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What is the difference between sales, marketing & 
business development
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What is sales, marketing & business 
development

Understanding Sales



In the simplest terms, business 
development can be summarized as 
the ideas, initiatives and activities 
aimed towards making a business 
better. This includes increasing 
revenues, growth in terms of business 
expansion, increasing profitability by 
building strategic partnerships, and 
making strategic business decisions. 

Introduction – What is business development





What is Sales About 

Sales is the air a company breathes. Without sales, growth stagnates – which 
can end the life of an organization.
Most organizations start with a business owner selling themselves and a 
product they are passionate about. People who believe deeply in what they 
do can often sell a product – if only because their blood, sweat, and tears 
are intoxicating to customers. But what happens when that next seller 
comes into the organization? And then another, and then yet another?
You can try to train other people to sell exactly like you did – but, truth be 
told, there’s no guarantee it will work. Building a sales team is about direct, 
authentic relationships between customers and new sellers. It’s following a 
process or methodology.
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Sales Methodology

Understanding Sales



Sales may seem like magic, but anyone who has 
been there knows hard work goes into it.

The art of selling is unique to each business, the 
goals they are looking to achieve, and the culture.

In the selling world, the terms “sales process” and 
“sales methodology” get thrown around a lot. You 
may think they’re interchangeable. If you think so 
… think again.

In fact, a sales process and sales methodology are 
quite different. So, what are the differences 
between your sales process and methodology, and 
when do you use each?

Sales Methodology



Professional Selling Process 
The professional selling cycle consists of 7 interacting, overlapping steps as 
follows:

Prospecting and 
Qualifying

Planning the Sales 
Call: The Pre-

approach

Approaching the 
Prospect

Sales Presentation 
and Demonstration

Negotiating 
Resistance and 

Objections

Confirming and 
Closing the Sale

Following Up and 
Servicing the 

Account

Let us look at each 
in detail.
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Sales process is the interpersonal communication process 
in which a seller uncovers and satisfies the needs and 
wants of a prospect to the mutual, long-term benefit of 
both parties.

What Is A Sales Process



A sales process serves as a guideline to help sales reps 
determine proper next steps to bring prospect through 
the buyer’s journey to that final sale.

Your sales process might look different than other 
companies. A sales process should be unique to your 
business based on your industry, market, products, and 
customer base.

It’s important to establish a sales process before you start 
searching and finding prospects. With a defined process 
in place, there won’t be any loose ends. Your sales team 
will have the right steps in front of them to discover, 
nurture, and gain new customers.

What Is A Sales Process



1. Sell benefits, not features.

The biggest mistake entrepreneurs make is in 
focusing on what their product or service is. 

Rather, it's what it does that's important. "A health-
food product contains nutrients that are good for 
the body. That's what it is. What the product does 
is make the customer thinner, more energetic, and 
able to accomplish more with less sleep“. "Always 
concentrate on how your product will benefit your 
customer."

Some Key Secrets Of Successful Selling 



2. Write out your sales presentation.

Making a sales presentation "isn't something 
you do just like that,". Always use a written 
presentation. Think about the six major selling 
points of your product or service. 

Develop leading questions to probe your 
customer's reactions and needs to each selling 
point. "This will help you determine what 
objections your prospect might have, so you can 
show how your product or service can meet 
their needs.

Secrets Of Successful Selling 



The basic structure of any sales presentation includes six 
key points: build rapport with your prospect, introduce 
the business topic, ask questions to better understand 
your prospect's needs, summarize your key selling points, 
and close the sale. "Always begin the process by first 
visualizing a successful outcome,

Secrets Of Successful Selling 



3. Get face to face.

There is no shortcut to the personal approach. Get one-on-
one with your customer--if not in person, at least by phone.

Understand the Prospect: It’s Not All About You

Build rapport. Before discussing business, build rapport with 
your prospect. To build rapport, do some homework. Find 
out if you have a colleague in common. Has the prospect's 
company been in the news lately? Is he interested in sports? 
"Get a little insight into the company and the individual so 
you can make the rapport genuine.

Secrets Of Successful Selling 



4. Offer a first-time incentive.

Offer your prospect something significant, so if they do like 
your product or service, they'll be inclined to make a 
decision now, rather than wait a few days or put off the 
decision indefinitely. 

First-time incentives might include: "10 percent off with 
your purchase today" or "With today's purchase, you'll 
receive one free hour of consultation."

Secrets Of Successful Selling 



5. Use testimonials. People might not believe your product 
or service can do what you say it will. You can overcome this 
disbelief by having a past or present customer praise you 
and your company. 

