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Market Analysis

demo-
graphics

psychographics

Quantitative Analysis

Strategic Planning



Product Definition

Positioning

Sales Process and Channels

Roll-out Process



Development Contract

External Specification

Implementation





Advertising

Web

Direct Response

Literature



Broadcast

Public Relations



Trade Shows

Se ing objectives

Non-se ing objectives



Lead Generation

AI“Inactive” “Active”

“Goal Shared”

“Champion”

“Evaluating”

• Pro/reactive contact made
• Interest expressed
• Initial Conversation scheduled

• Goal(s) shared with seller
• Conversations documented
• Sales process letter sent

• Solution(s) developed
• Solution(s) documented & confirmed
• Access to key players agreed to

• Key player interviews in process
• Goals(s) and solution(s) verified
• Key players sequence of events

• Signed documents
• Updated CRM with
   competing vendor info.

• Verbal approval received
• Contract negotiation in
  process

• Proposal issued &
  outstanding

• Update loss report with
   vendor, no decision or
   reason for walk

• __# steps in plan?
• __# steps in plan complete?
• plan complete?

G

C

E

Win Verbal Proposal Loss/Walk

(������
�����

/��
���������
2����


�����
���



White Papers

Presentations and Webinars


