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Tips for incoming deals
OK. So you have received a couple of phone calls or maybe 
some emails from some prospect clients. How would you know if 
they’re qualified to be working with you?

Is this prospect a strategic 
customer for you? Is it a high 
profile customer that you’d like 
to see on your portfolio or do 
you expect  substantial future 
work with her?

Make sure you are able to deliver the 
work needed for the project. Do you 
have the needed skill set and enough 
resources?

Does the prospect know exactly what are your 
services? Does she understand the value that 
they will create for her?

Is your organization passionate for taking 
on such a type of work?

Make sure that the prospect is a fit 
with the prices which your company 
usually charges. 

Make sure that the prospect needs 
your service relatively soon. 

Focus mainly on those 20% pros-
pects that have the highest chances 
of closing.

Try to identify the characteristics of the lead. Do they corre-
late with quality leads based on your experience?

The Incoming Screen in PipeJump lets you 
manage the incoming leads and qualify them 

efficiently.



Tips for qualified deals
So you have qualified the lead and now it turned into an opportu-
nity. Now is the time to get the meeting and make the most out of 
it on your way to winning the deal. 

The deeper you under-
stand the prospect’s 
needs, the better you’d be 
able to position your prod-
uct benefits to demon-
strate it’s value.

Understand that personal rela-
tionships win deals. Make sure 
you learn about the person in 
front of you by initiating a small 
talk before discussing business.

Giveaways - make sure they deliver your mes-
sage. A mug doesn't leave any message. A 
relevant research paper does.

A good salesperson listens 
more than he talks.

Do a research on your prospect before the meeting 
and make sure you never ask stupid questions like: 
"Can you tell me about your business?"

Make sure that your presentation is up-to-date and 
relevant to the prospect which you are meeting.

Be a winner. Feel like a winner. Look like 
a winner. People love to buy from win-
ners.

Write down every single 
question that might arise 
during a meeting with a pros-
pect. Prepare great answers. 
Memorize.

In the Qualified Screen in PipeJump you can 
gather the interesting leads and start taking 
action on them.



Tips for preparing a quote
OK. It’s time to prepare the quote for you prospect. The quote is a 
very important interface with the prospect. You have to make sure 
that it delivers the right message and looks professional.

Don’t procrastinate on prepar-
ing the quote. Send it as soon 
as possible to signal that your 
company is serious and is 
responding fast.

If you know that the client is 
about to aggressively negotiate 
over price, make sure that you 
leave some space for such a 
negotiation.

Include references and testi-
monials of your work in the 
quote to build confidence.

How does your proposal look like? 
Is it differentiated from that of your 
competitors?

Be sure to break down your quote so your prospect 
would understand its contents and what exactly she is 
paying for.

Have an extensive quote template and keep 
improving it and updating it over time. 

Try to give the prospect two or three levels of 
prices with different project structures so she feels 
that she can choose her preferred structure.

If you have a relevant case 
study, include it in your 
quote to demonstrate your 
experience in similar proj-
ects.

Use the Details Screen to save important 
notes that can help you build an accurate and 

effective quote for your prospect.



The closure. Win it!
Ah! The moment of truth. If you did everything right till now, you 
should have a great starting point for the closure. This is the last 
mile, make an effort to get first to the finish line.

Timing and momentum 
are important. Create a 
sense of urgency to 
maintain them and get 
the prospect to close.

Find out who your competitors are 
and what was their offer. Suggest a 
meeting with your prospect in which 
you’ll put an emphasis on your 
advantages. 

If the prospect needs additional complimentary services, 
offer her your help in identifying those companies and 
contacting them.

Follow up! Always follow up! Keep your-
self on your prospects' mind!

Talk with current customers to under-
stand why the closed the deal eventually. 
Use this information to close new deals.

Map you customer decision making pro-
cess and put yourself in front of the deci-
sion maker as early as possible.

Keep a good attitude even if you loose the deal. People don't 
buy once. Close good and you'll get the call next time.

About to loose the deal? Make a 
surprise move to change this reality. 
For example: offer a free trial.

Use the Closure screen to focus on closing!    
If you lose a deal, save the reason for losing it 
so you can analyze later and win more deals!



Manage your leads, opportunities and 
sales in a simple and intuitive way, so you 
can focus on closing the deal!

PipeJump is perfect for small businesses, 
freelancers and individual salespeople.

Easy and intuitive process to manage your 
deals through an extremely easy interface.

Save notes and set reminders for your deals 
to stay on top of things.

Easy and understandable reports that will 
provide you with an analysis of your current 
and past sales performance.

An overview dashboard that focuses you on 
the deals you need to take action on.

Quick and easy access to contacts and 
deals information.

Analyze the reasons why you lost deals to 
improve and win more of them.

Collaborate with your team and get an over-
view of everyone’s sales.

Nothing to install which means you can get 
start working within minutes.

Perfect for businesses with a focus 
on sales and substantial deal flow.

We have three plans to fit your sales 
management needs:

Win more deals

How much does it cost?
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Super$59/m

Perfect for small businesses and 
teams up to 3 salespeople.

PipeJump is a product by FutureSimple Inc. ©2009

Team$44/m

Perfect for individual salespeople 
and freelancers.Solo

All plans include a 30-day free trial!

$24/m

So, what are you waiting for? Sign Up at www.pipejump.com



Stay Hungry. Stay Foolish.


