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Would you like to know…



Where your next client is coming 
from?



And when?



Property 
Investment 

Marketing 
Consultancy

My tale of two companies – grow by chance or by plan



What is pipelining? 



The process of systematically
finding prospects and moving
them through your sales cycle.



Let’s not forget about 
relationships too.





Before you get started…

1. Sales target
2. Average client value
3. How many clients you need?



4. Your conversion rates – how many…
• contacts to generate an enquiry
• enquiries to get a new client

Before you get started…



Sales Target: £100,000
Average client value: £10,000
New clients required: 10
Enquiry to appointment: 25%
Enquiries required: 40
Contact to enquiry: 10%
Contacts required: 400   - marketing / icecap

For example:



400 Contacts - Investors

We have a monthly target for activity to generate our target 
of reaching 400 investors:

I  - Initial Conversations
C - Calls
E - Events
C - Coffees
A - Adverts
P - Pitches



Sales Process

Critical: map out the stages and sales actions at each 
stage to move people through your pipeline

Enquiry Qualified Proposal Pitch Close



Customer Relationship Management



Dashboard



Key Sales Pipeline Metrics

1. Number of leads in the pipeline 
2. Value of the leads 
3. Sales activities completed 
4. Close rate 
5. Sales cycle



Give CRM a Chance
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