
THE T-SHAPED PRESALES MODEL
UNLOCK YOUR PRESALES POTENTIAL 



For Managers and Companies:
The Presales Bootcamp equips teams with advanced competencies and strategies to navigate B2B enterprise 
sales, fostering strategic advisor roles within presales. It enhances team alignment with sales, improves customer 
engagement, and ensures the company stays ahead of market trends, directly contributing to competitive 
advantage and sales success.

For Individual Contributors:
Participants gain invaluable skills in customer engagement, demo delivery, and understanding buyer behavior, 
transforming them into strategic assets for their teams. They'll be better prepared to address complex sales 
challenges, tailor solutions to customer needs, and advance their careers as presales professionals.



Building Block #1: Introduction to Modern Presales and how to Become the Competitive Advantage

Overview Foundations of Modern Presales" is designed to redefine and clarify the role of presales professionals in the current business environment. This 
session establishes the critical foundation for understanding the evolving scope of the presales function, moving beyond traditional product 
expertise to encompass strategic business insights and customer-centric solutions

Why It's 
Important

● Adapting to Change: The business landscape is constantly evolving, and so is the role of presales. This session ensures participants are 
up-to-date with current expectations and practices.

● Role Clarity: Clearly defining the presales role helps avoid overlaps and inefficiencies, ensuring a more streamlined and effective sales 
process.

● Enhanced Customer Engagement: A well-defined presales approach leads to better understanding of customer needs and more tailored 
solutions, resulting in higher customer satisfaction.

What’s in 
for the 
Customer

Participants will learn how a nuanced understanding and execution of their role directly impacts customer satisfaction:
● Understand how being knowledgeable beyond just the product, understanding the customer's business, and aligning solutions with their 

needs can significantly enhance customer engagement and trust.
● Increased Confidence and Trust: Customers feel more confident and assured when they interact with presales professionals who 

demonstrate a comprehensive understanding of their business and the broader industry context.

Key Focus 
Areas

● Defining Modern Presales: An exploration of the expanded role of presales in today’s business environment.
● Beyond Product Expertise: Emphasizing the importance of broader business, industry, and technological understanding.
● Impact on Customer Relationships: How effective presales strategies lead to stronger customer engagement and long-term satisfaction.

Summary This session aims to transform participants into well-rounded presales professionals who can effectively contribute to customer success and 
business growth. It sets the stage for the subsequent modules by establishing a strong foundation in the essentials of the modern presales role.
By the end of the session, participants will be able to see themselves as strategic advisors to their customers, not just product experts, leading to 
deeper and more productive customer relationships.



Building Block #2: Navigating the Customer Buying Journey to Build Trust and Accelerate Decision Making

Overview This session dives into the details of the customer's buying journey, offering a comprehensive exploration of the stages a customer goes through in 
their decision-making process. It aims to equip presales professionals with the knowledge to map out and understand these stages, enabling them 
to align their solutions more closely with the customer's needs at each step, and influence the decision making in their favor.

Why It's 
Important

● In-depth Customer Insights: Understanding the customer's buying journey is crucial for identifying their pain points, motivations, and 
decision triggers.

● Strategic Alignment: By knowing where the customer is in their journey, presales professionals can tailor their approach, ensuring 
relevance and impact.

● Improved Conversion Rates: Insights into the customer's journey allow for more targeted engagements, increasing the chances of 
conversion and moving the customer forward in their decision-making process.

What’s in 
for the 
Customer

Participants will gain the ability to read and interpret the stages of the customer's buying journey, leading to:
● Enhanced Engagement: Solutions and interactions that are more closely aligned with the customer's current needs and stage in the 

buying journey.
● Increased Satisfaction: Customers feel understood and valued when their needs are anticipated and met effectively.
● Build Trust: Demonstrating an understanding of the customer's process builds trust, laying the foundation for a lasting relationship.

Key Focus 
Areas

● Stages of the Buying Journey: A detailed look at each stage of the customer's journey, from awareness to decision.
● Customer Behavior: Understanding how customer behavior changes at each stage and how to adapt strategies accordingly.
● Alignment of Solutions: Techniques for aligning product presentations and solutions with the specific needs and concerns of customers 

at different stages.

Summary This session is designed to transform presales professionals into strategic partners who can navigate and influence the customer's buying journey 
effectively. By understanding and aligning with the customer's path to purchase, presales professionals can enhance customer engagement, 
increase satisfaction, and ultimately, drive more successful outcomes. Participants will leave with actionable insights on how to become more 
customer-centric in their approach, fostering deeper connections and trust with their customers.



