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Lead Management

Learn how to use sales lead management with Pipeliner Sales CRM Application.
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1. Creating and sharing the Sales Lead

1.1. How do | create new Lead

Pipeliner enables you to always have your newest leads within the Pipeliner application on a daily basis. Lead is an unqualified opportunity i.e. potential customer with a high
possibility to proceed to the sales pipeline. Click on the CREATE NEW button and Pipeliner will create a brand new lead for you.

DESCRIPTION

Creating new...
LEAD: Detail

€D You can give to lead any name you like.

& Qualify ||:|:| Archive | =) Print ‘ [E copy

General Information E» Relate this lead to your customer.
e e — o Once you finished typing your lead, you need to click
Astri C q q q
o — on the SAVE button and Pipeliner will save and place
Forkng T £} | Ciglansky, Radoslav your lead into the lead list of your sales pipeline.

Prospector Owner
[] Lead o |

[] Friend

L Sharing Q TIP: You can also add description, share lead with your
Account & Contact a team or rate your lead.

Account

Pipeliner CRM  [EFEIYTA =/| NOTE: Leads are shared across all of your Pipelines.

Los Angeles
P.0.Box 492
E-mail: info@pipelinersales.com

Phone:  1-888-843-6699

Account Class: Q

3 Contact

Fischer, Heinz EETIAA
Pipeliner CRM

E-mail: heinz fischer@pipelinersales.com
Phone: +1 (661) 299 2496
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1.2. How do | edit my Lead
Once you start to work on your leads you will need to update its data on daily basis.

O @epether == @ DESCRIPTION

Open Leads Lost Leads O All -

o newiead | Q open | & archive | 0 print | S8 Owrership | €2 sulk pcte | (€5 tmpot | [5) new Report = E - €D > Inorder to edit your lead please roll-over the lead
= = = and click on the OPEN icon. Pipeliner opens for

Amy Patetrson Ltd, =y Cloud St Se... 5 WHWYY || € ication Pi... =4 Data Ei i YTy || i istown =, TITITITITY . . .

e ——— | ol omminication Pl %o iR mersend SIS e you lead panel with all its related details.

A Patet: Ltd. . Adapti rati CRT C icati - HP - 2 9 ana

my reeten ApEve corporatian Taon Nl » Once you finished editing your lead, you need to
el o =i e it S (e pag s click on the SAVE button and Pipeliner will save all
e e S e Company L S e e your changes.
Gaborone Evdwdviedug Gamesoft #i¥rw&w | Instant Pharma I International Soft... ? Jackson Insuranc... 7

Pipeliner CRM ftwar... Jackson Insurance C...
Golden, John
+ Gamesoft
~ (empty) ~ 41 (661) 299 2496 ~ (empty)
B (empty) B jg@pipelinersales.com ; dosl B (empty)
Owner Ciglansky, Radoslav Owner Ciglansky, Radoslav O Ciglansky, Radoslav Acoount (primary) A1 Owner (unassigned)
Sales unit name Botswana Sales unit name Company i Pipeliner CRM Sales unit name Company
Sales Unit Company 1-8B8-543-6699
Ranking wirdr il info@pipelinersales.com .
Manufacture proc... 7 rirvrirdy Optimalization Pipe ? _ 3 ths old Velvet Melody .+, TRy
Days in queue 3 months ol Contact (primary) 22
CVS Health Chevron Description Golden, John Adaptive
Merlg, Larry 1. Watsan, John 5. Gamesoft has opened a new sales +1(661) 299 2496
g (empty) a 1-5t41-754-3nmu department. Jg@pipelinersales.com g {empty)
i .
(empty) watson.j@chevron.com Upcoming Activity (=mpty)
Owner (unassigned) Owner (unassigned) Owner Fisher, Laura
Sales unit name Company Sales unit name Company :gli\:‘;"fﬁo;‘tﬂhﬁ':'ﬁwﬂ me Company Sales unit name Company

+ [ o & |ofi e B o ?

Pipeline Leads Accts & Contacts Timeline Reports Insights Notes Archive Help
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1.3. How do | share my Lead

Pipeliner enables you to share your leads with your sales team. You can assign either editors or watchers to your lead. Editor can edit the lead’s details and watcher can only see
this lead in his lead list. In order to share your lead please double click on the lead. Pipeliner opens for you lead panel with all its related details.

DESCRIPTION

€D Click on the MANAGE button within the Sharing
menu and start entering the name of your co-worker
into Editors or Watchers box. Pipeliner will automat-
ically complete the name for you if the user exists in

SHARING X your team.
() @& Private A=A 5
: o e e o Opce you finished sharing your.leac.i, you.need to
O3 Al - click on the SAVE button and Pipeliner will save all
users can  View =

All users can view and edit this record. your Changes.
(@) {...} Custom . i

Only listed users can view and edit this record. o Number of users with watcher rights based on

Editors v the Manager rights for Sales unit selected.

| & Fisher, Laura X | L Golden, John X
|4 Kimla, Nikolaus % U

Click to add user or sales unit... 2

Watchers

Click to add user or sales unit...

o ‘ 9 users can view this record per sales unit access.

