conversion

Area 2: Pre-Sales
Move leads to

Most companies do not have Area 2: Pre-Sales. Most
combine Pre-Sales and The Sale together.
mistake which costs companies a lot of money. The
real tragedy is that we never get a bill for all the money
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we've lost.

Often The
Reality

Lead

In most situations our
businesses do not
have matching size
funnels and cylinders.
This ends up costing
us a great deal
money. We are only
as strong as our
smallest cylinder or
funnel.

Questions . . . Call the individual who provide you with this model or 888.230.2300
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When both funnels and
cylinders match in size,

we run the most
profitable business
possible. Ideally our
leadership cylinder
should be slightly larger
and our partnership

cylinder much larger.
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The NEXT Dimension
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