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Strategic Selling Blue Sheet

1. Single Sales Objective (SSO)

Account Name Opportunity Name

Single Sales Objective

Revenue Value ($) Target Close Date
Current Position (-5 to +5) Sales Funnel Stage
Sales Rep Date Prepared

2. Buying Influences

_ Name / Title Response Mode Win-Results (Biz) Win-Results (Personal) Info Needed

Economic Buyer
Economic Buyer #2
User Buyer #1
User Buyer #2

User Buyer #3
Technical Buyer #1
Technical Buyer #2
Coach #1

Coach #2

3. Red Flags
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4. Strengths

Hinked Buyer row it HEIpS
1

5. Ideal Customer Criteria

Industry / Vertical
Company Size (Revenue)
Company Size (Employees)
Geographic Fit

Budget Available

Decision Timeline
Technology Stack Fit
Business Problem Severity
Competitive Landscape

Strategic Value
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6. Competition
Competitor 1
Competitor 2
Competitor 3
Status Quo (Do Nothing)

Internal Build

7. Unknowns (Information Gaps)

Who Can Tell . .
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8. Action Plan

Best Action Commitment

Minimum Acceptable Action

Action /Next Step Target Buyer EXpeCIEd outeome _ FOHOW-up
1

10



Buyer Response Modes Reference
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m Buyer's Perception How to Sell Into It Strategy Watch Out For

Growth Gap between current and desired state. Receptive Align to growth goals. Quantify upside. Show ROI.
to change.

Trouble Something broken or at risk. Feels urgency. Lead with cost of inaction. Show speed to value.

Even Keel No gap. Satisfied with current state. Create awareness of unseen gap. Use data and

peer benchmarks.

Overconfident Believes things are better than they are. Introduce third-party data. Let them discover the

gap.

Win-Results by Buying Influence

Move quickly. Paint the vision. Don't oversell. Stay focused on their goal.

Emphasize urgency and risk. May act impulsively. Guide the process.

Plant seeds. Build case over time. Hardest to move. Requires patience.

Use social proof. Ask discovery questions. Direct challenge increases resistance.

Economic Buyer

User Buyer #1

User Buyer #2

User Buyer #3

Technical Buyer #1

Technical Buyer #2

Coach #1

Coach #2



