
Providing solutions that include 
information management, digital 
transformation, secure storage, 
secure destruction, as well as data 
centers, cloud services and art storage 
and logistics, Iron Mountain helps 
customers lower cost and risk, comply 
with regulations, recover from disaster, 
and enable a secure transition into a 
more digital way of working. To meet 
the evolving needs of the market, Iron 
Mountain has continually expanded 
its portfolio of solutions to include a 
wide array of digital services, as well 
as cloud storage and data migration, 
requiring their sales team to evolve 
how they engage and co-create value 
with customers.

THE OBJECTIVE

To make this transition required a 
sales approach that focused on value 
co-creation, as well as the business 
outcomes that Iron Mountain’s 
solutions deliver. Zach Horn, Senior 

Director and Head of Sales Enablement, 
explained that “In order to prepare 
for an expanding solution set and 
customer base, we needed to make our 
sales team comfortable having value-
based conversations that tie directly to 
their customer’s business objectives.” 

    WE NEEDED TO MAKE OUR 

SALES TEAM COMFORTABLE 

HAVING VALUE-BASED 

CONVERSATIONS THAT TIE 

DIRECTLY TO THEIR CUSTOMER’S 

BUSINESS OBJECTIVES.

This also meant equipping 
salespeople to have these value-
based conversations with customer 
stakeholders they had not previously 
engaged.

Horn and his Sales Enablement team 
set out to find a sales methodology 
that would fit Iron Mountain’s 
business, and align with the needs 
and expectations of their experienced 
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global sales organization. After 
extensive research and evaluation, Iron 
Mountain partnered with Performance 
Methods, Inc., a sales performance 
consulting and training organization that 
delivers customized solutions to global 
companies.

THE SOLUTION

“It was important that we partner 
with an organization that would invest 
the time and effort up-front to truly 
understand our business and our 
objectives,” offered Beth Enright, 
Senior Manager of Sales Leadership 
Development. “PMI’s consultative 
process provided us with confidence 
that the solution we were implementing 
would be based on our needs. Their 
ability to customize their methodology 
resulted in a strong fit with our 
requirements, as well as the flexibility 
we were looking for.”

To accomplish this transition “required 
a more customer and value-focused 
sales approach,” said Enright – “and 
the clarity and simplicity of PMI’s 
sales methodology resonated with Iron 
Mountain’s leadership.” Stephen Fahey, 
Vice President of Sales, offered this 
perspective: 

“Our solutions set is growing, and we 
have the ability to deliver value to 
our customers to address what might 
have been unmet needs in the past. By 
helping the customer understand the 
business value that we can provide, 
the focus of the conversation shifts 
from product and price, to solution and 
value.”

    PMI’S CONSULTATIVE PROCESS 

PROVIDED US WITH CONFIDENCE 

THAT THE SOLUTION WE WERE 

IMPLEMENTING WOULD BE BASED 

ON OUR NEEDS.

PMI’s value selling methodology and 
framework provided just such a platform 
for the Iron Mountain sales team. In 
the words of Jason Murray, Managing 
Director for Enterprise Accounts:

 “The needs of our customers have 
changed, and as an organization, we 
must evolve to meet those needs. 
Initiating customer engagement from 
the viewpoint of how we can partner 
to co-create value is an approach that 
not only sets our customers up for 
success, but sets us up for success, as 

well. Today’s customers prefer to be 
consulted, advised and educated on the 
things that align with what they define 
as value.” 

With PMI’s Outcome-Based Selling 
program, salespeople conduct in-depth 
value co-discovery discussions with 
key customer stakeholders, capture 
and validate their feedback, and align 
Iron Mountain’s solutions and unique 
business value with customer challenges 
and objectives.

    BY HELPING THE CUSTOMER 

UNDERSTAND THE BUSINESS VALUE 

THAT WE CAN PROVIDE, THE FOCUS 

OF THE CONVERSATION SHIFTS 

FROM PRODUCT AND PRICE, TO 

SOLUTION AND VALUE.

