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Classic Sales Funnel

Demand Gen Buyer becomes aware
Marketing Awareness of a pain - podcast,
°- peers, event etc.
Lead Gen Buyer is interested in solving the
Sales (outbound) + Marketing pain - researches, checks product
‘(inbound) review site, talks to peers
Moving Deals Through Buyer considers your solution - goes to
the Sales Pipeline 1 1 website, signs up for free trial, clicks
Sales Account Executives COHSIderatlon ;T{J%I?egsh product guide, checks case
O
Closmg Deals , Buyer purchases your solution
Sales Account Executives
O—
Making Clients Successful ) - | )
Customer Success, Onboarding, Retention u;%er goelfrsgglxggnes and keeps
Support, Marketing gy

(-

: : Buyer becomes a champion giving you a good
Makmg Clientan Advocate Advocacy review and talking to peers about you and
Customer Success, Marketing agreeing to promote a case study

-

Hybrid Sales Funnel

Product-Led Growth + and Sales-Led Growth

User searches to e

. solve pain Awareness
Educational content leads

‘Iead to your website Efficient

inbound
— funnel.

Signs up to demo/trial PI‘OSpect Educatlcn

=

Customer lead experiences Managed Proof of Concept/Self Service Trial

ttec:h validation

User engaged with product repeatedly/
tUser advocates for team-wide adoption

o
Sales mines for expansion opportunity

A : : based on increased usage, trying to

Self-Serve Opportunity/Sales Opportunity SEessidiivnmigny .

- - - Sales equips champion with
BUSlneSS Valldatlon business case for executive buyer °

Progress buyer through decision

Land and purchase process °
J

Discover new needs and introduce

CrOSS-SEH new product/features

@ J

Effective
sales process
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