A Prospect you have
communicated with, who has
responded positively to your
cold contact —

*Update Lead Record to
“Contacted”

*Add to “Leads” Mailing List
*Add on LinkedIn

*Record date of reply and brief
summary of what they said

Basic Voice-Over Marketing Flow

Cold Contact

Reply

Quarterly
Touch

Project/Job

A Lead who has hired you for
a job or project —

*Convert Lead Record to a
“Contact”

*Move from “Leads” Mailing
List to “Clients” Mailing List
*Record date of conversion
and what project was worked
on

Client/Contact

Quarterly
Touch

Prospects who would
potentially hire you for a

project —

Create a Lead Record in CRM
with “ATC” Status once you

reach out

*Record Date of Outreach

Attempted to

Contact Lead

Follow

Up/Quarterly

Touch

Reply

A Prospect you have not
communicated with, but who
you’ve reached out to —
*CRM Lead Record Status
remains “ATC” until you get a
reply

*Periodically reach out via
follow up campaigns

*Record all dates of Outreach
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