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Managed IT Best Practices: 
Lead Generation and Onboarding 

About Me 

Director of Sales 
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Agenda 
•  Lead generation 

−  Build the pipeline 

−  Leverage sales reps 

−  Implement marketing 
 

•  Onboarding 
−  Gather information 

−  Build a plan 

−  Manage execution 

−  Communicate expectations 

Assumptions 

Value Creation 
Strategy 

Target 
Customer 

Profile 

Technology 
Stack 

Packaging and 
Pricing 

Differentiation 
Roles and 

Responsibilities 

Sales and 
Onboarding 

Capacity 
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Pipeline of Current Customers 

•  Management builds “hot list” 
•  Reps identify 10 accounts 

•  Service identify 10 accounts 

•  Introduce at account reviews 

•  Introduce after copier/print installs 

•  Mine your database 

Pipeline of Prospective Customers 

•  Management identifies hot list 

•  Reps identify 10 “lost” accounts 

•  Purchase a list  

−  Sort by size and industry 
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Sales Rep Lead Generation 

Confidence Company 
meetings 

Sales 
meetings 

Monthly 
education Ride-alongs 

Motivation Compensation Incentives Contests 1-on-1s 

Thought Leadership Marketing 

•  Lead warming process 
−  Differentiate 

•  Lead nurturing process 
−  Educate 

•  Lunch and learns 

•  Webinars 

•  “Big” event 



Collabrance: A GREATAMERICA COMPANY 5 3/10/16 

Onboarding Best Practices 

Required Information 
Apps 

Communication 

Security 

BU/DR 

Connectivity 

Infrastructure 
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Pre-Sale Information 

•  Infrastructure outside tech stack 

•  Environment compared to minimum 

requirements 

•  Elements that will hinder performance 

Prospect Qualify Assess Propose Close Implement 

Post-Sale Information 

•  Configurations 

•  Applications 

•  Users 

Prospect Qualify Assess Propose Close Implement 
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Implementation Plan 

•  Cabling and telco 
•  Planning meetings 

•  Infrastructure 

•  Stabilization 

•  Tool installation 

•  Orientation 

The Plan 
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Best Practices 

•  Project lead 

•  Internal weekly progress meetings 

•  Weekly customer communications 

•  Internal debrief 

•  Customer survey 

Internal Rollout 

•  HLO 

•  Anomalies 

•  Service exceptions 

•  Missing information 

•  VIP users 
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External Rollout 

•  Contact information 

•  SLA 

•  Processes 

•  Invoicing 

•  30 day review 

Thank You 
 

Lindsay Dick 
ldick@collabrance.com 

319-261-4166 

 


