SALES
AT ITS BEST'

ARE YOU READY TO MOVE FROM

GOOD » GREAT » WORLDCLASS?
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https://tripuramultinational.com/

ENABLING THE TRANSFORMATION OF
SALES PROFESSIONALS &
ORGANIZATIONS

What will make a good salesperson great?
What does it take to close a multimillion-dollar deal? @
How can a coaching culture lead to behaviour change and increased revenue?

At Tripura Multinational, we believe that sales skills are life skills, and we wish to help your sales
organisation become world class.

We have an acronym that embodies all the key capabilities that are required for a world class sales
function - we call it:
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https://www.youtube.com/watch?v=lFiF6JVbaCg

WHAT WE DO

Sales training programs by Tripura Multinational improves sales performance, sales effectiveness, and execution excellence.

~ Better deal qualification,
acceleration, and execution

~ Insight driven account
planning

~ Business Acumen, Financial
| Acumen and Executive
XIY\ Conversations
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~  Amplify your pipeline
through the power of coaching

. <) ~ Crafting a better 3-year ‘ - .~ Negotiating for business
- X‘O e Sales Plan o\ /N o e value, executive access, and
high '
PLAN BETTER QUALIFY BETTER ST PTG

~ Time, Talent, Technology

and Transition management ~ Ensure Customer success to

AN drive greater revenue recapture

\ -

~ Customer stakeholder

management and orchestration

Y\ ~ Orchestrate2Win for f J [ :
: ' complex deals ' :
~ - ~ Coaching for step changes

~ Coaching Groups to within sales organizations

ORCHESTRATE BETTER LBl Tuk EXPAND BETTER

~ Maximizing Sales
Leadership Impact

e

ot

7 /


https://tripuramultinational.com/what-we-think/

WHAT YOU GET

Build Better Sales Leaders, Enable Your Sales Planning, Differentiate Your Engagement Maximize Your Potential
Sales Manages, Sales Qualifying, Orchestrating Across Enterprise and Through Channel Sales /
Teams and Sales and Expanding Processes Mid-market Segments Partners and Inside Sales

Professionals
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HOW WE SOLUTION FOR CUSTOMERS
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0 1. ASSESSMENT 02. PREWOR
Both self and 360 Set the water-level for your engagement and start preparing for case study discussions

B

- .
03. LIVE ENGAGEMENT 04. REINFORCEMENT

HANDS ON experience to raise your awareness, increase your appreciation and provide Periodical touch downs to revitalize your retention and assess progress against your projects
opportunities for application through teaching, facilitation, expert mentoring, and peer coaching

Y

06. HABIT EQRMATION.. /'

Leverage the power of technology to use repetition and reinforcement to drive retention —

To unleash your hidden heroes for you to become an independent achiever Create Your High Performing Habits



CUSTOMER POJSSIBILITIES

as part of long-range planning
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USTEPUP CAMPUS

"USYEPUP
CAMPUS

UStepUP Campus is our online learning
platform containing unique leadership and =
coaching courses. This can be used as
reinforcement to drive retention or as a

standalone learning option.

THE WINNING
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TO CLOSE MORE DEALS £

Our case studies are a powerful combination of visuals and stories, giving you a
truly immersive experience. The cases are derivations from real-world scenarios

that depict the true complexities that confront different stakeholders.

Individuals and cohorts who have dissected and discussed our
case studies talk about their connections to the situations and
are often surprised to discover the possibilities that lie quietly
hidden under the surface.

CASE STUDY STORE

WHAT SHOULD BE ANITA'S
STRATEGY IN THIS CASE?

CAMPUS BESTSELLERS

LEADER STEPUP
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GLOBAL

CASE STUDIES

"We have not seen a real time case study
suited 100% to our organization context".
- India Learning Leader, One of the big 4s

"This is the most customised case
study | have ever seen".
- Partner from one of the big 4s

HOW CAN BETTY UNDERSTAND AND
EMBRACE HER "BRAND'
AS WELL AS RECALIBRATE HER PERSONAL BRAND?



