STOP LOSING LEADS
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Whol am What | do

Husband and Dad to 2 great kids
Sales Coach/Consultant
Xerox sales Executive (17 years)
_ Sales methodology junkie
Microsoft ]
- Salest Marketingleader CRMD
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Who we Are

Value, Integrity, Trust

Digital Marketing

Helping our clients increase
sales with digital marketing
managed services and training

Gold Certified
Microsoft Dynamics CRM and
Click Dimensions Gold certified
located in Toronto, Canada.

CRM

over 20 year experience in
CRM. Experts with Microsoft
Dynamics CRM. Training
programs

Business Strategy

We help companies realize their

goals by shaping & enabling

strategy though process and
technology

Sales Automation

Our core focus is enabling
companies to sell! We offer. the
technology and support
programs to help you succeed

Hosted Cloud Services
Hosted CRM cloud, Office 365 &
Sales Bl
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Darrell Keezer Your Customers Journey

A Common Pat
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All it takes is one wrong turn

to lose your way entirely.
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OUR RESULTS

Sales model 350%
shift from Increase In
outbound to leads from

inbound A web

Lead
conversion
from 7% to

38%




Sales and Marketing working together
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YOU MEANTO TELLIME
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Customer Journey

Convert
Sales Process
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Search - Social
Conversations

Web Site Visit ... ..

Learn and decide
Triage and Nurture

Contact you
via
Phone, emalil,
form, chat
Capture/lead
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O Stages of the
buying process
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1.
. Business pain/opportunity
. Business Plan

Business Symptom

O© 00 NO O1

. Research Potential Solutior
. Research Potential Supplie
. RFI/RFP

. Select Vendor

. Negotiate terms

. Buy
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Stat

60% to

)
CRMDynamics

90%

¢2RI&Qa 0dz SN&
from 60% to 90%f the way
through thebuyingprocess
before they reach out to a
vendor(Forrester Research)




LEAD RESPONSE FROM WEB SITE

We tested 1,200
companies

82%
No second
attempt

1,200

companies
surveyed




Conversion- Step by step Process

Convert

Assign to sales when ready
to convert

Assign

Ready Now: Sales
Ready Later: Nurture

Qualify

Capture Ready now, Ready Later?

Collect name, email,
phone number and other
important information




Here Is what most companies do
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Hope they close the
business




Here 1 s why 1t does

There are three types of leads

1.Buy now

2.Buy later
3.Not sure




Harvard University 15

7 Month Cycle

35

25% of sales cycles =
25

take an average of
/ months to close

10
5

0
5/1/2014  6/1/2014  7/1/2014  8/1/2014  9/1/2014
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Conversion Process

Capture Convert
Who are What do  How can Educate  Propose
they? they we best and and close
want? help Influence

them?
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Lack of speed Kills all Deals

Speed at all stages

Step 3: Qualify

Step 2: Triage Buy nowg Buy Later Step 4: Convert
Res.pond fast (fing) ¢ Nurture ¢ Educate-
Step 1: Lead Assign to best resource Propose Close

Capture and send to

triage 4
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From Lead to Opportunity

Opportunity
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The new way of sellingi SMar ket i ngkE

Potential Customers

Sales
process

Web Presence ~ CRM Marketing

»

Account Automation
Cli)nt%ct Email Marketing
Sl Web Tracking
Opportunity Lead Scoring
Task
Mobility Social Discovery

Dashboards Nurture Marketing

Web
Social Media

Blog
Banner Ads

lLiveChat
Existing Customers
‘\),’"

CRMDynamics

‘?‘1‘ ClickDimensions




Marketing Automation Features

<

Email
Marketing

Web Tracking Lead Scoring Nurture GMS Messaging Campaign

Marketing Tracking

B & & &

Surveys Landing Social Integratlons Training &
Pages Discovery (GoTowebin Support

Form Capture

QCIickDimensions
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Putting 1t all togeth

ATTRACT ENGAGE CONVERT
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» Dynamics*CRM
Microsoft®
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HOW GOOD ARE YOU AT CONVERTING
LEADS?

Special Offer for todays webinparticipants
Web Lead assessment

WWW.crmdynamics.ca/wra



http://www.crmdynamics.ca/wra

Customer Story OneWindow company <

ACustomer needs new windowBuy Now
AWeb visit to homestars.com

AForm filled in

ANo response

ACalled and was promised a call..

ANo Call

ABought from someone else

CRMDynamics



Customer Story Twq Ebook Lead

AFinancial Services firm looking for new CRM
AVisit web site and downloadiook

Alnside sales triage and learn they are Buy La
AAdd to Digital Nurture

Alnvited to an event 2 months later

AReady Now

ASales engages

AClosed deal in 3 weeks
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