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Abstract

A closed deal is the goal for many B2B businesses. But many fail to 
account for the fact that it is a cumulative result of the collaborative 
efforts of your team that started with lead discovery. Failing to 
understand the importance of pre-sales management can mean the 
sales team pursuing leads that do not align with your service offerings. 
Such missed opportunities waste your resources and affect your 
competitiveness and bottom line in today’s sales landscape. Focusing 
on developing an effective pre-sales strategy, on the other hand, can 
help you understand the prospects better and give qualified leads to 
your sales team that have a high chance of conversion. This means a 
better customer experience, improved customer relationships, and 
higher profitability.

PRE-SALES MANAGEMENT 
STRATEGY: KEY TO A SUCCESSFUL 
SALES CAMPAIGN
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What is pre-sales?

The sales processes in the B2B world are 

usually slow and complex, involving many 

steps before you can consider closing the 

deal. The sales team alone cannot handle 

these complexities due to the lack of time, 

resources, and expertise. This is where 

the pre-sales team comes in, seamlessly 

combining the expertise of engineering 

and sales teams to find and nurture the 

prospects before the sales team can       

step in.

Pre-sales management involves finding 

potential clients, understanding their 

needs and constraints, answering any 

questions they may have, and supporting 

the sales team in drafting proposals and 

performing sales demos. An effective 

pre-sales management strategy can also 

help you identify and eliminate any issues 

in your sales pipeline to offer an improved 

customer experience. This way, you can 

ensure your sales team is fully equipped 

to close the deals with sales-ready 

prospects for a better conversion rate and 

profitability.

There is no denying the fact that a stellar 

sales team is the foundation of the survival 

and success of most businesses. Because 

without the sales team closing new deals 

or bringing in repeat clients, how can 

your business grow? But what about 

the people that nurture the potential 

clients and support the sales team to 

get to the point of closing deals? The 

pre-sales management is just as, if not 

more, an important part of a successful 

sales campaign. This involves meticulous 

research of the target audience, laying 

the groundwork for the sales team, and 

offering them the necessary operational 

support before approaching prospective 

customers.

But what exactly is a pre-sales 

management strategy?
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Importance and benefits of a pre-sales strategy

A well-oiled pre-sales team and an effective 

pre-sales strategy are crucial to efficiently 

handling the complexities of the sales 

process and ensuring the success of your 

sales campaign. Some of the more valuable 

benefits of having a pre-sales strategy in 

place are:

1. More qualified leads and a more 

predictable pipeline: Potential clients that 

have passed through the pre-sales filters 

have more information about your product 

and understand whether your offerings 

align with their needs. You can also use this 

information to tailor your offerings and 

engagement strategies to meet the specific  

needs of your audience. This can help your 

sales team pursue qualified with a higher 

chance of conversion. 

2. Sales enablement: A pre-sale team 

enables your sales team to work smarter by 

offering them insights to personalise their 

approach and offer to prospective clients. 

They can also help answer any technical 

questions from prospects for a shorter 

response time. This can help shorten the 

lead lifecycle for more effective and faster 

closure.

3. Efficient resource allocation: Without 

effective pre-sales management, you risk 

overlooking or dropping potential leads, 

which can potentially be detrimental to 

your survival. However, a structured pre-

sales process and strategy can help you 

allocate available resources efficiently to 

ensure every lead receives the attention it 

deserves.

4. Deeper dive into customer 

understanding: Having a thorough 

understanding of your target audience 

is critical in today’s sales landscape 

to facilitate meaningful customer 

relationships and stand out from the 

competition. An effective pre-sales 

strategy can help you analyse the 

available customer data to build a buyer 

persona, understand the expectations 

and requirements of the prospects, and 

understand the market trends. You can 

then use actionable insights from this data 

to effectively guide your sales team.

5. Mitigate risk: Understanding the 

prospective client’s requirements, budget 

restrictions, and implementation readiness 

can help you anticipate and proactively 

address potential challenges you may face 

during the lead lifecycle. As a result, you 

can tailor customised proposals and offers 

for each prospect for a higher chance of a 

conversion.

6. Higher conversion rates: It is an 

observation of many sales professionals 

that less than 50% of their leads are a 

good fit for the company’s offerings. And 

spending equal time with each of these 

leads can make sales teams very inefficient. 

The pre-sales team can help weed out 

such leads by taking a deeper dive into 

the prospects’ requirements, expectations, 

and limitations. These insights can help the 

sales team customise their pitch for higher 

conversion rates.

7. Improved customer experience: Pre-

sales intelligence can help the sales team 

build effective customer relationships 

and offer improved and personalised 

customer experience. These aspects 

facilitate a strong connection between 

your customers and your business, which is 

critical for customer retention.

