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Introduction to 
Sales Strategy
A sales strategy is a plan that outlines 
how a sales professional or team will 
achieve their sales goals. It includes 
the steps, tactics, and approaches that 
will be used to identify, target, and 
close sales with potential customers. 

A strong sales strategy can help sales 
professionals increase sales and 
revenue, build long-term customer 
relationships, and establish a 
competitive edge in their market.



 

Sales strategy involves understanding your target market, 
developing a value proposition that speaks to their needs and 
interests, and creating a plan for reaching and converting 
potential customers. 

It also involves setting specific, measurable, attainable, relevant, 
and time-bound (SMART) sales goals and regularly evaluating 
and adjusting your strategy to ensure that you are meeting your 
goals and adapting to changing market conditions.



Identifying Your 
Target Market
Identifying your target market is an 
important step in developing a 
successful sales strategy. A target 
market is the specific group of 
customers that a sales professional or 
business is trying to reach and sell to. 

Understanding your target market can 
help you tailor your sales efforts to the 
needs and interests of your potential 
customers and increase the chances of 
making a sale.

  



To identify your target market, you can start by asking yourself the following 
questions:

● Who is most likely to benefit from my product or service?
● What are the characteristics, needs, and interests of my ideal customer?
● Where do my potential customers live, work, and spend their time?
● How do my potential customers make purchasing decisions?

You can also gather information about your target market through research, such as 
market surveys, focus groups, or analysis of industry data. This can help you create a 
customer profile or persona that represents the characteristics and needs of your ideal 
customer.

  



  

Use the following worksheet to create a customer profile or persona that represents 
the characteristics and needs of your ideal customer:

Name: _______________________________________________________________________________

Demographics:

● Age: ____________________________________________________________________________
● Gender: _________________________________________________________________________
● Location: ________________________________________________________________________
● Occupation: _____________________________________________________________________
● Income: _________________________________________________________________________

Worksheet: Creating a 
Customer Profile or Persona



  

Interests and Needs: Fill the Blank

What are the interests and 
needs of this customer?

How does my product or service 
meet these interests and 
needs?

Decision-making process:

How does this customer 
typically research and compare 
products or services?

What factors influence their 
purchasing decisions?



  

Behaviors and preferences: Fill the Blank

How does this customer 
typically communicate and 
interact with businesses?

What are their preferred 
channels (e.g. phone, email, 
social media)?

What are their preferred times 
for communication?



  

Developing a 
Value Proposition
A value proposition is a statement that 
explains the benefits and value of a 
product or service to a potential 
customer. It is a key component of 
your sales strategy, as it helps you 
communicate the value of your 
offering and persuade potential 
customers to make a purchase.

 A strong value proposition should be 
specific, relevant, and compelling and 
should clearly articulate the benefits 
and value that your product or service 
offers to your target market.



To develop a value proposition, you can start by asking yourself the following 
questions:

● What makes my product or service unique or different from competitors?
● What specific benefits does my product or service offer to customers?
● How does my product or service solve a problem or meet a need for customers?

You can also gather information about your customers' needs and interests by 
conducting market research, such as surveys or focus groups. This can help you 
understand what matters most to your target market and tailor your value proposition 
to their needs and preferences.

  



  

Use the following worksheet to brainstorm and refine your value proposition:

Worksheet: Brainstorming and Refining 
Your Value Proposition



  

Step Description

1. List the unique features and benefits of your product or service:

2. Consider the needs and interests of your target market:

- What are the most important needs and interests of your target market?

- How does your product or service meet these needs and interests?

3. Based on this information, create a draft of your value proposition:

- Our product/service: 

- Because it:

- Which means:



  

Step Description

4. Review and refine your value proposition:

- Is your value proposition clear and concise?

- Does it clearly communicate the benefits and value of your product or service?

- Does it speak to the needs and interests of your target market?



Glossary 
Of Terms:



Target market: The specific group of customers that a sales professional or business is trying to reach and sell to.

Value proposition: A statement that explains the benefits and value of a product or service to a potential customer.

Sales plan: A detailed outline of the steps and tactics that will be used to achieve sales goals.

SMART goals: Specific, measurable, attainable, relevant, and time-bound goals that help sales professionals set and track 
their progress towards their sales objectives.

Lead generation: The process of identifying and cultivating potential customers or "leads" who may be interested in a 
product or service. This can involve activities such as market research, cold calling, email marketing, or social media 
advertising.

Qualifying leads: The process of evaluating potential customers to determine whether they are likely to become paying 
customers. This can involve asking questions about their needs, budget, and decision-making process and using this 
information to determine whether it is worth investing time and resources into pursuing the sale.

Closing the sale: The final step in the sales process, in which a sales professional persuades a potential customer to make a 
purchase. This can involve overcoming objections, negotiating terms, and providing additional information or resources to 
help the customer make a decision.

Customer relationship management (CRM): The practice of managing and cultivating relationships with current and 
potential customers. This can involve using software or other tools to track customer interactions and data and using this 
information to provide personalized and relevant communication and support.

  



Sales enablement: The process of providing sales professionals with the tools, resources, and support they need to be 
effective in their roles. This can include training, marketing materials, and technology solutions that help sales professionals 
sell more effectively and efficiently.

Pipeline management: The process of tracking and managing the progress of potential sales from initial contact to close. 
This can involve creating a visual representation of the sales process, such as a pipeline or funnel, and using this to prioritize 
and allocate resources to the most promising opportunities.

Sales funnel: A visual representation of the different stages of the sales process, from initial lead generation to close. The 
funnel is typically divided into stages such as "prospecting," "qualifying," "presenting," "handling objections," and "closing," and 
is used to track the progress of potential sales and identify areas for improvement.

Lead nurturing: The process of building relationships with potential customers over time, with the goal of eventually turning 
them into paying customers. This can involve providing valuable content, resources, and support to help potential customers 
learn about a product or service and make an informed decision.

Upselling: The practice of encouraging customers to purchase additional or higher-priced products or services, either during 
the initial sale or at a later date. This can involve highlighting the benefits of the additional products or services or creating 
package deals that offer a discounted price for multiple items.

Cross-selling: The practice of recommending related products or services to customers who are already interested in 
purchasing something. For example, a salesperson might recommend a protective case for a phone that a customer is 
interested in buying or suggest a complementary product, such as a printer, to go with a computer.
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