
DATA

ANALYSIS

Is our client
information useful

and accurate?

What tools inform
these data?

Where are we putting
our client info?

PIPELINE

STRUCTURE

AND HANDOFF

Are we actually
tracking the

customer
relationship or our
confidence in the

sale closing?

How can we
consolidate these

stages? (If
necessary)

Start to finish what are
the stages of a sale?

AUTOMATION OF

WORK

What are you tired
of reminding your

team to do?

When does a
manager need to be

involved? Is this a
constant 

checkpoint in your
process?

How are we assigning
business to reps?

ACCOUNTABILITY

AND

COMMUNICATION

How do we partner on
working an active

deal?

What internal actions
need to be enforced

before we move a 
deal forward?

How can management
get a high-level view

of the communication
status of new

prospects?

REPORTING

Are you able to
forecast your
current sales

cycle?

Do we have insight
into where your

team spends most
of their time?

How are we tracking
where we lose

deals?

SALES PROCESS 
FLOW SAMPLE
Estimated time to complete: 1 month


