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“Its much easier 
to double your business 
by doubling your 
conversation rate 
than by 
doubling your traffic”

-Jeff Eisenberg
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Lead management is the process of 

identifying, qualifying, and nurturing 

potential customers in your business. 

The goal of lead management is to 

convert leads into paying customers 

and to increase the effectiveness of 

your company's marketing and sales 

efforts.

There are several key steps involved 

in lead management. The first step is 

to get potential leads through a 

variety of means, such as online 

forms, trade shows, and advertising. 

Once potential leads have been 

obtained, they need to be qualified to 

determine if they are a good fit for 

the business and its products or 

services.

This is typically done through a 

process of gathering information 

about the lead, such as their needs, 

budget, and decision-making 

authority.

Once leads have been qualified, 

they are typically passed on to a 

sales team for further follow-up. 

This can include sending out 

product details, scheduling 

appointments, and making phone 

calls. 

The goal of this step is to nurture 

the leads and build a relationship 

with them and converting them into 

paying customers.

6

In order to be successful with lead 

management, it's important to have 

a system in place for tracking and 

managing leads.

What Is Lead Management?
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This can include using a CRM system, 

which allows businesses to store and 

organize information about leads 

and customers, as well as track the 

progress of leads through the sales 

process. 

Additionally, businesses can use 

marketing automation software to 

automate certain aspects of lead 

management, such as sending out 

targeted email campaigns and 

tracking website visitor behaviour.

Overall, lead management is an 

essential part of any successful sales 

and marketing strategy. 

By effectively identifying, qualifying, 

and nurturing potential customers, 

businesses can increase their 

chances of converting leads into 

paying customers and growing their 

revenue.
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Why Does 

My Business Need 
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Lead management is crucial for your businesses as it helps to streamline the

process of attracting, nurturing, and converting leads into customers. Here

are a few reasons why lead management is important for your businesses:

Increases

Efficiency

Helps to streamline the sales 

process and ensures that leads are 

efficiently tracked and followed up, 

reducing the chances of leads 

falling through the cracks.

Improves

Lead Quality

Lead management helps to 

identify high-quality leads and 

prioritize them for follow-ups, 

ensuring that valuable time and 

resources are not wasted on 

unqualified leads.

Helps in keeping the leads engaged 

and informed through targeted 

communication, which increases 

customer conversion.

Helps to track lead engagement 

and interest, providing valuable 

data-driven insights into what is 

working and what can be 

improved.

Increases

Conversion Rates

Enhances 

Customer Experience 

Helps to personalize the sales 

process and in building stronger 

relationships.

Provides Data-

Driven Insights
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Why does my business need lead management?
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Lack  Of  Organization

In many businesses, leads are either 

not organized at all or poorly 

organized.  A lead management can 

help in grouping leads, categorizing, 

sorting them by improving the 

effectiveness.  

Poor  Communication

Lead management can help 

streamline communication between 

different departments and team 

members, ensuring that everyone is 

on the same page and aware of the 

status of each lead.

Lack  Of  Visibility

Lead management can provide 

greater visibility into the sales 

pipeline and help identify areas 

where improvements can be made.

10

Lead management can help 

measure performance by tracking 

which leads are converting and 

which are not, and provide insights 

for future sales strategy.

Inability  To  Measure 
Performance

Difficulty  In  Identifying 
Qualified Leads

Lead management can help in 

identifying qualified leads by 

tracking which leads are engaged 

and which ones are not, and help to 

focus on leads that are more likely 

to convert.

Common problems lead management can solve 
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Lead lifecycle describes the journey of a potential customer from initial 

awareness of your company's products or services to becoming a paying 

customer. Lead lifecycle typically comprises several stages, including:

Prospect

A prospect is a potential customer 

who has shown interest in your 

products or services, but has not 

yet engaged with your company in 

a meaningful way. 

This might include visiting your 

website, downloading content, or 

attending an event. The goal of 

this stage is to attract the 

prospect's attention and 

encourage them to take some 

action that demonstrates their 

level of interest.

Lead

A lead is a person who has shown 

interest in your products and 

services, by doing certain things, 

such as filling out a form on your 

website or making an inquiry. 

At this stage, the goal is to gather 

more information about the lead, 

their needs and decision-making 

process, to determine if they are a 

good fit for your products or 

services.

