Indicators deciding type of Sales Process?
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High: Client involvement, Risk, Product Complexity, Price
Low: Transparency and comparability
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Sales Approaches: Communication

> Meets customer needs & ambitions

> Addresses pains and challenges v\:\loa{w\/\'
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> Credible > Inferior Alternatives

> Trustworthy > Must be defensible
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Sales Process: Hybrid example sl“h'
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Sales Process: Relational example
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