8. Higher profits: A higher conversion 

rate, strong customer relationships, 

and improved customer retention all 

contribute to the bottom line, making 

pre-sales management an integral part of a 

profitable business.
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Tips for planning an effective pre-sales strategy

Understanding its importance is the first 

step in developing an effective pre-sales 

management strategy. After that, you can 

level up your pre-sales strategy with the 

help of a few tips and best practices as 

follows:

1. Know your customer better: The 

first and foremost thing you need to 

do is define your target customer and 

understand every aspect that goes into 

their decision-making. It is crucial your 

sales team knows everything possible 

about the prospect before going into the 

first meeting.

2. Immerse yourself in the industry you 

serve: Knowing your customer involves 

immersing yourself in the industry you 

are trying to serve, understanding the 

market trends, and assessing the overall 

requirements of the clients. This can help 

you tailor your service offerings and sales 

pitches as you start approaching prospects.

3. Clarify pre-sales priorities: With many 

processing comprising the pre-sales 

management, it can get chaotic. You need 

to control this chaos by clarifying priorities 

for each pre-sales process depending on 

your organisational needs and business 

goals.

4. Define processes for each priority 

task: Once you have clearly defined pre-

sales priorities, the next step is to define 

clear processes for each priority task. This 

involves analysing the needs of the task, 

defining clear processes for the tasks, and 

defining the roles and responsibilities 

of each team member to ensure 

accountability.

5. Monitor, analyse, and improve: Keep 

monitoring and analysing the effectiveness 

of your pre-sales strategy to continually 

improve the effectiveness and efficiency of 

your team.

6. Promote a collaborative culture: 

Collaboration between engineering, 

pre-sales, and sales teams is crucial 

for successful pre-sales management. 

Promoting collaboration and seamless 

communication between these teams, 

along with other departments and 

organisational management, is the key 

when it comes to the success of a pre-sales 

and sales campaign.

7. Practice your sales pitch: Last, but 

not the least, practice and nail your sales 

pitch with your team before meeting the 

prospect. A collaborative culture can play a 

great role in achieving this, as other teams 

can help the sales team nail down the pitch 

that maximises the chances of conversion.

Apart from the tips above, leveraging 

technology at each step of pre-sales and 

sales management can not only help 

smoothen the processes but can also allow 

you to optimise the effectiveness of your 

pre-sales team. Once you have clarified 

processes and steps in your priority tasks, 

it becomes easier to see where you can 

integrate technology to make them more 

efficient via automation, advanced data 

analytics, easy information integration and 

sharing, and collaboration tools. 

Leveraging advanced data analytics 

capabilities of sales fulfilment services 

can help you optimise sales efficiency by 

focusing on the right prospects at the 

right time and moving potential clients 

through the sales funnel effectively. 

Additionally, adopting advanced mobile 

sales enablement solutions can help your 

pre-sales team share the most relevant 

information with the sales team on the 

field in real time, giving them a competitive 

advantage. Making strategic efforts to 

match the right tech solution to the right 

process can help you make pre-sales 

management more time and cost-efficient, 

increasing your overall success rates and 

effectiveness.

Leveraging technology for smoother pre-sales management
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Although a sales team is an integral part 

of a business’s survival and success, you 

cannot grow if you underestimate the 

importance of a pre-sales management 

strategy. An efficient pre-sales team can 

help you bridge the gap between potential 

customers and your organisation, offering 

operational support to the sales team 

to help them close the deals. Pre-sales 

intelligence can help you understand 

your customers better, enable sales 

through a predictable pipeline, identify 

and mitigate potential risks, improve 

customer experience, and achieve a higher 

conversion rate for higher profitability. 

Focusing on things like understanding 

your customers and the industry, clarifying 

pre-sales priorities and processes, and 

promoting a collaborative culture can 

help you build an effective pre-sales 

management strategy. Additionally, 

you can also partner with leading BPM 

organisations to leverage sales fulfilment 

services and next-gen technology to 

optimise your sales funnel via a data-driven 

pre-sales team and real-time collaboration 

capabilities for a competitive edge.

Conclusion

* For organizations on the digital transformation journey, agility is key in responding to a rapidly changing technology and business landscape. Now more 
than ever, it is crucial to deliver and exceed on organizational expectations with a robust digital mindset backed by innovation. Enabling businesses to sense, 
learn, respond, and evolve like a living organism, will be imperative for business excellence going forward. A comprehensive, yet modular suite of services is 
doing exactly that. Equipping organizations with intuitive decision-making automatically at scale, actionable insights based on real-time solutions, anytime/
anywhere experience, and in-depth data visibility across functions leading to hyper-productivity, Live Enterprise is building connected organizations that are 
innovating collaboratively for the future.
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