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Printed on the RICOH Pro C7100X Series with 5th Color Neon Yellow Toner

Your next big 
opportunity 
starts with Ricoh. 
Having the right equipment in place 
to meet evolving market trends and 
customer demands is crucial to success.

With the RICOH Pro C7100X Series you can offer your clients 
more—and take your business further. Produce dazzling color 
output that’s more affordable for your customers—and more 
profitable for you.

This innovative 5th Color Digital Production Print System 
empowers you with the ability to print oversized media and 
explore new creative applications with Clear, White, and Neon 
Yellow Toner. Turn imaginative designs into captivating work 
with a broad range of substrate choices including synthetics, 
dark media, and simulated metallics.

To explore the possibilities, talk your Ricoh Sales Rep or visit  
RicohBusinessBooster.com/5thColor
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for over 25 Years!

The Larry Hunt newsletters are the best industry 
source for the latest pricing and performance information on 
hundreds of different high speed copiers and printers. 
A subscription to the Larry Hunt newsletters can result in 

significant savings on your next equipment purchase.

Larry Hunt newsletters provide valuable information on:

   “Street Prices” on popular high speed & color models - great for negotiating

Performance reports from equipment users like you

  Results of user surveys

To order, visit our website at www.larryhunt.com or

call Dirck Holscher at 540-336-3360.

ATTENTION:

We are looking for print owners  
who would like to tell us their story!
We want to know what is making you successful and would 
like you to share with the other print owners. Are you 
celebrating a milestone in your business, we want to 
hear! Do you have something special that you do (like the 
samples from our One Minute Spotlight at the conference) 
that you would like to share with others to help them?
Please send all comments and  
suggestions or stories to 
Newsletter@printowners.org

For more advice on this subject, see the Gimbel & Associates 
blog post “Getting to Yes” (www.rogergimbel.com).

Another important consideration in successful sales cycle is 
understanding the dynamics of a Top Down or Bottom Up approach. 

Each approach can produce results. With a structured process to 
gain clarity on goals and objectives, you may find it easier to gather 
data starting from the bottom up. When developing arguments 
about the monetary impact of a solution, working from the top of 
an organizational structure is more effective.

Either way, you must clarify the next steps in the decision 
process, identify the key decision makers involved, and define 
the value proposition to the unique priorities of each of the 
stakeholders. These individuals may change over time.

Clear and concise communication throughout the sales 
process is essential. Record all action items from meetings. Create 
short, clear presentations and follow-up communications that 
can be understood by those who did not attend the meeting. 
Your documents, emails, and presentations must sell for you 
when you are not in the room. They must connect with decision 
makers you may not get to meet until later. Raise the bar in your 
communications.

Samples and Demos
Samples, demonstrations, mock-ups, and proof-of-concept 

materials are all important. Presenting these items are key in an 
effective sales process. You can make a big difference in your sales 
success rate by selecting the right way to use them.

Do not present samples at the first meeting. You don’t have 
enough information yet about the client’s objectives, their 
decision-making processes, or the people involved. You first need 
to define customer’s objective and then present the materials in 
a light that reflects upon the customer perspective. By showing 
materials and mock-ups too soon, chances are good you’ll miss the 
mark and lose credibility. . You may need to customize the sales 
tools to the customer.

Only present visual examples after you are clear about the 
desired results and how your solution aligns with your client’s 
goals. Identify the decision makers and critical influencers. Then 
demonstrate how the value proposition of your solution meets 
their defined needs and the needs of their customers. 

Successful Solution Selling
Remember that customers are not buying print. If you’ve made 

a solution sale, they have agreed the print service provider will 
enable them to achieve their business goals, resolve their issues, 
show a return on investment, and impact their end-customers. 
They are buying results from the printer, not paper and ink. Use 
the tips above to change your approach and win more often.

Know Your Customer’s  
Value Proposition
Continued from page 21
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