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Other Referral
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(Visitor can sign up on the site or be sent to the blog 

sign-up form directly from a lead nurture)

(All Blog Emails will have an opt-out strictly for the 

blog, not all emails.)
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Sales Process-Step 1

Qualifying Call

Sales Process-Step 2

Request Discovery Questionnaire

Internal Review

Sales Process-Step 3

Customer Discovery Meeting

Email Video-Benefits of Product

Case Studies

Sales Process-Step 5

Prepare Business Case

Customer Presentation

Video about Customer Service

Implementation process
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Long Term Nurture

For unconverted prospects

Prospect to 

Lead
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Unconverted Lead Nurture

(can decide if there is a tag for “do not pursue” which 

won’t go in nurture)

Lost, for now

Onboarding for New Clients

Referrals

-Request testimonials

-Request reviews on LinkedIn

-Request case history

-Send magnets to colleagues

Upsell to Additional Products

Wow Refer Upsell

Discovery Coaching 

Session 

Company Indoctrination Emails

(Intro Video + services,

Overview Video, 

With brief testimonials)

Sales Process-Step 4

2nd Qualification Meeting

(Strategy, Demo Script)

Email methodology
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