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CRM

Lead Source

Method

Inbound Calls Hand Entry
* Yellow Pages » Enter leads by hand and assign to a

« Word of Mouth salesperson for follow-up
* Advertising Efforts
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Work with Leads

Website Traffic Web Forms
- Advertising Referrals « Use existing contact forms to ﬁ ]
« General Web Traffic gather key information and auto-

matically import into CRM

Qualify Leads
» Contact and gather Information

' ‘;) N about leads. Either convert to
CONTACT and continue sales

Lists and Data Import Data process or remove from
* Purchased Lists * Use import data wizard to CRM system.
* Legacy Data import lists and data
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CRM

Qualified Contacts Opportunities ToDo’s N
. . " : Post-Sale
Contacts whose needs Create new opportunities « Create/manage ToDo’s
have been identified » Apply appropriate status’ to track « Schedule calls and meetings
and the sales process opportunities progress (ie. Won, + Make proposals and presentations
has begun. In Progress, Lost, Quoted)

Opportunity Cycle

Close/Update Opportunities
*» Archive won/lost opportunities
» Update Status and probability

Marketing Analysis
» Conduct surveys
+ |dentify areas of improvement
» Get new leads

*Post-Sale:

Evaluate Sale

» Review Notes and process Customer Service
* Build relationship
* Increase satisfaction



