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Stage 1
Suspected Opportunity

Stage 2
Sales-Accepted 

Oppty

Stage 3
Deep Dive 
complete

Stage 4
Solution fit 
confirmed

Stage 5
Vendor of 

choice

Stage 6
Signed 

Contract

• The initial sales 
call (live or 
phone) has 
been set up 

• Sales has 
executed initial 
call, and based 
on what they 
have learned, 
believe this is a 
qualified oppty
to close within 
next X months

• Completed a 
deep-dive call to 
begin mutual 
process of 
determining if we 
can meet 
customer 
requirements 

• Can include demo, 
but doesn’t have 
to 

• Customer has told 
us they believe we 
can basically solve 
their problem 
(excluding detailed 
concerns, price 
issues, or 
competition) 

• Customer has told 
us that we are the 
vendor they prefer 
to work with 

• We have 
received a signed 
contract from the 
customer  



Stage 1
Suspected Opportunity

Stage 2
Sales-Accepted 

Oppty

Stage 3
Deep Dive 
complete

Stage 4
Solution fit 
confirmed

Stage 5
Vendor of 

choice

Stage 6
Signed 

Contract

• Prospecting 
templates 

• Sales 
playbook 

• Sales 
playbook –
pain-based 
discovery 
questions + 
meeting 
planning 

• Account 
plan 

• Sales Playbook 
– pain-based 
discovery, 
velocity 
P.L.A.N.

• Account plan 
• Evaluation 

matrix 

• Proposal 
template 

• Close Plan • Win / Loss 
request and 
script 

• Whitepapers 
(ours + thrd
party) 

• Use case series 
• Brochures
• Intro sales 

presentations  

• Whitepapers 
(ours + thrd
party) 

• Use case series 
• Brochures
• Intro sales 

presentations  

• Product briefs 
and one-pagers 

• Sample output 
• Customer 

referral pages
• ROI calculator  

• Competitive 
materials 

• Product/compa
ny briefs 

• Exec-sponsor 
presentation 

• Competitive 
materials 

• Product/ 
company briefs 

• Exec-sponsor 
presentation 

• Competitive 
materials 

• Product/ 
company briefs 

• Exec-sponsor 
presentation 









…so your salespeople actually use it. 

❑ Ask reps to use close dates “when they expect the opportunity to naturally 
close” 

❑ Clarify when and how you want reps to pull forward dates as deals develop 

❑ Use customer-verifiable sales stages – if you called the customer and asked 
them, would they confirm you “are where you are?”

❑ Include a stage for derailed/stale deals (and guidance on when to use it) 

❑ Ask reps to input realistic oppty values + provide guidelines 
❑ Include guidance for special cases, including: 

o Multi-year deals 
o Very large deals 
o Dealing with discounting 
o Lost + derailed opportunities 

❑ Include instructions for when and how reps should scrub their pipeline (don’t 
rely on “always be scrubbing”)

❑ Include definitions of your forecast categories + percentages if they differ from 
your sales stages (hint – they probably should)

❑ Lay out how you want reps to share their forecast + what it should include 
(e.g., ARR vs. services vs. training, etc.) 



…and for some help making your own
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