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Introduction
This Summary Overview provides the highlights of the KappaEast presentation at the CEO Forum. 
Questions regarding this Overview should be directed to Harvey Hendler or Richard Schroeder at:

KappaEast
1211 Hamburg Turnpike

Wayne, New Jersey  07470
Tel:  (973) 692-0711
Fax:  (973) 692-0720

E-mail:  hh@kappaeast.com

For additional information on KappaEast’s approach to building a Sales Engine or more general 
information about KappaEast, go to www.kappaeast.com. 

Copyright © KappaEast

All rights reserved.  No part of this document may be
reproduced or transmitted in any form or by any

means, electronic or mechanical, including
photocopying, recording or any information storage

and retrieval system, without the permission in writing
from the Copyright owner.

http://www.kappaeast.com/
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The Sales Engine

Sales Process

Sales skills, competencies,
knowledge, tactics

Step 1

Step 2

Sales
Strategy

Step 3
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Strategy
Question 1: Who will we sell to? (The markets, verticals and geography that we will 

focus on.)

Question 2: What will we sell? (The primary focus of our solution/product offering 
to the target market.)

Question 3: Why will they buy? (Identity and value proposition)

Question 4: Why will they buy from us? (and not from a competitor? - competitive 
advantage)

Question 5: What/who are the channels/partners required to implement the 
above?

Question 6: What are the critical internal capabilities necessary to implement 
the above? (5S’s: systems, structure, staff, skills, shared values)
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Q.1 (sell who?) & Q.2 (sell what?)

WHAT
• Priority
• Lead with
• Pre-sale support

WHO
• Geography
• Industry
• Co. size
• Function
• Level NEAR CORE

CORE

OUTFIELD
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Q.3 & Q.4

Is the prospective
customer currently looking to buy

your class of solution?

YES

YES

NOIs the 
customer convinced you 

are the best?

Make the
business case

*
Establish
the need 

NO Why will they buy?

Establish
competitive
advantage

Why will they buy
from us?

Close the deal
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Q.5 The Problem

OEM’s
Direct

Telemarketing

Indirect
Distributors

Resellers

SI’s

Web ISV’s
Partner-itis
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Q.6 What Works

Shared
Values

Structure

StaffSkills

Systems

Put in place the key capabilities to deliver on Q.1 – Q.5
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The Engine Detail

Prequalified

Identified

Interested

Qualified

Defined

Developed

Selected

Handed Off

Closed

The Six QuestionsThe Six QuestionsThe Six QuestionsThe Six QuestionsThe Six QuestionsThe Six Questions

Opportunity Management

Contact Name/Title R/I
Contact Level of SatisfactionKey Players/Decision Process

Contact Issues/Concerns GoodNone

Account Mgr.:
Prospect Name:

Date Modified:

FCAPS:
Project Name:

Network Elements:

Funnel Position: PassedDevelopedDefinedQualifiedPrequalified

Poor Excellent

Closed

Dec
isi

on M
ap

Purpose

Objectives

Premise (How you will get the prospect’s interest)

Actions (what you want the prospect to do):

Attitudes (what you want the prospect to believe at the end 

Answers (what you want the prospect to tell you -- question

Funnel Position at 
Start of Sales Call: PassedDevelopedDefinedQualifiedPrequalified

Contact Name: Prospect Name: Project Name:

Closed

Date of Call: Other Resources Required:

Contact Management

Call
 Plan

Territ
ory

Plan

Territory Management

Account

Plan

Account Management

Sales Strategy

Sales Funnel

Lead Funnel

Skills, Competencies, Knowledge
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Fundamentals

Prequalified

Identified

Interested + some indication of interest

+ specific interest, willing to take meeting

Contact info for targeted individual

Defined

Developed

Selected

Closed

Handed Off

DF

SL

DV

QL

CL

HO

- Know all solution/decision req’ts

- Decided to fund/do

- Decided to do with you

- Paperwork complete

- Rep responsibilities completed

Qualified - Mutual commitment to pursue
specific need/solution ($)
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The Foundation of Sales Process Analytics
V($oppty)

INPUT

Annual Target - T($)

Sales Hit Rate - SHR (ratio)

Sales Cycle - S(months)

Average Deal Size - D($)

OUTPUT

V($oppty) = $ volume qualified/month

F($) = $ full funnelFUNNEL

CALCULATOR

T($)

Closed

Handed Off

Developed

Selected

Defined

Qualified ng to get this deal?

Is the funnel full?

 the sales cycle?

F($)

Do we have enough leads?

Where did you get this forecast?

Are we goi

What is our hit rate?

How long is
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www.kappaeast.com
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Back Home Action Plan Starter Kit
Sales Strategy

Actions to take:

1. Answer the 6 questions

2. Implement phase lines 

3. Set targets, measure

4. Make it part of the DNA

5. Train the Board 

The Six QuestionsThe Six QuestionsThe Six QuestionsThe Six QuestionsThe Six QuestionsThe Six Questions

Lead Funnel

Prequalified

Identified

Interested

Sales Funnel

Qualified

Defined

Developed

Selected

Handed Off

Closed
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