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The Sales Process

PARALLEL PROCESSES: BUYING AND SELLING

THE CONSUMER DECISION-
MAKING PROCESS

THE SALES PROCESS

NEED RECOGNITION

INFORMATION SEARCHING
AND PROCESSING

IDENTIFICATION
AND EVALUATION
OF ALTERNATIVES

PURCHASE DECISION

POST-PURCHASE BEHAVIOR

GENERATE AND QUALIFY
LEADS

BUILD RELATIONSHIP
AND DISCOVER NEEDS

PRESENT SOLUTION
AND RESOLVE CONCERNS

MONITOR AND FOLLOW UP



IMC SUPPORT FOR THE SALES PROCESS

THE CONSUMER DECISION-
MAKING PROCESS

COMMON IMC
SUPPORT TOOLS

THE SALES PROCESS

MEED RECOGNITION

INFORMATION SEARCHING
AND PROCESSING

IDENTIFICATION
AND EVALUATION
OF ALTERNATIVES

PURCHASE DECISION

POST-PURCHASE BEHAVIOR

ADVERTISING, TRADE SHOWS,
CONFERENCES, SOCIAL MEDIA,
WEB SITE

EMAIL, WEB CONTENT,
PRODUCT INFO, ONLINE REVIEWS,
BLOGS, WHITE PAPERS

PRESENTATIONS, CASE STUDIES,
VIDEQS, PRODULCT DEMOSTRATIONS,
COMPARISONS

TESTIMONIALS, DISCOUNTS,
SALES PROMOTIONS

EMAIL, SOCIAL MEDIA, SURVEYS

GEMNERATE AND QUALIFY
LEADS

BUILD RELATIONSHIP
AND DISCOVER NEEDS

PRESENT SOLUTION
AND RESOLVE CONCERNS

MONITOR AND FOLLOW UP




