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The Activity report:  
Sir began the session by bringing to light the importance and ubiquity of Pre-Sales. He pointed 
out the pre-sales process and the best practices while creating a Pre-Sales process.  
 
Sir discussed about the sales funnel and its different stages like Awareness, Discovery, 
Evalution, Intent, Purchase, Loyalty. Sir also explained the best practices while creating a Pre-
sales process like Create a culture of mutual respect and collaboration, Define Roles and 
responsibilities, Implement a clear process and communicate. He also gave some examples of 
a strong Pre-sales process like Identifying Leads – Building material supplier, Submitting Bids, 
Closing Deals, Renewing Deals. 
 
Sir concluded by summarizing the entire content discussed during the lecture. He addressed 
the questions the students raised. All the participants benefited from the session as they got an 
opportunity to dive deep into the Managing Pre-Sales creates tremendous opportunities for 
industries and national economies. 
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