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How to Use
This Checklist

This checklist is designed to help RevOps leaders
perform a comprehensive audit of their sales pipeline
and operations. Follow these simple steps to

evaluate, score, and improve.

# Complete one section at a time
Work through each section carefully and

answer every checklist item honestly. PIPELINE HEALTH SCORE

Score every category
Give yourself a score out of 10 for each

section based on your current performance.

- Total your score
Add up your scores to get your overall

Pipeline Health Score out of 100.

A score of 75 or above indicates a strong
pipeline foundation with opportunities
- o to optimize.
- () Identify improvement areas
IQ'L- N % Review your lowest scoring sections to
find the biggest opportunities. 5
Pro Tip
Be honest in your assessment.
This checklist is a diagnostic tool,

Build your action plan
not a test. The more accurate
Create a practical action plan to close gaps, your audit, the better your
eliminate bottlenecks, and drive revenue. Ractilts il be.
7 = /|
f A4\ (Goal: Build a cleaner, faster, and more predictable Y
\1{} revenue engine with a healthy pipeline. .11 I i

) LeadPilot ‘ Audit. Optimize. » Revenue.
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P'pel'ne Health
: o
o
Scorecard all
Score each area on a scale of 0-10 based on your = .
current performance. Add up your total score out of 100. @ ®

What It Measures Your Score (0-10)

?‘ Pipeline Coverage The voiur_‘ne .anr:! quality of opportunities _! 10
in your pipeline.

- £ The accuracy, completeness, and cleanliness .IO
- CRM Hygiene of your CRM data. ',

The depth and quality of qualification K('ID

a9 Deal Qualification using MEDDPICC.

The reliability and precision of your
(d ) Forecast Accuracy e % _/10

revenue forecasts.

- : " How quickly opportunities move through
m Pipeline Velocity e bR 0 10

your pipeline.

- The effectiveness and consistenc
\ Sales Activity S = ¥ /10
of your team'’s activities. —
. The adoption and impact of Al and
|é| Automation I § _ /10
automation in your sales process.
D - R : The quality and visibility of your reports
eportin
all P 9 and dashboards. /10
(- =] g The effectiveness of sales management
@
P Coaching and coaching. /10
» The alignment, processes, and systems that
{@} Revenue Operations %t P /10
drive predictable revenue. =

World-Class

U100 Revenue Engine

Overall Pipeline
Health Score

75-89 Strong Pipeline

Needs Optimization

Immediate RevOps
Attention Required

Below 60

LeadPilot :_:.“:_. Audit. Optimize.

Revenue.
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Deal Qualification e B

Checklist i e

Well-qualified deals are more likely to close.

. .'. - ."||'_-.-' .'_ el .ﬂu‘l‘lnuﬂ
Use MEDDPICC to evaluate the quality and _--~-'--- 3 ®©
completeness of your opportunities. COMPETITION
YOUR SCORE
.+.
__/100
To be calculated
MEDDPICC Element Checklist Item Yes No N/A
@ M - Metrics Have you identified measurable
Quantify the opportunity business impact?
E - Economic Buyer Have you identified and engaged
Engage the right person the economic buyer?
D - Decision Criteria Do you understand the decision
Understand what matters criteria for this opportunity?
D - Decision Process Do you understand the decision
Map the buying process process and key stakeholders?
{;{(:p P = Identify Pain Have you uncovered and validated
:—J;” " Uncover business pain their key business pain?
,&, ?E | = Champion Do you have an internal champion
L i
"l y Build internal advocacy adwvocating for you?
C - Competition Do you know who your competitors are
Identify and differentiate and how you differentiate?
C - Close Plan Do you have a clear plan to close
Create a clear plan to win this deal?
YOUR SCORE SCORING GUIDE
Add up the peints based on 90 =100 Excellent Well-qualified opportunities with low risk.
your responses and compare . LT -
!1 00 with the scoring guide to 75 -89 Strong Solid opportunities with minor qualification gaps.
To be calculated Crtarming your overal 50 -74 Needs Work Moderate risk; strengthen key areas.
qualification score.
Below 50 At Risk High risk of poor conversion and forecast inaccuracy.

