
A BUSINESS THAT’S IN BALANCE HAS 
A CLARITY AND SIMPLICITY OF 
FOCUS. 

IT DEVELOPS GREAT PRODUCTS AND 
SERVICES AND THERE'S A LASER-SHARP 
FOCUS ON BUILDING RELATIONSHIPS AND 
WINNING BUSINESS. THERE’S ALMOST AN 
OBSESSION TO PROVIDE EXCELLENT 
CUSTOMER SERVICE. 

AND BECAUSE EVERYONE SHARES A 
DETERMINATION TO CONTINUALLY 
IMPROVE, ACHIEVING SUCCESS IS THAT 
LITTLE BIT EASIER.

To do this requires a different way of thinking, and 
that’s where the Holistic Sale© comes in. 

This is a model of best practice business 
development processes, strategies and actions 
based on decades of research and experience.

It’s an integral part of the Ithaka Leadership 
Development Model, and we use it to identify 
the underlying causes of underachievement in 
performance.  Then we provide with the right mix 
of training, coaching and mentoring to help you 
achieve your true potential.

HOLISTIC
SALE

MODEL©

The model is based on four basic principles 
that any aspiring world-class business should 
have;

1. Satisfy a need

Whatever you sell must either satisfy a need or 
create one. Then you must describe your offer 
in a way that attracts attention, arouses 
interest and motivates people to buy. That’s 
why it’s so important to create messages that 
are clear, concise and compelling.

2. Build a vibrant network of buyers

Developing a strong pool of sales opportunity 
is an area of weakness in many businesses. 
That’s why you must pay attention to 
identifying and communicating with potential 
buyers through the right channels on an 
ongoing basis. This is also called Lead 
Generation or Pipeline Development.

3. Keep your promises

Never use misleading language, false 
promises or small print to induce people to 
buy. Provide exceptional customer service, 
and you will create advocates who will buy 
again and recommend other buyers to you.

4. Learn and improve from experience

Celebrate success but don’t pat yourself on 
the back and become complacent. Always 
strive to improve every aspect of what you do. 
Develop better products and services, 
improve the way you work and provide a 
better experience for anyone you do business 
with.



www.ithakaleadership.co.uk :: 0845 496 4548

FEATURES
AND
BENEFITS
The Holistic Sale© model has four elements and 
each must be in balance to get the best results. A 
problem in one area impacts the others, and 
that’s why isolated initiatives that only address 
one aspect, never really deliver lasting and 
sustainable improvement. 
MESSAGE STACK©

Is a solid structure for creating a sales story which 
drives your sales and marketing communications.
It helps you to create a library of content you can use 
in many different ways, to communicate with your 
audience. This ensures consistency and it builds 
awareness and brand recognition. 

BLUEPRINT©

Is a framework for developing the right marketing 
strategy. 
This is a simple process that focusses on the goals 
you want to achieve; the strategies for reaching your 
defined target audience; the forces that can impact 
your success; and the actions you must take to 
succeed.

NETWORK© 

Is a powerful set of tools for effective lead generation. 
This covers the 10 channels of communication, and it 
describes how you can use them to build a strong 
and vibrant supply of sales opportunities.

NAVIGATOR©

Is a proven sales methodology and four stage process 
for winning business and developing long term 
relationships. 
It is combined with essential sales skills development, 
using tools and techniques that have consistently 
delivered exceptional results.

Benefits of the Holistic Sale approach

High levels of productivity
Clear strategies help you target buyers to achieve 
the best return on investment in time and money.

Strong brand awareness
Messages that are clear, concise and compelling 
clearly differentiate you from the competition.

Vibrant sales pipeline
Focussed programmes of communication develops 
many sales opportunities to work on.

Improved sales effectiveness
An efficient sales process shortens sales cycles and 
improves the probability of success.

Repeat business 
Satisfied clients become advocates who buy again 
and refer you to others.

Higher morale 
People spend less time solving problems, and more 
time on productive activities. This results in better 
performance and lower staff turnover.
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