
Industry Acumen
Industry Acumen from BTS helps sellers to position value for their 
company in a way that is tailored to the listener.

Whether they are new to verticals, or already working in a vertical, or in consulting or solution 
architect roles, they will benefit from the up-to-date knowledge of the different industry 
verticals in which they work.

Sales cycles have become more unpredictable. And sellers must interface with an increasing 
number of different stakeholders, from the Chief Financial Officer to the line of business 
leader to the Customer Experience team. Digital transformation has blurred the lines of 
responsibility for a new initiative. 

The opportunity to accelerate the sales process by connecting to the priorities of more 
stakeholders in the context of their industry vertical has been recognized by many of BTS’ 
clients. Examples of their implementation and results are included here.
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Things to Consider
The objective is to equip sellers to articulate how their solutions accelerate customer 
business results.

BTS’ current library of content covers 20 different industry verticals (and counting), giving 
the sellers the opportunity to put themselves in the customer’s shoes and think about the 
key initiatives by subvertical. Then, we return them to their own roles as Enterprise sellers, 
consultants, or solution architects, and understand the different roles played by customer 
executives across the functions and organizational levels.

• Automotive 

• Civilian Government

• Consumer Goods

• Defense

• Education - Higher 
Education

• Financial Services - 
Banking

• Financial Services - 
Capital Markets

• Financial Services - 
Insurance

• Financial Services 
- Wealth & Asset 
Management

• Healthcare Medical 
Devices

• Healthcare Payer

• Healthcare 
Pharmaceuticals

• Healthcare Provider

• IT Enabled Services

• Manufacturing 
- Discrete 
Manufacturing

• Manufacturing 
- Process 
Manufacturing

• Media & 
Entertainment

• Power and Utilities

• Public Safety & 
Justice

• Retail 

• Telecommunications

Third, and most important, we then give the learners the opportunity to practice delivering 
their value pitch to the set of key executives they have chosen. The way that they position 
value will vary depending upon the different executive roles and functions to whom they are 
speaking.
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Example Implementation
In one client implementation, the Industry Acumen experience has been built for 5000 new-
to-verticals learners. They were given the option to choose their vertical of choice from 
among a list of 18, then went through a six-hour simulation. 

The experience starts with an immersion in the trends and imperatives for decision makers 
in that industry vertical. Then, it returns the learners to their roles as sellers and walks them 
through the different goals and initiatives that each of the key C-level leader faces in a 
fictitious target customer. Finally, the learners develop their ability to pitch the value that 
their company has to offer in a way that is targeted to the different C-level decision makers.

Having finished the simulation in one industry vertical, the learners have the option of going 
back and selectively consuming the content for additional verticals. This is particularly 
relevant when an Enterprise seller could cover as many as four different industry verticals.

Use cases 

BTS has developed a library of content 
across these 20 verticals that can be 
leveraged for different use cases

For example:

A “primer” for sellers who are  
new to verticals, or consultants 
who are switching verticals.

An “up-skilling” for sellers already 
working in a vertical, who need to 
learn to speak with more senior 
leaders or different functions.

An “immersion” for technical 
sellers or solution architects 
who need to take their in-depth 
knowledge and apply it to the 
reality in particular verticals.

Form Factor 

The content is built as a moments-based 
simulation which can be consumed in a way 
that is entirely self-paced. Some clients 
prefer to deliver the content with a live 
debrief session; others choose to use pre-
recorded videos. Either way, the content 
is entirely appropriate for delivery to a 
global audience with most of the content 
available at the learners’ convenience.

We have some clients who choose to use 
the entire library of industry verticals, and 
others who prefer to focus on a subset of 
verticals.
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Business and  
Behavioral Impact

A professional services firm measured impact  
(business acumen and go-to-market methodologies) 
with a client.  

• 100%: valuable learning experience and worthwhile investment

• 83%: content relevant to work 

• Within 3 months, >85% learning application, resulting in either immediate additional 
revenue, cross service line opportunities, or increased client satisfaction

• Within 6 months, >$460,000 increase in pipeline per participant
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$–
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Industry Simulations 
Feedback: Cloud service 
provider client

To have 150 people engaged and participating  
in learning for 4 hours was amazing...Amazing way  
to learn and in real time apply decisions and 
understand outcomes! 

– Retail, AMER

I have gotten so many  
messages from your collective 
teams on how amazing the 
session was. This is a standard 
moving forward, in my opinion... 
excited to work with you all 
closer this year.

– Retail, AMER

The clarity that the exercise gave 
from “being in their shoes” was 
invaluable. I won’t be able to 
unlearn this.

– Retail, AMER

The critical nature of 
understanding each decision 
maker’s roles and objectives  
to delivering the CSP targets 
and vision.

– Telecom, AMER

The most insight I’ve had into the industry  
since joining. Feel like I have tools to be successful  
with customers.

– Manufacturing, AMER

This was fantastic for understanding the  
industry as well as learning (and networking)  
from co-workers who have been living and  
breathing this for years!

– Consumer Goods, AMER

Way more confident to talk to media companies 
about their business.

– Media and Entertainment, AMER
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Next steps
Step 1 
Based on your company’s needs, a BTS representative 
can tailor an industry solution to your team. We can 
deliver as a self-paced or facilitated experience.

Step 2 
Once we’ve decided on the scope, we can determine the amount of customization 
required. For new learners, the initial content about industry verticals is agnostic 
to your company. In the case that the objective is to develop specific content 
related to your buyers and value proposition, additional research and development 
by BTS will be required.

Step 3 
Following the course, we can help your sellers practice their craft with live 
coaching support. Practice in a safe environment with feedback is the best 
way to gain confidence and competence in advance of conversation with senior 
executives.
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