Pro Tip o)
Review your opportunities regularly %% @ I!I]I]|:| @

and update your qualification to y ’

) LeadPilot Audit. Optimize.
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Forecast Overview _‘#_

Forecast Accuracy
Checklist

R | YOUR SCORE
— : i
- m B l I I I ’_' kel
Accurate forecasts drive better decisions,
resource planning, and investor confidence. : ¥ {,8\} 9 :’m‘t :;P:TQ:‘N _. m;a]se /100
Use this checklist to evaluate the reliability To be calculated

of your forecasts.

Checklist ltem What to Evaluate
Is your forecasting methodolo
@ Forecast Methodology # 9 y
documented and consistently used?
g Are forecasts based on clean, complete,
@ Data Quality

and real-time data?

—— s Are win probabilities assigned
(L) Stage Probability : 3
appropriately by stage?

Are all active deals included
,r-g?l Deal Coverage :
in the forecast?
. . Dioes the forecast cover the right
ﬁ Time Horizon

time periods (month, quarter, year)?

i . Are adjustments and overrides
L Adjustments i
documented with clear reasons?

. How accurate were past forecasts
Historical Accuracy
vs. actual results?

) Is the forecast reviewed and updated
Review Cadence

L2 R

regularly by the team?

Are stakeholders aligned and confident

[ _ | Stakeholder Alignment )
' in the forecast?
. . A Do you analyze forecast vs. actual
Variance Analysis :
variance regularly?
YOUR SCORE SCORING GUIDE
Add up the points based on 90 - 100 Excellent - Highly accurate and trusted forecasts.
your responses and compare - w— : .
/100 with the scoring guide to 75 -89 Good - inor gaps. Keep improving consistency.
To be calculatod determine your overall 50 -74 MNeeds Work - Moderate inaccuracy. Address key gaps.

forecast accuracy score. - s P2
Y Below 50 At Risk - Low accuracy. High risk to revenue outcomes.

Esiﬂh:lﬁcal accuracy. variance analysis, é er% @ : I:IHI][I @

and data quality to continuously : T :
improve forecast reliability. Improve Accuracy : Boost Confidence : Better Decisions Drive Revenue

LeadPilot Audit. Optimize.
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°
Conversion comen O
Outimization - - e e
P g - - -
]
Checklist ! -
%n Dem _},2 O bl Sl el
© =

Improve conversion rates by identifying friction
points, strengthening your value proposition, {é} G Lead o Guakified 9 Proposal o Win S Sales Cychs
and optimizing the buyer journey. e e O Length
Use this checklist to evaluate and enhance % % ___Days

To be calculated To be calculated To be calculated

your conversion performance.

Checklist Item What to Evaluate
s s your value proposition clear,
Value Proposition g , :
compelling, and differentiated?
—0 Is the buyer journey mapped and
o—0 Buyer Journey adl 4 =
o optimized at each stage?
Does your content address buyer

Content Effectiveness

L)

pain points and objections?

Are landing pages optimized for

f] Landing Pages
clarity, trust, and action?

Are forms simple and CTAs

Forms & CTAs

W R

clear, relevant, and visible?

Is initial response time fast
Response Time 4

=y

and consistent?

Objection Handling Are sales objections identified

and effectively addressed?

Do you have a structured and
Follow-up Process %

&

consistent follow-up process?

[ Are you continuously testing and

A/B Testing . 3 ]
' improving key conversion elements?

Are conversion metrics tracked,

l - .
u[ﬂ[] Conversion Metrics reviewed, and acted upon?

YOUR SCORE SCORING GUIDE
Add up the points based on 90 - 100 Excellent - Optimized conversion process with best-in-class performance.
your responses and compare
__!l'100 with{lhe scaring golde % 75 -89 Good - Strong conversion process with minor improvemnent areas.
To be calculated determing your overall 50-74 MNeeds Work - Moderate conversion rate with several opportunities.
OO AT [Z00: Below 50 At Risk = Low conversion efficiency. Immediate optimization required.
Pro Tip @) < | i @
. = b
Small improvements at each stage SO L
of the buyer journey can lead to Strengthen Value Reduce Friction Test & Optimize Increase
significant conversion gains, Proposition Points Continuously Deal Wins