Lead Management > 1. Creating and sharing the Sales Lead » 1.3. How do | share my Lead 5
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2. Qualifying and closing the Sales Lead

2.1. How do | qualify Lead to an Opportunity

Pipeliner power lies in its ability to easy and quickly move your leads and opportunities across your selling process. If your potential customer has decided to accept your offer
you can qualify it into real sales opportunity. Lead qualification is a process of qualifying lead into the sales opportunity.

O @ppeiver e 8 DESCRIPTION

=) Print | =, aulk Update | ) tmport | |55 Mew Repart I \ I -~ ‘I A (Dircect Sajcs)

-

I + Create New | Q Open | & Archive

1. Initial Contact” »| 2. Demonstrate %| 3. Value Proposi...  20° 70 €D n order to qualify lead into sales opportunity or move
e O 0 N0 $69,396.00 ¢ 483,139.00 lead from your lead list into sales pipeline, you need to

Documents (1) ~ | Documents (4) ~  Doouments (5) ~ | Dooaments (3) ~ | Doaments (2) ~ | Documents (2) ~ drag and drop it from the lead list to any sales step of
@)velvet Melody 2, _m Wallmart System & | ‘@ Transport Manage... | | (@) Transport Data Ta... (@ Walters IT Systems your sales p'pellne
@ Pipeline Setup 2 Testlad1 Veterinary Drug... .2, [(®@Storage Prama 24| @®Phama Dist. %, (@) Storage Manag... 2
@) Pipe Setup ? W @ Vacation System ... | @ Manufacturing 8,‘| @) Green Tree Gr... &g m
@ Optimalization .. ? @l & ® ota Tanter &, (@ Luton Techno... 3, e N @ormmn Q TIP: Opportunity will be created in current Pipeline.
@ Vanufacture pr... ? L &3, ® Cooo Dt 5, [(@WP doud souton | @ tenson I ¢ 3| @nergy O Pipe. You can move it to different Sales Pipeline by editing
@) Jackson Insura... ? _.IMT @ Communicatio... %, | @) Ford Matar | e Employee Mana... & W ItS Detall
@) International S...  ? W @ Astrium | @ Datatransfer 2| @ Distribution Pro... & | (@ Action Customer T...
@) Instant Pharma... &, _W | @ Communicatio... 8,‘| | @) CRT Communic... ¢

@) Factory Proces.. | [CV] Account Requir... |

@ Data Emergenci ‘ @ Distribution Center / \
_—

4 Communicatio... & | @ Distrib Center Opt. Weighted Target
@) Cloud Storage ... /&, @) Davon Howe &0 $1, 297,443-90
65 % >
‘ @ Amy Patetrson ... ag ® Consulting Data T... - K
L . 1,615.06 Y%

@ Communicatio... &g ~—

@) Chris =

@ Astrium 2

6

+ Irs L o e & i & E [=] ?

Pipeline Leads Accts & Contacts Activities Timeline Reports Insights Notes Archive Help
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2.2. How do | disqualify Lead (move Lead into Archive)

According to the 80-20 rule almost 80% of your leads will not convert into real sales opportunity. Pipeliner enables you to easily disqualify lead into archive and track all reasons
to closing lost leads.

O @epever e @ DESCRIPTION

| create pew | ©, open | & wrchive | print | 2, suik upcate | (] 1mport New Report | L ‘I == .
1. Initial Contact . Demonstrate 3. Value Proposi... . Proposal 50 5. Commitment » » In order to send disqua“ﬁed lead into archive
e N0 v $57,625.00 | & 7 roll-over the lead. Pipeliner will show you the lead
Documents (1) « | Documents (4) ~ | Documents (5) ~ | Doauments (3) ~ | Doauments (2) ~ | Documents (2) - extract with all its related tools.
ety & @ Testing Labs 50..8, Vallmart Sysiem 35 (@) (@ Transport Deta Ta.. 7® Walters I7 Systems » Within the tools list click on the icon MOVE
ipeline Setup ? _W Veterinary Drug... /%, |W| @) Pharma Dist. = W TO ARCH IVE
@ Pipe Setup @ Kroger Wholesa... £, @ Vacation Systemi... (@ Manufacturing 2| ®)Green Tree Gr... 3| (@ Salkes Activities Run » Pipeliner will save and place your lost lead into
@) Optimalization ... ? @) Jon Cantwell ® Data Transfer &, | @ Luton Technulo...}_,‘| gdx A ® Gamesoft the lead list of your sales pipeline archive.
@ Manufacture pr... ? m @ Costco Distribut... £, | @ HP cloud solution | @ Extension IT Se. W
@) Jackson Insura... ? _.INWT ®) Communicatio... .4, | ‘@ Ford Mator | | @ Employee Mana. ‘®Data Transfer
@) Intermational S... 9 .GreenT @ Astrium | @ Datatransfer 3 | @) Distribution Pro... & | '@ Action Customer T...
@ Instant Pharma... /&, | @ Communicatia... 2,\| @ CRT Communic... e, |

