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Turning Your CRM into a 
Growth Engine: 
Maximize What You 
Already Have
Learn how leading staffing agencies build high-converting sales 

pipelines, manage opportunities, and leverage tools within BOLD 

that help drive predictable revenue.

• This presentation is for informational purposes only.
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Introductions
Welcome to CONNECT! Thank you for joining our session.



Our Platinum, Gold & Silver Sponsors
PLATINUM

Benefits in a Card Experian Employer Services LLH Healthcare rapid! by Green Dot Timerack

GOLD

ADP Asurint Choice Screening

Equifax Hooray Health Marsh McLennan Agency

Ringover Sense Sunset Cove Solutions

SILVER

Advance Partners ConverzAI daXtra Greenshades Haley Marketing

HRlogics Joveo Momenta Benefits Selerix ACA Scale Funding

Staffing Referrals Talroo Yardstik

Trusted Avionté+ Certified Partners powering CONNECT 2026



Our Certified Integration Sponsors

Trusted Avionté+ Certified Integrators CONNECT 2026

CallMantra ClearEdge Compagno Curately.AI FactoryFix

GLYDE HeyMilo Insight Worldwide Lochness Medical PitchMe

TaTiO Tenzo The Safety Standard Veritable Screening Whippy



Why are we here?
Most agencies have untapped revenue sitting 
inside their CRM — they just don't have the 
workflows to unlock it.

BY THE END OF TODAY’S SESSION

Developing clearly defined sales stages

Implementing the sales workflow

Leveraging BOLD CRM's widgets, reports and 
INSIGHTS to measure success



Why Leads Are Falling 
Through the Pipeline

Research shows 34% of qualified leads get lost 

between departments simply because there is no 

tracking system. Not because the lead was bad — 

because there was no structure.

Source: Data-Mania, 2026

CRM Sales Tool

No clear picture of where deals are in the 

pipeline, or what's slowing them down.

No Standardization

Every rep has their own process There's no visibility, 

no consistency, and no reliable forecast.

Reactive

Outreach happens when there's time — not 

necessarily when it would have the most impact.

Pipeline Data

The tools are in place, they just have been configured 

or put to work yet.



Three Strategies to Close the Gaps



Strategy 1 – Nurture and Engage



Strategy 1

Nurture and Engage to Drive Conversion

Day 1

Initial Email

• Focus on adding 
value

• Include industry 
updates

• Add educational 
content

Day 3

Call 1

• Lead with a clear 
message

• Set one intentional 
goal

• Reference the initial 
email

Day 5

Email #2

• Build on email + Call 
1

• Include a calendar 
link

• Invite them to a 
meeting

Day 7

LinkedIn

• Connect if not 
already

• Re-share your 
message

• Request a meeting

Day 9

Call 2

• Push to lock a 
meeting

• Propose a specific 
date/time

• Get face time with 
contact

Day 11

Email #3

• Share a client 
success story

• Reinforce your value

• Close with a call to 
action.



Driving Conversion
Pre-planned outreach using saved searches, email templates and the BOLD task manager

Step 1 – Create the email templates that you plan to use for this campaign

Strategy 1



Step 2 – Identify your target audience and save the search

Driving Conversion
Pre-planned outreach using saved searches, email templates and the BOLD task manager

Strategy 1



Step 3 – Use “Mass Actions” to schedule outreach that aligns the cadence.

Driving Conversion
Pre-planned outreach using saved searches, email templates and the BOLD task manager

Strategy 1



Step 4 – Leverage your Task List and/or Calendar to stay on track

Driving Conversion
Pre-planned outreach using saved searches, email templates and the BOLD task manager

Strategy 1



Step 5 – Execute en masse from your Saved Search

Driving Conversion
Pre-planned outreach using saved searches, email templates and the BOLD task manager

Strategy 1



Step 6 – Complete the Tasks then Rinse and Repeat

Driving Conversion
Pre-planned outreach using saved searches, email templates and the BOLD task manager

Strategy 1



Step 6a – Complete the Tasks then Rinse and Repeat

Driving Conversion
Pre-planned outreach using saved searches, email templates and the BOLD task manager

Strategy 1



Step 6b – When working through calls, load your saved search and use the Preview/Fly 
Out to make the call and record your notes

Driving Conversion
Pre-planned outreach using saved searches, email templates and the BOLD task manager

Strategy 1



Step 6c – Again, select all the tasks that you just executed and complete them on the task 
list.

Driving Conversion
Pre-planned outreach using saved searches, email templates and the BOLD task manager

Strategy 1



Strategy 2 -  Mastering Opportunity Workflows



Strategy 2

The 5-Stage Opportunity Pipeline

New Lead Qualifying Solution
Presentation

Proposal
Review Closed (W/L)

Regardless of 
where it came from, 
the potential for 
new business has 
been identified.

Does the prospect 
have authority, 
budget, and a clear 
timeline? Are the 
positions in your 
wheelhouse?

