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Executive Summary 

 

In the current economic landscape, German and European industries are navigating their sixth 

consecutive year of stagnation. While general market conditions remain challenging, top-tier 

corporations continue to achieve profitable growth by mastering their internal sales 

execution.  

 

One primary barrier to success is that traditional CRM systems have become passive 

archives—structural deficits within these systems are now the primary drivers of missed order 

intake targets.  

 

ProPipeline resolves this by synchronizing market intelligence with prescriptive sales 

execution. Unlike static CRM tools, ProPipeline is powered by a dynamic sals management 

systems model, mapping cause-and-effect with mathematical precision to ensure results are 

not left to chance. By shifting to a model of Prescriptive Sales Management, organizations can 

transform their sales pipeline into a predictable, high-velocity growth engine that secures 

both revenue and margin according to plan.  

 

The strategic "So-What" is clear: acting now prevents further margin erosion and captures the 

"Dark Funnel" potential that competitors are currently overlooking. 

 

 

  



Navigating Strategic Divergence in a Permacrisis 

 
For the sixth consecutive year, the German and European industrial landscape is defined by a 

"Permacrisis". Leadership teams are not suffering from "inaction"; rather, they are trapped in 

a high-effort struggle against a relentless tide of structural headwinds: 

• Persistent External Shocks: The compounding effects of post-pandemic recovery, the 
Ukraine conflict, and surging bureaucracy. 

• Geopolitical & Economic Shifts: Navigating the "Trumponomics" era, trade tensions 
with China, and inflationary pressures that erode margins. 

• The Growth Gap: While traditional sectors face zero growth or downturns, a distinct 
group of "Aspirational Peers"—from AI and defense to budget-innovators—is 
advancing despite these same conditions. 

 
The critical challenge for CEOs, CFOs, and CSOs is no longer just "surviving the crisis," but 

igniting profitable growth that satisfies the two financial imperatives of achieving an Economic 

Value Added (EVA) that covers the rising cost of capital while simultaneously generating a 

positive EVA to secure long-term value growth. To visualize the "Cost of Strategic 

Entrenchment" (the risk of sticking to old markets and practices), we benchmark a traditional 

organization relative to three strategic groups: 

• The Aspirational Peer (The North Star): Best-in-class leaders who have decoupled their 
growth from the general economy. 

• The Direct Peer (The Battlefield): Rivals fighting for the same RFPs; if you lag in digital 
maturity here, you lose share in real-time. 

• The Disruptor Peer (The Hidden Threat): Agile, tech-enabled entrants capturing the 
"Dark Funnel" potential that traditional CRM systems cannot see. 

 

  



Identifying the Strategic Barriers 

 

When order intake falls below target, it is rarely the result of a single failure; it is a systemic 

issue. We have identified the primary pain points across three distinct, non-overlapping 

dimensions of the organization: 

 

● Operational Integrity & Data Quality: 

○ Pipeline Inflation: "Zombie Deals" often saturate the pipeline, creating a false 
sense of security and obscuring real opportunities. 

○ Data Decay: CRM contact and intent data frequently becomes outdated, 
leading to misdirected sales efforts. 

○ Accountability Gaps: A lack of consistent updates to "Next Steps" or "Close 
Dates" results in a management blind spot. 
 

● Financial Intelligence & Analytical Depth: 

○ Lack of Prescriptive Guidance: Sales representatives often work without "Next 
Best Action" insights, leaving high-value deals to chance. 

○ Volume-Centric Controlling: Management focus often remains on static 
volume rather than the prescriptive analytics and margin health required to 
mandate profitable growth. 
 

● Strategic Market Alignment: 

○ Market Reach Gaps: A misunderstanding of the Attainable vs. Treated market 
(TAM/SAM/SOM) leads to misallocated resources. 

○ Invisible Potential: Organizations frequently miss the "Dark Funnel," where the 
vast majority of the buyer journey occurs before direct engagement. 

