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Are you putting effort into CRM...

....but not seeing it help you win deals?
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The Reality

Evenifit is a well-maintained Opportunity...
.. with everything updated...

A |
I ..reps are still unclear how to move deals.

Bottom Line...
..left to its own devices CRM captures activity...
..not direction.
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From Admin Task to Helping Sales Sell

Capture Structure Advance
(What happened) (What it means) (What to do next)
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What moves deals vs. where most effort goes
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Three Challenges

CRM Used for Funnel Looks Full... Activity Without
Tracking, Not But Isn’t Real. Momentum.
Guiding.
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Issue 1 - CRM Used for Tracking, Not Guiding

If CRM can't tell you what to stop working on,
it's not a sales tool. It's a reporting tool.

Symptoms:

 Data captured after the fact.

» Required fields filled in just enough to unlock next stage.

* Reps see CRM as a “necessary evil” to satisty management.

Impact:

« Updated deals still stall.

 Coaching resorts to chasing information for status review.
« Wasted effort, lack of progress.
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Solution 1 - Make CRM Forward-Looking

Actions:
« Redesign required fields around decisions, not reporting.

* Introduce a simple deal qualification snapshot.

« Make funnel reviews Opportunity snapshot-driven, not activity-
driven.

Benetfit - Clarity — Better actions — Better outcomes.

Immediate Action - Determine “Next Best Move” - what must we
do to win this deal?
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Issue 2 - Funnel Looks Full... But Isn't Real

If your CRM can't tell you why a deal belongs where it is,
the stage is just a label.
Symptoms:
* Deals linger then fall out late in the funnel.
« Stage is treated as probability - Stage 4 = 70%.
* Forecast = Guesswork. “| feel good about this one.”

Impact:

e Low win rate.

* Missed forecasts.

« Wasted time (ours and the client’s).
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Solution 2 - Influence and Decision Clarity

Actions:

* Proper qualification and discovery - who's who?

 Define clear evidence gates for each stage - confirmed and aligned.
 Track with the client’s buying process and help them through it.

Benetfit - Cleaner pipeline and more reliable forecast.

Immediate Action - Confirm “Decision Clarity” - what do we know
and what do we know that we don't know?
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Issue 3 - Activity Without Momentum

If your demo calendar is full but your ‘closed-won’ column is thin, you don't
have a pipeline problem; you have a momentum problem.

Symptoms:

 Disconnected or incomplete Opportunity notes (if any).

» Repeat efforts for qualification, discovery, demos, and negotiation.

« No clear idea of strategy and tactics to use.

Impact

 Deals slow down.

 Buyer frustration and disengagement.
« Status quo outcome.
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Solution 3 - Create A Deal Narrative

Actions:
« Link every major activity to a specific deal gap and outcome.

« Make stage progression depend on net new evidence, not the
number of touches.

« Run momentum clinic for stuck deals.

Benefit - Positive movement toward the goal of Technical Close,
leading to Business Close and Client Success!

Immediate Action - Determine “Deal Strategy” - then align, review,
and adjust as the deal progresses.
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Start Small
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ONE DEAL ONE CLEARER VIEW ONE BETTER NEXT
MOVE
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D365 CRM Implementation Success

Moved away from fill-in e Snapshot for Qualification.

the blank forms to e Competitive Strategy Chart.
graphical interface  Influence Map with detailed stakeholder attributes.

Incentivized usage by  All Opportunities for which a Contact was engaged.

(e YU R GV EIERIA (M » All Opportunities for which a Competitor was
all Opportunities identified along with SWOT, etc.

Store Opportunity * Allows sales management to see incremental

Snapshot criteria saved Opportunity progress through sales stages.
for each sales stage * Allows use of Copilot to mine funnel velocity trends.
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Improve Win Rate, Revenue, Margins, And Client Satisfaction

Structure Advance

(What it means) (What to do next)

CRM Seen as Admin Work CRM That Helps Sales Sell

Updating Deals Moving Deals Forward

Leaky Funnel With Clean Pipeline That Drives
Hope-and-a-prayer Numbers Accurate, Confident Forecasts
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I From Pushback to Payoff

Thank You!
the form or email me “D365” for the A rt F rO m m

complimentary checklist and slides.

www.linkedin.com/in/artfromm
art@teamsalesdevelopment.com
www.teamsalesdevelopment.com
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