The prospective 
client has a clear 
need for your 
services –
time to share the 
best way to partner.

Rates, terms and 
conditions are 

shared, and both 
parties work toward 

alignment.

Whether the 
opportunity is won 
or lost, share as 
much detail as 
possible.



Opportunity Management
Creating Opportunity Types and Opportunity Stages

Strategy 2



Opportunity Management
Creating New Opportunity on Company Record

Strategy 2



Opportunity Management
All notes, activities, and financials related to the new opportunity are logged and tracked.

Strategy 2



Strategy 2

Opportunity Management
All notes, activities, and financials related to the new opportunity are logged and tracked.



Strategy 3 -  Leveraging Widgets, Reports & 
Dashboards



Leveraging Widgets, Reports & Dashboards
Maximize visibility using Widgets, Standard Reports, and Avionte INSIGHTS

Strategy 3



Leveraging Widgets, Reports & Dashboards
Maximize visibility using Widgets, Standard Reports, and Avionte INSIGHTS

Strategy 3



Leveraging Widgets, Reports & Dashboards
Maximize visibility using Widgets, Standard Reports, and Avionte INSIGHTS

Strategy 3



Leveraging Widgets, Reports & Dashboards
Maximize visibility using Widgets, Standard Reports, and Avionte INSIGHTS

Strategy 3



Adoption Process



Mastering Opportunity Workflows

Day 1-30

Foundation

Day 31-60

Implementation

Day 61-90

Optimization

Strategy 2



Days 1-30: Foundation

Identify key data points for opportunity tracking & initial data cleanup.

Map out core sales workflows (lead to opportunity, opportunity stage 
progression).

Define 1-2 initial Nurture Sequences.

Familiarize admin team with relevant Widgets and INSIGHTS dashboards.



Days 31-60: Implementation

Training

Train team new 
process.

Mandate

Mandate all new 
opportunities are 
entered and 
managed via the 
defined workflow in 
Avionté.

Begin

Begin actively using 
key 
widgets/dashboards 
in team meetings for 
pipeline review.



Days 61-90 Optimization

Analyze

Analyze initial 
data from 
workflows and 
nurturing – 
identify 
bottlenecks or 
areas for 
improvement.

Refine

Refine 
Opportunity 
stages or 
workflows 
based on 
findings.

Optimize

Optimize 
Nurture 
Sequences 
(timing, 
messaging) 
based on 
engagement 
data.

Coaching

Start using 
INSIGHTS data 
for forecasting 
and 
performance 
coaching.



Questions?



Session Resources

38CONNECT 2026

Resource Session Topic Link

Creating Email Templates Strategy 1 Create Email Templates (Utilities)

Creating and using Contact Activities Strategy 1 Create and use Contact Activities

Mass Emailing Contacts Strategy 1 Mass Emailing Contacts

Company and Contact Search Strategy 1 Company and Contact Search

Create and Use Opportunities Strategy 2 Create and use Opportunities

Opportunity and Tracking (INSIGHTS) Strategy 2 Opportunity and Tracking (INSIGHTS)

Setting up Pipeline Stages Strategy 2 Set up Pipeline Stages

Enhanced Analyze Reports Strategy 3 Enhanced Analyze Reports

Opportunities Report Strategy 3 Opportunities Report

Sales Stats Report – BOLD Analyze Strategy 3 Sales Stats Report

Sales Activity Report – BOLD Analyze Strategy 3 Sales Activities Report

https://avionteboldsupport.zendesk.com/hc/en-us/articles/20194915180947-Create-Email-Templates-Utilities
https://avionteboldsupport.zendesk.com/hc/en-us/articles/360045855753-Create-and-use-Contact-Activities
https://avionteboldsupport.zendesk.com/hc/en-us/articles/360045307414-Mass-Emailing-Contacts
https://avionteboldsupport.zendesk.com/hc/en-us/articles/360045307294-Company-and-Contact-Search-CRM-Search
https://avionteboldsupport.zendesk.com/hc/en-us/articles/360045307354-Create-and-use-Opportunities
https://avionteboldsupport.zendesk.com/hc/en-us/articles/12991517169683-Opportunity-and-Tracking-INSIGHTS
https://avionteboldsupport.zendesk.com/hc/en-us/articles/19648599510163-Set-up-Pipeline-Stages-Table-Editor
https://avionteboldsupport.zendesk.com/hc/en-us/articles/48047378723475-Enhanced-Analyze-Reports
https://avionteboldsupport.zendesk.com/hc/en-us/articles/5351377135123-Opportunities-Report
https://avionteboldsupport.zendesk.com/hc/en-us/articles/360045854813-Sales-Stats-Report
https://avionteboldsupport.zendesk.com/hc/en-us/articles/4411680857363-Sales-Activities-Report


Thank You

Help shape future content by rating this session.

1. Open the Bizzabo app and select Agenda

2. Locate: Turning Your CRM into a Growth Engine

3. Rate and leave feedback

39

Rate the session

Leave further feedback…

SEND

Cancel
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