
Copyright © SYSPRO. All rights reserved.

All brand and product names are trademarks or registered trademarks of their respective holders.

GLOBAL SALES SUMMIT

JP van Loggerenberg

Trusted Advisor



GLOBAL SALES SUMMIT



GLOBAL SALES SUMMIT



GLOBAL SALES SUMMIT

Building trust is a process. 

Trust results from consistent

and predictable interaction 

over time. 

– Barbara M White
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TRUST – Fundamentals

1. Trust requires trusting and being trusted

2. Trust is personal

3. Trust is about relationships

4. Trust is created in interactions

5. There is no trust without RISK

6. Trust is Paradoxical e.g. best way to gain credibility is to admit….

7. Listening drives trust and influencing

8. Trust is instantaneous and delayed time based

9. Established trust is strong durable

10. You get what you give
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The Customer Relationship Evolution

We 
solve 

tomorrow’s 
challenges today.

Customer
“I come to you because 
I trust you with what I 

need today.”

Customer:
“You understand me & solve my pain 

points.”

Customer:
“I’m happy to pay a premium because I see the 

value”

Customer:
“I come to you because you’re cheap and I’ve already 

decided what I want to buy”

Business Partner

Unique Provider

Transactional

Solution Supplier

Value Added Seller
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Project Closure, 
Enhancements 
Identification & 

Handover to Support 
Services

Post Contract 

Implementation
Sales and Pre-sale 

Prospect Engagement

Upsell & Cross-sell

Our Approach: Trusted Advisor

SYSPRO Analyst Roadshow

BAU 

Support 

Services
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