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Introduction

Lead generation and lead qualification are omnipresent terms in
every marketing discussion worldwide. They have become a
mainstay of the modern colloquial marketing dialogue. Thanks to
their significance for every modern business' growth. If you want
to generate sales, you need leads; if you're going to convert
those leads successfully, you need an effective process for
marketing lead qualification. So, if you are also tired of wasting
your valuable time and resources on leads that do not convert, it
is time to get serious about marketing qualified leads (MQLSs).

With this guide, we aim to help you nurture MQLs effectively by
qualifying them properly and highlighting the next steps needed
to convert leads into paying customers. So, let us get started by
understanding what lead qualification is and why lead
qualification matters.




What is Lead Qualification?

For any business, lead qualification can be defined as

predicting the possibility of a sales prospect getting converted

into a paying customer. The prediction is an informed one

based on a plethora of information. All this information is

captured at different stages of the lead capture process »
through forms and other tools used during the lead generation

process.

While lead qualification is a top-of-the-funnel process, it does »
not end there. An effective lead qualification process runs

throughout the sales funnel until your prospect signs up as a

paying customer. Lead qualification is an imperative process in A
every sales cycle as it helps you identify a lead's characteristics

that resonate the most with your ideal customer profile (ICP) or )
target audience. As a business, this enables you to save costs

and resources by not barreling up in passing the leads to the

sales team.
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Why Lead Qualification Matters?

Now, while we understand what lead
qualification is, let us understand why lead
qualification matters. While there are plenty of
reasons for why lead qualification as a business
process matters, here we have listed a few
noteworthy ones:

% Helps Prioritize Leads

It's worth mentioning that not all leads are equal. Some leads have a
higher chance of buying than others, while some are a better fit for your
product/service than others. The lead qualification allows you to channel
your focus and efforts toward the leads most likely to convert.

_::9 Time and Resources Optimization

Lead qualification saves you a lot of time and resources by helping you to
streamline your sales process. You can now focus on leads more likely to
result in a sale.

il

n1ll Improved Sales Efficiency

By channeling their time and resources to qualified leads, your sales team
has a better chance of converting leads into customers. It also allows them
to spend more time cultivating relationships with customers who have
higher options of purchasing the ones who are unlikely to get converted.

In addition to these, there is also increased revenue and a healthy sales
pipeline, as solid arguments in favor of lead qualification. So, any business
must invest in mastering the art of lead qualification.




The Lead
Qualification Process

Lead qualification is an informed step-by-step
process that educates your sales team on
prospects that are more likely to purchase

your business. When done right, the sales

lead qualification process works like a well-oiled
machine instead of being labor-intensive and
time-consuming. So, let us start by setting up

a lead qualification system.

The Lead Qualification Process

Setting up a lead qualification system is a
systematic process for prioritizing and
identifying leads based on informed criteria.
This information helps the sales team target the
leads with personalized messaging, information,
and details to boost their chances of getting
converted into paying customers.




If you are looking to set up a lead qualification system, here are the steps to follow:

O
ke

Build Your Ideal
Customer Profile (ICP)

Knowing your ideal customer is
always a good start. So constantly
begin by building a detailed and
informed profile for your ideal
customers. Some of the parameters
to consider when building ICP
include demographics, company
size, industry, pain points, and
buying behavior.

Create A Lead
Scoring System

You must assign a score to each of
your leads based on how close they
are to your ideal customer profile.
Some factors to which you can assign
scores include job title, industry,
company size, and engagement level
with your brand.

Establish Lead
Nurturing System

You must have a system for engaging
and nurturing your leads based on
their score in your lead scoring
system. For example, you can nurture
the high-scoring leads through emails,
personal invites to exclusive webinars,
Etc., while the low-scoring leads can
be engaged through your usual
marketing messages.

Continued on next page
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Monitor and Optimize
Your Lead Scoring System

Just because a system works fine
for you doesn’t mean it cannot be
improved or optimized. Thus, always
monitor your lead scoring system,
analyze the conversion rates you
are getting, and tweak the lead
scoring criteria if needed.

Y

Create A Sales
Qualification Criteria

You must have a sales qualification
criterion for your leads. The
requirements might be drawn on the
factors such as engagement level,
lead score, and buying intent. It is
advised to have it ready before
handing the lead to your sales team.

A fully functioning lead
qualification system ensures that
your sales team is targeting the
leads with the highest chances
of getting converted. It will save
you both time and resource.




Significance of
Lead Scoring

Lead scoring plays a crucial role in
an organization's revenue growth, as
it allows you to prioritize potential
customers on the basis of their
engagement levels and interests in
your product or service. For any
business looking for a tool to
maximize their conversion, here are
some reasons highlighting why lead
scoring is the right choice:

15T Facilitates Collaboration

Lead scoring boosts the alignment between sales and marketing teams by giving
them a tool to prioritize and identify leads with a higher chance of a conversion. This
facilitates team collaboration and keeps them all working towards the same goals.

A
@ Personalized Engagement

Lead scoring enables businesses to personalize their messaging and
communication with leads based on their score. This allows them to create more
personalized campaigns to boost the likelihood of conversion for their leads.

a@é Improves Conversion Rates

By identifying the most qualified leads for your business, you automatically boost
your leads' conversion chances. This helps you close deals faster and consequently
increase revenue.

While these are some important reasons highlighting the significance of lead
scoring, it's worth mentioning that these are not the only ones. Depending upon
your business goal and how you leverage lead scoring, it's significance for you
might have other benefits.




