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The challenge of delivering the right lead 

and opportunities to your salesforce 

The ideal lead and opportunity program will 

enable your employees to capture, 

distribute and track leads - ensuring that 

every piece of identified opportunities 

enters your funnel and is acted upon.  It will 

work in partnership with your channel 

partners enabling you and your partners to 

track leads together, through to 

opportunities and bring them to closure. 

Today, most marketing programs are held 

to account basis their ability to generate 

productive sales leads. Specifically, they 

need to: 

- Demonstrate better quality leads, as 

evidenced by a higher closure rate. 

- Surface opportunities to your salesforce 

before they hear from the customers; help 

them be proactive rather than reactive. 

- Enable sharing of leads- to the right 

salesman or channel partner. 

With the advent of IT-tools and internet 

enabling of marketing content delivery, 

marketing is being asked to automate the 

whole customer communication cycle as 

much as possible.  

As enterprises look to manage the strategic 

processes and the sales function and exit 

the tactical communication space (read lead 

generation), it does not mean that lead 

generation is not important but it is now an 

activity that has to “earn its keep”. As 

marketing becomes more metrics-driven, 

every dollar or Rupee spent has to be 

justified in terms of “Marketing ROI”, 

howsoever you define it: by leads, by 

revenue or customer satisfaction. 

The opportunity  

If the VP of marketing in an enterprise has 

taken the strategic call to move marketing 

out to an external agency; he would want to 

achieve one or more of the following: 

1. Reduce the cost of delivery of programs. 

2. Improve ROI and have the metrics to 

prove it. Help forecasting and justify 

resource allocation. 

3. Have consistency with industry best 

practices. 

4. Have credibility in the lead-generation, 

lead quality and lead dissemination- 

accuracy and timeliness. 

5. Close loop on marketing effectiveness 

with data. 

 

Here in lies the opportunity for the VP to 

effectively outsource the lead generation 

activities and yet meet his goals outlined 

above. And the opportunity to you, as a 

marketing outsourcing service provider is 

position yourself in this space. 

Let us quickly review the traditional view of 

marketing, which is one of indirect 

communication. The following diagram 

describes the role: 
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II. Traditional marketing communication 

In the above view, marketing seeds the vast 

cloud of unknown contacts and produces 

leads; in the same manner as seeding 

clouds to produce rain. The leads are 

handed over to the sales department; who 

then “convert” them to prospects and then 

to sales. 

This view is only “half-complete” and with 

the advent of the internet, can even be 

misleading.  

For early stage contacts, those with no 

previous history of contact with your 

company, this view can hold. But, the more 

profitable engagements are those that 

happen with contacts who have been 

“brought inside the circle”, have been 

“profiled” by demographics, history of past 

interactions and perhaps purchase history. 

And, marketing can today leverage internet 

technology to send very precisely targeted 

communication to smaller and smaller sets 

of people. 

So, Sales is today communicating earlier in 

the sales cycle and Marketing is 

communicating deeper in the sales cycle.  

This is key to understanding how Salesgenie 

CRM++ works. 

Salesgenie CRM++ has clear roles and 

access controls defined for marketing and 

sales roles. While marketing can see and 

communicate with all the contacts in the 

database, irrespective of whichever 

salesman, sales manager or channel partner 

it is attached to, it cannot perform the sales 

functions of taking an opportunity to 

closure or sending quotes. Sales take the 

opportunities and leads surfaced by 

marketing campaigns and runs with them. 

This allows a marketing outsourcing 

provider to provide lead generation and 

opportunity management services to more 

than one salesforce; on the same platform.  

 

Salesgenie CRM++ allows import and 

clean-up of external lists really easily 

Menu driven easy interface allows easy 

import of external lists and cleaning up 

duplicates in accounts and contacts; 

ensures your sales and marketing 

executives are not spending hours but 

minutes cleaning up the contact list. 

Salesgenie CRM++ makes communication 

really simple, by anyone 

Salesgenie CRM++ has a strong targeting 

II. Traditional view of B2B sales process 
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E-DM, Seminars, Webinars, Newsletter

User group, Loyalty programs, Social 

MediaInstalled

Base

Leads

Deals

Orders
Those who purchased

Those who awarded 

deal to competition

Aware prospects

Those who never 

progressed 

beyond a lead

E-DM, Seminars,Webinars

Newsletter

Message: more generic

E-DM, Seminars, Webinars, Newsletters, Sales 

promotion

Message: more specific

Amplify loyal 

customer voice

Newsletter, website, banner, tradeshows, 

seminar, webinar

Untapped, 

unknown 

prospects

Website, banners, 

opt-in campaign, 

social media

engine which allows anyone, be it sales or 

marketing, to select the contacts in the 

database who are more likely to be 

receptive to a sales message. What is more, 

you can create or import your own html 

email templates for use by users for 

customizing and sending as their own 

communications.  

Create your own email- newsletter, email 

campaign, webinar or seminar invite- and 

mail them out. Watch the leads flow in. 

 

Customization is key; Salesgenie CRM++ 

makes it possible   

Salesgenie CRM++ helps map the message 

to the audience; as big or as small as you 

like.  

So, marketing can run different campaigns 

for different channel partners, run a 

campaign for a new product introduction 

without including those contacts that have 

deals at an advanced stage for an existing 

product, they can use the targeting tool to 

filter those contacts out.  

Salesgenie CRM++ believes the modern 

customer environment with sales and 

marketing to be as follows: 

Salegenie CRM++ makes it possible to not 

only target a broad audience; it also makes 

it possible for us to target really small 

segments of buyers across many companies 

very cost effectively with messaging that is 

personalized. 

Salesgenie CRM++ has a powerful targeting 

tool that helps  select the contacts in your 

database based on their past interaction 

history and demographics. It thus helps you 

in sending the message to the right 

audience. This increases customer 

satisfaction and sales lead generation. 

Salesgenie CRM++ is extensible  

By virtue of being created on industry 

standard Microsoft Windows 2008 server 

and SQL Server 2008 in the .Net framework, 

Salesgenie lends itself to customization for 

specific tasks that you may have. Contact 

sales@anwesha.in for evaluating how we 

may work together. 
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