12

Lead Lifecycle
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Marketing Qualified Lead

(MQL):

A MQL is a lead who has been 

qualified by the marketing team as 

‘ready’ for the sales team to engage 

with, based on their level of 

engagement with your company's 

offerings. 

For example, a lead who has 

downloaded several product demos 

or registered for a webinar might be 

considered an MQL. 

The goal of this stage is to prioritize 

the most promising leads and pass 

them along to the sales team for 

further engagement.

Sales Qualified Lead 

(SQL):

An SQL is a lead who has been 

qualified by the sales team as a 

potential customer, based on their 

need, budget, and timing to 

purchase. 

The sales team will engage with the 

SQL to determine their level of 

interest and to understand their 

buying process. 

This stage is critical, as it's the point 

at which the lead will either 

become an opportunity or be 

disqualified as not being a good fit 

for your company's products or 

services.

13
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Customer:

A customer is a person who has 

made a purchase from your 

company. 

The goal of this stage is to 

provide excellent customer 

service and to continuously 

engage with the customer to 

build a long-term relationship 

and to drive repeat business.

Opportunity:

An opportunity is a sales 

opportunity or a possible business 

deal presented by a lead. 

At this stage, the sales team will 

engage in negotiations with the lead 

to determine the terms of the deal 

and to close the sale. One lead can 

present multiple opportunities at 

the same time or at different times.

Focus on your customer 
and lead your people 
as though their lives 

depends on your success
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Lead Management Process
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Capturing
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Lead  
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Lead  
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1. Lead Capturing

Lead capturing involves the process 

of gathering and collecting contact 

information from potential customers 

who have shown interest in your 

products or services. This information 

can include names, email addresses, 

phone numbers, and other relevant 

details. 

Lead capturing can be done through 

a variety of methods, such as web 

forms, landing pages, email sign-

ups, and phone calls. Once the 

information has been collected, it is 

typically added to a lead 

management system for further 

processing.

2. Lead Segmentation

Lead segmentation involves dividing 

leads into different groups based on 

specific criteria such as 

demographics, behavior, and 

interests. By segmenting leads, you 

can better understand your target 

audience and create more effective 

marketing campaigns. 

17

The goal of lead capturing is to 

gather as much information as 

possible about potential customers 

so that you can effectively target 

and convert them into paying 

customers.
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The process typically begins by 

collecting and analyzing data on 

leads, using tools such as CRM 

software and analytics platforms. 

Next, leads are grouped based on a 

defined criteria, such as job title or 

industry. This allows you to create 

targeted campaigns that speak 

directly to the specific needs and 

pain points of each segment. 

3. Lead Scoring

Scoring the leads helps to determine 

their potential value, whether it is fit 

for a particular product or service. 

This process includes gathering 

information about the lead, such as 

their demographics, needs, and 

budget, and comparing it to the 

ideal customer profile. 

49

65

17

Nurture

Send to sales

Will never close
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Finally, lead segmentation helps 

businesses to prioritize leads and 

allocate resources effectively, 

ensuring that the most promising 

leads receive the most attention and 

resources. 

Overall, lead segmentation helps you 

to improve the efficiency and 

effectiveness of your lead 

management process.

The goal is to identify and prioritize 

high-quality leads who are mostly 

paying customers
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Lead distribution is to ensure that 

leads are quickly and efficiently 

directed to the appropriate sales or 

account management team for 

follow-up. 

Manual distribution is time 

consuming and not efficient as the 

lead coordinator or sales manager 

manually assigns leads to the 

appropriate teams or individual. 

Hence an automatic lead routing 

system, which assigns leads to the 

correct team member based on 

certain criteria, such as location, 

industry, or lead source is important. 

Once a lead has been distributed, 

the designated team or individual 

can then use the CRM system to 

track and manage leads through the 

sales process. 

19

No matter what you do, 
Don’t pass leads directly 

to sales team

This helps sales teams focus their 

efforts on the most promising leads 

thus increasing the chances of 

closing a sale. Additionally, it also 

helps to identify leads unwanted 

leads which should be removed 

from the list, so that, the resources 

are not wasted on them.

4. Lead Distribution
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Lead nurturing is an essential step in 

the lead management process. It 

involves building and maintaining 

relationships with potential 

customers through targeted and 

personalized communications. 

