
C lient

C lient

C lient

C lient

C lient

C lient

C lient

C lient

C lient

Percent to C lose: 0%

System: O fflin e

Task: C li e nt a n d  S a l es Pe rso n 
d isc uss n e w o p p ortun ity .

1 Discuss Opportunity

System: S a l e sfor c e

Task: S a l e s Pe rso n c r e a t es n e w 
o p p ortun ity in S a l esf or c e  
( a lw a ys a t b r a n d l e v e l).

10 Create Opportunity

C
lie

nt
Sa

le
s 

P
er

so
n

Start

System: S a l e sfor c e

Task: S a l e s Pe rso n r e c e iv es RFP, 
a tt a c h es t o o p p ortun ity , 
a n d  r e q u e sts p ro p os a l.

12 Request Proposal

Fi
n
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e
Le

g
al

Sa
le

s 
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M
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c
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System: DSM

Task: S a l e s Pl a nn e r c r e a t es 
[or r e v ise s] p ro p os a l.

13 Create Proposal [Revise Proposal]

System: DSM

Task: S a l e s Pl a nn e r d e t e rm in e s if 
inv e ntory a v a il a b l e  for 
c a m p a ig n .

14 Check Inventory (Initial Check)

Inv e ntory 
A v a il a b l e ?

Sp e c i a l
Inv e ntory?

Task: Sa l e s M a n a g e rs r e v i e w 
l e a d  g e n , r ese a r c h , e m a il, 
c usto m so lutio ns, e t c .

16 Approve Special Inventory

Sp e c i a l 
Inv e ntory 

A p p ro v e d ?

Sa
le

s 
A

d
m

in

C lient

Percent to C lose: 0%

System: DFP, S a l esf or c e

Task: S a l e s A d m in s e ts u p  n e w 
a g e n c y , a d v e rtis e r, a n d / or 
b r a n d a c ross a ll syst e ms.

3 Set Up Account

Existin g 
A g e n c y , 

A d v e rtise r, 
Br a n d ?

Percent to C lose: 0%

System: WFM Intr a n e t

Task: S a l e s Pe rso n r e q u e sts s e t u p  
f or n e w a g e n c y , a d v e rtise r, 
a n d / or b r a n d .

2 Request New Account

No Yes

System: N o n e

Task: C li e nt s e n ds RFP to S a l es 
Pe rso n v i a  e m a il.

11 Send RFP

Le g a l 
Re v i e w 

Re q u ir e d ?

Fin a n c i a l 
Re v i e w 

Re q u ir e d ?

System: S a l e sfor c e , DSM

Task: Le g a l r e v i e ws T& C s, u p d a t e s 
st a tus in Sa l esf orc e  a n d DSM 
( a p p ro v e  or h o l d).

8 Conduct Legal Review

Yes

Task: S a l e s Pl a nn e r g e n e r a t e s 
c li e nt-f a c in g p ro p os a l f or 
S a l e s Pe rso n .

18 Generate Proposal

Yes

Task: S a l e s Pe rso n r e v i e ws fin a l 
p ro p os a l b e f or e  se n d in g .

19 Review Final Proposal

A p p ro v e
Pro p os a l?

No

Yes

Task: S a l e s Pe rso n e m a ils 
p ro p os a l to C li e nt.

20 Send Proposal to C lient

Task: C li e nt r e v i e ws p ro p os a l.

21 C lient Reviews Proposal

A p p ro v e
Pro p os a l?

Task: S a l e s Pe rso n r e c e iv es 
r e v isio ns fro m C li e nt, 
s e n ds to S a l e s Pl a nn e r.

22 Receive Revisions from C lient

Task: S a l e s C o ord in a tor r e c e iv es 
sig n e d I O  (in d ir e c tly); 
sc a n , u p lo a d , n o tify .

24 Receive Signed IO from C lient

Task: S a l e s Pe rso n r e c e iv es 
r e j e c t e d  p ro p os a l fro m 
C li e nt, n o d e a l.

23 Receive Rejection from C lient

Yes

End

Revise

Reject

System: DSM

Task: Inv e ntory M a n a g e r r e v i e ws 
I O , d e t e rm in es if inv e ntory 
a v a il a b l e  f or c a m p a ig n .

25 Approve Inventory (Final Check)

Exe c utiv e  
A p p ro v a l 

Re q u ir e d ?

Task: S a l e s C o ord in a tor g iv e s 
p hysi c a l I O  to Fin a n c e  f or 
int e rn a l sig n a tur e .

27 Obtain Internal Signature

No

Yes

Task: Inv e ntory M a n a g e r su b m its 
ord e r f or tr a ffi c kin g .

