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	A heavy industry company in Australia operates in a highly specialized market where buying decisions are long, deeply technical, and rarely owned by a single person.  In this sector, a single opportunity typically moves through a buying committee of more than five people. Technical specialists, commercial managers, operational leads, procurement teams, and senior decision makers all bring different priorities, timelines, and questions to the same purchase. A sales cycle that looks like one deal on a forecast is often dozens of small conversations happening in parallel across the customer's organization.
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