
Marketing 
Manager

Tier 1 Sales: 
Sales Reps or 
Inside Sales

Tier 2 Sales: 
Account 
Executives or 
Field Sales

Management 
Reports & 
Dashboards

Campaigns Leads

Qualified?

yes

Lead Management

Lead Capture Mechanisms
� Online Registration Forms
� Import Lists From Excel
� Manually Enter Business Cards

no

Sample Routing Rules
� Territory Based Routing
� Product Based Routing

� Pick Off Queues
� Manual Assignment of Leads

Win?

Opportunity ManagementLead Generation

Campaign 
Effectiveness 

& ROI

Accounts

no

yes

Opportunities

Sales Process Map, Campaign to Customer

Two tier sales process typically found in high volume B2B sales organizations where marketing campaigns generate 
leads, a tier one team qualifies leads to pass on to a tier two sales team that manages the sales cycle. 

Types of Campaigns
� Email Campaigns
� Advertising
� Direct Mail
� Trade Shows

Sample Qualification Questions
� Current Situation

� Pains
� Opportunity Size
� Timeframe
� Budget
� Decision Maker

� Main Competitor

Keep a historical record of 

archived leads and set up 
email campaigns or follow up 
reminders to regenerate 
interest.

Common Reasons for Duplicate Leads
� Bogus info

� Duplicate lead
� Current customer
� New contact, current opportunity

Salesforce.com Tabs

Lead 
Source

Lead Status
Closed 

Business

Qualify Lead
Lead 

Assignment

Archived

Leads

Check for 
Duplicates

Sample Lead Status
� Open: Followed up on within 48 hours

� Working: Day 1 through day 30
� Developing: Scheduled follow up beyond 30 days
� Archive: Non-responsive or No Current Interest

Work Lead & Adjust 
Lead Status

Opportunity 
Pipeline

Competitive 
Win/ Lose

Sample Sales Stages
� Lead

� Needs Analysis
� Confirmed
� Objection Handling
� Selected 
� Negotiating

� Closed/Won
� Closed/Lost

Sales Cycle

Keep a historical record of 
archived opportunities and 
set up email campaigns or 

follow up reminders to 
regenerate interest. 

Archived 

Opportunities

The lead is converted into 
an opportunity with an 
associated contact and 
account. Often the lead will 
be handed off to the tier 2 

sales person to work it 
through the sales cycle. 

Lead 
Conversion

Lead QualityLead 
Type

Neglected 
Leads

Marketing 
Campaign

Lead 

Capture

Active 
Customer

Account becomes an 
active customer.

Lead 
Conversion

Contacts
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