33 Submit for Trafficking

C lientBI

Task: Tr a ffi c  e nsur e s a d  t a gs a r e  
c orre c t a n d  gre e n lig hts 
c a m p a ig n .

36 Greenlight C ampaign

Task: Tr a ffi c  e nsur e s c a m p a ig n is 
runn in g c orre c tly .

37 Monitor C ampaign

Task: Tr a ffi c  g e n e r a t e s v a rio us 
tr a ffi c  r e p orts, d e t e rm in es 
o p tim iz a tio ns.

38 Generate Traffic Reports

Task: Tr a ffi c  d e t e rm in es a n d  
p ro p ose s o p tim iz a tio ns f or 
c a m p a ig n .

40 Propose Optimizations

En d o f 
M o nth?

Yes

Th ird-P a rty 
A ds Se rv e d ? Yes

End

O ptim iz a tio n
N e e d e d ?

Yes

Task: C li e nt Se rv i c e s o b t a ins 
c r e a tiv e  fro m C li e nt; 
u p lo a d to Sa l e sf orc e .

34 Obtain Creative

38 Generate Traffic Reports
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System: DSM

Task: S a l e s Pl a nn e r r es e rv es 
inv e ntory .

17 Reserve Inventory

N e e d to 
Re-Res e rv e
Inv e ntory?

Email: N / A

Email: S a l e s A d m in

Email: N / A

Percent to C lose: 0%

System: DFP, S a l esf or c e

Task: S a l e s A d m in n otifi es S a l e s 
Pe rso n th a t n e w a c c o unt is 
r e a d y for o p p ortun ity .

4 Notify Account Created

Email: Sa l e s Pe rso n

A p p ro v e d
b y Fin a n c e
a n d Le g a l?

Percent to C lose: 0%

System: DFP, S a l esf or c e

Task: S a l e s A d m in d e t e rm in e s if 
l e g a l or fin a n c e  r e v i e w 
re q u ir e d  for a c c o unt.

5 Determine Legal /Finance Review

Email: Le g a l, Fin a n c e

No

Yes

No
No Further 

Action 
Required

Percent to C lose: 10%

Email: S a l e s A d m in

System: S a l e sfor c e , DSM

Task: Fin a n c e  d o es c r e d it c h e c k, 
u p d a t es st a tus in S a l e sf or c e  
a n d  DSM ( a p p ro v e  or h o ld).

6 Conduct Financial Review

Percent to C lose: 10%

Email: S a l e s A d m in

No Further 
Action 

Required

Fin a n c i a l
Issu e s? System: O fflin e

Task: Fin a n c e  r e v i e ws a lt e rn a tiv e s 
w ith S a l e s Pe rso n .

7 Determine Finance Alternatives

Percent to C lose: 10%

Email: N o n e

Yes

No Further 
Action 

Required

Le g a l
Issu e s? System: O fflin e

Task: Le g a l r e n e g oti a t e s t e rms 
w ith C li e nt ’s l e g a l t e a m .

9 Renegotiate Legal Terms

Percent to C lose: 10%

Email: N o n e

Yes

Percent to C lose: 10%

Email: S a l e s A d m in . S a l es Pe rso n

Percent to C lose: 10%

Email: Sa l e s Pe rso n

Percent to C lose: 50%

Email: Sa l e s Pe rso n

Percent to C lose: 50%

Email: N o n e

Percent to C lose: 50%

Email: N o n e

No

Percent to C lose: 50%

Email: N o n e

7 Determine Finance Alternatives

9 Renegotiate Legal Terms

System: DSM

Percent to C lose: 50%

Email: Inv e ntory M a n a g e r

No

System: DSM

Percent to C lose: 50%

Email: Sa l e s Pe rso n

System: O fflin e

Percent to C lose: 50%

Email: N o n e

System: N o n e

Percent to C lose: 50%

Email: C li e nt

System: N o n e

Percent to C lose: 50%

Email: Sa l e s Pe rso n

System: N o n e

Percent to C lose: 50%

Email: S a l e s Pl a nn e r

System: N o n e

Percent to C lose: 0%

Email: S a l e s Pl a nn e r

System: S a l e sfor c e

Percent to C lose: 90%

Email: Inv e ntory M a n a g e r, 
S a l e s Pl a nn e r

Inv e ntory 
A v a il a b l e ?

No

System: DSM

Task: Inv e ntory M a n a g e r r e-
r e s e rv e s inv e ntory (if in iti a l 
r ese rv a tio n exp ir e d).

26 Re-Reserve Inventory

A p p ro v e d
b y Fin a n c e
a n d Le g a l?

