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The State of the Sales Process 
A sales process is the set of steps that a sales team follows to create and close new business. It's a 
system that has been determined in advance to be the fastest and most effective route to 
successfully engaging a new customer, or at least the best system discovered so far by the team. 

In recent years, sales organizations have seen a fundamental shift in customer buying behavior. 
Purchas-es face greater scrutiny, as more stakeholders getting involved in each purchase has 
increased the amount of consensus required to close a deal. The sales cycle has become far longer, 
with sales reps now needing to engage customers far earlier in the discovery process. And even 
nascent startups are finding they need multiple versions of their sales process, with different 
processes for each type of business they sell to. Increased complexity in the buying process has led 
to increased complexity in the sales process. 
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http://www.bain.com/publications/articles/is-complexity-killing-your-sales-model.aspx
http://www.businesswire.com/news/home/20150514005804/en/SiriusDecisions-Unveils-Results-Study-B-to-B-Buying%2523.VVuml_lVikr
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