
1. Consider your weekly 
schedule
Having worked with many business owners, there is 

a tendency for them to be working in the business 

rather than on it. For this reason there is limited 

thought given to the business vision and strategy. 

Typically they are thinking about getting the work 

they have done quickly rather than what happens 

when the work they are working on is completed 

and there is no work to move onto.

In our opinion all business owners, irrespective of 

the business size should at least be scheduling one 

day a week to work on their pipeline. Depending 

on the size of the business this will determine the 

types of activities from going to events/networking 

meetings, to having 121 meetings with potential 

clients to writing proposals. Without this there is no 

future for your business.

Managing your  
Sales Pipeline 

Running a business can be full of surprises. Having a reliable estimate of how much 
business may be headed your way can be a real help when it comes to revenue 
forecasting, planning for growth, and being ready for whatever’s around the corner.

Sales pipeline management is a defined process which enables you to manage business 
leads through the stages of a sales funnel. It deals with all the steps right from the 
initial contact until closing a deal. 

In our experience we have seen different clients manage their pipeline in different 
ways, for this reason we wanted to share some simple tips to help you. Whether you 
have a pipeline or not, it’s important to start thinking about what you need to do to 
make sure your business is sustainable in the future.

2. Design an effective sales 
process
Before you start its important you have a clearly 

defined sales process and that you and the team are 

aware and fully understand how this works.

You will have clearly defined stages that form part 

of this, for businesses starting out this may just 

be something simple like cold, warm or hot or for 

a more established business you may want to use 

something more sophisticated.

Once you have a sales process in place it becomes 

really easy to be able to focus on the sales pipeline, 

whether that’s just for you the business owner in a 

smaller company or for someone within your team 

for the larger ones.  
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3. Establish how you  
will capture sales leads
Most business owners automatically think that they 

need to invest in a Client Relationship Management 

tool (CRM) though this isn’t necessarily the case.

For those who are just starting out, having something 

simple like an Excel spreadsheet will be fine to get 

you started. It’s just a case of having something to 

keep all your sales leads in one place so that you can 

add to them, update and review on a weekly basis. 

Alternatively you could consider using a free CRM, 

although the functionality will be limited, if you 

have plans to grow your business this may be good 

experience for you.

If you are a more established business then you will 

probably need to invest in a good CRM, with any system, 

before you invest it’s important to do your research. 

What do you need the CRM to do for you? What options 

are on the market? Do those options have good reviews, 

what are your peers using in their businesses?

4. Document your process  
to manage the sales process
For some of you, you may be thinking why is a 

process important? Having a process is important 

because it describes how things are done and then 

provides focus for making them better. How they 

are done will also determine how successful the 

outcomes will be.

In our opinion if you have the right processes in 

place, businesses can then design their way to 

success.

In this instance a process is important to make 

sure that you are regularly reviewing your pipeline 

to consider when you last had contact with them 

and if there any ongoing actions. Following up is 

one of the biggest missed opportunities for smaller 

businesses – don’t let it be one for you!  n
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Summary
It’s important that great businesses have a 
strategy for managing their sales pipeline. By 
utilising the tips above you will be able to see the 
following benefits:

   You will have the time in your schedule to 
manage pipeline

   Sales will increase

   By focusing on the entire pipeline instead of 
taking a short-term focus on closing sales, or 
getting a single high-value contract over the line, 
demand for your services will be smoother and 
your cash flow more reliable.

   You will be able to start to see why your leads 
leak from the pipeline which will pinpoint specific 
areas for improvement 

   If you keep track of which leads leak from your 
sales pipeline and which don’t, you can construct 
a client profile of leads who are more likely to 
buy and leads who are less likely to buy. This 
knowledge will help you to focus your marketing 
material and allow you to more accurately qualify 
your leads, leading to a more streamlined, more 
efficient and less costly sales process
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