Building Block #3 & 4: Software Demo Essentials

Overview This two-session block, "Software Demo Essentials," zeroes in on the critical success factors, best practices, and common pitfalls associated with 
software demonstrations. It is tailored to elevate the effectiveness of demos, ensuring presales professionals can showcase their solutions in the 
most compelling way possible.

Why It's 
Important

● Demonstration Mastery: Mastery of software demos is essential for highlighting the unique value and features of a solution.
● Avoiding Pitfalls: Recognizing and avoiding common mistakes can significantly improve the impact of a demo.
● Engaging Presentations: Engaging and dynamic demos are crucial for capturing and maintaining customer interest.

What’s in 
for the 
Customer

Participants will develop the skills to create and deliver more effective software demos, resulting in:
● Enhanced Solution Presentation: Demonstrations that effectively highlight key features and benefits, tailored to the customer's needs.
● Increased Engagement: Captivating demos that engage customers and encourage them to explore the solution further.
● Higher Conversion Rates: Effective demos that address customer needs and concerns, leading to increased interest and higher 

conversion rates.

Key Focus 
Areas

● Success Factors: Identifying the elements that make a software demo successful.
● Best Practices: Techniques and strategies for planning, executing, and following up on demos.
● Common Mistakes: Common pitfalls in software demos and how to avoid them.
● Engagement Techniques: How to keep the audience engaged and interested throughout the demo.

Summary The two session around software demo essentials are designed to transform presales professionals into demo experts, capable of showcasing their 
solutions in the most effective and engaging way. By focusing on the essentials of software demos, including success factors, best practices, and 
common mistakes, participants will be equipped to conduct demos that not only showcase the solution's capabilities but also resonate with the 
customer's needs and preferences. The outcome is a more impactful demonstration that can significantly influence the customer's decision-making 
process.



Building Block #5 & 6: Tailoring Demos to Customer Journey Stages

Overview "Tailoring Demos to Customer Journey Stages" is a comprehensive two-part session designed to deepen the participants' ability to customize 
software demos according to the various stages of the customer's buying journey. This approach ensures that each demo is precisely targeted to 
address the specific concerns, interests, and needs of the customer, depending on their current stage in the buying process.

Why It's 
Important

● Stage-Specific Relevance: Demos that are tailored to the customer's current stage in their buying journey are more likely to resonate and 
meet their needs.

● Enhanced Customer Connection: By addressing specific concerns and interests at each stage, presales professionals can create a 
stronger connection and understanding with their customers.

● Increased Effectiveness: Customized demos are more effective in moving the customer through the buying journey, leading to higher 
conversion rates.

What’s in 
for the 
Customer

Participants will learn how to create demos that are not only engaging but also highly relevant to the customer’s current stage, leading to:
● Targeted Engagement: Demonstrations that speak directly to the customer's current needs and concerns.
● Accelerated Decision Making: By addressing specific stage-related questions and concerns, these tailored demos can help speed up 

the customer's decision-making process.
● Building Trust: Demonstrating an understanding of the customer's journey and tailoring the demo accordingly builds trust and credibility.

Key Focus 
Areas

● Understanding the Buying Journey: Insights into identifying and understanding each stage of the customer's buying journey.
● Customization Techniques: Strategies for tailoring demos to reflect the needs and concerns at each stage.
● Engagement Strategies: Techniques for engaging customers with targeted content that addresses their specific stage in the buying 

journey.

Summary In sessions 5 and 6, participants will master the art of customizing software demos to align with the customer's current stage in the buying journey. 
This targeted approach ensures that demos are not only informative and engaging but also highly relevant to the customer's specific needs and 
concerns at that moment. By the end of these sessions, participants will be equipped to create demos that effectively support the customer's 
progress through their buying journey, enhancing both customer satisfaction and the likelihood of a successful sale.



Building Block #7: Mastering Complexity with Layered Information in Presales

Overview "Mastering Complexity with Layered Information in Presales" is a key session that emphasizes the importance of adapting the depth and complexity 
of information based on the customer's current awareness and stage in the buying journey. It addresses a common challenge: the premature 
presentation of detailed capabilities when the potential customer is not ready, emphasizing a strategic approach to information sharing.

Why It's 
Important

● Enhanced Clarity and Relevance: Adapting information complexity prevents overwhelming customers, ensuring communications are 
clear and relevant to their current understanding and needs.

● Increased Engagement and Trust: By providing information that aligns with the customer's stage of awareness, presales can increase 
engagement, build trust, and guide the customer more effectively through their decision-making process.

● Effective Problem-Solving: This approach enables presales professionals to effectively address the real problems and concerns of 
customers at each stage, facilitating a smoother progression towards the solution.

