Note: This deck has also contains the slides from 2 sessions as both were referred
to in the session and they are interrelated.
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The Ups and Downs of Selling
Multiple Product Lines

Bruce Johnson, Principal
Fargo Strategy, LLC




Objective

A To explore the ups and downs of selling
multiple product lines and learn from the
experiences of others.

This/is/designed to-he andnteractive-discussion




Multiple Product Line Scenarios

Product lines

Complimentary addressing
product lines different

markets
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Interactive Discussion

. What successes have you had?
. What challenges have you experienced?
. What guestions are you wrestling with?
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A Your firms value proposition to clients has a

lot to do with the decisions you make on:

1. Whether you add product lines to your portfolio

2. The selection of what products you add

3. The timing of when you add products

4. If you add, how you structure your sales approach

A One way to think about this is to look at the
role of product in your value proposition




Product Can Play The Lead Role

Application Knowledge

Technology Knowledge

Business Process
Best Practices
Industry Knowledge

Strategic Planning