LeadPilot Optimize.
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Sales Process =
Qg Active Aug. Sales Cycle Win Rate Process Health Score
Effectiveness i bk 0 Ay
Checklist : =
c S Pipafing Value Daals Won £ Revenue Wen
(AED) @ { This Month ) = [ AED)
_./100
A strong sales process ensures consistency, To be calcutated
predictability, and scalability. Use this
checklist to evaluate the effectiveness of P e
. F ._ W T —_ \I...
your sales process and identify areas for ol ﬂ,ﬁ_ ;m ) o A
. ospecting Propose | Mago jate ,-'"
improvement. L S ~a
+
Checklist Item What to Evaluate Notes
o Is your sales process clearly defined
:?3 Process Definition 4 ; 4
and documented?
Oo ) - Are clear exit criteria defined for
#<y  Stage Exit Criteria
each stage?
: o Are key activities and tasks defined
D Activities & Tasks
for each stage?
— Do you have playbooks, templates,
Sales Playbooks 4
and best practices for your team?
Oo Roles & R ibiliti Are roles and responsibilities well-
: esponsioiutes
=) B defined across the sales team?
— Do you have a consistent lead
{{j Lead Qualification ? N,
: qualification method?
- Are proposals tailored, value-driven,
@ Proposal Quality :
and compelling?
Jn Shlaciion i i Are objections identified early and
1 ection Managemen
anf J a9 handled effectively?
. : s s forecasting done consistently
ol H Forecasting Discipline
e and accurately?
k™ s Do you review and improve your
L Continuous Improvement
sales process regularly?
YOUR SCORE SCORING GUIDE
Add up the points bazed on 90 -100 Excellant - Highly effective, documented, and consistently followed process.
your responses and compare
/100 with the scering guide to 75 -89 Good -  Effective process with minor gaps to address,
To be caloulated determine your overall 50-74 Meads Work = Moderate effectiveness; several areas need improvament.
sales process effectiveness
score, Below 50 At Risk = Ineffective and inconsistent process; significant improvements needed,
2 B | E i  ®
Document, train, follow, and refine your = IV Y ﬂl]
sales process. A repeatable process Document Your Train Your Follow Measure & Drive Predictable
creates predictable results. Process Team Consistently Improve Growth

LeadPilot Audit. Optimize.
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Customer Customer Experience Overview -+
= Customer et Promoter =, HAwg. Response
xperlence & Satisfaction C—-] Score (NPS) ) Time YOUR SCORE
To be calculated To be calculated To be calculated
Checklist :
g First Contact Customer Customer
‘\.-f_l i ﬁ L (:;) 4
S Resolution Retention Rate Lifetime Value ~ /100
Exceptional customer experiences build vty o
loyalty, drive referrals, and accelerate growth. - —_— —_—
Use this checklist to evaluate the quality Yo otcusated Tybpasouisiad ton cicuisted
and consistency of your customer experience
across all touchpoints.
Checklist ltem What to Evaluate Yes Mo N/A
|
Do you deeply understand your
@ Customer Understanding customers’ needs, challenges,
and expectations?
Is your communication clear,
Communication timely, and relevant across all
channels?
e Do you respond to inquiries
| Response Time promptly and acknowledge
customer reguests?
Do you consistently deliver high-
lf} Service Quality Y . 4 . y
quality service and solutions?
Is the customer journey smooth,
@ Customer Journey e
intuitive, and hassle-free?
. Do you personalize interactions
o < Personalization based on customer data and
preferences?
m e Rssiitisn Do yu-u resolve customer issues
effectively and follow up?
Oo y iy Do you actively seek customer
7 Feedback & Listenin :
Cas g feedback and act on it?
e Do you create experiences that
S Loyalty & Advocacy encourage repeat business and
referrals?
. Do you measure and track customer
dﬂ” Experience Measurement : ;
experience metrics regularly?
YOUR SCORE SCORING GUIDE
Add up the points based on
your responses and compare 90 -100 Excellent - Exceptional experience that drives loyalty and advocacy.
/100 with the scoring guide to 75 - 89 Good - Strong experience with minor gaps to improve.
—— determine your overall =0 = 74 Needs Work | P : L il
50 - 74 s Wor - Inconsisten rience; several areas need attention.
Lo customer experience I e b s :
excellence score. Below 50 At Risk = Poor experience; immediate improvements required.

