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Project Start Pipeline Assessment
TSL performs a Pipeline
Assessment to identify
Leads & Opportunities that
require Nurturing and
Progression

TSL Develops a Digital Progression
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Offers/Assessment

Put All Flash Storage Arrays to the test in your
environment!

information Systems® invites you to test drive an All Flash Array free for

ediums-Channels for

Content Repository Content & Offer
Distribution
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TSL engages, nurtures and progresses
Leads & Opp’s via emails, advertisements
and social interactions
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Product

Specialist nurtures, 1 Attributes
progresses and qualifies the : o
Lead or Opportunity via 2-3 Opportunity Pipeline Report

personalized messages/
interactions per month
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Phone Calls

$9,578,000.00: 35%
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Pipeline Management,
Scorecard &
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