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Trusted Advisorship for succes
in ICT Sales

A customer centric & affinity based sales strategy

focussing Agility in Dynaxity.

GO for

Trusted Selling
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Conceptional approach to handle relevant growth in 
ICT Business and refinance Sales via consulting.

to establish Trusted Advisor Consulting as payable Service Offering

Customer centric
Workshops

Requirement
Management

Make or Buy and
Solution Selection

Project Support & 
Training/Coaching

Process Consulting 
and Training

with Consulting Services in the trusted selling process

Orientation
Benchmark / 

Differenciation
Individual 
Selection

Guidance in Pilot 
& Rollout

Guidance in 
Optimization

designed as a continous refinancing sales cycle

Analyse 
Demand

Improve by
solution

Individual 
Design

Guidance in 
Execution

Analyse Status
Optimize

ICT Trusted Sales

Analyse Improve Design Execute Monitor

Sales Funnel with

payed Waiting Loops

Pilot and Smlall

Projects along

Customer Maturity
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Vision , Mission and Strategic Focus as Framework to
gain Customers Trust.

Experience the

Sales Power

of Trust.
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Service Offering Portfolio.
Trusted Advisors for Success in Change.

Workshops Consulting Support
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Customer centric & affinity sales in acquisition: 
The customers perception counts.

with contact dialogue

or Desk Research

with inidivdualized

value propositions

Step one: Find customer and create individual proposal

Analyse and select Adress and shape Co-Create  proposal

with customers

active contribution

Customer perception:

Customer later will

recognize in dialogues

analysis and selection

the professional customer

centric competence.

Affinity receptors for docking!

Customer is professionally

flattered by identification with

his company and personal 

business interests. He builds up a 

basis for a trusted customer relation.

First identification!

Customer is highly interested and

wants to promote his cognition in

his teams and settings.

He establishes a team with a 

focus and defined goal. 

Identification and interest in service!
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Customer centric & affinity sales in realization: 
The customers recommendation counts.

with a bullseye regarding

customer value settings

Realize with co-creation

a agile and fast process

Step two: Offer, realize project and generate recommendation

Create offer & get order Realize Change Project Generate

recommendation

with testimonial

Customer perception:

Customer recognizes

affinity with his way of

thinking. He accepts the

AcMer as a Trusted Advisor (Industry

Consultant with sale skills).

Affinity to get tested!

Customer is highly impressed and

delighted to have created a process fast,

flexible and scalable.  A process

healing his pain and giving him perspective

for agilty and dynaxity.

Affinity is growing!

His personal identification with the 

conjoint success leads him to give

a  recommendation and a testimonial.

Affinity established !

Recommendation - Testimonial!
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Customers journey to Dynaxity.
The journey of affinity and agility.

Experience the simplicity of change.

Success

Mission

Active Multiplicator
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Interested?
Please contact us.

Dirk Heuß Unternehmensberatung

Dirk Heuß

Inhaber Geschäftsführer Standort Bonn Standort Hamburg

Pohlhausenstraße 4 Rüngsdorfer Straße 35 Wacholderweg 32

53332 Bornheim 53173 Bonn 22335 Hamburg

Tel.:  02222-9433-100

Fax.: 02222-9433-200 Standort Wiesbaden Standort München

Mobil: 0171-2782000 Flandernstraße 20 Wittelsbacher Str. 15

Dirk.Heuss@dhub.de 65191 Wiesbaden 80469 München

www.dhub.de

mailto:Dirk.Heuss@dhub.de
http://www.dhub.de

