CRM Sales Pipeline Template
A clean CRM pipeline with stages, exit rules, and follow-up discipline.
Inbound SMB pipeline
When to use: Use this when inbound smb pipeline needs a clear stage rule, owner, and next action inside the CRM.
CRM setup
Name: Inbound SMB pipeline
Owner: [owner]
Field or stage: [CRM field]
Definition
Use this when the contact matches inbound smb pipeline and there is enough context for a teammate to decide the next action without reading the full conversation.
Rules
•  Entry rule: [specific detail] is confirmed.
•  Required fields: [customer name], [specific detail], [next step], [owner], [deadline].
•  Exit rule: the next action is completed, declined, scheduled, or moved to nurture with a reason.
•  Review rule: stale records are checked every [deadline].
Automation note
Only automate from this field when the definition is stable. If two teammates would tag the same contact differently, the rule is not ready.
Team note
If the record does not change the next action, do not add the tag or stage. CRM data should make work easier, not noisier.
High-ticket service pipeline
When to use: Use this when high-ticket service pipeline needs a clear stage rule, owner, and next action inside the CRM.
CRM setup
Name: High-ticket service pipeline
Owner: [owner]
Field or stage: [CRM field]
Definition
Use this when the contact matches high-ticket service pipeline and there is enough context for a teammate to decide the next action without reading the full conversation.
Rules
•  Entry rule: [specific detail] is confirmed.
•  Required fields: [customer name], [specific detail], [next step], [owner], [deadline].
•  Exit rule: the next action is completed, declined, scheduled, or moved to nurture with a reason.
•  Review rule: stale records are checked every [deadline].
Automation note
Only automate from this field when the definition is stable. If two teammates would tag the same contact differently, the rule is not ready.
Team note
If the record does not change the next action, do not add the tag or stage. CRM data should make work easier, not noisier.
Agency retainer pipeline
When to use: Use this when agency retainer pipeline needs a clear stage rule, owner, and next action inside the CRM.
CRM setup
Name: Agency retainer pipeline
Owner: [owner]
Field or stage: [CRM field]
Definition
Use this when the contact matches agency retainer pipeline and there is enough context for a teammate to decide the next action without reading the full conversation.
Rules
•  Entry rule: [specific detail] is confirmed.
•  Required fields: [customer name], [specific detail], [next step], [owner], [deadline].
•  Exit rule: the next action is completed, declined, scheduled, or moved to nurture with a reason.
•  Review rule: stale records are checked every [deadline].
Automation note
Only automate from this field when the definition is stable. If two teammates would tag the same contact differently, the rule is not ready.
Team note
If the record does not change the next action, do not add the tag or stage. CRM data should make work easier, not noisier.
SaaS trial pipeline
When to use: Use this when saas trial pipeline needs a clear stage rule, owner, and next action inside the CRM.
CRM setup
Name: SaaS trial pipeline
Owner: [owner]
Field or stage: [CRM field]
Definition
Use this when the contact matches saas trial pipeline and there is enough context for a teammate to decide the next action without reading the full conversation.
Rules
•  Entry rule: [specific detail] is confirmed.
•  Required fields: [customer name], [specific detail], [next step], [owner], [deadline].
•  Exit rule: the next action is completed, declined, scheduled, or moved to nurture with a reason.
•  Review rule: stale records are checked every [deadline].
Automation note
Only automate from this field when the definition is stable. If two teammates would tag the same contact differently, the rule is not ready.
Team note
If the record does not change the next action, do not add the tag or stage. CRM data should make work easier, not noisier.
Renewal pipeline
When to use: Use this when renewal pipeline needs a clear stage rule, owner, and next action inside the CRM.
CRM setup
Name: Renewal pipeline
Owner: [owner]
Field or stage: [CRM field]
Definition
Use this when the contact matches renewal pipeline and there is enough context for a teammate to decide the next action without reading the full conversation.
Rules
•  Entry rule: [specific detail] is confirmed.
•  Required fields: [customer name], [specific detail], [next step], [owner], [deadline].
•  Exit rule: the next action is completed, declined, scheduled, or moved to nurture with a reason.
•  Review rule: stale records are checked every [deadline].
Automation note
Only automate from this field when the definition is stable. If two teammates would tag the same contact differently, the rule is not ready.
Team note
If the record does not change the next action, do not add the tag or stage. CRM data should make work easier, not noisier.
Lost deal nurture pipeline
When to use: Use this when lost deal nurture pipeline needs a clear stage rule, owner, and next action inside the CRM.
CRM setup
Name: Lost deal nurture pipeline
Owner: [owner]
Field or stage: [CRM field]
Definition
Use this when the contact matches lost deal nurture pipeline and there is enough context for a teammate to decide the next action without reading the full conversation.
Rules
•  Entry rule: [specific detail] is confirmed.
•  Required fields: [customer name], [specific detail], [next step], [owner], [deadline].
•  Exit rule: the next action is completed, declined, scheduled, or moved to nurture with a reason.
•  Review rule: stale records are checked every [deadline].
Automation note
Only automate from this field when the definition is stable. If two teammates would tag the same contact differently, the rule is not ready.
Team note
If the record does not change the next action, do not add the tag or stage. CRM data should make work easier, not noisier.
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