
  

NEWS RELEASE 

Performance Methods, Inc. Featured in Training Industry Article “The 
Salesperson’s Most Valuable Portfolio: Aligning with What Matters Most to 
Your Customer” 

 

Cary, NC and Atlanta, GA – June 1, 2016: Performance Methods, Inc. has 

been featured in the Sales Training Special Edition of Training Industry 

Magazine with the article The Salesperson’s Most Valuable Portfolio: 

Aligning with What Matters Most to Your Customer.  Authors Steve 

Andersen and Craig Jones explain how to leverage your value portfolio to 

engage more effectively and position for the long term. 

 

Perspectives are offered on how contemporary salespeople “win” by proactively 

and effectively engaging with customers when they are not in the buying process. 

Additionally, insights are provided regarding how top performers build “value 

portfolios” with their customers that include their past proven value, current 

opportunities and future potential “value targets.” Andersen and Jones also 

highlight the power of driving new opportunities through meaningful collaboration with customers, defining the 

six core components of customer value creation and co-creation. 

 

Steve Andersen, President and Founder of PMI commented: “Training Industry’s continued commitment to the 

sales training and best practices community is very impressive and it is our pleasure to offer our perspectives in 

this article, all of which have been gained through our work with industry-leading organizations across the 

globe.” The article can be accessed on the PMI website: http://performancemethods.com/wp-

content/uploads/2016/09/PMI-TI-Summer2016-Article.pdf or directly from Training Industry via the following link: 

http://www.nxtbook.com/nxtbooks/trainingindustry/tiq_2016sales/#/14.            

 

About Performance Methods, Inc.   Based in Atlanta, GA, PMI provides consulting and training services to assist 

clients in the design, development and deployment of customer engagement best practices.  PMI’s unique approach 

provides clients with customized and integrated solutions consisting of sales processes, best practices and 

consultative selling skills.  PMI has been selected by many of the world’s leading corporations as their sales best 

practices partner and has been widely recognized for the innovation, effectiveness and the strength of its 

contemporary suite of customized sales performance solutions.  PMI creates worldwide client value and coverage 

through its global partnership with Mercuri International, the world's largest sales training and development 

consultancy, and is an active participant and sponsor in the Strategic Account Management Association (SAMA), 
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the world’s largest non-profit community of sales best practices.  For additional information on Performance 

Methods, please visit www.performancemethods.com.   

 

About TrainingIndustry.com   Based in Cary, NC, the Sales Training Community of Training Industry, Inc. is 

the most credible, timely and most trusted knowledge community focused entirely on strategies, best practices, 

certification, and emerging trends for Sales Training, targeted specifically to executive decision makers.   

TrainingIndustry.com provides a facilitated marketplace for the training industry that brings suppliers and 

customers together to create valued long-term partnerships.  For additional information on Training Industry, 

Inc., please visit www.trainingindustry.com. 
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