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Indicators deciding type of Sales Process?

Relational

Client involvement 

Perceived Risk

Product complexity

Price

Transparency & Comparability

Transactional

Hybrid
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Sales Approaches: Communication 

› Credible 

› Trustworthy

› Meets customer needs & ambitions

› Addresses pains and challenges 

Authentic

1

23

Effective Value 
Propositions

› Inferior Alternatives

› Must be defensible 

Differentiated

Value Based

Desired value

Offered value

Effective VP
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Data and research:

Approached

Qualified Solution

Initial Demo 
Conducted

Scoped Offer Sent 

Offer Presented

Offer Adjusted 
Contract Sent Won 

Prospected 

Initial Demo Scheduled

Sales Process: Hybrid example

Marketing Automation:

CRM and sales process:

Dashboards and BI:

Sales & Marketing Tech Stack 
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Data and research:

Pre-approach

Approached 
Semi-qualified

Sales Meeting
Conducted

Followed-up and 
Scoped

Scoped

Business Case 
Presented 

Negotiated Accept

Prospected 

Sales Meeting 
Scheduled

Business 
Case sent 

Marketing Automation:

CRM and sales process:

Dashboards and BI:

Approached
Pre-qualified  

Sales Meeting
Post-qualified

Follow-up Meeting 
Conducted

Business Case and 
Structured

Sales Process: Relational example

Sales & Marketing Tech Stack 

https://radiant.dk/artikler/