https://tripura-multinational.mykajabi.com/the-winning-formula-to-close-more-deals
https://globalcoachinglab.mykajabi.com/global-coaching-masterclass
https://globalcoachinglab.mykajabi.com/reinventing-your-personal-brand
https://tripura-multinational.mykajabi.com/ustepupcampus-experience-zone
https://ustepup.casestudies.tripuramultinational.com/
https://ustepup.casestudies.tripuramultinational.com/offers/JVwf2xKj
https://ustepup.casestudies.tripuramultinational.com/offers/7LpRCQXo/checkout
https://ustepup.casestudies.tripuramultinational.com/offers/UG8Yq93P/checkout
https://tripuramultinational.com/ustepup-campus/
https://tripuramultinational.com/ustepup-campus/
https://tripuramultinational.com/ustepup-campus/

OUR TOP S5 BESTSELLERS

O1.BETTER DEAL QUALIFICATION, ACCELERATION, AND EXECUTION

If there is one skill that can help sales professionals over- achieve on their quota, it is the art
and science of deal qualification. This workshop will help your Sales teams create a mindset
for growth, provide them with tools, frameworks and checklists that have the potential to
amplify their success in a challenging Sales Environment. The best part about this workshop
is that you will learn from VICTORY, our Deal Qualification Framework that filters over S3 Billion
worth of opportunities worldwide.

02. INSIGHT DRIVEN ACCOUNT PLANNING

For a sales professional, the ability to meet quota is indexed on a strong pipeline, and the best
source for a solid pipeline is Account Planning. Account planning engagements involve the
identification of specific accounts and account teams for the planning exercise. The first
planning session is led by our master facilitator using a coaching approach to drive the
planning process for one identified account team. The managers observe the conduct and
take notes so that one chosen manager can replicate the process for a different account later
in the day. This cycle of observation and application is driven for multiple industries so that
the managers understand the nuances of facilitation and coaching across different industries
and teams.

03. CRAFTING A BETTER 3-YEAR SALES PLAN

04. SALES COACHING

Sales Coaching will help your sales managers coach to generate multimillion-dollar pipelines. A
benchmark is important for every person to assess their gap from their current version of performance
to the standards required for excellence. Our engagement delivers a benchmark across three levels:

1. The quality and depth of information needed for any account

2. The quality of coaching and facilitation required for running a planning session

3. The quality of validation and triangulation required for any account plan

05. NEGOTIATING FOR BUSINESS VALUE, EXECUTIVE ACCESS & BETTER
PRICE

Negotiation is often associated with price negotiation, while missing out on the more important
components of negotiating for value and negotiating for access. This program will help sellers develop
an approach to create business value in customer terms. This value is then leveraged to gain access to
multiple stakeholders, so that a consensus on value is developed and the opportunity is morphed into an
organizational business priority. The duopoly of value and access negate the need to negotiate for price.

This course is intended to create 3-year plans that translate into meaningful execution and greater
business results. We design an engagement roadmap that includes the planning team. Good planning
requires good preparation, and some preparation guidelines are sent prior so that data is readily available
to substantiate the planning. If possible, we would prefer an offsite location that helps bring together the
body, heart, mind, and soul for the leaders. We facilitate a series of experiences that help the leaders
understand each other better and leverage their differences to achieve more for their vision.




OUR RESEARCH & INNOVATION

Women in Sales We, at Tripura, take conscious efforts to build a professional world
that is a level playing ground for great talent, irrespective of gender.

Instinct to Inspiration

We proactively interact with WWomen on Top in Itis no secret that Sales Skills are Life Skills. Whenever we Persuade, Influence, Negotiate or Sell
the Dbelief that our discussions will inspire (PINS), we are indulging in Sales/Selling. #SalesSkillsAreLifeSkills is an interesting collection of
more women and the professional world at stories from people across the globe narrating how they have used any of the PINS skills in their
large to wipe off the boundaries that stop day-to-day lives.

women from excelling in the field of Sales.