20

This includes activities such as 

making contact with the lead, 

scheduling appointments, and 

tracking progress towards a sale. 

By using a CRM system in 

conjunction with lead distribution, 

you can ensure that leads are 

handled in a timely and efficient 

manner, which can lead to increased 

sales and revenue.

This can include email campaigns, 

social media interactions, and 

other forms of outreach. 

The goal of lead nurturing is to 

educate and build trust with 

leads, keeping them engaged and 

moving them closer to a purchase 

decision. 

When integrated with a CRM 

system, lead nurturing can be 

automated and personalized, 

making it more effective and 

efficient. 

This will enable you to stay in 

touch with leads and keep them 

engaged at all times, ultimately 

resulting in a higher sales 

conversion rate.

5. Lead Nurturing
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Lead Generation

Lead generation is the first stage of the lead management process. It involves 

identifying potential customers and capturing their contact information. This 

can be done through various sources such as online forms, events, referrals, 

advertising, etc. The goal of lead generation is to build a pool of qualified leads 

to work with.

Lead qualification is the stage where you assess the leads generated in the 

previous stage to determine their level of interest, budget, and decision-making 

authority. 

This stage is critical to ensure that you are focusing on leads who are most likely 

to become customers. Lead qualification helps you understand the needs, 

challenges, and buying behavior of the lead. This stage helps you prioritize and 

allocate your resources effectively.

Lead Qualification

Lead Nurturing

Lead nurturing is the stage where you build relationship with the lead through 

regular communication, education, and personalized content. The goal of lead 

nurturing is to educate the lead about your products/services and establish 

trust. 

This stage is crucial to keep the lead engaged and interested in your business 

and ultimately convert them into customer.

23

Lead Follow-up

Lead follow-up is the stage where you continue to communicate with the 

customer to ensure that you understand their needs fully, and provide 

information so that customer can take a proactive call on the purchase. 

https://www.helloleads.io/


HelloLeads CRM / The Art of Lead Management

Lead Conversion

Lead conversion is the stage where you turn leads into customers through 

successful sale or other desired action. This stage is the ultimate goal of lead 

management. Lead conversion is the result of the efforts of the previous stages 

and the culmination of the lead management process.

24

This stage is important to maintain the customer relationship and increase 

customer retention. Lead follow-up can help you identify any customer issues 

and opportunities for up-selling or cross-selling. By regularly following up with 

customers, you can also collect feedback and use it to improve your lead 

management process.
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Lead Generation
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Lead generation is the process of identifying and attracting potential customers 

for your products or services. The ultimate goal of lead generation is to convert 

these potential customers into paying customers. Lead generation provide 

below benefits and outcomes: 

Lead generation helps you to 

increase your customer base by 

attracting new and potential 

customers.

This helps to expand the reach of 

your business and increase your 

customer base.

Lead generation helps to increase 

brand awareness by reaching to a 

large number of potential 

customers.

This can help to establish your 

business as an industry leader and 

increase its credibility.

26

1. Increases Customer 
Base

2. Increases Brand 
Awareness

Lead Generation
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Lead generation enables you to 

target your marketing efforts better 

by understanding the needs and 

interests of your target audience. 

This can help in creating more 

effective marketing campaigns and 

improve the overall lead generation 

process.

Lead generation provides valuable 

insights into the needs and 

interests of potential customers. 

This information can be used to 

improve the products & services 

offered by your business and 

overall customer experience.

Lead generation process 
starts by finding out 

where your target market 
“lives” on the web.

27

3. Better Targeting 4. Provide Valuable 
Insights
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Best Practices For Lead Generation

Understanding your target audience 

is crucial for effective lead 

generation. This includes 

understanding their demographics, 

interests, pain points, and what 

motivates them to make a purchase. 

This information will inform your 

lead generation strategy and help 

you create content and offers that 

are relevant and appealing to your 

target audience.

Offering valuable content such as 

eBooks, whitepapers, webinars, or 

other resources can help attract 

potential leads and build trust. 

Providing educational or informative 

content can help position your 

company as an expert in your 

industry and make it more likely that 

potential leads will engage with your 

brand.

28

Define Your 
Target Audience

Offer valuable content
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Content is the fuel 
for your 

lead generation efforts.

