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4, Business Partner Funnel Slage-1:

Awareness Slage
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> Business Partner Funnel Stage-2:
RV Intent Stage
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Agreement Stage

: . Business Partner Funnel Stage-3:
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Business Partner Funnel Slage-4:
Preliminary Facilitation Stage
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Conlinuous Support Stage

> Business Partner Funnel Stage-5:
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Business Partner Funnel
Stage-6: Renewal Stage
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