
FOR IMMEDIATE RELEASE 

Trust and Differentiation: The Competitive Advantage  
Modern Sales Teams Have Been Missing 

Trusted Advisor Associates and The Sales Coach Network announce a strategic 
collaboration to help B2B sales teams standout, earn credibility, and create lasting client 

relationships 

Arlington, VA, USA | London, England, UK – 21st July 2026 – Buyers have never had more 
information at their fingertips. Yet for many sales teams, it has never been harder to stand out. 

AI-generated content, increasingly similar messaging, and crowded markets have made 
meaningful differentiation one of the biggest challenges in B2B sales. Every provider claims to 
be different. Every solution promises results. Buyers have become more sceptical than ever, 
making credibility just as important as capability. 

For years, organisations have approached these challenges separately. Sales training has focused 
on differentiation. Leadership development has focused on trust. Yet buyers experience both in 
every conversation, every presentation, and every decision they make. 

Trusted Advisor Associates (TAA) and The Sales Coach Network (TSCN) believe the greatest 
opportunity lies in bringing those two disciplines together. 

Today, the organisations announced a strategic collaboration to develop a new programme that 
combines TSCN’s Sales Accelerator Method with TAA’s time-tested Trust Equation and trust-
building frameworks. Designed specifically for B2B sales leaders, sales enablement professionals, 
and client-facing teams, the programme will help sellers communicate their value more credibly, 
build stronger client relationships, and create meaningful differentiation in increasingly 
competitive markets. 

“In today’s marketplace, the problem isn’t that salespeople have nothing unique to offer. It’s that 
buyers hear similar claims from everyone,” said Les Bailey, Founder and CEO of The Sales Coach 
Network. “If buyers don’t trust what they’re hearing, even genuine differentiation gets lost. 
Bringing together sales differentiation and trust gives organisations a practical framework for 
becoming the obvious choice instead of just another option.” 

“No one wins business on expertise alone, and no one wins it on relationships alone,” said 
Noelle Mykolenko, CEO of Trusted Advisor Associates. “Organisations earn trust through 
consistent actions, authentic relationships, and a genuine commitment to helping clients 
succeed. When those qualities are paired with a clear ability to communicate meaningful value, 



sales conversations become stronger, relationships become deeper, and differentiation becomes 
far more believable.” 

The joint programme will equip sales professionals with practical tools to move beyond polished 
presentations and feature comparisons, building the credibility that earns confidence, creates 
preference, and strengthens long-term client relationships. 

Additional details, including opportunities to participate in a public introductory session later 
this year, will be announced in the coming months. 

About Trusted Advisor Associates 

Trusted Advisor Associates is a boutique consulting and training firm dedicated exclusively to 
helping organisations build stronger business relationships through trust. For more than 25 
years, TAA has helped leaders, professionals, and organisations strengthen trust with clients, 
colleagues, and partners using practical frameworks grounded in decades of research and 
experience. Its Trust Quotient assessment has helped hundreds of thousands of professionals 
better understand and improve their trustworthiness. 

Learn more at www.trustedadvisor.com. 

About The Sales Coach Network 

The Sales Coach Network helps B2B organisations achieve sustainable revenue growth through 
expert sales training and coaching. Its Sales Accelerator Method equips sales professionals with 
practical strategies to create meaningful differentiation and improve commercial performance in 
complex sales environments. 

Learn more at www.thesalescoachnetwork.com. 
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