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Pipeline Totals Pipeline Prediction {only for this month}

Cat.  # prospects # Units $ Revenues _$ Commissions Close Ratio # Units $ Revenues _ $ Commissions
A 1/5
B 1/7
C 1/12

LEAD STRENGTH: A = Strong Lead doing business within next 60 days.
{Category} B = Strong Lead doing business within next 6 months.
C = Weak, Low Probability, Initial Stages, Greater than 6 months, etc
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