Test and measure

Continuously testing and measuring 

your lead generation efforts is 

crucial for success. This includes 

testing different messaging, offers, 

and CTAs to see what resonates 

with your target audience. 

Use analytics tools to track key 

metrics such as website traffic, lead 

conversions, and customer behavior. 

Use this data to make informed 

decisions about your lead 

generation strategy.

29

Optimize your website

Your website should be optimized 

for lead generation. This includes 

having clear call-to-action (CTAs), 

lead capture forms, and landing 

pages that are optimized for 

conversions. 

Your website should also be mobile-

friendly, as more and more people 

are accessing the internet on 

mobile devices.

Utilize social media

Social media is a powerful tool for 

lead generation. Platforms like 

Twitter, Facebook, LinkedIn, and 

Instagram can help you reach your 

target audience, promote content 

and offers, and engage with 

potential leads. 

Be sure to use platform-specific 

lead generation tools like Twitter 

‘lead gen cards’ and LinkedIn ‘lead 

gen forms’ to capture lead 

information.
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X / Twitter Lead Generation 

X / Twitter ‘lead gen cards’ are a 

type of X / Twitter advertising that 

allows you to collect information 

from potential leads directly within 

a tweet. 

When a user clicks on the call-to-

action (CTA) button on a ‘lead gen 

card’, their information such as 

name, email address, and Twitter 

handle will be automatically 

populated. 

The user simply has to click 

"Submit" to send their information 

to the advertiser. To create a ‘lead 

gen card’, you need to have a X / 

Twitter ads account and create an 

ad campaign with a lead gen 

objective.

1. Online Lead Generation Strategies

FB Lead Generation

Facebook allows you to use paid 

advertising to generate leads from 

your website or Facebook page. 

You can use the Facebook Pixel to 

track visitors and retarget them 

with relevant ads. You can also 

include clickable links on your 

Facebook page that redirect 

visitors to your website. 

Engaging content is important to 

encourage visitors to click and 

interact with you. You can also 

create lead generation forms 

within Facebook, similar to Twitter 

lead gen cards, to collect 

information from potential leads

30

Strategies For Lead Generation

There are several strategies that your business can use to generate leads, 

including online and offline methods.
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LinkedIn Lead Generation

LinkedIn is a valuable platform for 

B2B lead generation. You can use 

lead gen forms to collect 

information from potential leads 

directly within a LinkedIn post. 

When a user clicks on the CTA 

button, their LinkedIn profile 

information such as employer and 

job title will be automatically 

populated. 

This makes it easier for you to 

gather information about a lead 

and helps to streamline the lead 

generation process.

Search Engine Lead 
Generation

Search engine lead generation 

involves optimizing your website 

and content to rank higher in search 

engines like Google. 

This can be done through search 

engine optimization (SEO) 

techniques such as keyword 

research, content optimization, and 

building backlinks. 

You can also use pay-per-click (PPC) 

advertising on search engines to 

target specific keywords and drive 

traffic to your website. 

The goal is to increase your 

website's visibility and attract 

potential leads to your website

These are just a few of the many ways you can generate leads using social 

media and other online platforms. The best approach will depend on your 

business, target audience, and marketing goals.

31
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2. Offline Lead Generation Strategies

Networking

Building relationships and connecting with potential customers through industry 

events, conferences, and other networking opportunities.

Trade Shows

Attending and exhibiting at trade shows can help businesses to connect with 

potential customers and generate leads.

Referral Marketing

Encouraging current customers to refer friends and business contacts can help 

to generate new leads.

Loyalty programs

Loyalty programs encourage customers to provide their information in exchange 

for rewards or benefits. By offering rewards for repeat visits or purchases, you 

can encourage customers to continue engaging with your business and become 

loyal customers. 

32

Dropbox is a cloud storage company that has successfully used referral marketing 
to generate leads. They offer a free storage plan and incentive existing users to 
refer friends by offering them additional storage space. This has helped them 

acquire new customers and increase their user base. 
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List building refers to the process of collecting the email addresses and other 

information of potential customers, known as leads, to use for email marketing 

campaigns. 

The goal of list building is to build a targeted and engaged audience who can be 

reached with relevant and valuable content. This can help to generate leads, 

increase brand awareness, and drive sales.

Here are some steps for building an effective email list:

Determine Your Target Audience

Before you start collecting email addresses, you 

need to know who your target audience is and 

what kind of content they would be interested in 

receiving. 

