
What are you counting on to win
important sales opportunities?

Power Base® selling

Power Base® Compete Strategy enables sellers to develop insight into competitive must-win deals in a coachable and sustainable 
way, by making Compete Selling a management science that can be understood and replicated throughout an organization.

Holden International, the leader in competitive sales strategy, offers 
a program designed to enable sellers to win competitive sales 
opportunities through a full opportunity management methodology. 

See how to create and position value in a way that sets you apart 
from your competition, and is recognized by the customer’s  
Power Base®.

Participants emerge with documented “Winning Sales Plan” to win an identified opportunity with:

Program installs core six-step process:

✔  Increased customer satisfaction and loyalty ✔  Shorter sales cycles and lower cost of sale

✔  Increase win rate ✔  Higher seller margin

Audience Sellers at any level Modality
Instructor-led classroom with option  
of Virtual Classroom follow up

Output Winning Sales Plan for Specific Opportunity Length 2 days

Pre-Reqs
None; this is a foundation for more advanced
Power Base® Compete Strategy

Learning
Application to live deals + multimedia 
simulation and case study

Companion Programs: 

Power Base® Compete, Compete Sales Manager Coaching, Compete 
Account Strategy, Compete Territory Strategy

# Participants Up to 20

Pre-work Completed Account Landscape
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1. ACCOUNT LANDSCAPE
Do We Understand the Customer’s Business? 

4. VALUE RELEVANCE
Have We Established Relevant Value?

5. POLITICAL ALIGNMENT
Are We Supported by the Power Base®?

2. SALES OBJECTIVE
What are We Selling? For How Much? When?

3. OPPORTUNITY SCORE
Are We Winning? Should We Be Pursuing?

$

6. COMPETITIVE STRATEGY
What Are We Counting on to Win?

WINNING SALES 
PLAN (WSP) 
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