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and product .
P y, Selling

(Process)

Sales skills

Salesmanship
(skill)

Energy, will, ethics,
honesty & enthusiasm
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1. LEARN

UN LEARN

RE LEARN

BE AT CONSCIOUS STATE TO GET TECHNIQUE
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Present - Y N
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INVESTIGATE

P: (P1 & P2)Probability of buy & Probability of buy from
F: (F1 & F2) Future potential & fund allocation

T. (T1 & T2) Target & Timing
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CONTACT
CLOSE
Objection
Handling

QUALIFY

1. Product Fit and
PRESENT 2. Need Fit
Budget

submission

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
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1. END USER BUYER

2. HEAD OF END USER

3. PURCHASE BUYER

4. HEAD OF PURCHASE BUYER
5. FINANCIAL BUYERS

6. INFLUENTIAL BUYER
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CONDUCT ALWAYS JOINT REVIEW WITH PRINCIPAL —
1.  EXCHANGE BEST PRACTICES
2. MY QUALITY IMPACT THEIR QUALITY
3. JOINT WORKING GROUP

SHARE INFORMATION INTENSIVELY BUT SELECTIVELY

DEVELOP PRINCIPAL TECHNICAL CAPABILITY (MAKE
PRINCIPALS TO DEVELOP BEST PRODUCT )

SUPERVISE YOUR PRINCIPAL WORK (WITH CREATIVITY AND
INNOVATION )

TURN THE PRINCIPAL COMPETITION KNOWLEDGEABLE

UNDERSTAND YOUR SUPPLIER WORK
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1. KEY ACCOUNT MANAGEMENT (KAM)

Intensify business relations
with key customers

Planning of customer specific
marketing strategies, - actions and
promotion

Maintain customer contacts
and communication impulses

Negotiating and coordinating
partner for Key customersto
reduce coordination

Special customer e —— ——t Improve market position
requirements to internal and competitive situation of
departments /forward to Control function, the company

contact person e.g. monitor sales targets




ACCOUNTS MANAGEMENT
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2. STRATEGIC ACCOUNT

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.

_ Execute Value & Deliver o SAM as the Process Leader
1 I‘.13hl e Customer Commitments & Orders of Strategic Customer Value
e obilize 1gn e MRI-Tunchonal ieam = Ensure delivery
' [ =0 & '
GuétlumFr Co DIEWEr]:j& Value “Fit Drive the process | « Maintain quality metrics 0 -
lienl's org slralegy.r. rvers, goals * Involve core experfise & key stakeholders « Document & check impact on
* |Industry & competitive analyses « Create customer alignment customer matrics
+« Buying process maturity
+ Influencers & decision makers
« Yalue "fit" insights and prioritized -
opportunities "\_->
i
-_____-—-
6
4 Realize/Expand Value through Overall
- ot - . Relationship & Outcome Management
2 Finalize Value through Negotiating & Closing o oo e
Co-Create Value * Finalize value proposition W|:Ih .-::ust-::lmer « Measure & strengthen relationship
* Validale the “fil" * Understand customer negotiation goals » Trusted advisor role
+ Provoke innovative solutions * Understand role of competition

+ Blueprint valug proposition & “monetize™ it~ * Finalize master agreement
« Define customer engagement siralegy




ACCOUNTS MANAGEMENT YA
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3. TARGET A/C L

Improve sales results by focusing on "target" accounts.

D |
iy -y

CURRENT
THINKING Create detailed actions to ACTION

Create broader perspective develop our relatignships PLAN
on my opportunities and our opportunities

through analysis




STANDARD PROCEDURE OF PRODUCT OR PRINCIPAL .-
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Identify the potential

users/requirement.
Market research on

understanding the TAM and SAM '~

Impart training on
the application and
products to our
team in India

Classify as Tier 1, Tier2
and Tier3 customers

Send hard copies or
catalogues

To arrange workshop at
common forum

To arrange presentation/
Seminar at Labs/suitable place




PROTOCOL FOR ARRANGING PRESENTATION/WORKSHOP
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ASSESS OBJECTIVE AND $$$

GENERATE A CONTACT

CONFIRMED INVITEE LIST LIST FOR PROGRAM

PERSONAL VISIT TO

INVITE
DISTRIBUTE TASKS AMONG

INTERNAL TEAM

FAX LIST AND INVITEE LIST TO
BE GIVEN TO RESPONSIBLE
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1. DO MORE WITH LESS

2. 15T RULE USE YOUR BEST JUDGMENT, 2NP RULE, THERE IS NO 2N\P
RULE

3. DO IT RIGHT AT FIRST TIME
4. BE LOGICAL NOT CYCLONICAL

5.  BE INNOVATIVE AND CREATIVE

6. DIFFERENTIATE YOUR PRODUCT OR SERVICE
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Thank You



