ML man Strategic Selling. — Strategic Analysis

Account/Prospect:

Date: Salesperson:

Current Volume:

‘Total Potential Volume:

Sales Revenue/Units

Close Date

BUYING INFLUENCES ROLES DEGREE OF
. INFLUENCE
E = Economic U = User
T=Technical  C~ Coach H = High
M = Medium
L= Low

My Position vs. Competition:  Only Alternative  Fre
Place in Sales Funnel: Universe Ab

Timing for Priorities: Urgent Ac

MODE

G = Growth EK = Even Keel
T = Trouble OC ~ Overconfident

NOTE: Win-Results Statement: a short statement o
Influence attains when important measural

BUYING INFLUENCES INVOLVED
Name, Title, Location

DEGREE
ROLE OF MODE
INFLUENCE

BUYING INFLUENCE’S KEY WIN
Win-Results Statement

SUMMARY OF MY POSITION TODAY

POSSIBLE ACTIO

A good sales strategy leverages Strengths an

STRENGTHS