Lo S 2 % © -] 7y

experience can lead to significant

ot T W L W Listen Actively Respond Guickly Solve Completely Personalize Interactions Delight Consistertly

LeadPilot Audit. Optimize.
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Performance A |
Measurement = == | @ =
e

Effectiveness +

- To be calculated To be calculated To be calculated
Checklist
Effective measurement drives accountability, *::*:;“5‘“ . :“'cﬁ:ﬁ’ e i —-/100
informs decisions, and accelerates growth. P RaERCRINe
Use this checklist to evaluate how well you To m:;m - b;:[c;m % b;;;m
measure and leverage performance across
your sales and marketing activities. + o

Checklist ltem What to Evaluate

Are KPIs aligned with business

”ﬂﬂ‘] GosFAlgympent goals and priorities?

Do KPls measure activities that

d]ﬂ[l KPI Relevance i -
drive desired outcomes?

3 Is the data accurate, reliable,
: Data Accuracy

— and updated regularly?

Is performance data available

©,

Timeliness kP
in a timely manner?

, Are dashboards and reports clear,
Dashboard & Reporting 4
actionable, and easy to understand?

Do you derive insights that lead

0 @

Insight Generation 8,
to better decisions?

Oo & Are owners assigned for each KPI
ey Accountability ] r

with clear accountability?

. Do you take action based on

/ﬁ Action & Follow-up _

performance insights?

] Do you analyze trends over time

7 Trend Analysis

to identify opportunities and risks?

> . Do you review and refine your KPls
\_x  Continuous Improvement .
and metrics regularly?

YOUR SCORE SCORING GUIDE
Add up the points based on
90 -100 Excellent - Highly effective measurement driving strong results.

your responses and compare

/100 with the scoring guide to 75 -89 Good - Effective measurement with minor gaps to improve.

To be calculated determine your overal 50-74 Needs Work - Moderate effectiveness; several areas need attention.

performance measurement
SHEScHEIess SCOre Below 50 At Risk = Weak measurement; immediate improvements required.

Pro Tip 5 0> @ 31
Focus on the right metrics, review ) o = @ @

them regularty, and use insights Track What Review Act on : Align with Improve
to drive continuous improvement. Matters Regularly Insights Goals Continuously

LeadPilot Audit. Optimize.
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PAGE 10

Financial Impact Overview

Financial Impact

+

Total Revenue Total Costs s NetProfit
Assessment = e 7\ D) YOUR SCORE
. —— — —— — —— —
Checklist For AR | . 0| G o8
+
il 292 Customer Acquisition Customer Lifetime
Understand the true financial impact of your o Cost [CAC) (AED) Value (CLV) (AED) /100
sales and marketing efforts. Use this checklist To be calculated
to evaluate ROI, profitability, and the efficiency o S— ™o e

of your revenue engine.

Checklist tem What to Evaluate

Can you clearly attribute revenue

to campaigns, channels, and

(@D Revenue Attribution

activities?

F Are all sales and marketing costs
Cost Tracking 4

tracked accurately?

RO Caleailiian Do you calculate ROI for campaigns,

channels, and initiatives?

Do you know your current CAC
Customer Acquisition Cost i ¥
and monitor it regularly?

Do you calculate and track CLV
Customer Lifetime Value Y =

of your customers?

Is your CLV to CAC ratio healthy
(typically 3:1 or higher)?

Sl

7 I

CLV to CAC Ratio

Profitability Analysis Do you analyze profitability by

product, segment, or channel?

s Do you measure the impact of
Discount Impact g §

discounts on profitability?

Do you know the payback period
of your sales and marketing
investments?

A Payback Period

Are financial impact reports
reviewed regularly with
stakeholders?

o,

Financial Reporting

YOUR SCORE SCORING GUIDE
Add up the points based on
- = 4 fi ial t with high ROl and fitability.
your responses and compare 90 =100 Excellent Strong financial impact with high ROl and profitability
/100 with the scoring guide to 75 -89 Good - Good financial performance with minor improvement areas.
—_— determine your overall .
i W 4 y S50-74 MNeeds Work - Moderate financial impact; several areas need attention.
To be calculated financial impact assessment
score, Below 50 At Risk - Weak financial impact; immediate improvements required,
Pro Ti o
; z @ 28 3 P
Regularly measure and aptimize your :
financial performance to maximize Track All Costs Focus on High Improve CLV to CAC Review & Optimize Align with Business
profitability and sustainable growth, Accurately ROM Activities Ratio Continuoushy Goals

Audit. Optimize.

