
35 Meetings Meeting 
Scheduling

Meeting 
Confirmation

Meeting 

Agenda/ Talk track

Key points

Meeting 
Follow up

(immediate)

Thanks you card

Marketing 
materials

E-mail highlighting 
key points

Proposal 
Generation

Proposal 
Presentation

Input CRM notes

Follow Up/Close

References E-mail In 
person AMC

Partner Leverage

Opening 
Processing

Closing

Opening 
Processing

Closing

Opening 
Processing

Closing



OPENING

CLOSING

PROCESSING 

Marketing 
Executive

Director of 
Business 

Development

Inside 
Sales

VP of Sales

14

7

12 7

13

Stage 4 (01-01-07)

Inside 
Sales

7

Outside Sales 
Executive

6

12

Sales Manager

2

18

50

CEO

2

2



Static List

- ConnectWise ‘Leads’ 
- D&B
- Additional purchased lists 

- Channel Partner Leads (25)
- Research (25)
- Job Boards
- Monthly Initiatives

Monthly List Generation
3200 calls/month 
(800 calls/week)

1600 unrated

400 
set AMC

1600 rated 800 
B3,C1,C2,C3

400 
Hold AMC/Confirm

800 
Dead

800
Call back

300
A1,A2,A3

100
B1,B2

16 
Meetings

HIT LIST 2000……………………… 4000

INSIDE SALES
(2)

OUTSIDE SALES
- VP of Sales

- Networking
- Warm Calls

BIZ DEV
- Dir of Biz Dev & CEO

MARKETING
- Marketing Associate

- Agents 
- Partners
- Seminars
- Initiatives

- Web page
- Marketing campaignes

5 
Meetings

8 
Meetings

0
Meetings

25-35 
Meetings

- 100% Tech Brief
- Marketing Campaigns

- AMC
- Special Offers

- Partners
- Weekly team updates

- Vertical Markets
- Customer referrals


