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────────────────────────────────────────
❝ Your sales process is the bridge between marketing and revenue. If leads come in but nobody follows up systematically, marketing spend is wasted. This section identifies how mature your sales process is so we can build CRM workflows, automation sequences, and accountability systems that turn leads into customers.
These answers feed your CTA Workshop, CRM configuration, automation sequences, and sales process design.

➤  CLICK HERE TO SUBMIT YOUR ANSWERS: DD Sales Pipeline #23-27
TWO WAYS TO COMPLETE THIS
PATH 1 — Use the Form: Click the green link above to fill out the online form. Your answers automatically save to our system.
PATH 2 — Record Your Answers Here: Use voice typing (Google Docs voice, iPhone dictation, etc.) or type your answers directly below each question. More detail is always better.
⚠️  IMPORTANT: Do NOT use AI to generate your answers. We need YOUR real knowledge, YOUR real experiences, and YOUR real perspective. AI-generated answers produce generic content that doesn’t differentiate your business.
────────────────────────────────────────────────────────────
dd23: What are your pipeline stages and how do you track them?
Your Response:
 
 
 
 
 
 
dd24: Who follows up with your leads?
Your Response:
 
 
 
 
 
 
dd25: What nurture emails, texts, or messages go to prospects at each stage?
Your Response:
 
 
 
 
 
 
dd26: What are your company expectations for sales and follow-up?
Your Response:
 
 
 
 
 
 
dd27: Rate 1-10: How thoroughly do you utilize your pipeline?
Your Response:
 
 
 
 
 
 
────────────────────────────────────────────────────────────
WHAT HAPPENS NEXT
1. Complete the questions above using the form OR by typing/voice-recording your answers in this document.
2. Send this document back to us in your Slack channel (or submit via the form link).
3. We’ll review your answers and follow up with any clarifying questions.
4. Next up: Discovery Deep Dive: Content Capability
5. Questions? Message us in your Slack channel anytime.
— The Feedbackwrench Team