LeadPilot
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Sales & —
Marketing BV Dt adpops | fesiny
® ___/100 _.M00 _._Moo
Allgnment To be calculated To be calculated To be calculated
. +
Checklist T
_._/100
-..00 _.100 _.M00 T 56 cilcalised
Alignment between sales and marketing To be calculated To be calculated To be calculated
teams drives better lead quality, shorter
sales cycles, and predictable growth. Alignment Maturity
Use this checklist to evaluate and strengthen g
your Smarketing alignment. o < e o e
Siloed Awarg Aligreed Integrated Optimized +
Checklist item What to Evaluate Yes MNo MN/A

=p Do sales and marketing share common
(@) Shared Goals & KPIs
goals and KPIs?

Is there a clear, agreed-upon definition
of a qualified lead (MQL/SQL)?

Lead Definition

Do sales and marketing have regular

g

Communication Cadence » iy
communication and feedback loops?

Are lead handoff and follow-u
Process Alignment P

Bo

processes well-defined and followed?

. Is content created based on buyer
Content Alignment

lii,

journey and sales needs?

Do both teams collaborate on campaign

yil

Campaign Collaboration b
planning and execution?

Does sales provide feedback on lead

quality and content effectiveness?

3} Feedback Loop

Are performance metrics and results
~*  Performance Transparency N
visible and shared across teams?

i Do both teams review performance
{@} Continuous Improvement - it
and improve processes together?

YOUR SCORE SCORING GUIDE
Add up the points based on 90 -100 Excellent - Fully aligned and operating as one revenue team.,
your responses and compare
’;1 DD with the scﬂring guid:e to ?5 — 3? Good — Well ‘&ligned with minor gaps to address,
To be calculuted determine your overall S0-74 MNeeds Work - Moderate alignment; several areas need improvement.
sales & marketing alignment
score. Below 50 At Risk = Poor alignment; immediate action required.
Pro Tip @o @ ? [I Oo
Alignment isn't a one-time project. Q Uﬂn N
Keep communicating, sharing wins, Align on Goals Communicate Focus on Lead Measure and Share Improve Together
and refining processes together. and KPls Regularly Quality Results Continouusly

LeadPilot Audit. Optimize.
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: Sales Process Health Overview

Sales Process
0 t- ° t- e Process Efficiency ( Cycle Time '\1_]" E"_c"" ‘m""“ YOUR SCORE

p lmlza Ion ~-/100 --./100 --/100

¢ To b calculatioed To b calculated To be calculated
Checklist .
= s % o rll Scalabiiy
Continuously optimize your sales process --/100 —-/100 --/100 __/100
To be calculated To be calculated To be calculated To be calculsted

to eliminate bottlenecks, improve efficiency,
and accelerate predictable revenue

growth. Use this checklist to identify

Optimization Impact

47
@ -0©-0-0-0
Optimire

Identify Analyze Implement Measure
Gaps Root Causes Changes Results Continuously -4

opportunities for optimization.

Checklist Item What to Evaluate Yes MNo N/A Motes

r:f_—g Is the sales process clearly documented
C—0

Process Clari
fiky and easy to follow?

) Have bottlenecks and delays in the

2 Bottleneck Identification o
= sales process been identified?

@ Are you actively working to reduce

Cycle Time Optimization
sales cycle length?

v Are approval steps necessary, simple,
@ Approval Processes

and not causing unnecessary delays?

& A Are repetitive tasks automated
utomation
=P where possible?

Eg Is customer and sales data accurate,

Data Management
complete, and up to date?

Are tools well-integrated and enabling

Tools & Technology
your team?

0 Is the sales team trained on best
&

Sales Trainin
£ 9 practices and process updates?

