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Core Business Process: Sales Pipeline Management

Objective: To effectively track, manage, and optimize the sales process from lead generation
to deal closure, ensuring consistent revenue growth and improved conversion rates.

Step 1: Lead Generation and Qualification

1. Identify Lead Sources:
o Generate leads through marketing campaigns, referrals, social media, events,
and inbound inquiries.
2. Qualify Leads:
o Use predefined criteria (e.g., budget, authority, need, timeline) to identify
high-quality leads.
3. Assign Leads:
o Distribute leads to the appropriate sales representatives based on geography,
industry, or expertise.
4. Log Leads into CRM:
o Record all lead details in a centralized CRM system for tracking and follow-up.

Step 2: Opportunity Management

1. Create Opportunities:
o Convert qualified leads into opportunities within the CRM.
2. Segment Opportunities:
o Group opportunities based on deal size, stage, or industry to prioritize efforts.
3. Track Progress:
o Monitor each opportunity’s journey through the pipeline, ensuring timely
updates in the CRM.
4. Engage with Prospects:
o Maintain regular communication through calls, emails, and meetings to nurture
relationships.

Step 3: Pipeline Stages

1. Define Stages:
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o Establish clear stages for the sales process, such as:

m Lead
m Qualification
m Proposal

m Negotiation
m Closed (Won/Lost)
2. Set Entry/Exit Criteria:
o Define specific actions or outcomes required to move opportunities between
stages.
3. Visualize Pipeline:
o Use CRM dashboards to provide a visual representation of the pipeline’s health
and progress.
4. Monitor Conversion Rates:
o Track the percentage of opportunities moving from one stage to the next.

Step 4: Deal Management

1. Customize Proposals:
o Tailor proposals to meet the prospect’s needs and pain points.
2. Negotiate Terms:
o Collaborate with prospects to address objections and finalize terms.
3. Secure Commitments:
o Obtain verbal or written commitments to move toward deal closure.
4. Close Deals:
o Finalize contracts and record outcomes in the CRM (e.g., won, lost, deferred).

Step 5: Reporting and Analysis

1. Track KPlIs:
o Monitor metrics such as:
m Pipeline size
m  Winrate
m Average deal value
m Sales cycle length
2. Generate Reports:
o Create regular reports for sales teams and leadership to review performance.
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3. ldentify Bottlenecks:

o Analyze pipeline data to pinpoint stages where opportunities stall.
4. Refine Strategies:

o Adjust sales tactics and processes based on performance insights.

Step 6: Continuous Improvement

1. Train Sales Teams:

o Provide ongoing training on best practices, CRM usage, and objection handling.
2. Optimize the Pipeline:

o Regularly review and update pipeline stages, criteria, and workflows.
3. Incorporate Feedback:

o Gather input from sales reps and customers to improve the sales process.
4. Leverage Technology:

o Use Al tools and analytics to enhance lead scoring, forecasting, and

decision-making.

Conclusion: Effective sales pipeline management ensures a structured approach to converting
leads into customers. By continuously monitoring and optimizing the process, organizations
can drive consistent revenue growth and build stronger client relationships.



