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Common challenges in lead management

Q

Hard to identify the best leads
Challenges to find leads with the highest potential.

A

Missed opportunities (leads)

Leads with potential remain unexploited due to lack of
prioritization.

Powered by F i FF LE

&

Losing time through manual processes

Limit sales productivity through time-consuming
tasks.
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Lack of a structured approach
No systematic approach to lead qualification.
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That's why we present the Smart Sales Funnel

With Al and data-driven processes, the Smart Sales Funnel
helps identify the right leads and effectively guide them
through your sales funnel. Therefore:

- Efficiency focus Conversion Optimized focus- Focus on the
most promising leads

Cost savings - By minimizing waste of effort

Smart resource allocation — eliminate spends and time on
low potential deals

Data-driven decisions—Better insights to make better
decisions fast
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The benefits of the Smart Sales Funnel

=
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Conversion-optimised Prioritization Personalized interaction (engagement)
Automated ranking based on success potential. Communication approach tailored to the leads.
O )
Workflow optimization Insight generation
Streamlined process from lead to customer. Data-driven insights for better results
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How do we develop the Smart Sales Funnel for your
company?

: N i I \

-Scan: Mapping processes and

data together -Data analysis: Identification of

success factors «Implementation: Integration and
Design: Specific plan with KPIs optimization of the lead generation
and budget Al Modeling: Categorize and & follow-up process

prioritize leads based on
likelihood of success

N Insight b / \ Specific explanation per
stage on the following pages
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Scan & design

Using an extensive inventory, we determine the scope of this project and the ultimate goal of
the Smart Sales Funnel for your company. Based on the outcome, we draw up an organization-

specific advice for the design and implementation.

s

o

1 TO 1 INTERVIEWS
& WORKSHOP

~

.

Interviews with key
stakeholders. Bringing
together gathered
knowledge and
determining the objectives
and priorities of the
project.
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SUMMARY OF
FINDINGS

~
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Feedback of the results of
the workshop in a clear
document.

/
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ASSESSMENT OF
FEASIBILITY NEEDS

\
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Based on the project's
defined objectives and
priorities.
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PROPOSAL, BUDGET
& KPIS
&/

Proposal for the design
and implementation of the
Smart Sales Funnel.
Including budget, KPIs and
a planning.
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Data analysis, data enrichment & modelling

During the data analysis, the success indicators are determined, possibly creating success
indexes. Contact details are enriched. Then we select and develop the most suitable Al model
that predicts which opportunities are primed for conversion within your sales funnel.
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ANALYSIS &
INTERPRETATION
OF AVAILABLE
DATA
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USE Al TO
IDENTIFY
INDICATORS FOR A
SUCCESSFUL LEAD

CAMPAIGN
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DATA
ENRICHMENT
WITH INTERNAL /
EXTERNAL DATA
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SELECTION &
DEVELOPMENT
OF A SUITABLE Al
PREDICTIVE
MODEL
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Lead generation, nurturing & follow-up

We recalibrate the current lead generation strategy, develop lead nurturing campaigns and set
up an automated process from lead qualification to customer conversion in CRM.
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LEAD
GENERATION
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We recalibrate the current
lead generation strategy
based on the new insights

and adjust it where
necessary.

‘. o

LEAD NURTURING

& <)

LEAD FOLLOW-UP
IN CRM

& /

Together we develop lead
nurturing campaigns to
move leads with the
highest potential through
the sales funnel through
personalization.

S P

We set up an automated
process from lead
qualification to customer
conversion.
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Lead generation

Ensures prioritization
of leads for type of
activity

.
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New
picture

CASE STUDY

Lead classification model for a dessert
manufacturer

Situation and problem statement:

A brand manufacturer in B2B food receives potential leads
from digital campaigns. The manufacturer lacks the resources
to call all the leads themselves. Therefore, there is a need for
a lead classification model.

Based on analysis of historical data, the criteria for lead
potential were determined. These are: the total number of
dishes on the menu, the number of desserts offered, location
characteristics (city vs. rural area and socio-economic data
from Eurostat), number of seats, type of cuisine and the
duration of the company's existence.

The chocolate mousse index is calculated per contact based
on the mentioned data and added to the contact details.

Old situation: Leads are manually filtered and personally
contacted by the manufacturer's staff.

New situation: The Smart Sales Funnel provides a list of
potential leads ranked from highest to lowest score, which
the sales department can follow up on. A choice can be made
to email the lowest-scoring leads or to approach them via ,

external telesales. GROUP7
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How do we make the Smart Sales Funnel suitable for you?

7
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Workshops to
understand your
situation

~
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Tailor-made
solution based on
your goals,
channel and

category

/ Post- \

implementation
training and
guidance to
achieve maximum

\/ value Yy
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What does The Smart Sales Funnel deliver?

In addition to a more pleasant way of working for you and your colleagues, you will also get:

Increased success

By focusing on the most likely converting

leads, the sales success rate will increase.
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Excellent customer experience

The personalised approach and engaging
customers exactly when they're ready
transforms customer-centricity from
strategy to reality

=

Cost savings:

The precisely targeted sales and
marketing concentrate on the top wins
reducing cost per acquisition.
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