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Introductions
Welcome to CONNECT! Thank you for joining our session.

SALES SUCCESS



Why are we here?
Transform your CRM from a database into a 
revenue engine. 

BY THE END OF THE SESSION

Developing clearly defined sales stages

Implementing the sales workflow
Leveraging BOLD CRM's widgets and INSIGHTS 
to measure success



State of Industry

Sales are down across the board for 
2025

2025

ASA is predicting growth will resume 
in 2026 with industry revenue 3% 

2026



Typical Avionté 
Client – Key Pain 
Points Sales Reps running basic 

Searches – Quick Search

Large number of Companies and 

Contact Records

No defined sales process. 

Measuring only activities 



1 Data-Driven Culture & Decision Making

2 Lean on technology

3 Maintain a client centric approach

4 Well-defined sales process

5 Focus on effective execution

Agencies that will grow



• Is your database accurate and current?

o Contacted in the last 3 years

o Order placed within 12 months

o Company status accurate? 

• Can a sales rep easily determine what they are responsible for? 

o Territory or Vertical

• Quality not Quantity 

Data



Sales rep should be using Avionte throughout the day

Mandate workflow adherence

Conduct regular pipeline reviews using Avionté data only

Ensure data hygiene for opportunities and activities

Celebrate early wins based on the new structure.

Lean on Tech



Elevation Strategy

1
Driving Conversion – Strategic Nurturing 
& Engagement

2
Structuring for Predictability – Mastering 
Opportunity Workflows

3
Maximizing Visibility – Leveraging 
Widgets & Analytics
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Building Your Assets and Setting a Cadence

Day 1

Initial Email. 

Focus on industry 

updates, 

educational 

content, and 

adding value.

Day 7

Linked In.

Connect on LI (if 

not already 

connected) and 

re-share your msg 

and request for a 

meeting. 

Day 3

Call 1. 

Script this out and 

be intentional with 

a clear goal in 

mind like 

scheduling a 

meeting.

Day 5

Email 2. 

Build on the initial 

email and include 

a call to action. 

Consider using a 

calendar link for 

ease of scheduling

Day 9

Call 2.

Script this out and 

be intentional with 

a clear goal in 

mind like 

scheduling a 

meeting.

Day 11

Email 3.

Share a client 

success story. 

Reiterate how 

you’re able to add 

value and include 

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. 



Driving Conversion Pre-planned outreach using saved searches, 

email templates and the BOLD task manager.

• 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.

• 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.

• 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.

• Step 5 – Execute en masse from your Saved Search



Driving Conversion Pre-planned outreach using saved searches, 

email templates and the BOLD task manager.

• Step 6 – Complete the Tasks then Rinse and Repeat



Driving Conversion Pre-planned outreach using saved searches, 

email templates and the BOLD task manager.

• Step 6a – Complete the Tasks then Rinse and Repeat



Driving Conversion Pre-planned outreach using saved searches, 

email templates and the BOLD task manager.

• 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.

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



Elevation Strategy

1
Driving Conversion – Strategic Nurturing 
& Engagement

2
Structuring for Predictability – Mastering 
Opportunity Workflows

3
Maximizing Visibility – Leveraging 
Widgets & Analytics



Structuring for Predictability:
Mastering Opportunity Workflows

New Lead

Regardless of where it 

came from, the potential 

for new business has 

been identified.

Proposal Review

Rates, terms and 

conditions are shared, 

and both parties work 

toward alignment..

Qualifying

Does the prospect have 

authority, budget, and 

clear timeline. Are the 

positions in your 

wheelhouse?

Solution Presentation

The prospective client has a 

clear need for your services 

and now it's time to share 

the best way to partner 

(anything from contingent 

search to MSP or RPO)

Closed (W/L)

Whether the opportunity 

is won or lost, share as 

much detail as possible 

for continuous 

improvement.



Opp Management All notes, activities, and financials related to the 

new opportunity are logged and tracked.



Opp Management All notes, activities, and financials related to the 

new opportunity are logged and tracked.



Elevation Strategy

1
Driving Conversion – Strategic Nurturing 
& Engagement

2
Structuring for Predictability – Mastering 
Opportunity Workflows

3
Maximizing Visibility – Leveraging 
Widgets & Analytics



Visibility Maximize visibility using Widgets, Standard 

Reports, and Avionte INSIGHTS.
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Visibility Maximize visibility using Widgets, Standard 

Reports, and Avionte INSIGHTS.



Adoption Process

1 Foundation

2 Implementation

3 Optimization



Days 1-30: Foundation

Finalize and configure Opportunity stages/fields in Avionté.

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

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

Familiarize team with relevant Widgets and INSIGHTS dashboards.

Define 1-2 initial Nurture Sequences on paper.



Days 31-60: Implementation

Mandate

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

Build out

Build out Activity 
templates/sets for 
the initial Nurture 
Sequences.

Begin

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

Train

Train team on 
consistent activity 
logging for nurturing.



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.

Start

Start using 
INSIGHTS data 
for forecasting 
and 
performance 
coaching.



Recap

Current State of the 

Industry

CRM Elevation 

Strategy

Putting it into action Next steps and 

Questions



Rate the session

Leave further feedback…

SEND

Cancel

Thank You
Help shape future CONNECT content 

by rating this session.

1. Open the Bizzabo app and select Agenda

2. Locate Turning Your CRM into a Growth 

Engine: Maximize What You Already Have.

3. Rate and leave feedback



Experience
What’s Possible

Visit the Experience Center – 2nd Floor

• Test real workflows that deliver results

• Get expert guidance for your specific goals

• Four focused areas aligned with your success

• Leave with strategies you can implement 

now



DesignLab Step into the future of staffing technology. Preview upcoming 

innovations, share your feedback, and help shape what comes 

next.
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