
How to Design 
a Sales Process

DEEP UNDERSTANDING
LEADS TO GROWTH



Grow & Develop
Your sales pipe if you don’t
know what you are doing?

HOW CAN YOU



Sales Process
WHAT IS A

A sales process is the typical series
of predictable events, or phases,
required to sell a product
or a service. 



Sales Process
NOTE, THAT

Can vary greatly among organizations, products & services. Ultimately, every sales manager 
must ensure that their sales process & its corresponding phases are as short as possible.

prospecting initiate
contact

identify
needs

present
offer

manage
objections

close
a sale



Higher Conversion
WHY SHOULD I DEFINE THE SALES PROCESS?



Bigger Deals
WHY SHOULD I DEFINE THE SALES PROCESS?



Less Time
WHY SHOULD I DEFINE THE SALES PROCESS?



Before You Start
THE CREATION IS NOT A STRAIGHT LINE

YOU ARE  
PROBABLY HERE



Great Design
THE CUSTOMER

Starts from the right
perspective



Steps to Define a Sales Process
SEVEN

Customer
buying
process

STEP 1

Sales
stages

STEP 2

Objectives
for each
stage

STEP 3

Define
actions

STEP 4

Sales
tools

STEP 5

Marketing
tools

STEP 6

Continue
to improve

STEP 7



The Challenge
Is to make the sales process
intuitive and sharp

REMEMBER



Sales Process – Marketing + Sales
EXAMPLE COMPLEX SALES PROCESS

Sales Process
Marketing plus Sales

EXAMPLE

In this example marketing and sales processes
are well aligned and are collaborating. 

The first 4 steps are marketing/sales related where automated
lead nurturing helps the sales team understand what leads
that are interesting using tools like Hubspot.

Once the lead is converted into an opportunity the sales team
focus on creating a value-based proposition and get the project 
confirmed with the prospect decision makers.

comment

0.1 Attract Strangers & Generate Leads
0.2 Build Interest & Create Vision
0.3 Marketing Qualified Lead MQL
0.4 Sales Qualified Lead SQL 

1. Qualified
2. Solution Definition 
3. Proposal Submitted
4. Shortlisted
5. Project Confirmed
6. Contract Negotiation
7. Contract Closure
8. Closed – Won

http://www.hubspot.com/


Example Clean Sales Process
CONCRETE COACHING + SALES & MARKETING TOOLS

Exploration Interest
and Revenue

Confirmed

Solution
Approved
Internally

Detailed
Plan

Contract
Closure



Thank
You

DEEP UNDERSTANDING
LEADS TO GROWTH


