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It is no secret that small businesses today are facing greater competition at the same time that their customers are becoming more sophisticated and demanding. This paper focuses on one way to meet these challenges: adoption of a formalized sales process methodology tailored to the unique needs of small businesses.
Why Your Business Needs a Sales Process
A sales process is simply a series of customer-focused steps that enables sales professionals to substantively increase win rates, build customer retention, and increase revenue  (
Sales Performance International
Since 1988 SPI has helped more than 500,000 sales and sales management professionals worldwide with its revolutionary 
Solution Selling
 sales
)production. Each step consists of several key activities and has a predictable, measurable outcome.
Microsoft® has worked closely with Sales Performance International, a leader in sales process consulting, on a sales process methodology specifically for small businesses based on SPI’s proven Solution Selling® methodology. The implementation, adoption, and tracking of this methodology is tightly integrated with Microsoft Office Outlook® 2003 with Business Contact Manager – an add-in for Outlook 2003 that enables small businesses to easily and effectively manage customers within the familiar Outlook environment.
Why More Sales Process?
You may be asking, “Why does my organization need a more formalized sales process?” First of all, look at your own customers. Are they becoming more demanding? Do they have more options to choose from to meet their needs? Are they becoming more sophisticated in how they analyze these alternatives before making a decision? Is it becoming more challenging for your business to attract and retain customers? Microsoft’s research shows that for most small businesses, the answers to these questions are a resounding “Yes!”


INTRODUCTION

 

It is no secret t

hat small businesses today are facing greater competition at the same time 

that their customers are becoming more sophisticated and demanding. This paper focuses 

on one way to meet these challenges: adoption of a formalized sales process methodology 

tailor

ed to the unique needs of small businesses.

 

Why Your Business Needs a Sales Process

 

A sales process is simply a series of customer

-

focused steps that enables sales professionals 

to substantively increase win rates, build customer retention, and increase

 

revenue 

production. Each step consists of several key activities and has a predictable, measurable 

outcome.

 

Microsoft® has worked closely with 

Sales 

Performance International

, a leader in sales 

process 

consulting, on a sales process methodology 

specifically for small businesses based on SPI’s 

proven Solution Selling® methodology. The 

implementation, adoption, and tracking of this 

methodology is tightly integrated with 

Microsoft 

Office Outlook® 2003 with Business Contact Manager

 

–

 

an add

-

in for Outlook 2003 that enables small businesses to easily and effectively manage 

customers within the familiar Outloo

k environment.

 

Why More Sales Process?

 

You may be asking, “Why does my organization need a more formalized sales process?” 

First of all, look at your own customers. Are they becoming more demanding? Do they have 

more options to choose from to meet their needs? Are they becoming

 

more sophisticated in 

how they analyze these alternatives before making a decision? Is it becoming more 

challenging for your business to attract and retain customers? Microsoft’s research shows 

that for most small businesses, the answers to these question

s are a resounding “Yes!”

 

 

Sales Performance International

 

Since 1988 SPI has helped more than 

500,000 sales and sales management

 

professionals worldwide with its 

revolutionary 

Solution Selling

 

sales

 

