
DESCRIPTION:
This module covers the concepts of pipeline analysis, including the stages of 
lead, prospect, purchase, and postpurchase, CRM systems, sales forecasting 
techniques, sales force workload and sales force performance measures.

Tutorial: 
Problem Sets: 
Average Time:

22 slides
4 problem sets; 25 questions 

129 minutes

Sample question from problem set:

SALES FORCE MANAGEMENT 2: PIPELINE ANALYSIS


