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Sales in- charge 

1. Generates list of qualified 

accounts from any of the 
following: 

- Telemarketing 

- Sales Blitz 

- Networking 

- List of company 

directories per area 

- List of participants 

and company 

information during 
events and 

sponsorship activity 

- Company research 
using website 

- Use of technology 

and social media 

2. Sets an appointment for 

initial probing 

3. Conducts company 
presentation to explain 

and delivers the strength 

and capabilities of the 

company’s services. 

Sales in- charge 

4. Identifies the 

characteristics of prospect 
customers based on the 

category of Cold, Warm 

and Hot prospect. 

5. Encodes the following 

information in the CRM 

- Company Name 

- Contact Person 

- Telephone number 

- Email Address 

- Website 

- Warehouse, Office 

and Billing Address 
(Whichever is 

applicable based on 

the submitted 
information by the 

customer. 

End 


