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Before we get started, some housekeeping…





1. Close any open apps
2. Ask and we’ll answer
3. Have fun!
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1. Simple, effective sales process 
2. Prospect to sales work template 
3. Automating engagements 
4. Demonstration in Karbon
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Simple, effective sales process



A simple, effective sales process

• Step 1:  Identify your target market / clients 

• Step 2:  Put in place the right measurements 

• Step 3:  Structure your sales & marketing for success 

• Step 4:  Put the right processes & infrastructure in place 

• Step 5:  Build your inbound marketing channels 

• Step 6:  Smartly build your outbound channels 

• Step 7:  Scale up as it becomes accretive
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A simple, effective sales process

• Step 1:  Identify your target market / clients 

• Step 2:  Put in place the right measurements 

• Step 3:  Structure your sales & marketing for success 

• Step 4:  Put the right processes & infrastructure in place 

• Step 5:  Build your inbound marketing channels 

• Step 6:  Smartly build your outbound channels 

• Step 7:  Scale up as it becomes accretive

Learn the full simple sales process at:  http://bit.ly/2kWswaj

http://bit.ly/2kWswaj


“If you can't measure it, 
you can't improve it.

- Peter Drucker



Measurements for managing your firm

• Overall performance metrics  
Bookings & revenue (MRR/ARR; 
   recurring vs non-recurring) 
Gross profit / margin 
Churn ($, %) 
Cost acquiring customers (CAC) 
Lifetime value (LTV) 
Cost of cancellation (COC) 
Month over month growth (MoM) 
Revenue per employee 
Avg revenue per client (by service) 
Cost & revenue mix

• Ratios & metrics of interest 
LTV:CAC 
Quick ratio 
Magic number 
Best, worst accounts (against median) 
Most active staff members 
Efficiency, task & work insights & ratios

• Sales measures 
Sales closure rates 
Opps (open, close, quality, fit, size, when) 
Average time to close (opps) 



Run your practice like a 
small business.



The sales & marketing resources you need
• Don’t just hire a Business Development Manager (BDM) 

• If possible, hire two salespeople (SDRs) at a time 

• 2:1 ratio for SDRs to account manager 

• Two hiring mantras: 
• Hire for aptitude & attitude 

• Hire for passion, train for skills, fire for example 

• Hire someone with prior experience (target market and/or function) 

• Small firm or early on? Consider contract resources. 

• Everyone has an “Always Be Closing” mindset



The process of sales

• Spur activity through referral, inbound and outbound marketing activities 

• Qualify leads to determine opportunity size, fit and prioritization 

• Determine & finalize the scope of work 

• Drive to close (immediately or via follow-up close meeting) 

• Get a signature

• Tips: 

• Close rate: Eliminate all steps taking time, client work or friction 

• Capacity planning: Get visibility of # of deals, quality, expected close dates



The ins and outs of sales

• Numbers to note 
50-75% closure rate 
25-50% opps open rate 
30 days to close; 1 week best-in-class 
Touch opps at least every 3 days

• Tips & tricks 
Use existing clients to get specific referrals 
Push opps through as fast as possible 
Drive from emails to calls & meetings 
Persistence pays (7 touches) 
Finish one task, spawn the next 
Have well documented processes 
Visibility of the pipeline is critical 
Niche, message, website 
Track activities with minimal effort 
Use tech to eliminate friction (eSignature)

• Key things to qualify (fit) 
Target market 
Systems 
Processes and services 
Budget



karbonhq.com

Prospect to sale work template



— James Ashford, GoProposal, Director —

“Your clients will remember how you made 
them feel, long after they’ve forgotten what 

you’ve done for them.”



The red carpet treatment (for sales)
CloseSales Qualified LeadMarketing Qualified Lead



The red carpet treatment (for sales)
CloseSales Qualified LeadMarketing Qualified Lead 

• Auto-respond to prospect 

• Auto-schedule discovery mtg 

• Review & qualify lead 

• Remind via email & text

Red carpet actions: 
• Instantly respond back to the client on initial contact. 
• Use Calendly to auto-schedule the discovery meeting (plus auto-create the Zoom video call). 
• Be sure to remind via email and text to get the meeting done.



The red carpet treatment (for sales)
CloseSales Qualified Lead 

• Prime the prospect #1 

• Conduct scripted discovery mtg

Marketing Qualified Lead 

• Auto-respond to prospect 

• Auto-schedule discovery mtg 

• Review & qualify lead 

• Remind via email & text

Red carpet actions: 
• Send short personalized video outlining the purpose of the call and what to expect. 
• Conduct a scripted discovery call to confirm alignment. 
• Schedule the 1:1 proposal meeting in the discovery meeting.



The red carpet treatment (for sales)
CloseSales Qualified Lead 

• Prime the prospect #1 

• Conduct scripted discovery mtg 

• Prime the prospect #2 

Marketing Qualified Lead 

• Auto-respond to prospect 

• Auto-schedule discovery mtg 

• Review & qualify lead 

• Remind via email & text

Red carpet actions: 
• Confirm the proposal meeting and request access to their accounts ahead of the meeting. 
• Send short welcome video from firm owner to outline proposal meeting plus sales brochure. 
• Provide a quick video explaining where to go (directions) and what to expect (agenda).



