The Buying Process and Roles

Sales Focus

Marketing Focus

*Create doubt

*Point to
problems

*lllustrate
consequences

Realize
Problem
or Need

Gather Evaluate Make
Information Options Decision

Reassure & Close

*Help define elllustrate Emphasize *Validate
problem/need| solution competitive choice

*Inform of *Provide advantages *Debunk fears
possible features and | *Provide *Mitigate risk
solutions benefits testimonials& | perceptions

= Align with *Showcase references
business goals positive FRACTIONAL

outcomes CHOD & MMARKKETING

Your Smart Marketing Formula

FractionalCMOandMarketing.com @ Copyright 2019



