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Session 8: Delivering the Solution and Measuring the Value Delivered 

In this session, we will explore how to deliver your solution in a way that ensures the customer has achieved 
success and understands the level of success that has been achieved. 

OBJECTIVES 

By the end of this module, you will know how to: 

 Manage and document the decision process and keep cycle times short 

 Prepare a diagnostic recap 

 Confirm the customer’s decision and the completion of the sale 

 Discuss any areas of risk 

 Have a measurement system in place before beginning the implementation 

 Help the customer recognize the success they’re achieving 

WATCH 

 Managing and Documenting the Decision (5:00) 

 Managing the Presentation (15:00) 

 Managing the Delivery Process (9:45) 

 

FOCUS QUESTIONS 

 If you were your customer, would you take the action that you are recommending to them? 

 

 

 Thinking about a recent sale, what was the most difficult change for your customer to make in order to 
succeed?  

 

 

 To what degree do you provide the support need for the customer to navigate changes required to 
achieve the maximum impact of your solution? 
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