The red carpet treatment (for sales)
CloseSales Qualified Lead 

• Prime the prospect #1 

• Conduct scripted discovery mtg 

• Prime the prospect #2  

• Prepare for prospect (day of)

Marketing Qualified Lead 

• Auto-respond to prospect 

• Auto-schedule discovery mtg 

• Review & qualify lead 

• Remind via email & text

Red carpet actions: 
• Brief the team on who is coming in and remind to welcome them. 
• Get personalized signage in place (carpark and welcome signs). 
• Meeting room is prepped, guest is greeted at the door, and drinks menu given.



The red carpet treatment (for sales)
CloseSales Qualified Lead 

• Prime the prospect #1 

• Conduct scripted discovery mtg 

• Prime the prospect #2  

• Prepare for prospect (day of) 

• 1:1 Proposal meeting

Marketing Qualified Lead 

• Auto-respond to prospect 

• Auto-schedule discovery mtg 

• Review & qualify lead 

• Remind via email & text

Red carpet actions: 
• Give a book at the meeting as a gift and to provide some sage advice. 
• Build and collaborate on the proposal in the meeting. Listen. Give value. Modify as needed. 
• Get a signature. If not, book the follow-up call in the meeting, and email the proposal after.



The red carpet treatment (for sales)
CloseSales Qualified Lead 

• Prime the prospect #1 

• Conduct scripted discovery mtg 

• Prime the prospect #2  

• Prepare for prospect (day of) 

• 1:1 Proposal meeting 

• Follow-up email (with proposal) 

• Remove objections 

• Follow-up call & close

Marketing Qualified Lead 

• Auto-respond to prospect 

• Auto-schedule discovery mtg 

• Review & qualify lead 

• Remind via email & text

Red carpet actions: 
• Send a screen capture video of the proposal (immediately after the meeting). 
• Nurture the prospect by sending video case studies of their stated objections.



The red carpet treatment (for sales)
Close 

• Get signed letter & authorization 

• Conduct Welcome call 

• Send thank you email 

• Process payment 

• Complete onboarding work

Sales Qualified Lead 

• Prime the prospect #1 

• Conduct scripted discovery mtg 

• Prime the prospect #2  

• Prepare for prospect (day of) 

• 1:1 Proposal meeting 

• Follow-up email (with proposal) 

• Remove objections 

• Follow-up call & close

Marketing Qualified Lead 

• Auto-respond to prospect 

• Auto-schedule discovery mtg 

• Review & qualify lead 

• Remind via email & text

Red carpet actions: 
• On proposal acceptance, send a personalized welcome video. 
• Send a thank you card and/or gift to welcome them as a client. 
• Kick-off the onboarding project and 1st on boarding meeting.



Request to get the work template: karbonhq.com/template-upload

http://karbonhq.com/template-upload
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Automating engagements





goproposal.com

http://www.practiceignition.com


practiceignition.com

http://www.practiceignition.com




Signed proposals will trigger Karbon to create the work from work templates.





Integrate Karbon with Practice Ignition

1. Setup: Complete the necessary setup of each system independently. 

2. Link: Copy the token: Karbon > Practice Settings > Connected apps 
and insert: PI > Apps > Karbon > Karbon API Key. Click to connect. 

3. Map: Associate Karbon work templates to individual service line items 
via PI > App > Karbon > Work Templates. Be sure to enable afterwards. 

4. Enable: From the PI > Apps > Karbon section, be sure to click the 
Enable button to turn on the integration. 

5. Use & win: Create a proposal, get the signature, and work just flows.

https://help.karbonhq.com/en/articles/2400745-practice-ignition-integration-setup-guide



Integrate Karbon with GoProposal

1. Setup: Complete the necessary setup of each system independently. 

2. Link: Copy the token: Karbon > Practice Settings > Connected apps 
and insert: GoProposal > Settings > Integrations > Karbon. 

3. Map: Associate Karbon work templates to individual GoProposal line 
items via GoProposal > Configure > Line Items > Edit Line. 

4. Choose: When creating a proposal, assign to the correct Karbon client 
OR create new organization/client in conjunction with the proposal. 

5. Win: Close the prospect, get the signature, and the work just flows.

https://help.karbonhq.com/en/articles/1804495-goproposal-integration-setup-guide



Check out the integration guides: help.karbonhq.com/connected-apps

http://help.karbonhq.com/connected-apps


GoProposal.com 
@GoProposal 

hello@goproposal.com

PracticeIgnition.com 
@practiceignition 

sales@practiceignition.com



Demonstration in Karbon
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Learn in Karbon how to:
• Add a contact (global add or from an email) 

• Create a work item for sales (name as “Prospect” or use a work template) 

• Complete the sales process (change work status from MQL - SQL - Close) 

• Use GoProposal or Practice Ignition to close the sale 

• Upon engagement signature, update and review the created work in Karbon 

• Get the work done and make the client happy!
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Wrap up



1. Simple, effective sales process 
2. Prospect to sales work template 
3. Automating engagements 
4. Demonstration in Karbon





Questions?



Thank you
Get Karbon — karbonhq.com 

@KarbonHQ 
richard@karbonhq.com

mailto:richard@karbonhq.com



