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Sound relevant?
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You signed up for…
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You imported all your data…



@ScottBuscemi #wclax

And then… nothing.
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Why?
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Why?
• Too time-consuming 

• Feels like boring data-entry 

• No instant gratification or success metrics 

• No notifications / reminders 

• Current work takes priority over the pipeline
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Why “should” we use a CRM anyway?
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What’s a CRM good for?

• Centralizing communications 

• Checking the health of your pipeline quickly 

• Preventing lead leaks (#leadleaks)



@ScottBuscemi #wclax

BONUS ROUND
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Bonus: Modern CRM benefits

• Proactive, automatic communications 

• Newsletter integration 

• Website integration 

• Task integration
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The platform isn’t the problem.
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But while we’re at it…
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Tips Time
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Only import contacts that 
matter

Tip #1
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Tasks for every deal. 
Tasks for every contact.

Tip #2
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Schedule daily CRM check-ups

Tip #3
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Don’t send newsletters. 
Send messages.

Tip #4
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• Personalization 

• Appears like a regular email 

• Simple link to blog post / read more 

• “Reply” call to action
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• 71% open rate 

• 10% click rate 

• 18% reply rate 

• 0% unsubscribe rate
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Hook up your contact form 
with your CRM

Tip #4
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Is your contact form working? 
Is the listed email current?
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Use your password manager 
to test your contact form

Tip #4.1
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“From”:       noreply@your-domain.com 
“Reply-to”:  im-a-lead@gmail.com

Tip #4.2

mailto:noreply@your-domain.com
mailto:im-a-lead@gmail.com
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CRM + Marketing Integration = 
Sales insights on steroids

Tip #5
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Create a closed-loop pipeline

Tip #6
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Lead Stages
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Set up drip sequences & 
automations

Tip #7
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Contact form submission automation

• Use CRM for autoresponder (track open/clicks) 

• Send recent portfolio items, next steps 

• If form submission indicates a high-quality lead, send out 
Calendly link for scheduling 

• Zapier can tightly integrate Calendly+ActiveCampaign
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Project launch automation

• Add a tag to the contact 

• Send a congratulatory email on project launch 

• A few days later… an email requesting a testimonial 
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Project launch automation

• A few days later… a follow up about warranty/
maintenance/etc 

• Proactive emails are better than emergency emails
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Lost deal automation

• Add a tag to the contact 

• Keep the contact in the regular newsletter list 

• Send an email months later asking how the project went
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A successful CRM is an 
automated CRM.
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Links & Stuff
ActiveCampaign.com 

LumenFoundry.com

Questions?

http://ActiveCampaign.com
http://LumenFoundry.com