| @ Data Emergenci J | [CV] Account Requir... |

@ Communicatio... .',\J @ Distribution Center / \
£ . ——e _—
4 Cloud Storage

4 @ Distrib Center Opt. Weighted Target
@ Amy Patetrson N @) Davon Howe $1,297,443.90
o o 65 %
Gamesof
W Gamesoft i 1,615.06 %
—_——
Owner Ciglansky, Radaslav Account (primary) A1
~ Pipeliner CRM
Sales Unit Company 1-BBE-843-6699
Ranking Frirdrdrdr il
Days in queue 3 months old Contact (primary) )
Golden, John
Description
Gamesoft has opened a new sales +1 (661) 299 2496
department.
Upcoming Activity
You have no upcoming
activity for this item.

E

ALY
—1 ‘:«' ‘_99 ’-l)i 73 [=]]

Leads Accts & Contacts Activities Timeline Reports Insights Notes Archive
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2.3. How do | delete Lead from Archive

If you decide not to archive your any of your lead or you think that a particular lead does not meet your minimal requirements e.g. the lead is bogus, you can delete it from
archive forever. In order to delete lead from your archive click on the ARCHIVE icon within the Pipeliner menu.

® (@ Pipeliner archive DESCRIPTION
O\Op-:n |

Reactivate ‘@ Print ‘ New Repart | H Delete | I ﬁ gi‘r;ctwiv;es v
1. Initial Contact 5% | 2. Demonstrate 15 % | 3. Value Proposi... 20 % | 4. Proposal 5. Commitment 70 % o » Click on the OPEN LEAD PANEL button.
w0 T ) » Find the lead you would like to delete and roll-over
Documents (1) - Documents (4) - Doauments (5) ~ Documents (3) - Documents (2) ~ Documents (2) - the Iead P|pe||ner Wl” ShOW yOU the |ead eXtraCt
| @ Gamesoft - Copy | @ Exxon Emp. Pipe | | @ Gepphart Insurance | @ Arithmetica Oppty W|th a” |tS related tOOlS.
@ US Pst Comp. @ Itesoft @ Ciglo Corparation ... o i i i
| /@ Licence Renewal | @ Construction Proce... o » Within the tools list click on the icon
Owner Ciglansky, Radaslav Account (primary) EE @ PC distribution T DELETE FOREVER
Pipeliner CRM L ! ] .
ssecunik - Company e = &) Ol zoE e T » Once you finished deleting your lead, you need to
anking Wirdrrir info@pipelinersales.com . . . .
Days in queue 8 months old Contact (primary) E E‘. | (@ Verizon Manufactu... | @ Innelec CI|Ck on the SAVE bUtton and Plpellner Wl" remove
Kimla, Nikol = "
S B E] ® Processes Adjust... this lead from your database.
n.kinla @ pipeinersales, com G
Upcoming Activity @) l]o
You have no upcoming
activity for this item.

<4

$123,750.00

Vs
$685,283.00

Leads Lost: 2 Opportunities Lost: 4

Oppartunities Lost: 0 Opportunities Lost: 6

Oppartunities Lost: 7

Opportunities Lost:

6 T o
+ e L Q) & lofi E @ ?

.
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The information contained in this document represents the current view of Pipelinersales Inc. examples herein are fictitious. No association with any real company, organization, product,

on the issues discussed as of the date of publication. Because Pipelinersales Inc. must respond domain name, E-Mail address, logo, person, place, or event is intended or should be inferred.
to changing market conditions, it should not be interpreted to be a commitment on the part of Complying with all applicable copyright laws is the responsibility of the user. Without limiting
Pipelinersales Inc., and Pipelinersales Inc. cannot guarantee the accuracy of any information the rights under copyright, no part of this document may be reproduced, stored in or introduced
presented after the date of publication. This document is for informational purposes only. into a retrieval system, or transmitted in any form or by any means (electronic, mechanical, pho-

tocopying, recording, or otherwise), or for any purpose, without the express written permission
PIPELINERSALES INC. MAKES NO WARRANTIES, EXPRESS, IMPLIED OR of Pipelinersales Inc.
STATUTORY, AS TO THE INFORMATION IN THIS DOCUMENT.

Pipelinersales Inc. may have patents, patent applications, trademarks, copyrights, or other intel-

Information in this document, including URL and other Internet Web site references, is lectual property rights covering subject matter in this document. Except as expressly provided in
subject to change without notice. Unless otherwise noted, the companies, organizations, any written license agreement from Pipelinersales Inc., the furnishing of this document does not
products, domain names, E-Mail addresses, logos, people, places, and events depicted in give you any license to these patents, trademarks, copyrights, or other intellectual property.
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