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SALES ACTIVITIES

Getting AppointGetting Appoint
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ORIGIN OF SALES THINKING
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WHAT DO BUYERS WANT?
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WHAT IS A SYSTEM?

Until or unless all of 
departments and redepartments, and re

behind a ne
th illthey will 
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BUYING JOURNEY

Buyers aren't buying
not managed theirnot managed their 

behind-the-scenes id
b ibuy-in 
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STEPS IN A BUYING JOURNEY

#1

Ide
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STEPS IN A BUYING JOURNEY

#2

Conversation with
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STEPS IN A BUYING JOURNEY

#3*

Colleagues being th
options getting ideoptions, getting ide
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STEPS IN A BUYING JOURNEY

#4

Invite in, and meet w
colleagues to discucolleagues to discu
possibilities
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STEPS IN A BUYING JOURNEY

#5

Begin to put togethe
Team & decide whoTeam & decide who
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STEPS IN A BUYING JOURNEY

#6

Discuss, choose, a
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STEPS IN A BUYING JOURNEY

#7

Research status of 
and vendorsand vendors
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STEPS IN A BUYING JOURNEY

#8*

Research possible u
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STEPS IN A BUYING JOURNEY

#9

Meet to share data, make
add new colleagues to Buadd new colleagues to Bu
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STEPS IN A BUYING JOURNEY

#9

Meet to share data, make 
add new colleagues to Buadd new colleagues to Bu

• Preliminary decisions oPreliminary decisions o
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STEPS IN A BUYING JOURNEY

Meet to share data make
#9

Meet to share data, make
add new colleagues to Bu
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STEPS IN A BUYING JOURNEY

#9

Meet to share data, make 
add new colleagues to Bu

• Preliminary decisions o

• Decide who is respons

• Discuss possible fall ou
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STEPS IN A BUYING JOURNEY

Meet to share data make
#9

Meet to share data, make 
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• Preliminary decisions o
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STEPS IN A BUYING JOURNEY

#10*

Individuals do furth
( ebinars blogs po(webinars, blogs, po
agreed upon

© 2011 M
www.newsalesparadigm.com – sharondrew

er research 
odcasts) on choicesodcasts) on choices 

orgen Facilitations Inc.
w@newsalesparadigm.com - 512-457-0246 



STEPS IN A BUYING JOURNEY

#10*

Individuals do furth
( ebinars blogs po(webinars, blogs, po
agreed upon

Reach out to possibReach out to possib
data back to BDT
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STEPS IN A BUYING JOURNEY
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Meet to discuss opt
problems b in issproblems, buy-in iss
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STEPS IN A BUYING JOURNEY

#12

Have all possible ven
the Buying Decisionthe Buying Decision 

OOr

Develop and send ou
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STEPS IN A BUYING JOURNEY

#13

Meet to discuss cho
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BUYING FACILITATION METHOD®

Buying Facilit
Buying Facilitation® is 
model that teaches bu
and manage all of the 
backend, off-line issue
to get the buy-in necesg y
solution and avoid dis
management model anmanagement model an
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BUYING FACILITATION METHOD®

How Buying Facilitatioo uy g ac tat o
buyer/seller collabora
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BUYING FACILITATION METHOD®

Buying Facilitation® plBuying Facilitation® pl
the buyer’s journey

• Qualifying
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BUYING FACILITATION METHOD®

Buying Facilitation pBuying FacilitationTM p
the buyer’s journey

• Qualifying 

• Questionnaires, Su
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BUYING FACILITATION METHOD®

Buying Facilitation® pl
the buyer’s journey

•Qualifying – proposal mana

Q ti i S•Questionnaires, Surveys –

•Qvidian Sales Playbooks•Qvidian Sales Playbooks
•Recovering lost/stalled s
•Influencing the buying dInfluencing the buying d
•Buying Facilitation® scr

© 2011 Morg
www.newsalesparadigm.com – sharondrew

®

laybooks can handle 

agement / sales

l tproposal management

sales
decisiondecision 
ripts for telesales

en Facilitations Inc.
w@newsalesparadigm.com - 512-457-0246 



Win More Proposals using Buying 

RFP comes in... 
I t l lifiInternal qualifi

Agreement ag
to procee

Sant S
proposap p

Influe
implem
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Win More Proposals using Buying 

RFP comes in... 

Internal qualific
• Are you qualifying your o

We have a Word Template to eWe have a Word Template to e
done their job to qualify appro
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Win More Proposals using Buying 

RFP comes in... 
A tAgreement

• Does buyer have a prefer
among all proposals?
H diff ti t• How can you differentiate

• How can you understand

We have a questionnaire to seq
to help them self qualify.
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Win More Proposals using Buying 

RFP comes in... 

Sant Suite, or pr
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Win More Proposals using Buying 

RFP comes in... 

Influence the i

• Make sure buyer ready & al
members involved.

• Take a leadership role in the

We have a buyer questionnaire
to lead buyers through their imy g
you and exhibit professionalism
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mplementation
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Buying Facilitation® Playbooks

Helping RFHelping RF
clarify ven

To help buyer determine vendor:

SAMPLE: 

___ We are looking very closely at 
___ Price is very important: we val

We have a full implementation d___ We have a full implementation d
___ The full Buying Decision Team a
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Buying Facilitation® Playbooks

Qualifying proQualifying pro
with sale

To qualify with sales team

SAMPLE: 

Is the full Buying Decision Team on
Why would they choose an unknown ve
How important is price over qualityHow important is price over quality
How are they set up for implementat
What has stopped them from resolvin
.
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Buying Facilitation® Playbooks

Qualifying t
RFP i iRFP ini

SAMPLE: 

Change management Questionnaire for 

•Users:Users: 
•What would you expect us to manage 
with our solution?
•How can we help you get user buy-in

•Managing current technology:•Managing current technology: 
•What can we offer to make sure ther
with your technology? 

•Management: 
•How can we help address any pre imp

•Buying Decision Team: 
•Are all who will touch the solution
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n to reduce resistance/buy-in issues?

re is no downtime melding Sant Suite 

plementation management issues?
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PLAYBOOKS

Qvidian has a full 
B i F ilit tBuying Facilitat

© 2011 Morg
www.newsalesparadigm.com – sharondrew

suite of sales and 
ti l b ktion® playbooks

gen Facilitations Inc.
w@newsalesparadigm.com - 512-457-0246



Would you 
O hOr have som

© 2011 Morg
www.newsalesparadigm.com – sharondrew

rather sell? 
b ?meone buy?

gen Facilitations Inc.
w@newsalesparadigm.com - 512-457-0246 



CONTACT DATA

Developer of Buying Facilitation®

Sh

Author of Selling with Integrity 
& Dirty Little Secrets 

Sharon Drew Morgen
Sh

© 2011 Morg
www.newsalesparadigm.com – sharondrew

Morgen Facilitations, Inc.
411 B St #220411 Brazos St. #220

Austin TX 78701
512-457-0246 

haronDrew@newsalesparadigm comharonDrew@newsalesparadigm.com

www.newsalesparadigm.com
www.sharondrewmorgen.comg

www.buyingfacilitation.com
www.dirtylittlesecretsbook.com

Would you rather sell?
Or have someone buy?

gen Facilitations Inc.
w@newsalesparadigm.com - 512-457-0246