What’s in 
for the 
Customer

Participants will learn to apply the concept of Layered Information across all customer interactions, resulting in:
● Targeted Communications: Information tailored to the customer's stage of awareness ensures that every interaction is meaningful.
● Better Decision-Making Support: By receiving information that is appropriate for their level of understanding, customers can make more 

informed decisions.
● Enhanced Customer Experience: The strategic delivery of information, starting from high-level awareness to detailed solutions, 

significantly improves the overall customer experience.

Key Focus 
Areas

● Stages of Awareness: Identifying and understanding the different levels of customer awareness and how they influence information 
needs.

● Applying Layered Information: Strategies for tailoring the complexity of information across presales engagements, not limited to demos.
● Real-World Application: Examples and practices showing how to effectively use layered information in different scenarios, including the 

nuanced approach needed when dealing with customers at varying stages of the buying journey.

Summary In this session, participants will master the skill of effectively managing the complexity and depth of information shared with customers, across all 
presales activities. The session highlights the importance of the "Layered Information" approach, demonstrating how to adapt communications to 
match the customer's stage of awareness. This ensures that every interaction, whether a demo or other forms of engagement, is as effective as 
possible, helping customers progress through their buying journey with confidence. By the end, presales professionals will be equipped to enhance 
their customer interactions, making them more relevant, engaging, and successful at addressing customer needs.



Building Block #8: Mastering Meaningful Engagement Through Questions

Overview "Mastering Meaningful Engagement Through Questions" enhances customer interactions across all stages of engagement, including demos, 
discovery calls, and follow-up meetings. This session teaches presales professionals to craft and utilize questions that dive deep into the 
customer's context, avoiding superficial or hypothetical queries that fail to yield actionable insights. It's about moving beyond the obvious to uncover 
the real challenges and opportunities within the customer's environment.

Why It's 
Important

● Uncover Deeper Insights: Learning to ask the right questions leads to a profound understanding of customer needs, beyond 
surface-level assumptions.

● Avoid Misdirection: Steering clear of hypothetical questions and false positives ensures that discussions remain grounded in the 
customer's real-world context, enhancing the relevance and impact of your solution.

● Engagement and Trust: Well-crafted questions demonstrate a genuine interest in the customer's challenges, fostering engagement and 
building trust throughout the buying journey.

What’s in 
for the 
Customer

Participants will develop the skill to:
● Conduct more effective discovery sessions, identifying core challenges and aligning solutions more closely with customer needs.
● Lead demos and presentations that resonate deeply with the customer's specific situation, avoiding generic responses and driving towards 

tailored solutions.
● Enhance follow-up interactions with insightful inquiries that keep the conversation moving forward constructively.

Key Focus 
Areas

● Crafting Effective Questions: Strategies for developing questions that probe beneath the surface, revealing the customer's underlying 
challenges and how your solutions can address them.

● Avoiding Common Pitfalls: Learning to recognize and avoid questions that lead to hypothetical answers or false positives, focusing 
instead on questions that elicit factual, actionable responses.

● Engaging Across All Touchpoints: Applying these questioning techniques across all customer touchpoints—demos, discovery calls, and 
follow-up meetings—to maintain a consistent, engaging, and insightful dialogue.

Summary In this session, presales professionals will refine their questioning techniques, transforming every customer interaction into an opportunity for 
deeper engagement and understanding. By mastering the art of asking meaningful questions, participants will not only avoid common pitfalls like 
hypotheticals and false positives but also significantly enhance their ability to uncover true customer needs. This approach leads to more effective 
demos, discoveries, and overall customer communication, laying the groundwork for successful, customer-centric solutions.



Building Block #9: Selling to the Enterprise

Overview "Selling to the Enterprise" focuses on the nuances of navigating complex sales environments typical of large organizations. This session outlines 
strategies for effectively engaging with multiple stakeholders across different departments, ensuring a cohesive approach that addresses the 
diverse needs and concerns of an enterprise-level customer. The session offers insights into building solid relationships and establishing trust within 
these large, often intransparent, business structures.

Why It's 
Important

● Complex Decision-Making: Understand the multifaceted decision-making processes in enterprise sales, which involve numerous 
stakeholders with varying agendas and priorities.

● Tailored Engagement: Develop customized strategies to engage with different stakeholders, recognizing the unique influence and 
concerns of each within the buying journey.

● Long-Term Relationship Building: Cultivate the skills necessary for establishing and maintaining long-term relationships with enterprise 
customers, critical for repeat business and ongoing contracts.

