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--- LEAD QUALIFICATION & ENTRY CRITERIA ---
[ ] Lead Source (Inbound Organic, Paid Advertising, Outbound Prospecting, Referral, Event/Webinar)
[ ] Estimated Annual Contract Value (ACV)
[ ] Qualification Criteria Met (Budget Confirmed, Authority Identified, Need Established, Timeline Defined)
[ ] Primary Pain Point
[ ] Initial Contact Date
[ ] Qualification Notes

--- PIPELINE STAGE DEFINITION & STANDARDIZATION ---
[ ] Standardized Stage Name
[ ] Stage Probability Percentage (10%, 25%, 50%, 75%, 90%, 100%)
[ ] Entry & Exit Criteria
[ ] Required Data Fields (Contact Person, Budget Confirmed, Decision Maker Identified, Pain Points Documented, Competitor Analysis)
[ ] Last Stage Standardization Review

--- LEAD SCORING & PRIORITIZATION RULES ---
[ ] Primary Scoring Method (Demographic-Based Scoring, Behavioral-Based Scoring, Hybrid Scoring)
[ ] Minimum Lead Score Threshold
[ ] High-Priority Lead Attributes (C-Level Decision Maker, High Annual Revenue, Recent Website Interaction, Completed Demo Request)
[ ] Scoring Logic Documentation
[ ] Last Scoring Logic Review Date

--- SALES ACTIVITY & ENGAGEMENT TRACKING ---
[ ] Last Contact Date
[ ] Interaction Type (Email, Phone Call, Video Meeting, In-Person Meeting, LinkedIn/Social Media)
[ ] Interaction Summary
[ ] Key Topics Discussed (Pricing/Budget, Technical Requirements, Timeline/Deadline, Competitor Mentioned, Pain Points Identified)
[ ] Next Follow-up Date
[ ] Meeting Notes or Call Recording

--- DEAL VELOCITY & BOTTLENECK IDENTIFICATION ---
[ ] Primary Bottleneck Stage (Prospecting, Qualification, Proposal/Negotiation, Closing)
[ ] Average Days in Current Stage
[ ] Identified Friction Factors (Lack of Stakeholder Engagement, Budgetary Approval Delays, Competitor Interference, Missing Technical Documentation, Contract/Legal Review Lag)
[ ] Detailed Bottleneck Analysis
[ ] Expected Resolution Date

--- DATA INTEGRITY & FIELD COMPLETENESS ---
[ ] Deal Probability Percentage (10%, 25%, 50%, 75%, 90%, 100%)
[ ] Expected Close Date
[ ] Estimated Deal Value
[ ] Primary Decision Maker Name
[ ] Required Documentation Verified (Contact Information Verified, Budget Confirmed, Authority Confirmed, Need Identified, Timeline Established)
[ ] Missing Data Notes

--- WIN/LOSS ANALYSIS & FEEDBACK LOOPS ---
[ ] Outcome Status (Closed Won, Closed Lost, Deferred/Nurture)
[ ] Primary Loss Reason (Price/Budget, Competitor Win, Feature Gap, Lack of Need, Poor Timing, Relationship/Trust Issues)
[ ] Detailed Loss/Win Narrative
[ ] Analysis Completion Date
[ ] Competitor Comparison or Client Feedback Document
[ ] Competitor Price Point (if applicable)

--- FORECAST ACCURACY & REVENUE PROJECTION ---
[ ] Expected Close Date
[ ] Deal Value
[ ] Probability Percentage (10%, 25%, 50%, 75%, 90%)
[ ] Revenue Drivers (One-time Fee, Recurring Subscription, Implementation Fee, Add-on Services)
[ ] Forecasting Assumptions

--- AUTOMATED ALERT & TASK MANAGEMENT ---
[ ] Alert Trigger Events (Stagnant Deal (No activity > 7 days), Upcoming Task Deadline, Stage Transition Completed, High-Value Deal Created, Lost Deal Notification)
[ ] Notification Recipient (Account Executive, Sales Manager, Sales Operations)
[ ] Threshold Days for Stagnancy Alert
[ ] Automation Implementation Deadline
[ ] Alert Logic Documentation

--- PIPELINE HYGIENE & REGULAR MAINTENANCE ---
[ ] Last Pipeline Audit Date
[ ] Audit Completion Status (Pending, In Progress, Completed)
[ ] Areas Reviewed During Audit (Duplicate Leads, Stale Opportunities, Incomplete Data Fields, Outdated Contact Info)
[ ] Number of Records Cleaned
[ ] Maintenance Summary & Discrepancies Found
[ ] Sales Manager Approval
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