This will help you create forms and lead magnets 

that are relevant and valuable to your target 

audience.

Offer A Lead Magnet

A lead magnet is an incentive, such as a free 

eBook, webinar, or discount, offered in exchange 

for a lead's email address. This can help to attract 

new leads and build your email list.

Create Opt-in Forms

Include email opt-in forms on your website, 

landing pages, and other marketing materials to 

collect email addresses from interested leads. 

Make sure your forms are prominently displayed, 

easy to use, and include a clear call-to-action. 

34

List Building
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Use Double Opt-in

To ensure that only interested leads are added to 

your list, consider using double opt-in. 

This means that after a lead provides their email 

address, they will receive an email asking them to 

confirm their subscription.

Honor Opt-out Requests

It's important to provide an easy opt-out option in 

all of your emails, such as an unsubscribe link in the 

footer. 

This allows leads to control the amount and type of 

emails they receive from you and helps you 

maintain their trust.

Segment Your List

Segmenting your email list into different groups 

based on factors such as behavior, demographics, or 

purchase history can help you create more relevant 

and personalized content for your leads.

Use Social Media

Social media platforms, such as Facebook, Twitter, 

and LinkedIn, can be used to promote your lead 

magnet and attract new leads to your email list.

Keep Your List Clean

Regularly clean your email list to remove inactive or 

invalid addresses. This will help ensure that your 

email campaigns are reaching engaged and 

interested leads.

35
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List Quality
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List quality refers to the relevance, 

accuracy, and engagement of the 

leads on your email list or in the 

CRM system. 

A high-quality email list is comprised 

of leads who are interested in your 

business, have given you permission 

to email them, and are likely to 

engage with your content. 

Factors that can impact list quality 

include list growth rate, lead 

engagement, bounce rate, and email 

deliverability.

37

To maintain a high-quality email list, 

you should regularly clean your list 

to remove inactive or invalid 

addresses, and segment your list to 

target leads with relevant and 

personalized content. 

You should also use email opt-in 

and double opt-in methods to 

ensure that only interested leads 

are added to your list.

List Quality
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Duplicate leads

Duplicate leads are individuals who 

have been added to your email list 

multiple times, often as a result of 

using different email addresses or 

filling out multiple forms. 

Duplicate leads can negatively 

impact your email deliverability and 

metrics, such as open and click-

through rates.

91% of data in CRM systems 
is predicted to be 

incomplete, stale, or 
duplicated each year.
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To avoid duplicate leads, you can 

use a de-duplication process to 

remove duplicates from your email 

list before sending a campaign. 

You can also use a unique identifier, 

such as a customer ID, to identify 

and merge duplicate leads in your 

list. 

By keeping your email list free of 

duplicates, you can improve the 

accuracy and relevance of your 

email campaigns, as well as ensure 

that you are reaching the right 

audience with your content.
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Lead Segmentation

#9

www.hel lo leads . io

https://www.helloleads.io/


HelloLeads CRM / The Art of Lead Management

Lead segmentation is the process of 

dividing a larger group of leads into 

smaller, more targeted groups based 

on specific characteristics, such as 

demographics, behavior, or purchase 

history.

Lead segmentation is important 

because it allows you to create more 

targeted and relevant content for 

your leads, which can improve 

engagement, increase conversion 

rates, and drive results for your 

business. 

By segmenting your leads, you can:

Improve Personalization

By dividing your leads into smaller, 

more targeted groups, you can 

create more personalized content 

that speaks directly to each group's 

unique interests and needs.

Enhance Relevance

Lead segmentation allows you to 

send the most relevant content to 

each group of leads, improving the 

chances that they will engage with 

your messages and take action.

40

Lead Segmentation
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Increase Conversion Rates

By sending targeted and relevant 

content to your leads, you can 

improve conversion rates and drive 

results for your business.

Types of lead segmentation

There are several types of lead segmentation, including:

Demographic Segmentation

This type of segmentation divides 

leads based on characteristics such 

as age, gender, location, and 

income.

Behavioral Segmentation

This type of segmentation divides 

leads based on their behavior, such 

as website visits, product purchases, 

or email opens.

41

https://www.helloleads.io/


HelloLeads CRM / The Art of Lead Management

Firmographic Segmentation

This type of segmentation divides 

leads based on the type of company 

they work for, such as size, industry, 

and revenue.