What’s in 
for the 
Customer

Participants will gain the ability to:
● Navigate the complexity of enterprise-level sales environments with confidence, understanding how to approach and manage relationships 

with various stakeholders.
● Apply strategic engagement techniques tailored to the distinct roles and concerns within an enterprise, fostering more meaningful 

interactions and discussions.
● Enhance their credibility and trustworthiness among enterprise customers, leading to stronger, more productive business relationships.

Key Focus 
Areas

● Understanding Enterprise Dynamics: Insights into the organizational structure and buying processes of enterprise-level customers.
● Strategic Stakeholder Engagement: Techniques for identifying and engaging key stakeholders, including tips for addressing their 

specific concerns and leveraging their influence.
● Building and Maintaining Trust: Strategies for establishing trust and credibility with enterprise customers, focusing on transparency, 

reliability, and value alignment.

Summary This session empowers presales professionals with the knowledge and strategies needed to effectively sell to enterprise customers. By 
understanding the complexity of the enterprise sales environment and mastering the art of engaging with various stakeholders, participants will be 
better positioned to build strong relationships, foster trust, and successfully navigate the intricacies of enterprise-level sales. This comprehensive 
approach will not only enhance sales success but also contribute to lasting partnerships with key enterprise customers.



Building Block #10: Aligning with Account Executives

Overview "Aligning with Account Executives" delves into the crucial aspect of collaboration between presales professionals and sales teams. This session 
highlights effective strategies for working together seamlessly to approach customers in a unified manner. Participants will learn to enhance internal 
teamwork, ensuring all customer engagements and opportunities are approached with precision and purpose.

Why It's 
Important

● Streamlined Communication: Develops clear lines of communication between presales and sales, ensuring both teams are aligned on 
customer needs and sales strategies.

● Strategic Engagement: Emphasizes the importance of strategic planning, including setting entry and exit criteria for demos and 
engagements to maximize effectiveness and resource allocation.

● Opportunity Qualification: Enhances the ability to jointly assess and qualify opportunities, ensuring that efforts are focused on 
high-potential engagements.

What’s in 
for the 
Customer

Participants will be equipped to:
● Foster a more cohesive and synchronized approach with sales teams, presenting a united front to customers.
● Apply strategic frameworks to qualify demos, POCs, and sales opportunities, ensuring resources are utilized effectively.
● Recognize the value of presales input in the sales process, advocating for its strategic use and preventing burnout from overcommitment 

to low-quality leads.

Key Focus 
Areas

● Collaboration Techniques: Best practices for communication and collaboration between presales and sales, ensuring alignment on goals 
and strategies.

● Strategic Planning for Demos: Utilizing entry and exit criteria to determine when to engage in demos and other presales activities, 
optimizing success rates.

● Qualifying Opportunities: Strategies for effectively assessing the potential of sales leads and opportunities in partnership with account 
executives, prioritizing efforts where they are most likely to succeed.

● Resource Management: Understanding the importance of saying no to unqualified demos and opportunities, and how this assertiveness 
can lead to more successful outcomes and better resource management.

Summary This session equips presales with the tools and strategies needed for effective collaboration with account executives, ensuring a unified approach 
to customer engagements. By understanding the roles and value each team brings to the table, participants will learn to streamline communication, 
strategically plan and qualify opportunities, and utilize presales resources efficiently. This collaborative effort not only enhances the internal team's 
performance but also provides customers with a cohesive and informed buying experience, leading to more successful sales outcomes.



Building Block #11: Trends in B2B-Enterprise Sales

Overview "Trends in B2B-Enterprise Sales" explores the evolving landscape of B2B sales, focusing on recent trends and shifts in buyer behavior. This 
session addresses the adaptation to technologies like demo automation, the increasing autonomy of customers in their buying journey, and 
strategies for engagement in an era where customers may prefer minimal contact with sales teams. 

Why It's 
Important

● Adapting to Technology: Understanding and leveraging new tools such as demo automation to enhance the efficiency and reach of 
sales efforts.

● Autonomous Buyers: Recognizing the shift towards more self-directed buyers and developing strategies to engage and influence their 
buying decisions effectively.

● Insightful Engagement: Finding innovative ways to conduct discovery and gain insights into customer needs in a landscape where 
traditional sales interactions are less common.

What’s in 
for the 
Customer

Participants will learn to:
● Integrate new sales technologies to streamline the sales process and create more engaging, self-service experiences for customers.
● Develop content and strategies that support the self-directed research process of today’s B2B buyers
● Implement creative methods for gathering customer insights and needs, ensuring that sales efforts are as targeted and effective as 

possible, even with reduced direct interactions.

Key Focus 
Areas

● Emerging Sales Technologies: An overview of the latest tools and technologies reshaping B2B sales, including demo automation and 
AI-driven analytics.

