
S A L E S  P R O C E S S  &  S K I L L  T U T O R I A L



SALES PYRAMID

Application –
knowledge on program 

and product

Sales skills

Energy, will, ethics, 
honesty & enthusiasm

Selling

(Process) 

Salesmanship 

(skill)



TECHNIQUE



PROCESS

KNOW

CONTAC
T

QUALIFY

INVESTIGAT
E

PRESENT

Need Fit 

Product fit

Objections 
Handling

CLOSE

INVESTIGATE  
P: (P1 & P2)Probability of buy & Probability of buy from us

F: (F1 & F2) Future potential & fund allocation 

T: (T1 & T2) Target & Timing



KNOW

QUALIFY
1. Product Fit and 

2. Need Fit 

INVESTIGATE
PFT   P: (P1 & P2)Probability of buy & Probability of buy from us

F: (F1 & F2) Future potential & fund allocation 

T: (T1 & T2) Target & Timing

CLOSE
Objection 

Handling

PRESENT
Budget 

submission 

PROTOCOL - SALES PROCESS

CONTACT



TYPES OF BUYER



PRINCIPAL RELATIONSHIP MANAGEMENT



ACCOUNTS MANAGEMENT



ACCOUNTS MANAGEMENT

is a company-wide initiative in complex, highly matrixed organizations which focuses on 
building strong and mutually beneficial relationships with a company's most 
important customers and partners.



ACCOUNTS MANAGEMENT

Improve sales results by focusing on "target" accounts.



Market research on 
understanding the TAM and SAM

Identify the potential 
users/requirement.

Classify as Tier 1 , Tier2  
and Tier3 customers

Send hard copies or
catalogues  

To arrange presentation/ 
Seminar at Labs/suitable place 

Impart training on 

the application and 

products to our 

team in India

To arrange workshop at 
common forum

STANDARD PROCEDURE OF  PRODUCT OR PRINCIPAL 
LAUNCH



ASSESS OBJECTIVE AND $$$ 

DISTRIBUTE TASKS AMONG

INTERNAL TEAM

PERSONAL VISIT TO

INVITE

CONFIRMED INVITEE LIST

FAX LIST AND INVITEE LIST TO

BE GIVEN TO RESPONSIBLE

PROTOCOL FOR ARRANGING PRESENTATION/WORKSHOP



SALES TIPS..



Thank You