Technographic Segmentation

This type of segmentation divides 

leads based on their use of 

technology, such as the tools and 

software they use in their daily work.

Psychographic Segmentation

This type of segmentation divides 

leads based on their personality, 

values, and lifestyle.

By using lead segmentation, you can 

create more targeted and relevant 

campaigns that drive results for 

your business. 

By understanding the unique 

characteristics and behavior of each 

segment, you can create content 

that speaks directly to each group 

and encourages them to take action.
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Lead qualification is the process of 

evaluating the potential of a 

prospective customer, based on 

specific criteria, to determine 

whether they are worth pursuing as 

a sales opportunity or not. 

The purpose of lead qualification is 

to identify high-quality leads who 

have a higher likelihood of becoming 

paying customers.

Lead qualification typically involves 

evaluating leads based on certain 

characteristics, such as budget, 

authority, need, and timeline 

(shortened as BANT). 

This evaluation helps sales teams 

prioritize their efforts, allocate 

resources more effectively, and 

ultimately close more deals.

The lead qualification process also 

helps to refine your understanding of 

your target market and ideal 

customer profile, allowing you to 

create more effective marketing 

campaigns and messaging that 

better resonate with your target 

audience.

Why is lead qualification 
important?

• Increases efficiency

• Improves conversion rates

• Maximizes ROI

• Enhances customer experience

• Aligns sales and marketing 
teams

Here are a few key reasons why lead 

qualification is important:

44

Lead qualification is an important 

step in the sales and marketing 

process because it helps to 

determine which leads are worth 

pursuing and which are not. 

By properly qualifying leads, sales 

and marketing teams can ensure 

that they are spending their time, 

resources, and budget on the most 

promising opportunities.

Lead Qualification
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Lead Qualification Process

Identify lead source

Determine where the lead came from and what kind of 

information they have already provided.

Gather information

Collect additional information about the lead through research, 

online resources, or direct communication.

Evaluate lead fit

Determine whether the lead fits your ideal customer profile 

and whether they are a good match for your product or 

service.

Assess lead readiness

Determine whether the lead is ready to move forward in the 

sales process, and they have the budget, authority, need, and 

timeline to make a purchase.

Prioritize leads

Based on the results of the lead qualification process, 

prioritize your leads and determine which ones are most likely 

to become customers.

Move to next stage

If the lead is qualified, move them to the next stage of the sales 

process and continue to engage with them until they are ready to 

make purchase.
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What is a qualifying question?

A qualifying question is a type of question used in the lead qualification process 

to assess the lead's fit and readiness to move forward in the sales process. 

Qualifying questions help determine whether a lead is a good match for your 

product or service, and whether they have the budget, authority, need, and 

timeline to make a purchase.

Examples of qualifying questions might include:

• What are the biggest challenges you are facing in your business right now?

• What is your current budget for this project?

• Who else is involved in the decision-making process for this purchase?

• How soon do you need to have this problem solved?

• Can you describe your ideal solution to this problem?

Qualifying questions are used to gather information about the lead and help 

determine whether they are a good fit for your product or service. By asking the 

right questions, you can assess their needs, wants, and buying motivations, and 

determine whether they are ready to move forward in the sales process.
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Lead scoring is a method of ranking leads based on their potential value to a 

business, based on information such as their behaviors, interests, and 

demographics and also helps businesses prioritize their sales and marketing 

efforts, focusing on leads who are more likely to become customers. 

Lead scores are usually determined by assigning points to specific lead 

characteristics, such as the lead's level of engagement with the brand, the 

pages they've visited on the website, and the information they've provided, like 

their job title or company size. 

This process helps identify which leads are most likely to become paying 

customers, so the sales team can focus on nurturing and closing those leads 

first.

An example of lead score  in HelloLeads Android
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Lead Scoring
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Why does your business need lead scoring?

Lead scoring is a key component of any successful lead generation strategy 

because it helps you prioritize your leads based on your potential for conversion 

into customers. 

By assigning a score to each lead, you can focus your attention on the leads who 

are most likely to convert, rather than wasting time and resources pursuing 

leads who are unlikely to be successful. 

This helps sales teams to be more efficient and effective in their outreach, 

increasing the chances of converting leads into customers, and ultimately 

contributes to the growth and success of the business. 

