
HOW TO

1
TO GROW YOUR BUSINESS

In this document, we will explore 3 
key principles that, if applied, will 
help you manage your leads and 
sales team effectively, ensuring 
your business is minimising costs 
and maximising revenue.
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MANAGE YOUR 
DATA EFFECTIVELY

EFFECTIVELY ENGAGING YOUR LEADS

MORE 
INFO

BUYING DATA IS EXPENSIVE

Invest in a CRM system that offers a wide range of functions to support your sales 
processes. A versatile CRM will streamline your workflows, enhance lead 
management, and provide valuable insights to drive your sales strategy forward.

For free tailored advice on which CRM system to choose, call or text +44 7796 383331 or 
contact us

IMPLEMENT A ROBUST & VERSATILE CRM SYSTEM

Investing in good quality data can strain your  
 budget, especially when leads fail to  
 convert. To maximize your return on  
 investment, it's crucial to implement  
  effective strategies that ensure  
  every lead is nurtured and utilized  
  to its full potential.

Establish a system that makes leads time-sensitive, motivating your sales team to 
act quickly and reducing the chances of leads going cold. Incorporate rewards for 

timely engagement to foster a proactive sales culture.

Tip: Be sure to give the best leads to the best performing salespeople, but ensure 
this isn't stagnant. Reward effort levels as well as results!

IMPLEMENT SYSTEMS WHICH MAKE LEADS TIME SENSITIVE

https://jpdatamanagement.com/how-to-get-started
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EFFECTIVELY MANAGING YOUR LEADS
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INFO

Utilize Lead Profiling Techniques
Leverage the power of lead profiling to categorize and filter your leads better, 
in accordance with their interests and needs based on their demographic or 
customer type. Doing this will allow you to revolutionalise your marketing by 
using the following techniques.

However, we know no sales process works every time. In such cases, 
it is important to use the following techniques to ensure every lead 
gets a fair chance to benefit from what your company has to offer...

Focus on Retargeting and Re-engagement

Regularly review unclosed leads and employ a feedback approach to re-engage 
them. Use personalized emails or phone calls to check in and gauge their current 
interest. Ask for feedback regarding their previous interactions and offer updates 
on how your product or service can now meet their needs. 

By showing that you value their opinions, you can reignite their interest effectively. Once you 
have successfully re-engaged these leads, repeat the previous steps of profiling, targeted 
marketing, and follow-ups to ensure a streamlined approach that capitalizes on their renewed 
interest.

Utilize targeted marketing efforts like tailored emails that cater to specific 
demographics or, for B2B businesses, to particular business types. 

Additionally, this will allow you to assign the right salespeople to the right customers, 
ensuring personalized communication that resonates with potential clients. By 
matching sales staff with leads based on shared interests or backgrounds, you can 
foster stronger connections and increase the likelihood of conversion while creating a 
more relatable and trustworthy sales experience.

Employ Targeted Marketing Strategies
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COLLECT VALUABLE DATA2

Whilst it is important to keep your business' core values and maintain your 
brand, there are always variables which should be regularly monitored and 
adjusted when it comes to sales, below are 3 key examples:

Monitor Your Variables

Salespeople:1

By tracking key metrics such as conversion 
rates and call activity, you can gain insights 
into staff effectiveness and effort levels. This 
information allows you to provide targeted 
support and training, set achievable goals 
and, make personel adjustments if needed. 
By actively managing your sales force, you 
can enhance productivity, boost morale, and 
ultimately drive better results for your 
business.

Lead Sources:2

By analyzing data on where your leads are 
coming from, be it social media, email 
campaigns, referrals, or paid advertising, you 
can determine which sources yield the 
highest conversion rates and return on 
investment. This insight enables you to 
allocate your marketing budget more 
effectively, focusing on the channels that 
deliver the best results. 

Advertising 
channels:

3
Identify which platforms yield the highest 
engagement and conversions, utilize A/B 
testing to refine your messaging and visuals,  
to invest more effectively and maximise ROI.

Product Types:4
By analyzing sales and production data for 
each product category, you can identify your 
profit makers and underperformers, allowing 
you to adjust inventory accordingly.
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QUICK TIP: A KEY BUSINESS RULE...

What is 'The point of maximum yield'? In Layman's Terms, The point of 
maximum yield is where you get the most return for your investment. 

It’s the sweet spot where the resources you put in—like time, money, or effort—bring 
you the greatest results. Finding this point helps businesses use their resources 
wisely, ensuring you don’t spend more than you need to for less benefit. Using our 
methods of tracking performance and spending helps businesses figure out where 
this point is, allowing them to make smart adjustments that boost profits.

On the graph to the left, in order to be 
operating at 'The point of maximum 
yield', a business may want to stop 
spending at the point labelled '20'. 
Spending after this point would result in 
the business experiencing 'Diminishing 
returns'.

Common scenarios where businesses 
often misjudge this balance are 
spending on advertising and workforce. 
This is especially prevelant when 
spending on Meta advertisements as 
they reach a point where they increase 
spending by a large margin and only 
receive only a few more leads. 

For assistance on how to find 'The point of maximum yield' for 
your business decisions, please contact us on the details below...

In ALL your business decisions, find and target 'The 
point of maximum yield'.

Cost/Return
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REFINE SALES PROCESSES3

Create Urgency: 
Use data insights to introduce a sense of urgency within your sales team. Analyze 
call statistics to identify your hardest workers and allocate the best and most leads 
to them, rewarding high performance. Additionally, implement automation systems 
that penalize those who fail to effectively manage their leads, encouraging them to 
improve their work ethic. This data-driven approach fosters a competitive 
environment that motivates your team to maximize their efforts.

At JP Data Management, we specialize in helping your business implement these strategies 
in a way that aligns with your goals and needs. To get started, please fill out a contact form 
on our website; www.jpdatamanagement.com, and let us help you progress.

Consistently track and measure the performance of your lead spending to identify 
which lead sources and advertising strategies yield the highest returns.  By 
understanding the cost-effectiveness of each channel, you can make informed de-

cisions on where to allocate resources, eliminating underperforming strategies and investing 
more in those that drive success. This insight helps increase overall business efficiency and 
enhances profitability.

Make informed and progressive decisions:

Create Clarity: 
It is vital to measure every aspect of your sales processes to identify areas 
which need reviewing. Most modern CRM systems facilitate this by 
providing comprehensive analytics; however, at JP Data Management, we 
go a step further. We create personalized business overview tools that 
generate vital statistics on specifics such as advertising cost per deal, per 
platform, average deal size per patform and detailed sales analytics with a 
dashboard for each individual sales rep.
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