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1. What are the things I'm doing that sound right but are 
actually causing me to lose sales?

2. How can I best deal with the fact that prospects have 
done so much research before they even speak to 
me?

3. What is it that prospects really care about?
4. What are the common things prospects experience 

on their buying journey, and how can I increase my 
success by aligning with their needs?

5. What does it mean to be "customer centered" when 
I'm selling?
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• Google’s Zero Moment of Truth 
(ZMOT) Study

• Daniel Pink’s observations
– Change in information asymmetry
– “The New ABCs” of selling

• The Corporate Executive  Board 
(CEB) 2009 study on sales styles
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The Hard Worker The Challenger The Relationship Builder

The Lone Wolf The Problem Solver

Five Sales Approaches
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Challenges with Conventional Sales Training

Source: CEB, CEB Sales Leadership Council, 2011 as reported in The Challenger Sale by Matthew Dixon and Brent Adamson
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Neighborhood

Community

Unit







www.epmsonline.com www.rentersvoice.com

We Know Who Our Residents Are

We Know How They Shop

The Prospect Journey 
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Traditional Approaches
“Process Milestones”

InSite Approach
“Prospect Milestones” 
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Thank you! Want to learn more?

Naomi Bailey
nbailey@rentersvoice.com

Donald Davidoff
donald@d2demand.com
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