● Engaging the Autonomous Buyer: Strategies for creating impactful digital content, leveraging social selling, and utilizing marketing 
automation to engage buyers who prefer to conduct their research independently.

● Innovative Discovery Techniques: Approaches for uncovering customer needs and pain points in a market where direct discovery 
conversations are less frequent, including digital footprint analysis, social listening, and indirect engagement strategies.

Summary In this session, presales and sales professionals will gain insight into the latest trends affecting B2B enterprise sales, including how to adapt to the 
increasing autonomy of buyers and the use of new sales technologies. By understanding these trends and learning to navigate the evolving sales 
environment, participants will be better equipped to meet changing customer expectations, engage effectively with modern buyers, and stay ahead 
in the competitive landscape of B2B sales. This proactive approach ensures that sales strategies remain relevant and effective, fostering success in 
today's rapidly changing market.



Building Block #12: Mastering Customer Engagement by Personality Type (3x 75 minutes)

Overview "Mastering Customer Engagement by Personality Type" is designed to transform how sales engineers and presales professionals approach 
their interactions with clients. This training module focuses on recognizing and adapting to various personality types—Red, Yellow, Blue, and 
Green—ensuring that every engagement is personalized and effective. By understanding the nuanced preferences and communication styles 
of each personality, participants can tailor their discovery calls, demos, and follow-up strategies to resonate deeply with each client.

Why It's 
Important

● Enhanced Personalization: Tailoring your approach to different personality types helps in creating more meaningful and impactful 
interactions.

● Improved Relationships: Understanding and addressing the unique needs and communication styles of each type fosters better 
relationships and builds trust.

● Increased Efficiency: When presales professionals can quickly identify and adjust to the customer's personality type, interactions 
become more efficient and productive.

What’s in 
for the 
Customer

Participants will learn to:
● Identify Personality Types Quickly: Utilize cues from initial meetings, emails, and team interactions to accurately identify the client’s 

personality type.
● Customize Communication and Proposals: Adjust their communication style, proposal details, and presentation techniques to 

match the preferences of Reds, Yellows, Blues, and Greens.
● Enhance Customer Advocacy: Equip their champions with the tools and confidence needed to advocate effectively for their 

solutions within the customer's organization.

Key Focus 
Areas

● Recognizing Personality Cues: Training on specific indicators during different types of interactions that reveal the customer’s 
personality type.

● Tailoring Strategies for Each Type: Detailed approaches on how to engage and influence each type, from the direct and decisive 
Reds to the analytical and detail-oriented Greens.

● Empowering Champions: Techniques for supporting your internal advocate based on their personality, ensuring they have 
everything they need to succeed.

Summary In this training, presales and sales engineers will enhance their skills in identifying and adapting to the personality types of their clients. By 
mastering these strategies, they will turn every interaction into an opportunity for deeper connection and more effective engagement. This 
approach not only improves the sales process but also helps in cultivating lasting relationships that benefit both the customer and the 
provider. This personalized engagement strategy is key to becoming a trusted advisor in competitive industries.



Building Block #13: Program Conclusion and Future Planning

Overview This final session wraps up the "Modern Presales Essentials" program by reviewing key learnings and guiding participants in developing their 
personal action plans. It's dedicated to reinforcing the strategies, techniques, and insights covered throughout the program and ensuring that 
participants are prepared to apply these concepts in their roles to enhance customer interactions and sales outcomes.

Why It's 
Important

● Consolidation of Learning: Reinforces the most critical insights and strategies from the program.
● Personal Action Plans: Helps participants translate knowledge into actionable steps tailored to their unique contexts and roles.
● Continuous Improvement: Sets the stage for ongoing learning and adaptation in the rapidly evolving B2B sales landscape.

What’s in 
for the 
Customer

Participants will:
● Gain a comprehensive understanding of the program's key takeaways.
● Develop personalized strategies for applying these insights in real-world scenarios.
● Leave with a roadmap for continuous personal and professional development.

Key Focus 
Areas

● Review of Key Learnings: Summary of the program’s most impactful concepts and techniques.
● Development of Action Plans: Step-by-step guidance on creating actionable plans for implementing learned strategies.
● Resources for Future Learning: Introduction to resources and practices for further skill enhancement and adaptation to future trends.

Summary Building Block #12 ensures that participants are not just passive recipients of information but are empowered to actively apply their new knowledge. 
By the end of this session, participants will have a clear plan for integrating the "Modern Presales Essentials" insights into their daily practices, 
equipped to drive better sales outcomes and customer experiences. This session lays the groundwork for ongoing growth and success in the 
ever-changing world of B2B enterprise sales.