 

 

 
TAM = total adressable market, SAM=serviceable adressable market, SOM= serviceable obtainable market 
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The ProPipeline Solution 

 

ProPipeline restores order intake predictability by synchronizing market intelligence with 

prescriptive sales execution. Our unique approach combines deep pipeline visibility with 

prescriptive analytics to provide actionable insights 24/7. 

 

• Verified Hygiene & Automated Monitoring: We implement automated processes to 

remove "Zombie Deals" and measure the speed of deal movement—velocity—rather 

than just static volume. 

 

• Prescriptive Logic: Our system provides algorithmic guidance on how to fix or exit stalled 

opportunities, allowing for dynamic forecasting even under market uncertainty. 

 

• Market Calibration: We calibrate sales activity 1:1 against the Attainable Market (SAM), 

turning invisible potential into a treated, high-margin pipeline. 

 

• Pre-Implementation Validation: Performance improvements are validated in advance 

using AI-driven simulation and optimization, providing the CFO with a clear ROI case. 

 

• The Narrative of Certainty: We provide Time-Series Video visualizations of your projected 

pipeline development, allowing CSOs to show the Board exactly how targets will be met.] 

 

The Quantitative Impact: While mainstream CRM management often results in significant 

deviations from the plan, Prescriptive Pipeline Management enables corporations to meet 

100% of their cumulative order intake and gross profit targets by turning data into mandatory 

success actions. 

  



Profit and Sales Pipeline Management via ProPipeline – Case Results 

 

A corporation with conventional CRM-based sales management 
 
A B2B corporation with annual sales of €3 billion aims to achieve a 7% growth rate year-over-

year. However, the corporation fell significantly short of its new business target of €220 

million, achieving only €100 million in new business. 

 

 

 

The corporation managed with ProPipeline 

 

By utilizing ProPipeline, the corporation achieved a daily order intake that nearly met its 

target. Furthermore, the cumulative order intake performance for the year is on track to 

precisely meet the end-of-year target. 

 

 

  



ProPipeline in Comparison 

 

ProPipeline offers a set of unique features to manage and optimize your sales pipeline for 

profitable growth. The table compares mainstream CRM-based sales management versus 

ProPipeline w.r.t. key sales management features and outcomes. 

Management  
feature 

CRM-based  
Sales Management 

Profit & Sales Pipeline 
Management 

Foundational Model Static / Empirical Dynamic Systems 
Model 

Performance Validation Post-Mortem AI Simulation 
(In Advance) 

Executive Reporting Static Dashboards Predictive Time-Series 
Video 

SPL opportunity intake management n/a yes 

SPL opportunity flows management n/a yes 

SPL opportunity fills management n/a yes 

SPL dynamic pricing & profit mgmt n/a yes 

Dynamic sales organization mgmt n/a yes 

Multi-channel management n/a yes 

Closed loop management n/a yes 

Management under uncertainty n/a yes 

Next best actions management n/a yes 

Effective sales force steering n/a yes 

Effective sales force controlling n/a yes 

Advanced Analytics & AI n/a yes 

Robustness against missing sales data n/a yes 

Order intake acc. to target n/a yes 

(Gross) profit  acc. to target n/a yes 

 

ProPipeline enables prescriptive sales management for optimum profitable growth.  



Next Steps: Low-Friction Entry 

 

To begin this transformation with minimal disruption, we offer a high-value, low-friction 

starting point. 

 

Prescriptive Sales Pipeline Diagnostic:  

This session is designed to offer a targeted audit of your current sales pipeline and sales 

pipeline management system. We will identify the specific data deficits and market 

alignment gaps currently suppressing your order intake velocity. 

 

 

Ready to transform your sales performance?  

Strategy B2B provides the consulting, technology and digital tools required to bridge the 

"Order Intake Gap" quickly and sustainably. We ensure your sales force moves from "hopium" 

to revenue certainty through strategy excellence and operational execution. 

 

Why Strategy B2B?  

We combine the rigor of classic strategy consulting with the power of modern Profit Tech. 

Our approach ensures that what gets measured gets managed— and what is managed is 

prescriptively optimized for revenue certainty. 

 

Ignite Your Growth Engine  

Transform your sales pipeline into your most valuable strategic asset. 
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