— . Are KPls used to monitor process
=9 Performance Tracking
performance?
i Do you regularly review and improve
/s/“ Continuous Improvement

the sales process?

YOUR SCORE SCORING GUIDE
Add up the points based on Q0 =100 Excellent - Highly optimized process driving maximum efficiency and results.
your responses and compare
with the scoring guide to 75 -89 Good - Well-optimized process with minor areas to enhance.

—-/100

determine your overall

To b cakcbad 50 - 74 Meads Work - Moderate optimization; several opportunities for improvemant.
sales process optimization
6. Below 50 At Risk - Inefficient process; immediate optimization required.
Pro Tip ﬁ:; Q & [l =
Small, consistent improvements o—0 =P D[l” Ii'\-_-f‘
compounded over time lead to Map Your Identify & Remove Automate Measure Optimize
significant results. Process Bottlenecks Repetitive Tasks Performance Continuously

LeadPilot Audit. Optimize.
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Customer . i
Retention & 35 D (=) ne =, Jri YOUR SCORE
--/100 /100 --/100
Loyalw Strength To be calculated To be calculated To be calculated
Checklist ' poi —
il:-:'-}" Satrfaction ﬁ% mni:hm: (3039‘1 Ns;mm
--/100 --00 --/100
Strong retention and loyalty drive repeat = Mg e e W i A s To be calculated

business, higher lifetime value, and

sustainable growth. Use this checklist to Loyalty Health Indicator

o 0 0 00

Wery Weak Wieak Average Strong Excellent

evaluate your retention and loyalty

strategies and execution.

Checklist tem What to Evaluate

" ' Is the onboarding process smoaoth,
Onboarding Experience ap

helpful, and sets clear expectations?

Do you consistently deliver value
Q Value Delivery that meets or exceeds customer
expectations?

Do you engage customers regularly
(D Customer Engagement with relevant communications
and updates?

Do you have a loyalty program
ﬂ Loyalty Programs that rewards and encourages
repeat business?

. : Do you actively seek customer
E‘ Feedback & Listening )
feedback and act on it?

Is support easy to reach, responsive,

O c
ustomer Su rt
- Ppe and effective in resolving issues?

Do you track retention, churn, and

@ Retention Analytics

repeat purchase metrics reqularly?
Do you personalize experiences

: (-!;' 3 Personalization and offers based on customer
behavior and preferences?
. f;] Do you have a win-back strategy
/-

Win-back Strategy ; , )
for inactive or at-risk customers?

Is loyalty a shared goal across your
tearmn and reflected in company culture?

iﬁ"' Loyalty Culture

YOUR SCORE A iksinoRis bassion SCORING GUIDE

= Exceptional retention and loyalty driving sustainable growth.
your responses and compare 90 -100 S o oy - e
f with the scoring guide to 75 - 89 Good - Strong retention and loyalty with minor aneas to improwve.
/100 .
determine your averall 50 - 74 Meeds Work - Moderate retention and loyalty; several gaps need attention.
To be calculated

retention & loyalty

strength score. Below S0 At Risk - Weak retention and loyalty; immediate action required.

i g e 2 i S|

Retention is built on consistent value,
strong relationships, and a customer- Deliver Consistent Engage Listen & Act on Reward Loyalty i Monitor & Improve
first mindset. Value Regularty Feedback Meaningfully Continuously

LeadPilot Audit. Optimize.
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D t l' & Data Quality Overview -
M , t @ Deta Accuracy \b Data Coemgistaness 6"9 Data Conslstency ,f‘:‘ Dupicats Raate YOUR SCORE
anagemen o w0 Ao e
Ch e ck li To be caleulated To bt caleulated To be calculated To be calculated
s t +

High-quality data is the foundation of --/100 --/100 --/100 --/100 ---/100

i . R - To be calculated To b caleulated To be calculated To be calculated To be calculated
accurate insights, effective automation,
and better decisions. Use this checklist to

Data Quality Health
ensure your data is accurate, consistent,
secure, and well-managed. o— ') o o o
Poor Fair Boperage Good Excellant +

Checklist Item What to Evaluate Yes [ [] MN/A Motes

{g- Is the data free from errors
Q Data Accuracy .
and accurately reflects reality?

s Is all required data captured
(> Data Completeness _ ]
and no important fields left blank?

