5 Best Practices for Opportunily Management
in Sales CRM

Opportunity Management is Defined as.

First, let's define opportunity management and see where to go from there. Opportunity
management, in its simplest form, is the act of tracking and arranging sales leads.

Keeping tabs on leads as they go through the sales pipeline is a key part of sales opportunity
management. When managing sales possibilities, it's important to focus on the offers with the
greatest potential and highest value.

How Businesses Can Benefit from Opportunity Management

Sales pipeline/sales activity monitoring is a time-consuming yet essential part of managing and
arranging future sales. The high-value transactions with the highest conversion potential must
be given priority.

A loft conversion opportunity may be the result of a simple mistake. Better productivity and
fewer missed opportunities are the results of sales opportunity management. Sales opportunity
management allows you to prioritize contacts with clients by gaining a deeper familiarity with
their needs.

The sales process may be streamlined, quotations can be generated, and data-driven decisions
can be made with the aid of an effective automation solution.

How can you Locate Fresh Sales Opportunities?

There is a lot of legwork involved in finding promising sales prospects. Not only is it helpful to
find potential customers, but it's also good to find leads that may or may not become customers.
But a sales opportunity is a prospective buyer who has shown some interest in your brand but
still needs persuading to buy.

Consequently, a customer relationship management solution is crucial in the early phases. A
customer relationship management system (CRM) may aid in learning about the lead, qualifying
them for the next stage, and assessing the match to the corporate requirements to assure
conversion. On the contrary, this new prospect is entering the sales pipeline.

How to Manage Your Sales Pipeline Effectively

You need an efficient Office24by7 of managing your sales pipeline now that you have
opportunities in it. That's when good opportunity management comes in handy.

Do you feel ready to start cleaning up your act? Five effective methods for managing sales
opportunities are shown below.



https://office24by7.com/sales/opportunity-management
https://office24by7.com/blog/extensive-guide-to-understand-opportunity-management/

Review your opportunity management.

If you want to complete more deals and generate more money, alter how you handle sales
prospects. You may track your progress by completing frequent reviews.
You'll be able to enhance your procedure if you study it thoroughly. Office24by7: CRM gives
insight into opportunity management metrics. Among them:

e What opportunities were taken and missed?

e The median sale of a single salesperson.

e Each prospect's revenue.
Your CRM data may also reveal the length of your sales cycle, the proportion of leads that
purchase from you, and how often you follow up with each opportunity.
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Conduct research

as "Needs Analysis" or "ldentify Decision Makers," to help you remain on top of things. When
more information about a lead's needs is received, its opportunity stage may change.

The nine predetermined opportunity stages in Office24by7: CRM are all stages in a successful
transaction. Using Office24by7's configuration choices, you may construct your opportunity
phases to match your company's sales process.

Make estimates.sales opportunities are closely connected to leads, but opportunity

management is distinct from lead management. To decide whether or not to pursue a lead, it is
necessary to learn specific information about it. Some of these features are:



Responsiveness.
Budget.
The act of buying.

e Authority.

Based on this data, you may determine the likelihood of completing a transaction with them and
how to approach them.

For each sales opportunity, select a stage, such

If you promise a customer an estimate but don't deliver, you may lose the deal. Failure to deliver
early in the sales process looks poor, whether you were waiting on someone else, lacked the
required facts, or didn't want to clutter QuickBooks. This is a red signal highlighting a need for
better opportunity management.

If you utilize a CRM that connects with QuickBooks, you won't have these concerns and may
submit as many estimates as needed. You can build QuickBooks-based estimations in
Office24by7: CRM without logging into QuickBooks, and they won't wind up there. The final
estimate might quickly become an invoice when the deal is finalized. Thus, you may monitor
opportunities in Office24by7 and have bills forwarded to QuickBooks.

Target the best sales opportunity.

Every day is limited, so make the most of it. But don't give each option the same weight. By
prioritizing promising proposals, you can manage your pipeline. Included are:

e Top deals.

e Nearly complete commercial deals.

e Most decisive business.
Also, maybe both! Anyhow, the key to success is knowing which possibilities demand greater
attention.
Using Office24by7's opportunities: Each CRM situation has a specific possibility. Potential
pipeline income may be computed by multiplying this fraction by each opportunity's value.
If you have two $1,000 possibilities, one at the "Negotiating/Review" stage (90 percent chance;
$900 in the pipeline) and another at the "Prospecting” stage (10 percent chance; $100 in the
pipeline), it's evident which one you should prioritize.

Keep up with prospects.

When a firm answers to a web lead within 5 minutes, the prospect's chance of initiating the
sales process jumps by 21 times compared to 30 minutes later. This applies to your sales
funnel, too. If you don't follow up quickly, prospects may lose interest. Make sure your sales
team sets appointments and responds quickly to questions.

Each opportunity in the sales funnel needs a clear next step at every stage. This may be a
written letter, a phone chat, or a pitch presentation or product demo, depending on the company.
Tracking sales activity in your CRM will keep your team informed and prevent wasteful follow-up
calls to the same lead.

Office24by7: CRM makes it easy to see who has upcoming or past-due responsibilities.
Office24by7: CRM lets you restrict your list of possibilities to those with no follow-ups.



Wrapping It Up

It is time for your organization to amp up your opportunity management game with a reliable
sales CRM like Office24by7. Contact us +91 7097171717 for more details.
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