Yes Yes

No

Percent to C lose: 90%

Email: N o n e

7 Determine Finance Alternatives

9 Renegotiate Legal Terms

Percent to C lose: 90%

Email: S a l e s C o ord in a tor, S a l es 
Pl a nn e r, C li e nt Se rv i c es

System: N o n e

Percent to C lose: 90%

Email: N o n e

Task: VP o f Fin a n c e  r e c e iv es a n d  
e v a lu a t es I O .

28 Evaluate IO

System: N o n e

Percent to C lose: 90%

Email: N o n e

Task: VP o f Fin a n c e  sig ns I O

29 Sign IO (Norma l C ase)

System: N o n e

Percent to C lose: 90%

Email: N o n e

Task: C F O  sig ns I O , r e turns to VP 
o f Fin a n c e .

30 Sign IO (Special C ase)

System: N o n e

Percent to C lose: 90%

Email: N o n e

Task: VP o f Fin a n c e  r e turns 
sig n e d I O  to Sa l e s 
C o ord in a tor.

31 Return Signed IO

System: N o n e

Percent to C lose: 90%

Email: N o n e

Task: S a l e s C o ord in a tor r e c e iv es 
sig n e d I O  fro m Fin a n c e ; 
sc a n , u p lo a d , n o tify .

32 Confirm IO Double-Signed

System: S a l e sfor c e

Percent to C lose: 100%

Email: Inv e ntory M a n a g e r, Sa l es 
Pe rso n , C li e nt Se rv i c es

System: DSM , DFP

Percent to C lose: 100%

Email: Tr a ffi c , C li e nt Se rv i c e s

System: Sa l e sf orc e

Percent to C lose: 100%

Email: Tr a ffi c

Task: Tr a ffi c  d o w n lo a ds c re a tiv e  
fro m S a l esf orc e , u p lo a ds to 
DFP.

35 Upload Creative

System: Sa l e sf orc e , DFP

Percent to C lose: 100%

Email: N o n e

System: DFP

Percent to C lose: 100%

Email: N o n e

System: DFP

Percent to C lose: 100%

Email: N o n e
System: DFP, DSM

Percent to C lose: 100%

Email: N o n e

System: DFP, DSM

Percent to C lose: 100%

Email: N o n e

Task: Tr a ffi c  m a k e s o p tim iz a tio ns 
to c a m p a ig n .

42 Optimize C ampaign

System: DFP, DSM

Percent to C lose: 100%

Email: N o n e

Task: BI g e n e r a t e s v a rio us BI-
r e l a t e d  r e p orts for th e  
c a m p a ig n .

39 Generate BI Reports

System: DFP, DSM , C o g n os

Percent to C lose: 100%

Email: Exe c  M g m nt, Sa l e s

Task: C li e nt Se rv i c e s r e v i e ws 
p ro p ose d o p tim iz a tio ns 
w ith C li e nt.

41 Review Optimizations with C lient

System: O fflin e

Percent to C lose: 100%

Email: C li e nt

Task: Tr a ffi c  M a n a g e r r e c o n c il e s 
th ird-p a rty a d   d a t a  ( e . g ., 
A tl a s).

43 Reconcile Third-Party Ad Data

System: DSM

Percent to C lose: 100%

Email: N o n e

Task: Tr a ffi c  M a n a g e r g e n e r a t es 
b illin g r e p ort.

44 Generate Billing Report

System: DSM

Percent to C lose: 100%

Email: N o n e

Task: Tr a ffi c  M a n a g e r r e c o n c il es 
b illin g r e p ort w ith Fin a n c e .

45 Reconcile Billing Report

System: G r e a t Pl a ins

Percent to C lose: 100%

Email: N o n e

Task: Fin a n c e  g e n e r a t es inv o i c e  
a n d  se n ds t o C li e nt.

46 Send Invoice to C lient

System: G r e a t Pl a ins

Percent to C lose: 100%

Email: N o n e

C
lient
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erso

n
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an
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e
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g
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C
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No

No

No

System: DSM

Task: Inv e ntory M a n a g e r 
e v a lu a t es o v e rb o ok e d 
inv e ntory .

15 Evaluate Overbooked Inventory

Percent to C lose: 50%

Email: N o n e

A p pro v e
O v e rb o ok e d

Inv e ntory?

No

Su b m it f or 
O v e rb o okin g 

A p p ro v a l?

Yes

NoYes No

Yes

Yes

No

Yes

13 Revise Proposal

13 Revise Proposal

13 Revise Proposal

Yes

No

13 Revise Proposal

13 Revise Proposal

No

No