GLOBAL DEPLOYMENT

With the objective of deploying 
Outcome-Based Selling across the 
globe, PMI and Iron Mountain developed 
an implementation plan that would 
leverage PMI’s global network of training 
and consulting resources, as well as 
Iron Mountain’s internal training and 
Sales Enablement staff. The program 
was launched with an effective 
communications strategy (complete 
with promotional videos), and reinforced 
with post-training interviews in which 
salespeople shared their Outcome-
Based Selling successes with peers.

This partnership helped gain buy-in 
and ensure alignment and consistency 
of content and messaging across 
the organization, a factor that has 
contributed to Iron Mountain’s success 
with Outcome-Based Selling. Peter 
Nickel, Managing Director of Banking, 
Financial Services and Insurance 
provides these insights regarding 
deployment: 

“Outcome-Based Selling provides us 
with methodology and tools to help 
us better understand the client, their 
objectives, as well as how we can 
help them engineer true value and 
achieve the business outcomes that 
are important to their success. This 
approach will be fundamental to our 
success going forward, and ultimately 
determine how we are going to drive 
value creation with clients, but the 
biggest beneficiaries of Outcome-Based 
Selling will be our customers.”



    OUTCOME-BASED SELLING PROVIDES US WITH 

METHODOLOGY AND TOOLS TO HELP US BETTER 

UNDERSTAND THE CLIENT, THEIR OBJECTIVES, 

AS WELL AS HOW WE CAN HELP THEM ENGINEER 

TRUE VALUE AND ACHIEVE THE BUSINESS 

OUTCOMES THAT ARE IMPORTANT TO THEIR 

SUCCESS.

“The training introduced a roadmap and approach to a 
methodology that empowers our sales professionals to 
facilitate impactful, value-focused conversations with 
their customers,” said Enright. 

“And by working with real accounts and opportunities, 
it made everything relevant – when the workshops 
concluded there were takeaways that could be 
immediately put to use.”

MEASURING THE IMPACT

While still early in deployment, Iron Mountain is already 
realizing the benefits of Outcome Based Selling, 
tracking successes and celebrating wins across the 
organization. Salespeople are socializing their stories 
of value co-creation with peers, which aren’t strictly 
about “closing the deal.” They’re also about the 
impact of selling value rather than the more traditional 
“product-focused” sale, and how the delivery of 
business outcomes accelerates the growth of trust-
based customer relationships. By effectively sharing 
successes and Iron Mountain’s past proven value 
internally, momentum and insights are gained by all 
customer-facing team members.

Outcome-Based Selling is providing Iron Mountain’s 
cross-functional sales teams with the best practices, 
skills and tools needed to take customer engagement 

and value co-creation to the next level of effectiveness, 
and the early results are providing proof of this. Iron 
Mountain is tracking the opportunities featured in the 
Outcome-Based Selling workshops, and reports an 
increase of over 50% in current value as compared 
with pre-workshop estimates. Lisa Petrielli, Vice 
President of Sales and Customer Development for 
Canada, is measuring the impact that Outcome-Based 
Selling is having on her team’s successes and offers 
this perspective:

“As of October 2021, our year-over-year bookings are 
up 52%. We can point to key wins that were booked 
sooner than planned because of the insights our 
salespeople received from the sales talent diagnostic 
and Outcome-Based Selling training we conducted.”

“Co-creating the value of the customer outcome with 
the customer has generated strong alignment with our 
account action planning program. With the outcome 
in mind, we have seen big ideas evolve into real 
opportunities that we win. We have seen opportunities 
that inform our next big ideas and ongoing account 
strategy. There’s no looking back now!”

 - Philip Heineman Senior Manager, Sales Programs 

    WITH THE OUTCOME IN MIND, WE HAVE SEEN 

BIG IDEAS EVOLVE INTO REAL OPPORTUNITIES 

THAT WE WIN. WE HAVE SEEN OPPORTUNITIES 

THAT INFORM OUR NEXT BIG IDEAS AND 

ONGOING ACCOUNT STRATEGY. THERE’S NO 

LOOKING BACK NOW!


