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The sale of cash management services to individual customers. Includes 
client requirements gathering, information collection, proposal 
generation, account opening and customer education.
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Cash Management Sales : Workflow

Workflow Description
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Sales: Cash Management Sales Workflow [BPMN 2.0]

pm.GLO1.CashManagementSalesBPMN.140521

Login to OpsDog to purchase 
the full workflow template 

(available in PDF, Visio, PPT)

New users get $20 off their first 
purchase (registration is FREE!) 


