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Winning the Deal
Why complex products require a specialized approach and time

1. You need a team. Pull together a
team of experts to support you and the
client. While the client may love you …
the client knows you are in sales. Your
team’s knowledge establishes credibility
and sells for you.
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The Differences
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Complex products generally require
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become part of the client’s “extended”

selling process will begin to take a turn

4. Don’t oversell. Answer the client’s
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Ultimately, complex products are
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Guide the Decision-Making

Any and all may be embraced and kept;
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