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S5-STEP MSP SALES PROCESS

DEFINED NEXT STEPS OBJECTIVES
Schedule Stakeholder . . Qualify your prospect and
+ Interview R | g h t F it CO I I get in front of them.
2 Schedule Data Collection c'd::'oi?cﬁz:"n’km' Budget,
3 Schedule Confirmation Call @)@JU@J @ ®|| || ection :;’:,?::?n::;l:?nd fechniol

Schedule Presentation to All C on f irmation Verify your findings
Stakeholders C a I I and get permission to close.
Proposal i
+ Close or Define Next Step P res e?l tation ::n.:dn::i:::;:n.

Definitions:

Defined Next Steps: Before moving to the next step, certain events
occur or data points must be collected. Document those steps so
that everyone on your team knows the value of completing the step.
Use these to discourage Sales People from skipping steps.

Objectives: \What is the purpose of this step? What are we doing
during this step? How do we know we know if the step was a
success or a failure? Describe that in your objectives.
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DEFINED NEXT STEPS OBJECTIVES
2 Schedule Data Collection Stakeholder Interview Bty A, ok Bxiow.
+ Schedule Confirmation Caill :Id:ﬂn::f.v n-:'s.lt‘ fmd technical
+ Schedule Presentation to All Verify your findings
Stakeholders Call and get permission o close.

Notes:
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DEFINED NEXT STEPS

Schedule Stakeholder
Interview

2 Schedule Data Collection

OBJECTIVES

Right Fit Call e Ll b

Stakeholder Interview

+ Schedule Confirmation Call

Data Collection

Schedule Presentation to All
Stakeholders

Confirmation
Call

+ Close or Define Next Step

Proposal
Presentation

Notes:

Identify Risk, Pain, Budget,
and Decision.

Identify risk and technical
deficiencies.

Verify your findings
and get permission to close.

Present risk and
remediation plan.
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Outline your Touch Points.
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OBJECTIVES OF EACH STEP

eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee

EEEEEEEEEE

Notes:




DEFINED NEXT STEPS
What do you need to know before moving from your current stage to the next?
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