


n today’s turbulent and volatile marketplace,
even the most experienced professionals are 
struggling with the rapid commoditization of their 
complex, high-value solutions.  The complexity 
of the problems to be solved and the competitive 
threats we face are increasing at an alarming 
rate.  At the same time, your customers are 
wrestling with mission-critical decisions and
evaluating solutions that all sound the same and 
come packaged with a high degree of risk and a 
low probability of success.  Your success demands 
an exceptional strategy and precise execution that 
must clearly set you apart from your competition. 

Continuing to evolve the breakthrough thinking 
of his bestselling classic Mastering the Complex 
Sale in this new edition, Jeff Thull once again 
pushes the envelope to give professionals – 
from individuals struggling with their first call, to 
senior executives trying to figure out why their 
value strategy is falling short – a comprehensive 
guide to navigate and win high-stakes sales.  You 
will find yourself rethinking your beliefs about 
selling, applying this straightforward strategy, and 
achieving the success you are looking for.

Jeff will lead you through Diagnostic Business 
Development®, a complete and effective system 
derived from years of experience with top sales 
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professionals and executive teams worldwide.  It 
is a proven diagnostic, value-based approach 
that positions you with respect and exceptional 
credibility as a valued business advisor and 
contributor to your customer’s success.  In fact, it’s 
not about selling – it’s about guiding quality business 
decisions that will connect and quantify your unique 
value and remove your customers’ internal barriers 
that prevent them from moving forward.

This audio book will show you how to:
• Gain access and connect to the highest levels of
   power and influence
• Separate real business from resource drains
• Navigate complex decision networks
• Prevent self-commoditization
• Connect your value to your customer’s
   performance metrics
• Quantify value with an amount your customers believe
• Co-create compelling solutions customers invest in

Rich with detailed examples and real-world 
case studies and thorough in its challenge 
to conventional sales wisdom, this edition of 
Mastering the Complex Sale gives you the precise 
guide you’ve been looking for to win and win big in 
complex sales.
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Connecting at the Level of
Power and Decision

Gain high-level access and credibility
for exceptional sales results.

Close the Value Gap

A cross-functional approach to
translating value-based solutions into

bottom-line profitability.

Top Ten Key “Thoughts”
of Mastering the Complex Sale

Jeff highlights the leading-edge strategies
and tactics from his books and Diagnostic

Business Development® programs.

Three Powerful Diagnostic Questions

Great questions that lead to great
conversations that will help you establish

relevancy, credibility and respect, no
matter the context.

To order, call +1 763 473 7529
or visit www.primeresource.com



Diagnostic Selling®

Diagnostic Selling develops the mindset and communication skills needed to 
manage quality decisions and build strong relationships of trust and credibility 
at all levels of decision and influence within the customer’s organization.  This 
program goes “Beyond Selling to Business Development®.”

Mastering the Complex Sale®

Mastering the Complex Sale delivers the skill and knowledge required to build 
organization-to-organization relationships.  Participants identify key business 
issues at the functional and corporate level, to quantify the cost of business 
problems, the cost of change, and establish sustainable partnerships with their 
customers.

Mastering Executive Relationships®

Mastering Executive Relationships focuses on the shift of power and influence 
to the executive level.  It gives you entry to the executive suite.  You will 
establish credibility by connecting value and manage its alignment with 
executive agendas and strategic buying criteria.

Prime Performance Leadership®

The Prime Performance Leadership program gives managers the tools and 
process to select, develop, and lead a world-class sales organization.  
Managers will sharpen their ability to tackle critical management issues and 
make impressive gains in performance and bottom-line results.

Prime Performance Programs
Customized and Connected to Your Customer’s World



Manager-Led Sales Performance Leadership
This program puts managers in control.  We’ll deliver our expertise to your 
management team, then we’ll give them the instruction and tools to take 
that expertise to lead and develop their teams with an ongoing continuous 
improvement process.  The unique blended format integrates leadership and 
coaching skills with sales strategy, tactics and process to create teams that win 
more sales and sustain valuable, long-term customer relationships.

Key Moments of Value®

Critical interactions with customers take place  at all function levels within an 
organization.  At any moment in day-to-day activity, any individual can make 
a major impact on customers to either build customer confidence, respect, and 
loyalty or undermine the best efforts of the organization as a whole.  We’re all 
in selling – selling our ideas, advice, valuable products and quality service.  
An organization can raise the bar of excellence.  Key Moments of Value can 
help them do just that.

Diagnostic Marketing®

Prime Resource Group’s Diagnostic Marketing program integrates competitive 
market and product strategies into cohesive sales strategy tools.  It creates 
strategic alignment between Product Development, Marketing, Sales and 
Support, while connecting value to the customer’s world.

Strategic Value Performance
The Strategic Value Assessment challenges assumed value, validates and 
quantifies value, and connects it at all levels of decision and influence in the 
customer’s organization.  It enables the alignment of resources to connect 
solutions to customer’s business drivers with credibility and trust.

Strategic Account Planning
Orchestrating an efficient and effective system to manage complex sales 
gives sales and management professionals the best opportunity to capitalize 
on the most lucrative opportunities.  This program organizes teams around 
national and global strategic accounts.  It provides a systematic approach that 
becomes a framework for planning and prioritizing actions that lead to clear 
decisions in developing customer engagements.

For information about our customized development programs,
call +1 763 473 7529 or visit www.primeresource.com




