
Do these numbers mean anything to you?Do these numbers mean anything to you?



Here’s what they mean for my businessHere’s what they mean for my business

Pipeline Win Rate

Increase in Average Sales Price

Reduction in Sales Cycle Length

Zebra score needed at beginning of 
Quarter, to generate revenue by theQuarter, to generate revenue by the 

end of the Quarter



Results…Results…

Number of days needed to achieve resultsNumber of days needed to achieve results 
using the Zebra value-based selling method

Patrick Williams, SVP Sales, StarCite Inc. 
PWilliams@starcite comPWilliams@starcite.com
408.562.7662



HOW to CLOSE 90% of the BUSINESSHOW to CLOSE 90% of the BUSINESS 
YOU PURSUE FASTER, MORE 

EASILY and MORE PROFITABLYEASILY and MORE PROFITABLY

Jeffrey A. Koser
April, 2008 

Selling to Zebras, LLC
To Increase Power & Focus



Ignite Your GrowthIgnite Your Growth

Develop the seven questions you will ask about every 
prospect

Predictive Value?
A well-formulated model is used to

develop the preliminary prediction of value
Prospect Name: General Motors

ATTRIBUTES FOR ZEBRA SCORE
EXTREMELY 

UNFAVORABLE
EXTREMELY 
FAVORABLE

3

Select Currency Type US Dollars

Model Inputs Waterfalls Payback PeriodFinancial Results  

3-Year 5-Year

        HTK Support

Direct & Indirect Savings Direct Savings Only

Process Maturity

Generate Word Doc

– Seven questions that add up to a perfect prospect Zebra 
score of 28

– Learn to use the Zebra value  based process that 
accentuates strengths strategizes filling gaps

p p y p
your vertical specific prospect can 

expect to achieve

ATTRIBUTES FOR ZEBRA SCORE

0 1 2 3 4 Score
Company Profile 4

Company has < 100 
meetings per year. Not in 
one of our preferred 
industries

Profitable, growing, 
metrics driven global 
2000 company in 
preferred industry

Operations 4
Outsource meeting Large # of meetings 

Corporate Data for MetLife StarCite 3-Year Solution Investment:

Client Name Select Solution Type:
Select Industry & SIC

Ph

Select Currency Type

SOLUTION COSTS

MetLife
Insurance

$7,430,589

US Dollarsg g y

Enterprise Solution Planner Tools

accentuates strengths – strategizes filling gaps
Assert authority in your field by building your predictive 
value model What’s a Zebra?

planning with no 
intention of bringing in 
house

required for business 
operations > 200

Reporting Structure/Access to Power 4
Meeting mgr. is leading 
due diligence without 
executive sponsorship

VP in Finance, 
Procurement or Meeting 
Planning is our sponsor

Phone
Executive Contact

Company  Public or Private
Solution Cost SUBTOTAL

SOLUTION COSTS: 

$26,000
$3,282,824

$300,000 

Setup fees (one time cost)

3-year Enterprise Solution Technology Cost
Registration fees (per attendee)Similar Current Clients AIG, ING, Chubb, Washington Mutual, Prudential, Metlife Cigna, 

Aetna, Allstate

$4,330,589
$721,765Internal (one time cost)

Public Private– Leverage this predictive value to gain access to Power –
where the promises are made that get projects approved

Create emotional business-to-business attachment 
b t d t

at s a eb a
Your Zebra is the prospect that

is a perfect fit for your company—a prospect
that you know you can win based on

Why do we call it a Zebra?
We call this perfect prospect a Zebra

because once you’ve identified the characteristics

Funding 1
Client doesn't know 
funding access steps

Budget criteria 
established

Waterfall Value 2
Not quantifiable.  Power agrees with ROI 

Information Technology 4

Company - Public or Private
Annual Revenue
Pre-Tax Operating Margin
Earnings
Corporate Tax Rate
Last 12 Months EPS (diluted earnings per share)
Number of Outstanding Shares

SERVICES COSTS:

Services Cost SUBTOTAL
$4,180,000,000

$44,520,000,000
11.40%

35.00%

4 0

$3,100,000

$3,000,000
$100,000

$5.48

3-year Adoption Management Cost
3-year Business Process Outsourcing Cost

Estimated Implementation Time (in months)762 773 000

Public Private

between you and your customers
– Fulfill the promises that lead to the approval of projects

identifiable, objective characteristics
—and Zebras are the only prospects a

salesperson should pursue.

of your Zebra, you can spot it amidst all 
the other prospects quickly and easily.

