
 

Sales Process Development 

In a CSO Insights blog post (April 1, 2010),  Barry Trailer explains how a company’s sales success is 
influenced by the interaction of two features:  the sales process and the prospect (or current customer) 
customer  relationship.  The research he cites comes from CSO's 2010 Sales Performance Optimization 
survey. http://www.csoinsights.com/Blog/sales-relationship-process-matrix-part-ii.  It’s a very 
interesting article, and I urge you to read it entirely. 

The survey looked at multiple measures of success (e.g. the number of sales people who made their 
quotas, the close rate of deals in the pipeline). 
 
The outcome is presented as a matrix in which one axis represents the sales process--from "random" to 
"dynamic"--and the other represents the relationship--from "approved vendor" to "trusted partner." 

Not surprisingly, the highest level of success combines a dynamic process with a trusted partner 
relationship.   While the overall sales success of the combined companies fell from 2008 to 2009, had 
any company moved up the chain in sales process OR in relationship, it would have matched its 2008 
performance.  Trailer believes this is a reason to continue to invest in sales people, sales training, and 
sales process improvement even in bad economic times.  He points out, further, that it is easier to 
improve the process than to improve the relationship.  By that I presume he means that your company 
does not control all of the relationship building and that it just takes longer. 

These research findings are completely consistent with Whale Hunting, which is based on a dynamic 
strategic sales process which trust-building is embedded. 

In today’s newsletter I’ll elaborate on The Whale Hunters Process™, http://thewhalehunters.com/value-
proposition 

and in the next issue I’ll address what we call The Trust Cycle™. 

The Whale Hunters Process™ is a dynamic process for these reasons. 

  It begins with the nine-phase model—in the stages of Scout, Hunt, and Harvest.  The model, which is 
the same for all companies, is translated into a process map, which is unique to each company.   

The process is dynamic because it has been customized to your company and because it can be taught, 
learned, improved, repeated, and taken to scale.   

Continual review of each deal’s progress through your Whale Hunting Process will point out areas for 
improvement.  If your deal is not moving forward on the expected schedule, you may discover 

This step in your process needs to be improved 

One or more sales people need more, different, or better training on how to handle this step 

http://www.csoinsights.com/Blog/sales-relationship-process-matrix-part-ii


More or fewer people from your team or the prospect’s team need to be involved at this step. 

 

We teach companies to build their sales process through Progressive Discovery (link) and Progressive 
Disclosure (link).  In a cross-function team setting, you determine what you need to learn from the 
whale and what you need to present to the whale at every step.  This process requires that you become 
very good at framing the questions that will get you the answers you need.  It also requires that you 
develop and/or reorganize your marketing materials—we call them “fear busters” to offer exactly the 
right information at the right process step. 

 


