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Your Organization’s
_.ead Management

Probably For The Birds
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A WARNING

This presentation is full of
distracting photographs of birds,
and silly bird puns to help people

understand the need
for better lead management.
View at your own risk of smiling...
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Everyday, your
salespeople
fly around,
frying to
bring deals back

TO your nest.
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Some spend an
Inordinate amount of
energy flapping
their wings
for tiny rewards.




Some depend too much upon
the kindness of others for referrals
that are merely crumlos.
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Some spend all
thelr time
searching for

“a big kill”
that in reality,
NO one else
really wants.
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Some salespeople will
peck at anything.
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And some strut around
but keep to themselves,
not sharing lead information

with anyone else.
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Very few sales people
need no help at all -
they spof
opportunities,
SWOOP In,
and grab them.

If you have one, you're lucky.
They're rare.
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Another rare thing
s a “Bluebird”
lead that closes
the same day it
comes In.

Working leads is
actually hard, time
consuming work.
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And Marketing has problems
giving puffed up leads 1o sales
that really aren’t ready to engage.
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Even your best salespeople
can only make
sO many phone calls per day.

treally isn’t

the best an

d

— only way to
- nurture and
qualify leads.
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Many salespeople
just stand around
and hope leads
will appear out of the cold.







