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Strategy 

Positioning 

Targeting 

Brand Building 

Activities 

Lead Generation and  

Relationship Development 

Sales Prospects Delivery 

Lead Suspects  

and Intros 

Contact 

Management 
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Advancement 

Sales 

Meetings 

Sales 

Tools 

Consulting 

Engagements 

Customer 

Database 

Operations 

Analysis 

Marketing  

Tools 

- Business value 

prop 

  

-Website 

-Collateral 

-Case studies 

-Pipeline 

management 

- Sales training, 

prep, process 

-F2F 

-Phone/conference 

-Presentation 

-Case studies and best 

practices 

-Negotiations and pricing 

tools 

-Marketing package 

 

-Engagement workbooks / 

methodologies 

-Resources & tools 

-“Free” versus “paid” 

engagement quality, 

cadence, and DNA 

 

-Strategic intent and 

competitive advantage 

-Service portfolio 

-Prototype engagements & 

mix 

 

There are four common failure points for product companies 

introducing consulting and professional services 