Information Technology 4
Limited resources, 
reactive, unsupportive of 
SaaS model

Business focused IT 
supports SaaS Model

Service 1
Tactical. Do not value our 
expertise

 Prospect sees us as the 
experts to be leveraged 
including our outsourcing 
capabilities

g
Spend Data
Annual Travel Spend
Annual Meeting Spend StarCite Model Adjustment Factors
Meetings Data
Total Annual Meetings Discount Rate for Adjustment of NPV 10.00%
Total Annual Meeting Attendees Cost of Capital Used for EVA Calculation 11.40%355,862

$306,297,600
$560,952,000

4.0Estimated Implementation Time (in months)

5,921

762,773,000

0-9 10-19 20-28 20
High 
Risk

Some 
Risk

ZEBRA
SCORE

g p,



To Answer These Questions…To Answer These Questions…

Will this prospect buy anything?Will this prospect buy anything?
– If so,

Will this prospect buy from you?
– If the prospect will buy from you,

Will this prospect buy now?

Requires One More Process Tool…Requires One More Process Tool…



The Zebra Buying CycleThe Zebra Buying Cycle

1
2

Zebra Buying Cycle
Is a process that targets the person 

who is going to buy from you—the personwho is going to buy from you the person
with decision making power, who conceives of 

and owns the business drivers, who is 
responsible for the promises that 

will get the project approved
and for achieving and 

reporting the end
4

results. 3



How Do You Get Started?How Do You Get Started?

P h d d th “Bl d” f S lli tPurchase and read the “Blad” of Selling to 
Zebras

Receive “Advanced Review Copy” (ARC) of Selling to Zebras– Receive Advanced Review Copy  (ARC) of Selling to Zebras,—
July, 2008 no additional charge

Register for Zebra U @ www.sellingtozebras.com g @ g
– Download – Push-button Zebra
– Download – Economic Value Model

U th t b t id S i B ildi Y Z b

What’s a Blad?
A blad is a teaser copy of the complete book. In our
case it is the first chapter Why buy the blad now?

What’s an ARC?
An Advance Review Copy – (ARC) is a special 

copy of a book usually reserved for thought leaders– Use the step-by-step guide Seminar.BuildingYourZebra
– Use the step-by-step guide Seminar.ZebraBuyingCycleCreation  

Call Jeff Koser w/questions 414 659 1494

case it is the first chapter. Why buy the blad now? copy of a book, usually reserved for thought leaders
and molders of opinion.

Call Jeff Koser w/questions 414.659.1494



Do What Others Have DoneDo What Others Have Done

“Our pipeline close rate “Our pipeline close rate 
efficiency increased to 83%...”efficiency increased to 83%...”

Jim StollbergJim Stollberg
SVP Business DevelopmentSVP Business Development

yy

SVP Business DevelopmentSVP Business Development
HK Systems, Inc. HK Systems, Inc. www.HKSystems.com www.HKSystems.com 

Growth in y o y bookings increased 150%Growth in y-o-y bookings increased – 150%
– Increased pipeline close rate from 20-30% to 63% 

first year, 83% second year y y



What will your numbers be?What will your numbers be?

Pipeline Win Rate

Increase in Average Sales Price

Reduction in Sales Cycle Length

Zebra score needed at beginning of 
Quarter, to generate revenue by theQuarter, to generate revenue by the 

end of the Quarter



HOW to CLOSE 90% of the BUSINESSHOW to CLOSE 90% of the BUSINESS 
YOU PURSUE FASTER, MORE 

EASILY and MORE PROFITABLYEASILY and MORE PROFITABLY

Jeffrey A. Koser
(414) 659-1494 

Selling to Zebras, LLC
To Increase Power & Focus