’ Instinct to Inspiration was born out of the need to build a bottomless source of inspiration.
Inspiration propels you from your zone of comfort to the zone of greater possibilities. Through
Instinct To Inspiration we intend to bring to you stories from across the globe in the form of crowd
sourced campaigns, research excerpts and leadership narratives.Instinct To Inspiration is a
platform to help you find your dose of inspiration whenever you seek it.
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[ GET INSPIRED ]
>
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’ [ BUSINESS WOMEN LEADERS SERIES
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https://www.youtube.com/watch?v=lYrMdKAWhV8
https://www.youtube.com/watch?v=3OFpGrLtveM
https://www.youtube.com/watch?v=r6daiJ5WIIY
https://www.youtube.com/watch?v=HX6e3jH1AfE
https://www.youtube.com/watch?v=cYyn_f7-jh0
https://instinct2inspiration.org/stories/category/salesskillsarelifeskills/
https://instinct2inspiration.org/
https://www.youtube.com/playlist?list=PLiNzzOQLlfx8Y4pmUbYmLchDtWKd7qYJX

A FEW OF OUR VALUABLE CLIENTS

GaVs AVAYA
- ~i Agilent -

A FEW OF OUR PARTNERS



ASSOCIATE TEAM OF COACHES &
FOUNDING TEAM & EXPERT COACHES g

VENKATARAMAN SRIPRIYAA

SUBRAMANYAN VENKATARAMAN

Founder & CEOQ, COO & Director - Innovation,
Tripura Multinational Tripura Multinational

INHOUSE
EXPERTS

|AN DR. SMITHA PATRICK VIJAYAKUMAR
LYALL RANGANATHAN LAUDON RAJAGOPALAN



https://www.linkedin.com/in/venkataramansubramanyan/
https://www.linkedin.com/in/sripriyaa-venkataraman-63a75933/
https://www.linkedin.com/in/ilyall/
https://www.linkedin.com/in/drsmitharanganathan/

WHEN CUSTOMERS SAY IT, IT IS GOLD

“I had the pleasure and honour to collaborate Venkat's organization as a key partner for our APAC organization. Venkat was instrumental to help us drive the transformation of

our sales teams to a “Challenger mindset”, enabling us to adopt a coaching culture across our sales leaders. We strongly leveraged his coaching skills in several situations: .
account plan reviews, partners plans co-creation and even joint session with customers. | strongly recommend his engagement to drive transformation processes at scale.” -
Vice President, Global Digital Transformation Partnership, Microsoft M ICI"OSOft

“Venkat has a very interesting style — quite demonstrative and a large personality. He is quite engaging with the sales teams. In most cases he brings them along the journey by
providing stories and news on how the technique has worked and it is useful. He is able to increase participation through role plays. His workshop is structured in a way that
everyone participates. He is also an engaging speaker. | see my people use Venkat's words. In the past, SEA reps haven't had the experiences to engage with the C-suite. Venkat
was able to induce a mindset change for them to step up and engage in executive conversations — key to success for any sales rep.” = VP South Asia, ASEAN and Pacific, INFOR

“Venkat has a strong and very powerful impact. He has the ability engage
and hold the room to account in a positive way. He has overcome the
challenge which non-Japanese speakers face — which is to have an
engaging hold over the participants. Venkat does it very well right through

X

the Managing Director to wider supporting teams. He asks powerful »
questions which get people to pay attention. When participants push back, G ei. l.h e ‘ % N m
he is very patient and constructive. Venkat has great knowledge about the e . : TRIPURA

MULTINATIONAL

industry and the challenges we face. His credibility and style have gained -
him high level of respect throughout the organization. The 1:1 sessions 5 Rs A o
have helped crystallize the learnings for the managers. People genuinely

sign up for Venkat's workshop! - Chief Operating Officer, SAP, Japan r i g h'l' fo r

CUSTOMER
SUCCESS

By Venkataraman

“Relentless! Energizing!!!Honest. Forced me to ask myself the tough and important
questions. Pushed me to rethink my boundaries. Made be believe | can cross barriers.
Helped me tremendously in having “frank discussion” with my directs/extended directs. 0 ®
| understood the value of coaching and feel | need to be the coach to motivate and O
energize the team” — Business Unit leader of Fortune 50 Telecom Major

Subramanyan


https://tripuramultinational.com/our-clients/
https://www.youtube.com/watch?v=ckdSusxO5P0
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Singapore | India
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Conversations Matter!

Tell us your challenges and aspirations
and let us get started on our sales
transformation journey together from:

GOOD >> GREAT >> WORLD CLASS

Write to:
ContacteTripuraMultinational.com
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https://tripuramultinational.com/
https://www.youtube.com/channel/UCIMVfB0YJiWwPD5QNJtHkxA
https://www.linkedin.com/company/tripura-multinational-pte-ltd/
https://instinct2inspiration.org/

