Plan and Execute
Marketing Campaigns

THE SALES PROCESS MAP

A step-by-step guide to reach prospects,
qualify leads, and close deals
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The “find duplicate” button
searches for similar leads or
contacts in Salesforce.

Ifa lead tums outto be a
duplicate, easily merge the
two records,

Salesforce has a number
of AppExchange partners
that provide high volume
de-duplication and data
cleansing tools.

Data Trending

When youte working a lead,
you'll set up a series of tasks,
which might vary based on the
type of lead. For example:

Day 1: Personalize mass email
Day 2: Call /voicemail
Day 4: Call /voicemail
Day 7: Personalize mass email

Closed Business by Month

Itis becoming more
difficult than ever to
contactalead. It may
take several attempts
and various tactics to
establish a relationship.

Create a set of qualification You can monitor your
questions, such as current_opportunity reports and
situation, product of dashboards to keep track
interest, timeframe, key  of your top deals and
decision makers. prioritize your time.

Find a business process that fits your
product and sales methodologies
and processes, matching the way you
already sell.

. Support

Salesforce gives your entire company
a360-degree view of your customers
and facilitates collaboration across your
organization, helping you build strong,
lasting customer relationships.

Keep an archive of dead opportunities,
Use lead nurturing and call downs to
re-market.

Ifthe lead is qualified,
convert it into a contact,
with an associated
opportunity and account.
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Set up different views t
manage your leads. For
example, “Today’s Leads”
or leads sorted by lead

type.

Key Metrics

duplicate, easil
two records.

Salesforce has a number
of AppExchange partners
that provide high volume
de-duplication and data
cleansing tools.
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Lead by Status

Qualified?

Create a set of qualification
questions, such as current
situation, product of
sveral attempts interest, timeframe, key
and v arious tactics to decision makers.
establish a relationship.
If the lead is qualified,
B convert it into a contact,
Day 7: Personalise mass email with an associated
opportunity and account.

Lead Conversion % Converted Leads by Month Top Sales Reps




You can monitor your

opportunity reports and

dashboards to keep track

of your top deals and

prioritise your time. —_— of dead opportunities.
urturing and call downs to

Salesforce gives your entire company

a 360-degree view of your customers
and facilitates collaboration across your
organisation, helping you build strong,
lasting customer relationships.
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. Opportunities

Learn how a sales manage
and sales rep use Salesforce to

manage their day. This interactive Feed
tour guides you throug e

different capabilities of Salesforce.

Experience the world’s # M apf Partners
today.

Account Plans

Partner Events
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https://www.salesforce.com/au/form/demo/crm-sales-demos.jsp?d=70130000000t3vX

A sales tool as powerful
as you.

Even the best sales people need the right tools to close the

deal. Salesforce is the industry leader in customer relationship
management and was designed with top sales performers in
mind. From the world’s most loved CRM features, to cutting edge
new functionality that is redefining the industry, Salesforce is
focused on one thing: making you successful.

Close more deals, get more leads, gain more insight,
and accelerate productivity, with Salesforce Sales Cloud.

LEARN MORE

Source: Salesforce Customer
Relationship Survey conducted May
2015, by an independent third-
party, Confirmit Inc., on 4,600+ Ll- O/
customers randomly selected. O
Response sizes per question vary.

Note: Performance metrics are Increase in
intended as a guideline based

upon historical results from a
sample set of customers. Results
are dependent upon many different
factors that are customer-specific.
Therefore, actual results will vary.

salesforce

sales pipeline.

4%

Increased sales
productivity.

37%

Increased sales

revenue.
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https://www.salesforce.com/au/form/smb/crm-solution.jsp
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CONNECT TO YOUR CUSTOMERS
IN A WHOLE NEW WAY

Blog @ Facebook @ Twitter Linkedin

The information provided in this e-book is strictly for the convenience of our customers and is for general informational purposes only. Publication by salesforce.com does not
constitute an endorsement. Salesforce.com does not warrant the accuracy or completeness of any information, text, graphics, links, or other items contained within this e-book.

Salesforce.com does not guarantee you will achieve any specific results if you follow any advice in the e-book. It may be advisable for you to consult with a professional such as a lawyer,
accountant, architect, business advisor, or professional engineer to get specific advice that applies to your specific situation.
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