Testimonials are usually written in the customer's own 
words, are surrounded by quotation marks, and are 
attributed to the individual. They can be used in sales 
letters, brochures and advertisements.

Secrets Of Successful Selling 



6. Offer a 100-percent guarantee.

Let your customers know their satisfaction is guaranteed. "A 
good return policy minimizes customer objections and 
shows that you believe in your product or service. 

Product guarantees should be unconditional and should not 
include hidden clauses, like "guaranteed for only 30 days." 
You can use a guarantee even if you're selling a service: 
"Satisfaction guaranteed. You'll be thrilled with our service 
or we'll redo it at our expense."

Secrets Of Successful Selling 



5. Ask for feedback.

If you want to improve your sales presentation or your 
relations with your customers, ask them what you need to 
do to maintain and increase their business. "Many 
customers have minor complaints but will never say 
anything. They just won't buy from you again. "If you ask 
their opinion, they'll be glad to tell you, and to give you the 
chance to solve the problem.“

Secrets Of Successful Selling 



Module

Sales Methodology

Understanding sales



Unlike a sales process, a sales methodology isn't 
applied to the entire sales cycle; rather, it focuses in 
one or more area of a sales process and builds 
unique approaches based on a business’s goals, 
culture, and values. It’s more of a strategy.

A sales methodology is your “how” of selling!.

While a sales process should be unique to each 
business, many businesses can still apply the same 
sales methodology. A sales methodology reflects 
who you are as a business, encouraging you to 
focus on your values and culture in order to drive 
the right customers and sales.

What Is A Sales Methodology?



When it comes to sales methodologies, there are 5 most popular 
methodologies companies use:

The Challenger Sale

SPIN Selling

N.E.A.T. Selling

MEDDIC

SNAP Selling

5 Most Sales Popular Methodologies



1. SPIN selling

SPIN stands for four types of questions that salespeople should ask their potential 
customers: Situation, Problem, Implication and Need-Payoff

Situation questions can help you learn more about a prospect's situation. Problem 
questions get to the origin of the issue. Implication questions ask the customer to think 
about the consequences of not solving the problem. Need-payoff questions ask people 
to consider all the ways that things would change if their problem was solved.

These questions help buyers and sellers build rapport. For example, a representative for 
a recruiting firm could ask:

How do you hire new employees?

Do you have trouble finding good candidates?

If you can't fill a position, will others need to do extra work?

How would being able to hire skilled people quickly and easily help you?

Instead of telling people what they need, SPIN guides people to realize it on their own.

5 Most Popular Methodologies



2. N.E.A.T. Selling

The Harris Consulting Group and Sales Hacker, Inc. developed this methodology.

N in N.E.A.T. represents core needs. You should focus on how the product will matter to 
the customer.

E is for economic impact and helping customers understand the changes a new item or 
service can bring.

A stands for access to authority. You should network and attend events to get access to 
people who can make large purchases, give you discounts on raw materials or become 
regular clients.

T is for timeline, a compelling event to force your prospect to make a decision. For 
example, a sale can prompt people to buy additional items to take advantage of a good 
deal.

5 Most Popular Methodologies



3. MEDDIC

MEDDIC uses a disciplined, tightly controlled approach to sales methodology:

M is for metrics or analyzing the impacts of your actions. It encourages people to use 
quantitative data to find the best sales and marketing techniques.

E represents economic buyer, whoever controls the budget.

D is for decision criteria, the characteristics that a customer is looking for.

D means decision process, the decision-making stages that the customer will go through 
before making a purchase.

I is identify pain, making sure that the customer knows the consequences of waiting to 
make a purchase.

C is for champion, searching for someone in the organization who will advocate for your 
brand and be your champion.

5 Most Popular Methodologies



4. The Challenger Sale

Matthew Dixon and Brent Adamson wrote a book with this title in 2011. It divided 
salespeople into five classes:

Hard workers

Relationship builders

Reactive problem solvers

Lone wolves

Challengers

The book stated that challengers are the most effective sellers, especially for business to 
business sales. Challengers make people aware of challenges and opportunities in their 
industries. Then, they offer effective solutions. Challengers use a teach-tailor-take 
process. They teach sales prospects about current industry issues and trends. They tailor 
the way they communicate for each prospect, and they take control by focusing on 
making a sale, not on being liked. This sales methodology teaches people who are not 
challengers to behave like them and increase their sales rates.

