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An example of how I would diagnose stalled opportunities and 
establish a 30-day operating plan

Sample deliverable. The company and all figures are illustrative.
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The situation
Lead volume looks healthy, but the conversion pattern points to gaps in qualification and follow-up

Eric Ross-Sheffield Illustrative sample 2
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How I would run the review
The analysis combines CRM data with what representatives and managers are doing in practice

Eric Ross-Sheffield Illustrative sample 3

Pipeline stages, ownership and exit criteria

Lead response time, follow-up coverage and aging

Conversion by source, stage and representative

Call quality, discovery and objection handling

Forecast accuracy and management visibility

Evidence I would request

CRM export

Activity report

Call recordings

Scripts and cadences

Manager interviews
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Example findings
Each finding links an observed problem to a specific management action

Eric Ross-Sheffield Illustrative sample 4

PRIORITY FINDING IMPACT FIRST ACTION

1 Aged leads lack a defined follow-up owner High Assign ownership and a 10-day cadence

2 Discovery completion varies by representative High Use one discovery framework and call 
review rubric

3 Proposal stage has no exit criteria Medium Require decision process and next 
meeting

4 Forecast relies on representative judgment Medium Tie confidence to verified customer 
actions
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The first 30 days
The work starts with clean definitions, then moves into coaching and measurement

Eric Ross-Sheffield Illustrative sample 5

1

Days 1-5

Validate data

Confirm definitions, 
owners and reporting 
gaps

2

Days 6-12

Repair process

Clarify stages, follow-up 
rules and required fields

3

Days 13-20

Coach the team

Review calls and practice 
the new operating 
standard

4

Days 21-30

Measure adoption

Review conversion, aging 
and forecast quality
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