9 . Is data consistent across
é) Data Consistency .
different systems and sources?

[ B ' Are duplicate records identified,
[o Duplicate Management

; merged, and prevented?

. - Is data updated regularly
@ Data Timeliness ,
and available when needed?
—_— Does data follow defined formats,

@ Data Validity

rules, and validation checks?

(Y Data S ity Is sensitive data protected with
t data cecuri
i proper access controls?

A Are data ownership, policies,
[iA Data Governance n iVl :
- and responsibilities defined?

: " s Do you regularly monitor and
Data Quality Monitoring -
measure data quality?

Are data issues tracked and
ﬂ? Data Improvement

improved continuously?

YOUR SCORE Ak Wit assdion SCORING GUIDE

your responses and compare
with the scoring guide to 75 - B9 Good - Data quality is strong with minor improvements needed.

90 =100 Excellent - Data is accurate, complete, secure, and well-governed.

___/100 -

= determine your overall 50 - 74 Needs Weork - Moderate data quality; several gaps need attention.

H data quality & management

- Am Below 50 At Risk - Poor data quality and management; immediate action required.

Pro Tip = éa 5 @ @p
Good data quality leads to better — » O
decisions, efficient automation, and Validate Data Regularty Clean Monitor Guality Enforce Data Use Data to
stranger customer relationships. at Entry and Update Data Continuously Governance Drive Decisions

LeadPilot Audit. Optimize.
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Automation Maturity Overview

Automation &

Workflow Bs B e
Excellence ik | i

Checklist

.+_

Bcuracy Recorery

Automation and smart workflows save
___00

To be calculated

time, reduce manual effort, improve
accuracy, and ensure nothing falls
through the cracks. Use this checklist
to evaluate and enhance your PUR T Ry o

automation and workflow capabilities.

Manual Basic

What to Evaluate

Checklist ltem

@ Trigger & Timing @ Error Mandling &

100

To be calculated

O -0 —0—-0—-0

Structured

=/ Taak Automation /
> R Auomelon YOUR SCORE
oo __0o
To be caleulated To b caloulated
B Audomation 0 RO fram
Iﬂf_‘ il | e
A (0]0)
___00 ___oo0 To be calculated
To be calculated To be calculated

Advanced Intelligent

_+_

: : Are key workflows automated to
6'?'5 Workflow Automation y
= reduce manual steps and handoffs?

. : Are email sequences and follow-ups
N Email Automation ™ P

automated and personalized?

=) Reah & aaseaiing Are tasks created, assigned, and

updated automatically?

— " i Are data syncs and integrations
{ ¥ Integration Automation y 2
automated across systems?

: Are automation triggers set up
@ Trigger Accuracy ¥
accurately and firing as expected?
Are errors detected, alerted, and
@ Error Handling
handled gracefully?

. A mation S
uﬂ[iﬂ Automation Performance re automations running efficiently

without unnecessary delays?

[|[[| ROl from Automation Is automation delivering measurable
o

time savings and business impact?

s ; ; Are notifications and alerts automated
Q Notification Automation
and relevant?
g K iy L Are automations reviewed and
{@} Continuous Optimization

optimized regularly?

YOUR SCORE _ SCORING GUIDE
Add up the points based on
your responses and compare o0 =100 Excellent - Intelligent automation delivering outstanding results.
/100 with the scoring guide to 75 =89 Good - Well-automated with minor improvement opportunities,
'r_: od ol e 50 =74 Meeds Work - Moderate automation; several areas need attention.
e ; automation & workflow
collBres Seors Below 50 At Risk - Low automation maturity; immediate improvements required.
Pro Tip ; A
Automate smarter, not just more. “E ﬂﬂﬂ
Focus on high-impact, repetitive . P
tasks first and continuously Map & Document Automate Monitor & Measure Handle Errors Optimize & Scale
Workflows Repetitive Tasks Performance Proactively Continuously

refine your workflows.

Audit. Optimize.

LeadPilot
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Your Priori l How to Use This Plan
Action Plan g3 - ©
1. Review 2. Prioritize
Go through your Select the top
Focus on what matters most. checklist results 3-5 areas that
Use this action plan to turn your bt - U
attention.

checklist insights into high-impact
actions that drive real improvement

and results.

