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03
SALES CYCLE
Our sales process is generally a technical sale, 
between XP Power sales engineers and customer 
design engineers. Our customers are typically experts 
in their field, whether it is robotic surgery, a state-
of-the-art semiconductor manufacturing tool or a 
high-end communications device operating in a harsh 
environment. They will approach a company such as 
ours to recommend and assist them to design a power 
converter into their end system to allow it to function.

Generally, with larger customers, it is not possible to 
engage on a specific opportunity until we are on an 
approved or preferred vendor list. This will involve 
qualification by the customer’s technical, quality and 
purchasing teams and may often involve a physical 
audit of our quality systems and a factory audit.

PRODUCTION
 05

The customer commences production 
of their product and XP Power’s 

revenue stream starts. This revenue 
stream typically continues for seven 

to eight years depending on the 
application and end market.

APPROVAL 04
The power converter is approved for 

use in the customer system following 
the customer’s technical evaluation 

and external safety agency approval. 
This is generally the longest part 

of the sales cycle as the technical 
and safety evaluation are very 

time consuming for the customer. 
XP Power will often add value by 

providing technical assistance during 
this stage and it is not unusual for us 

to have a technical power systems 
engineer working directly with the 

customer.

01 
IDENTIFICATION

A new design programme is identified 
at a customer where we are an 
approved or preferred vendor. This is 
typically quite late in the customer’s 
development cycle as they will 
not usually know the total power 
requirement of their system until they 
have a working prototype.

02 
QUOTATION

An XP Power sales person will work 
with the customer to understand the 
requirements including the power 
requirements at different voltages, 
communication required between the 
power converter and end system, any 
specific safety agency requirements 
and the physical dimensions. XP 
Power will then advocate a solution 
and provide a quotation to the 
customer. This solution could be a 
modification of one of our standard 
products.

03 
SAMPLE

One or more samples are provided 
to the customer for them to evaluate 
in their system. This is a critical stage 
of the sale and we often find that 
the first company providing a sample 
that works in the equipment will win 
the design slot. Speed is, therefore, 
critical. Our power systems engineers 
will often work closely with the 
customer at this stage to assist them 
with any issues they might experience 
such as dealing with electrical noise.
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