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Customer Frontline Prospect Rating System 
 
Rating: Sale Pending Categories 

 
1P: Name, address, phone #…from outside displays, promotions, salesperson has not 
personally met this prospect. 
 
2P: Salesperson has met this prospect; there is a basic agreement with the prospect 
that they would like to have and can afford to buy a piano. 
 
3P: Prospect is shopping, the salesperson “would be shocked if this prospect didn’t 
buy a piano from someone”. All fields on the Customer and Profile 1 tab of the 
customer record should be filled in. The notepad entry outlines the objective of the 
next customer contact and the future contact date is displayed in the next contact 
field. 
 
4P: The salesperson “would be shocked if this prospect didn’t buy from me”. Time 
sensitive contact with the prospect is maintained, the sale is imminent. A Sales 
Opportunity entry with a closing date is required. 
 
OW: The customer owns a piano from your company. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

WHEN YOUR PROSPECT BUYS A PIANO - OWNER UPDATE PROCED RE – This customer is renting a piano from your company 

LO - This field entry is used when a customer purchases a piano from a competitor 
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WHEN YOUR PROSPECT BUYS A PIANO – UPDATE PROSPECT TO OWNER 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Customer Frontline is designed to help you build and cultivate a trade-up and referral sales 
network populated by people who have purchased a piano from you. It is important that all 
customer profile fields are correctly updated as illustrated below. With this information in place 
you can search for piano owners based on many different qualifications, such as one year 

purchase anniversaries, trade-in offers based on purchase price ranges and piano brand, etc.   

© 2008 

Retail Business Solutions LLC 

 


