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Assessment to identify 
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Digital Progression Blueprint

TSL Develops a Digital Progression 
Roadmap for the Leads & Opp’s
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TSL engages, nurtures and progresses 
Leads & Opp’s via emails, advertisements 

and social interactions
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Content Repository

Price
23%

Relationship with 
Competitor

18%

Product 
Attributes

6%

Technology
24%

Stay with 
Incumbent

29%

WIN/LOSS ANALYSIS

Pipeline Management,
Scorecard &

Win/Loss Analysis

Offers/Assessment

Sales, Marketing and Lead 
Management Platforms

MAP (i.e.HubSpot)
CRM (i.e.Salesforce)

A TSL Lead Progression 
Specialist nurtures, 

progresses and qualifies the 
Lead or Opportunity via 2-3 

personalized messages/
interactions per month
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