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.
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The lead is converted into
an opportunity with an
. associated contact and
- account. Often the lead will
y be handed off to the tier 2
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* Manual Assignment of Leads

Keep a historical record of
archived leads and set up
email campaigns or follow up
reminders to regenerate

interest.
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