harvard Business 

Review publishes an article titled “The End 
of Solution Sales,” it damages the 

credibility of all involved.  
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CONVINCE 





CONVINCE 
Max Return  
“Resonate” 

Min Risk 
“Substantiate” 

Best Choice 
“Differentiate” 



OVERALL	
  VALUE	
  SUPERIOR	
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COLLABORATE	
  

CONNECT	
  

CONVINCE	
   VALUE	
   WIN	
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32% 

10x 
EFFECTIVE 

3% 
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2.8x 
MORE LIKELY 
to say WINNERS collaborated 
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3x 
MORE 

Educated me with 
new idea and 
perspectives 



COLLABORATE	
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COLLABORATE	
  

VALUE	
   WIN	
  
CONNECT	
  

CONVINCE	
  



TOP	
  10	
  ATTRIBUTES	
  SEPARATING	
  WINNERS	
  FROM	
  	
  
SECOND-­‐PLACE	
  FINISHERS	
  

1	
   Educated me with new ideas or perspectives 

2	
   Collaborated with me 

3	
   Persuaded me we would achieve results 

4	
   Listened to me 

5	
   Understood my needs 

6	
   Helped me avoid potential pitfalls 

7	
   Crafted a compelling solution 

8	
   Depicted purchasing process accurately 

9	
   Connected with me personally 

10	
   Overall value from the company is superior  
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From Your Head to Your Buyers’ Head 

Sellers Buyers 
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From Your Head to Your Buyers’ Heart 

Sellers Buyers 
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Convince	
  Connect	
   Collaborate	
  

A	
  “Convincing	
  Story”	
  and	
  the	
  Three	
  Levels	
  of	
  RAIN	
  Selling	
  

1.	
  ConnecWon	
  

5.	
  Breakthrough!	
  	
  

6.	
  Results	
  

2.	
  DissaWsfacWon	
  

3.	
  Desire	
   7.	
  AcWon	
  

4.	
  DissaWsfacWon	
  	
  
	
  	
  	
  	
  	
  Layering	
  

Insight Selling – Telling A “Convincing Story” 
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The Solution 

Value	
   Sales	
  

Driving 
change 

with ideas 
that matter	
  ? 

Insight	
  Selling	
  



CONNECT 

COLLABORATE 

VALUE WIN CONVINCE 



John Doerr | President 
jdoerr@raingroup.com 

Twitter: JohnEDoerr | LinkedIn: John Doerr 


