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It has given you a macro approach 
that encompasses the five 
core building blocks—strategy, 
structure, staffing, systems and 
software automation—required for 
a world-class lead management 
program.

Automating Profitable GrowthTM

In our earlier articles on lead management, we 
discussed why it is essential to have the right strategy, 
structure, staffing and systems. As a part of building 
the right systems, we talked about aligning channel 
programs, processes and platforms. In this article, 
we will dive a little bit deeper into the automation 
aspect of lead management. Picking the right lead 
management software is critical to making an overall lead 
management program a reality. The primary objective of 
lead management software is to streamline workflows, 
approvals and tracking processes from end to end. This is 
what we will discuss in detail here.

“

“
This article concludes our five part mini-serious on management of 
leads. Let's explore...
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I have given you a macro 
approach that encompasses 
the five core building blocks—
strategy, structure, staffing, 
systems and software 
automation—required for a 
world-class lead management 
program.

“

“
To begin, let’s briefly revisit our earlier framework on 
lead management where we talked about the need to 
have product-, segment- and market-focused strategies. 
We discussed in detail how lead management for an 
SMB transactional product or service is necessarily very 
different from high-end enterprise lead management 
for a complete solution. In this article, we will expand 
on this fundamental theme of purpose-focused lead 
management and discuss how to select automation 
software that can address a specific set of objectives.

• Small business lead management automation 
– As we noted before, in most cases management 
of leads for the channel comes down to simple deal 
registration. Most organizations that are starting to 
build a channel need a simple deal capture form to 
be used by the channel partner while submitting 
deal details information. These organizations 

may also require some simple approval flows 
and processes, with one or two people from the 
channel sales organization reviewing the specific 
aspects of a deal and approving it. In very rare 
circumstances you may require comprehensive—
and therefore more complicated—lead capture 
forms or lead approval flows.

• Mid-market lead management automation 
– As an organization matures and reaches a size 
where it has more than 100 partners and between 
100 and 1,000 employees, it probably needs more 
comprehensive lead management automation. 
Management of leads in this scenario is no longer 
just about automating deal registration; it also 
becomes important to automate the distribution 
of leads to partners. Approval processes also 
tend to vary by segment and region, and the lead 
management automation software must be able to 
address these additional requirements.

• Enterprise lead management automation 
– This is where management of leads tends to 
vary quite a lot. Depending on the size of an 
enterprise and the breadth of its offerings, some 
products may require only simple deal registration, 
while others may require lengthy tracking and 
automation from cradle to close. There may also 
be legal requirements to automate certain parts of 
the end-customer notification process to comply 
with various industry segments the vendor sells 
to. With large enterprises, for every $2 to $5 billion 
in incremental revenue, it is logical to expect 
different lead management and deal registration 
forms and flows. Any software system chosen for 
management of leads in this context must have 
the flexibility to accommodate multiple forms and 
flows.

So far, our discussion has provided a high-level overview 
of the reasons that picking the right software based 
on lead management use cases is critical for success. 
However, beyond use cases, you will also need to 
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consider five core capabilities of lead management 
automation platforms: data privacy, security, mobility, 
alerts and reports.

• Data privacy – In today’s world of data regulations 
driven by many countries, it is essential that your 
software to comply with the European Union’s 
General Data Protection Regulation (GDPR), the 
California Consumer Privacy Act (CCPA) and other, 
similar regulations.

• Data security – Your lead management software 
must have not only multi-tenant architecture, 
but also industry-standard encryption for data in 
motion and rest to comply with various data privacy 
and security requirements.

• Mobile application – Today’s partner sales reps 
are essentially mobile and often not behind their 
desks. As a result, having lead distribution and deal 
registration functionality in a mobile application is 
critical for timely follow-up and closure.

• Lead alerts – Because most partners carry 
products from multiple vendors, partners sales 
reps sometimes miss following up on leads. An 
automated lead alert and management system is 
essential to bridging this gap.

• Dynamic reports – Last but not least, the ability to 
produce dynamic reports for all users at all levels 
is critical to ensuring that partners’ administrators, 
as well as their reps, can see lead aging reports and 
track progress in real time.

This article concludes our five part mini-serious on 
management of leads. I hope I have given you a macro 
approach that encompasses the five core building 
blocks—strategy, structure, staffing, systems and software 
automation—required for a world-class lead management 
program. Now it’s time to get busy. As the saying goes, the 
best way to start is to start. Begin with strategy and build 
it from there.

In today’s world of data 
regulations driven by many 
countries, it is essential that 
your software to comply 
with the European Union’s 
General Data Protection 
Regulation (GDPR), the 
California Consumer Privacy 
Act (CCPA) and other, similar 
regulations.

“
“
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