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outdated systems that can no longer keep up with the demand to increase lead 

 

Create a faster and more predictable revenue cycle 

 

top-line revenue growth
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provides a quick and easy way to develop new programs that would have been 

marketers can strategically push deals through the pipeline with greater speed 
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and campaigns to leads in 

   

to Sales Accepted Leads

Sales Accepted Leads to 

 
to Customers
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and lead nurturing campaigns that helps establish and maintain a trusted 

nurturing campaigns that would previously have required three to four resources 
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top-line revenue growth

Strong lead nurturing throughout the lead management process
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and lengthy sales cycle with automated email and nurturing campaigns as 

a prospect’s digital behavior helps eChalk’s sales and client services teams 
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delivering more strategic support to sales teams and striving to close 

focused campaigns that propel inquiries into prospects and prospects 
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