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Building Relationships
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Every decision-maker goes through a predictable five stage

process in making a decision. By identifying the particular stage a 

decision-maker is in at any point during a sales call or sales cycle,

and using appropriate skills and strategies, the salesperson takes 

a proactive role in facilitating the decision-maker’s movement

 through the process to the right decision.
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ACCOUNTABLITY

SERVICEABLITY

MANAGEABLITY

SALESABLITY II
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