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1.  Why doesn’t the customer care 
about your product? 

2.  How do you build a sales process? 

3.  What’s the one thing you need to 
do next? 
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Think of a Prospective Customer 



+

1.  Why doesn’t the customer care 
about your product? 

2.  How do you build a sales process? 

3.  What’s the one thing you need to do 
next? 

 











+
Why [People at] Enterprises Buy 

 

+ Revenue 

 

+ Efficiency 

 

- Cost 

 

- Risk 



Stated vs. Actual Needs 
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Stated Need:  

“We’re looking for a new web meeting software.” 

 

Actual Need:  

“Our sales reps aren’t closing enough business.” 
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Implied vs. Explicit Needs 



+ “What job are your customers 
hiring you to do?” 

      -Clayton Christensen  
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5 Whys 



+
Problem Trees 
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USER BUYER 

 

ECONOMIC BUYER 

TECHNICAL BUYER
   

PRODUCT CHAMPION 

Buyer Types 
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Value Statement Construction 

1.  It’s not what your product does. 

2.  What customer needs does your 
solution satisfy? 

3.  Think numbers. 
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Competition & Objections 

“Just because you think everyone’s 
out to get you doesn’t mean they 
aren’t.” 
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Stages + Stalls 

A. Qualification 

 1 . NEEDS ANALYSIS 
B. Initial Demo 

 2. EVALUATION OF TOPIC 

C. Proposal  Work Plan 

 3. RESOLUTION OF CONCERNS  
D. Technical Demo 

 4. IMPLEMENTATION   
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Key Metrics & Milestones 



+
Sales Mapping 
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Who’s in control of the next step? 
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For your prospect to implement your 
solution, what would you do: 

n In the first minute? 
n In the first hour? 

n In the first day?  
n In the first week? 

n In the first month? 
n In the first quarter? 

n In the first year? 
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For your prospect to buy your solution, what 
can you do: 

n In the next minute? 
n In the next hour? 

n In the next day?  
n In the next week? 

n In the next month? 
n In the next quarter? 

n In the next year? 
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Implementation & Support 



+  
A few more things about [Enterprise] 
Sales… 
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The sale always takes longer 
than you think it should and 

longer than the prospect tells 
you it will. 

 
 

Assume 1 month per $10,000 



 The decision-maker that 
counts the most is usually 

invisible to you. 



There is always more than 
one decision-maker. 



It’s never about price. 
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So… 

1.  Why doesn’t the customer care 
about your product? 

2.  How do you build a sales process? 

3.  What’s the one thing you need to 
do next? 
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Improve Sales Performance 
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