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10 QUANITATIVE MILESTONES TO MEASURE
SALES PRODUCTIVITY

Use quantitative measures to determine where a deal is in the pipeline.
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20% Field presentation with qualified interest

30% Internal qualification discussion LEARN MORE
tsrmgroup.com B8
40% BANT qualification - leaning toward competitor

50% BANT qualification - vendor neutral

60% BANT qualification - leaning toward your solution
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70% Verbal approval - negotiating terms and conditions
80% Executed agreement sent to your channel fulfillment partner

90% Executed agreement officially received by the client |

100% Invoice client-the sales process is now closed I
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