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Inconsistency in the sales process and i wd (D Pipeliner
the lack of a common sales language means
opportunities are often insufficiently qualified Dooley Canada

TY: Detail

or sitting in the wrong stage.

This results in lost or delayed deals, missed

forecasts and misalignment with buyers. & Activities
wf: Feeds

> Within each stage of the sales process,

activities the seller needs to complete and 2+ Buying Center

actions the buyer needs to take can be set.

Ei Documents

©’? This provides a defined path for [@ Notes
each salesperson to follow and
eliminates inconsistency.

©? These can even be made mandatory before
an opportunity can progress.

©’? This is how any sales methodology
can be embedded in the daily workflow of
every salesperson.

www.pipelinersales.com
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B2B selling has become more complex and
hard to navigate. Today there is an average of
5-7 people involved in the buying process and
success depends on understanding the roles
and motivations of all the stakeholders.

Growing and expanding accounts also relies
on understanding what are increasingly
complex organizations.

Pipeliner is the only CRM that provides
the ability to visually map out:

> How a company is organized hierarchically.

? How individuals both inside and external to
the company are influencing a deal.

©? Relationships between contacts both
internal and external to the company.

K> The overall company structure.

This visual mapping capability provides the key
to informed strategic selling.

www.pipelinersales.com
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Different people have different reporting

needs - some need instant, simple reports and,
others need to be able to manipulate the data in
different ways.

This often means exporting data into different
applications and systems which often leads to
data being in multiple places, inaccessible and
out of date.

K> Pipeliner offers the most flexible and
versatile reporting engine available.

©’? Each person can easily build reports in
the system and manipulate the data.

K> These can range from simple standard
reports, to pivot reports to complex,
advanced reports depending on the needs of
the individual.

www.pipelinersales.com
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Multiple Views (on all our entities) spean poc
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Power Panel (with flexible filters)
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@ Pipeliner

Archive

Additional informations

visible in Archive

There is no way to systematically analyze or i wq (@ Pipeliner Archive
understand why deals are lost or what can be
learned from those losses.

R
3. Value Propositinnr" an% | 4 Prannsal 60% | 5. Commitment
Value Proposition

0% | 1. Qualify 2. Engage

-$6,000.00 |

©? The Archive provides a shadow pipeline
where your lost opportunities are “frozen in
time” at the stage of the sales process they

were lost.

K’? This allows you to look for patterns or
trends at an individual, team and process
level and make informed adjustments as

a result.
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Navigator

Precious time and productivity often lost by
salespeople figuring out how to organize their

day and where they should focus their energies.

¥? Navigator organizes critical information
into one screen that shows where
the salesperson is against their sales target,
what is on today’s calendar, what deals
and leads need attention and even suggests
other valuable activities.

©’? This is an intelligent quick start to any
sales day.

www.pipelinersales.com
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—es Step Documents

Documents

Attach Documents in the Pipeline
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g OPP p &

Upload documents to each sales step

Salespeople often waste time searching for 232 wq (2 Pipeliner (W ppeinespresataton doc S A A« < S
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Upload documents to each sales step
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@ Pipeliner

Multiple View on Activities Management

ﬂ Calendar View Modifie
Calendar view, a list view, and v Task Board View Feb 2, 2.
a drag n drop task board view v = ListView Feb 1,20
. . el Feb 5, 20
It can be difficult to track the activities of a sales 3 wd (D Pipeliner Activities o EE
eb 1, :
team and even for salespeople themselves to o CroatoNew | s Ownouip e BukUpdate [i2] New Repot 3¢ Deleto o 7
. o oy ; eb 5,
track & manage thelr own activities. Not Started In Progress Waiting Completed Apr 16
ThlS can 1ead to lOSt leads, I‘T-‘::;n Pipeliner ::SILWﬂp: Initial Me €D @ SB:::Iilhe right marke @ in'rliaIMaaﬁng_ Feb ”
mlsmanaged Opportunltles’ and Overall | Get confirmationof €D Meeting 1 2] Set an initial meetin. @ (=1 Next steps establist ’
inconsistent performance. = RS (1) Meeting |
Google Task = SRR enwerth & |
P et Q@@ Mg X e
& Plpe.zhn.er again pr0v1d.es mul’Flf.)l.e ways [ repeme @ g, AcTvTvTvee 8 pwerth & L:-'|
of viewing and managing Activities — :
. .. . . Live Demo eay DUE 0 PRIORITY ask i
the dedicated Activity view provides Task =) Apr 30,2019 o] No upcomi rse
a calendar view, a list view, and a drag n | () RecheckWetare | %) T3 rmkier sk @
3 ' ki New Task
drop task board view. : y—
- Send Proposal LINKED ITEMS
| Task B Pipsliner CRM How Appolatment

’? These easy to access views make activity
management simple and efficient.

Overdue tasks

BE £ = B B 9 e 4 © @ R

Navigator Opportunities Accounts Contacts Activities Feeds Reports Insights Archive Tools

Activity management simple and efficient -
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Timezone Checker

Salespeople often have to schedule
meetings with prospects or customers in
different timezones.

This often means switching from their
CRM to another program or site to check
the right timezone.

? Pipeliner's Timezone Checker, allows
the user to simply view their time zone in
relation to the timezones across the globe.

©?> The Appointment Planner is accessible
directly within the appointment date and
time settings.

www.pipelinersales.com

View your time zone in relation to

© Time zones

UTC -6
Chicago

uTC -5
New York

uTc-3
Rio de Janeiro

utc
London
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the timezones across the globe
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6.1.2021

6.1.2021

6.1.2021
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APPOINTMENT PLANNER
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h N 021

UE.EN
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