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At a Glance Sales Guide Top 4 Reasons Why Customer Chooses ACME

In this section, think like a customer. Why would a customer choose you over 
the competition? Come up with a list of your top 4 strong points. The purpose is 
to educate your sellers on your key strengths and the reasons why a customer 
chooses you. Be sure to include a value statement for each point.

Market Landscape & Challenges

Here you will summarize the overall market landscape including the number of 
competitors in your market, the level of intensity of the competition, and the 
market growth rate. Be sure to include your perceived market penetration, 
including your number of customers, ratings and reviews, placement in analyst 
briefings, frequency encountered in sales cycle, and marketing reach. 

    An At-a-Glance Sales Guide is a fundamental sales asset designed to help your 
sellers differentiate your product offering and achieve better results. This concise 
sales asset highlights key elements such as product summary, proof points, 
feature matrix, top use cases, reasons you win, market landscape and questions 
and objection handling in a well laid out, high level format. When it comes to sales 
content, this is one of the most effective sales assets. In this article, we will outline 
the instructions for creating an At a Glance Sales Guide.
 
To get started,                                                             . We suggest including your 
direct competitors, indirect competitors (those who sell to your same client base) 
as well as emerging competitors who will soon be entering the market. 

 
Solutions Summary and Proof Points
 
The first section of the At-a-Glance Sales Guide displays a high level summary of 
your product components and capabilities. Be sure to clearly define proof points 
(unique selling points) that distinguish your product from the competition. A proof 
point generally articulates a specific benefit-one that the competition does not 
offer. Sample proof points may include a free trial, lowest cost, free shipping, high-
est quality. 

 
Competitive Overview/Feature Matrix

Once you have entered your solutions summary and proof points, define the key 
features you wish to analyze (features will vary depending on your product and 
industry). Enter which features are available in your product and your competitions’ 
product offering. This will provide you with an at a glance view of how your feature 
set stacks up to the competition.

Top 4 Use Cases

In the next step, highlight your top 4 use cases. Use cases tell the story of the inter-
action between a customer and a product or service as well as the outcome. Be 
sure to list the use case, benefit and what was learned.

Product Offering

In this part, provide a brief description of your product offering, how it is posi-
tioned in the market and most importantly, why it is worth purchasing. Give your 
sellers important information about your specific features and benefits all while 
focusing on the value provided.

Qualifying Questions & Objections

Finally, talk with your sales department and review the results of your win/loss 
analysis to come up with a list of common qualifying questions. From here, 
create scenarios to each of the questions and come up with counters. 
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