Techniques
for Qualifying
Marketing Leads

Qualifying marketing leads is integral to the overall
sales and marketing function. Techniques such as
lead scoring, online surveys, website analytics, and
lead qualification based on budget help businesses
focus their effort and resources on leads with higher
conversion chances. Here are some of the most
effective techniques for qualifying marketing leads:

~

Budget: Check your lead's
budget for your product /
service offering. If the budget
fits your pricing model, they
can be qualified as a good fit

@ Qualifying Leads with BANT Criteria

BANT is an acronym for Budget, Authority, Need, and Timeline. BANT criteria are one of
the most influential and popular frameworks modern businesses use for lead qualification.
Here is how you can qualify leads using BANT criteria:

for your offering.

Need: This is about knowing
whether the lead requires your
product or service. You can
establish this by asking questions
to understand your lead's

Authority: You need to check

the authority of the lead within
their organization. The goal here

is to establish whether the lead
has buying authority. If they have
the buying authority, they can be
further qualified. )

challenges, pain points, and goals.

)

~

Timeline: Knowing if the lead
you are chasing has the timeline
to make a purchase decision is
crucial. If the lead is actively
searching for your solution,

they qualify as a good fit.

Continued on next page
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X Conducting Online
Surveys and Polls

Online surveys are highlight effective

tool for businesses looking to collate
information about their prospects. It helps
you understand your potential customers'
interests and tailor your communication
for maximum impact.

a Leveraging Sales and
&) i

& Marketing Alignment

Alignment of sales and marketing teams
can help you share insights on your leads
and build a seamless experience for lead
conversion. Both teams have helpful
information on leads and access to CRM
for better lead scoring; all that information
can be used for effectively qualifying
marketing leads.

(O Implementing
(Cvs Progressive Profiling

Progressive profiling is an effective way
of gradually collecting information about
your leads instead of asking for all the
details upfront. Progressive profiling
minimizes friction and time needed for
lead qualification. Some practical ways of
progressive profiling for lead qualification
include using dynamic forms, leveraging
CRMs, combining information from
different channels, Etc.




Strategies For
Nurturing Qualified Leads

Proper/y nurturing qua/IfIS can Signiﬁcantly boost your Here are some effective Strategies for

chances of converting ito paying customers. This nurturing marketing-qualified leads:
is why constantly eng -leads and establishing

a bond with them is of utmost importance.

@ Personalized

i@  Communication:

You must leverage your CRM data to understand
your prospects' pain points when drafting your
marketing message. This will help you draft a

personalized and compelling message for your
customer.

Continued on next page
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—PpR Create Omnichannel Leverage

~* Relevant Content Presence Automation
When creating content, use all the In current times, when the customers Modern marketing automation tools
data you can from your CRM and are spread across various channels, can elevate your lead nurturing
marketing automation tools for it's about time the marketers be efforts. Automation can help you
tailoring messages customized to omnichannel as well. Thus, it would be schedule email sequences, calls,
each of your leads. Create relevant best to leverage multiple channels for lead scoring, and lead alerts to
blog posts, case studies, lead nurturing. Channels such as social ensure your leads get relevant
whitepapers, webinars, and any media, email, events, and calls are information on time.
other informative and valuable some of the most efficient channels
content you can create. you can explore.

Overall, the best strategies for nurturing marketing-qualified leads will always 9
be an amalgamation of personalized communication, multiple channels,

relevant content, lead segmentation, and marketing automation. Using these
strategies, you can cultivate better and healthy relationships with your leads

(&)

and can significantly boost your chances of conversion.




L 3 AN

Tools for Lead Qualification

There are plenty of lead qualification tools
available in the market. We have categorized
them based on their use. You can use any of
these tools based on your requirement:

Customer Relationship

(=)

Management (CRM) Software:

CRM software allows you to manage and track leads
effectively. A CRM system will enable you to store
information and interaction about your leads based
on different criteria such as demographics, behavior,
and engagement. Some post popular CRM software
include Salesforce, HubSpot, Zoho, Etc.

Continued on next page
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%;@;’E Marketing Automation Software

Marketing automation software allows businesses
to automate many processes in their lead nurturing
process. Some of the methods that can be
automated using marketing automation software
include the life of email marketing, lead alerts, lead
scoring, and personalized content delivery. Some
popular marketing automation software includes
MailChimp, HubSpot, Sendinblue, Etc.

||||| Lead Scoring Software

Lead scoring software allows businesses to identify leads

based on various criterions such as behavior, engagement,

and demographics. Some popular lead scoring software
includes Salesforce Sales Cloud, 6sense Revenue Al, Etc.

& Social Media Listening Tools

Social media listening tools enable businesses to track their
brand's mentions on various social media platforms. It allows
them to identify potential leads and engage with them. Some
popular social media listening tools include Brandwatch
Consumer Intelligence, BuzzSumo, Etc.

In addition to the tools mentioned above,
you can also use your forms, survey tools,
and other sales intelligence software for
effective lead qualification and improve
the overall effectiveness of your sales
and marketing efforts.




Conclusion

Lead qualification, irrespective of the nature of the business, is a crucial
process. It helps businesses improve their conversion by identifying and
qualifying the leads with the highest potential for conversion. An effective
lead qualification process allows businesses to align their sales and
marketing efforts to maximize efficiency and minimize wasted resources. It
also will enable businesses to bolster their relationship with their prospects
through personalized messaging and campaigns. All of it further
strengthens the likelihood of lead conversion over time.

We have discussed some of the most effective lead qualification
strategies, techniques, and tools here to help you master the art of lead
qualification. However, it will require an equal amount of human ingenuity
to master it, so while you leverage tools such as CRM systems, marketing
automation software, and lead scoring software, make sure that you
cultivate a human bond with your leads to increase your conversion rate

and consequently your customer base over time.
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