Databases Ad respanse
Trade Shows
Tele- Web-site: Direct Mail
marketing & Pariners

- _:;:’;

\ Lead Generation /'

- .

\ ,éalesr

\ Opporunty / development|
\ [t

\ leam

| 7 | Sales-team
“C\os\ng |
| O |
Company
Clients and Contacts
People

Sales team

Competitors

Value Proposition

Sales messaging
Current Status
and Fine-tune

Sales Channels

Process

Sales Plan

Sales Process

Marketing activities
Pricing

| - Product / Service
Differentiators

Sales pack

Terms & Conditions

Time scales
Expectations

Commercial Arrangements

- -
5 A =
M S —

Copyright Inline Sales Limited

Identify 50 -100 potential
customers

Target / Contact via Telephone, Email
\ If requested send information
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Generation of Leads

Qualify, Distribute and Monitor

Lead Generation
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Lead Results Report

Determine how to grow sales

Identify Sales Team members
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