Small, consistent actions

@ My Priority Action Plan

Focus Area
(From Checklist)

Priority

Rank

@j’ Add your top
priority focus area
? Add your second
priority focus area

n } Add your third
pricrity focus area

Add your fourth

priority focus area

Add your fifth
priority focus area

Celebrate Every Win!

(09 ®© 0 6 0 ©
-

Acknowledge progress and keep the momentum going.

My Notes & Next Steps

O

LeadPilot

Why It's Important Key Action

Explain the impact and . g .
4 f 4 i What specific action will
benefit of improving

x you take?
this area

Explain the impact and : ) .
p : What specific action will

benefit of improving

k you take?

this area

Explain the impact and

= . F / What specific action will
benefit of improving
j you take?
this area

Explain the impact and = : :
¥ . e , What specific action will
benefit of improving
A you take?
this area

Explain the impact and : 1 s

i _ i i What specific action will
benefit of improving
: you take?
this area

o
K/

Audit. Optimize.

b

3 '?L‘} 4@7
i L

3. Plan 4. Execute

Define actions, Take action and

owners, and mobilize your
target dates for team.
each priority.

Focus on Progress, Not Perfection.

create big results over time.

= o
W
2 (5
N S
b= =
e
2 ]
e
2 5]

Review Cadence
Review this plan weekly to track progress,

remave roadblocks, and update priorities.

PAGE 16

uﬂﬂu

5. Review

Track progress
and adjust your

plan regularly.

-
a_——

Status

Mot Started

Mot Started

Bt S etacd
NOTL Siarved

Mot Started

Mot Started
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A o e YIS i e O BT e RS YOUR FINAL PIPELINE SCORE
Final £

+++++

|||||

Pipeline
Score

This is your overall pipeline score

based on your audit results across

all critical areas. Calculate your

score, rate your pipeline health, e —— / 1 0 0

and identify where to focus next.

CALCULATE YOUR FINAL SCORE OVERALL SCORE
©@ £ crMDatatygiene /10 TOTAL
o f Pipeline Coverage /10 /1 0 0
€© @ Dealqualification /10 \ J
o Pipeline Velocity /10
PIPELINE HEALTH RATING
o ~"| Forecast Accuracy /10
] 90-100 - World-Class
0 Revenue Engine
O 2 salesActivity /10
BJ 1:*'9‘ Al & Automation /10 [J 75-89 =>  Strong Pipeline
0 Dn[” Reporting & Dashboards /10 [:I 40 - 74 S flests Gotimizanss
o 8\% Sales Management /10
Immediate RevOps

Below 60 = : ;

@ & Pipeline Risks /10 [:I Attention Required

@ TOP 5 STRENGTHS @ TOP 5 IMPROVEMENT AREAS EXECUTIVE NOTES
1 1.
2. 2.
3. 3.
4, 4,
5. 5.
REVIEWED BY
Name Title Date Signature
/ /

g

LeadPilot Audit. Optimize.
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WHAT'S NEXT?

You'\le Completed @ Implement Your Action Plan

Focus on the top priorities and improvement

Your Pipeline AUdit areas you identified.

Track Progress Consistently
D[IU[' Review your metrics regularly and measure
what truly matters.

Well done on taking the time to audit

your sales pipeline. o Align Your Team
('-:1% Ensure everyone is aligned on goals,
This workbook is designed to give you clarity, processes, and expectations.

identify gaps, and help you take action.

Use your insights to strengthen your pipeline, Optimize & Automate
Leverage automation and smart workflows

drive predictable revenue, and achieve o i amesaliey raliS=us.

sustainable growth.

Build a strong pipeline today for a more
predictable revenue tomorrow.

Drive Predictable Growth
Am{df @/@ ANLZE. Acwéera& Qm g

6 6 A strong pipeline isn't luck.
It's built with clarity, focus, and action.

F

Keep refining. Keep improving. And keep your pipeline
healthy and full of high-quality opportunities. l

Need Help Taking Action?

We're here to help you turn your audit

Book a Strategy Call

Let's build your revenue engine together. |
insights into real results.

LeadPilot Audit. Optimize. Accelerate Reven