5 Most Popular Methodologies



5. SNAP Selling

SNAP selling helps salespeople connect with their prospects. SNAP stands for four tips:

Keep it simple

Be invaluable

Always align

Raise priorities

Using these principles can help you reach busy prospects, share valuable knowledge, talk 
about whatever is most important to the buyer, and make deciding to buy easy. The 
creator of this sales methodology, Jill Konrath, says that most people make three critical 
decisions when they make a purchase. They decide to consider their options and 
communicate with a salesperson, they conclude they want a change and they make that 
change. Understanding how buyers think will help you make sure that more deals go 
smoothly.

5 Most Popular Methodologies









The sales cycle (cycle time) is the process that companies undergo when selling a product to a customer. It 
encompasses all activities associated with closing a sale. Many companies have different steps and 
activities in their sales cycle, depending on how they define it.

Finding a clear cut definition of sales cycles that spans across the sales industry is tricky. This is because 
many variations of the definition exist. Some people define it as the time it takes from starting from 
nothing to closing a deal. Others define it as the time it takes to bring a qualified prospect to close.

Regardless of the definition, however, businesses should keep track of the length of their sales cycle to 
ensure that their selling process is both efficient and effective.

SALES CYCLE (Time)



Why is the sales cycle important?

Keeping track of the sales cycle gives a business insight into the 

efficiency of their sales operations. The length of this process 

can be tracked, analyzed, and compared to the standard length 

across the industry. If a company’s cycle is shorter than the 

average of its industry, it could mean that the company’s sales 

department is more effective than that of its competitors’. 

Having a fast sales cycle is generally better for businesses 

because the longer it takes to make a sale, the lower the chance 

of the sale falling through (eg drivers license). Sales cycles can 

also vary by campaign.

CONTD.
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Demand & Supply (Supply chain & 
Balance) -Peaks

Understanding D & S



BALANCING DEMAND & SUPPLY
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Understanding Sales



Key account management (KAM), also 
known as strategic account management, is 
a concept which first emerged in the 1970s. 
As a business discipline, it refers to the 
process of identifying or targeting key 
accounts, which have strategic value, and 
developing a deeper, more meaningful, 
mutually beneficial relationship with them.

However, this is sometimes easier said than 
done, and many sales organizations struggle 
to develop a strategy that gets real results.

Managing The Business Platform: Prospecting To Key Accounts



1. Formalize key account management

It was found that only 33.1% of organizations have a 
formal approach to key account management, where 
they require their salespeople to develop strategic 
account plans. More than 10% do no account 
planning whatsoever.

Moreover, almost a quarter (24.8%) have a random 
approach, leaving the planning up to individual 
salespeople, despite the fact that this approach has 
been found to lead to a 7.7% decline in win rates. The 
only way to achieve real success is to adopt a formal 
plan, where KAM is a necessity, rather than an option.

Managing The Business Platform: Prospecting to Key Accounts



2. Define what key accounts are

To achieve KAM success, it is also necessary to come 
up with a precise definition of what constitutes a key 
account. Crucially, all key accounts should have some 
strategic value. While your key accounts may often be 
the accounts that spend the most, it is vital that 
strategic worth and financial worth are not treated as 
the same.

“True key accounts have a special strategic meaning 
for the company, beyond their size.

Make a clear distinction between large accounts and 
key accounts.”

Managing The Business Platform: Prospecting to Key Accounts



3. Don’t push products, sell solutions

Next, it is important that salespeople adopt a shared 
account strategy, based on mutual benefit. In 
particular, aimlessly pushing products on key 
accounts is a poor approach. Instead, sales reps 
should adopt a more conceptual strategy, where they 
listen to problems or objectives and sell solutions.

“A shared account strategy begins with the 
customer’s goals and ends with how you can help 
them to achieve these goals.”

Managing The Business Platform: Prospecting to Key Accounts



SELLING
3 Strategies For Prioritizing Your Prospect 

List
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1) Leverage your existing customer base.

If a customer is already paying your organization 

money for a service, it’s far easier to sell them an 

additional offering than to cold call a new company and 

begin from scratch. Many people call this “cross-

selling.”

If an organization has already made the decision to 

conduct business with you, it’s because you’ve earned 

their trust. Trust is not an easy thing to build, so 

capitalize on it when you can.

2 Strategies For Prioritizing Your 

Prospect List



2) Analyze the growth of your target 

companies.

As a general rule of thumb, companies that are 

pulling in revenue also spend money. With this in 

mind, you’re more likely to close a deal with a 

rapidly-growing organization than with a 

company coming off three straight quarters of 

losses, or one that’s generating no revenue.

If your company sells to enterprise customers, 

check if any of your opportunities are on the 

Forbes 500 or Fortune 1000 lists.

2 Strategies For Prioritizing Your 

Prospect List



Congratulates, you have successful completed the 

course. You can now proceed to get your certificate

Congratulations!



THE END
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