FREQUENTLY ASKED QUESTIONS ON MAJOR ACCOUNT SALES STRATEGY: NO. 1

What are the major stages of
an effective selling strategy?

Too many sales organizations model their selling strategy on a sequence of steps that salespeople
are expected to perform - prospecting, qualifying, fact-finding, etc. Our research reveals that an
effective selling strategy must focus on the stages the customer goes through in the decision
making process, not the steps the salesperson takes in making the sale. Here’'s how it's best done.
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