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Know Them! ~ Differentiate!
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prospective customers

Soaring to New Heights!:
Marketing&Sales Synergy
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SELLING

Prospect appts.

Inside sales

Team selling

Demonstrations

Samples
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SELLING PROCESS
Prospecting
Qualifying
Analysis/Consulting
Proposal/Presentation
Closing
Customer Relationship Mgmnt.
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CLOSED SALES ~ CRM

PROMOTION:

Getting the word out

MARKETING
FOUNDATION

THE
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USE MANY  ~  SET GOALS  ~  BE CONSISTENT  ~  TRACK RESULTS


