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Collaborative selling begins with a different mind set: a commitment to the 
long-term. 

 
Today's customers buy differently, so today's salespeople must sell 

differently. 
 

Customers know there is no urgency to buy because good deals, good 
salespeople, and good companies come along every day. Price is less of an 

issue because buyers are not just interested in great deals; they want great 
relationships. Today's customers are looking for measurable quality in the 

products and services they buy. 
 

QUESTION - What’s the measurable quality your customers are looking for? 
 

Today's customers are looking for long-term relationships with suppliers who 
will be reliable resources over the long haul. 

 

Collaborative selling means handling every aspect of the sales process with a 
high degree of professionalism. 

 
There are six basic steps that describe how the collaborative sales process 

unfolds, and these will help you step into the customer’s shoes: 
 

Target: 
 

The first step is a marketing necessity: understand exactly what the 
product/service is and identify the specific markets that can best use it.  

 
This is done on a company level in their marketing plan and should be done 

by individual salespeople as well. It takes some time, but careful planning 
focuses effort and provides a greater return on time and money invested. 

 

Collaborative salespeople know they must concentrate on prospects that 
have a high probability of buying. 

 
Contact: 

 
The first step after targeting a market is to contact them in a cost-effective 

and professional way. 
 

Naturally, this would be some combination of letter, phone, and personal 
contact. 

 
The right combination of contacting strategies ensures that collaborative 

salespeople create high perceived value before they call on their prospects. 
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When contact is made, collaborative salespeople set the stage for a 
cooperative, working relationship. 

 
They convey their desire to explore needs and opportunities. They build 

credibility and trust. They express their sincere desire to be of service, and 
they make their competitive advantages known without jumping into a 

presentation. 
 

Explore: 
 

In this stage of the collaborative sales process, salespeople convey the 
message: "Let's explore your business situation to see if there are need to 

fulfil or opportunities on which to capitalise." 
 

Collaborative salespeople make it clear that they want to help, not just make 
a sale. 

 

If, after information-gathering, collaborative salespeople find that their 
products are not appropriate for their prospects, which is unlikely due to their 

careful target marketing, they will forego the sale, but have made a friend 
and business contact. 

 
The Questioning stage of selling, and in fact the entire Collaborative Selling 

philosophy, is built around the following phrase--"Prescription Before 
Diagnosis is Malpractice." 

 
Collaborate: 

 
It is at this point after an in-depth exploration of a prospect's situation that 

collaborative salespeople talk about their products or services. 
 

Naturally, they are discussed in the context of prospects' needs or 

opportunities. 
 

Collaborative salespeople never dictate solutions to their prospects. 
 

Instead, they form "partnerships" in which prospects play an active role in 
the search for the best solution. 

 
The collaboration phase of the sale is conducted in the spirit of "let's work 

together on the solution and together build a commitment to its 
successful implementation." 

 
This team-approach to problem-solving ensures that prospects will be 

committed to solutions. By making customers equal partners in problem-
solving, collaborative selling reduces or eliminates the risk that is inherent in 

the customer's decision-making process. 
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Confirm: 
 

Keep in mind that, in every phase of the collaborative selling process, the 
salesperson and prospect have communicated well. 

 
Collaborative salespeople move on to the next phase of the sales process 

only after they have received assurances that their customers are in 
agreement with them on everything that has been discussed. 

This agree-as-you-go process eliminates the need to "close" the sale or 
handle objections. Most objections have surfaced long before this point. If 

resistance does occur, the salesperson simply gathers more information or 
clarifies a detail. 

 
With collaborative selling, the sale is a matter of when and not if. Confirming 

the sale is the logical conclusion to an on-going communication and problem-
solving process. There is no need to "close" them. People commit when all 

their buying criteria are met! 

 
Assure: 

 
This phase of the collaborative sales process begins immediately after the 

sale has been confirmed. 
 

Collaborative salespeople keep in touch after the sale. 
They communicate regularly about delivery dates, installation, training, and 

other relevant matters. They make sure their customers are satisfied with 
their purchases. They help customers track their results and analyze the 

effectiveness of the solution. 
 

Collaborative selling is the key to differentiation on the micro level. 
 

It represents an obsession with quality and customer satisfaction. It reflects a 

high degree of professionalism and a primary focus on relationships rather 
than transactions. 

 
It is clear that collaborative selling is a mutual-win situation; one that 

provides increased security to both parties. This increased security is exactly 
what customers want and need, given the market changes that are occurring 

so rapidly. 
 

Collaborative selling is a philosophy and practice that is being used today by 
enlightened salespeople; and it is clearly the sales process of the future. 

 
Collaborative selling helps professional salespeople build large, loyal 

customer bases that generate future sales, provide referrals, and act as 
lifetime assets. 