Additionally, lead scoring can also provide valuable insights into the behavior 

and preferences of potential customers, which can inform future marketing and 

sales efforts.

Lead Scoring Model 

A lead scoring model is a method used to evaluate and rank leads based on 

their likelihood to become customers. The lead scoring model typically consists 

of a set of criteria and a scoring system that assigns a score to each lead based 

on their data and behavior. 

The score helps to prioritize the leads and determine which leads are the most 

promising for follow-up by the sales team.

49

Lead scoring models can be implemented using manual methods, such as

spreadsheets or customer relationship management (CRM) software, or using

machine learning algorithms that can automatically score leads based on their

data and behavior.
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Lead Score = 40

The criteria used in a lead scoring model can include demographic information, 

such as job title, company size, and industry, as well as behavioral data, such as 

website visits, email opens, and form submissions. 

The weights assigned to each criteria determine the relative importance of 

each factor in determining the overall score.

The goal of a lead scoring model is to increase the efficiency of the sales and 

marketing processes by identifying the most promising leads, and to 

improve the overall conversion rate by focusing efforts on the leads that are 

most likely to become customers.
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How to create a lead scoring model?

A lead scoring model involves the following steps:

Start by identifying the ideal 

customer profile for your product or 

service. This will help you to 

determine the criteria for lead 

qualification and determine which 

leads are the most likely to become 

customers.

Decide which factors will be used to 

evaluate and score leads. This can 

include demographic information, 

such as job title, company size, and 

industry, as well as behavioral data, 

such as website visits, email opens, 

and form submissions.

51

Define Your Target 
Audience

Determine Lead Scoring 
Criteria
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Determine the relative importance 

of each lead scoring criteria. For 

example, a lead’s job title may be 

more important than their location, 

or a high number of website visits 

may be more significant than email 

opens.

Establish A Scoring Range

Determine the range of scores that 

leads can receive, such as 0-100, 

and assign a score to each lead 

based on their data.

Evaluate And Adjust

Regularly evaluate the performance 

of your lead scoring system and 

adjust as needed. This may involve 

changing the weighting of certain 

criteria, updating the scoring range, 

or adding new criteria based on 

changes in your target audience or 

market.

Integrate your lead scoring system 

with your sales and marketing 

processes, so that the right leads are 

being passed to the right salesperson 

at the right time.

Continuously monitor the 

performance of your lead scoring 

system and adjust as needed to 

ensure that it continues to 

accurately reflect the needs and 

behaviors of your target audience.

By creating and using a lead scoring 

model, you can prioritize your 

outreach efforts, allocate resources 

effectively, and increase the 

likelihood of closing deals with the 

most promising leads.
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Continuously Monitor And 

Refine

Integrate With Sales And 
Marketing Processes

Assign Weights To Each 
Criteria
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Lead nurturing is the process of building relationships with potential customers 

who have shown interest in your company's products or services but are not yet 

ready to make a purchase. 

The goal of lead nurturing is to keep potential customers engaged with your 

company and your offerings, and to move them closer to making a purchase 

decision.

Why does my business need lead nurturing?

Lead nurturing is important for businesses because not all leads are ready to 

make purchase immediately after they express interest in your products or 

services. 

Lead nurturing helps you build relationships with potential customers and keep 

them engaged with your business over time, which can increase the chances of 

converting them into customers. 

Some reasons why lead nurturing is important for your business include

54
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Improving Conversion Rates

By nurturing leads over time, you can 

educate them about your products or 

services, address their concerns, and 

build trust, which can increase the 

chances of converting them into 

customers.

Lead nurturing can help you 

maximize the return on investment 

from your marketing and sales 

efforts by focusing your efforts on 

the leads who are most likely to 

become customers.

Lead nurturing helps you build 

stronger relationships with 

potential customers by providing 

them with valuable and relevant 

content, and addressing their 

questions and concerns. This can 

increase the likelihood of repeat 

business and positive word-of-

mouth referrals.

Lead nurturing can help you 

establish your brand as an 

authority in your industry by 

providing leads with valuable and 

relevant content, and 

demonstrating your expertise and 

knowledge.

Lead nurturing can be done 

through various channels, 

including email, WhatsApp, and 

social media, and can be 

customized to meet the specific 

needs and preferences of each 

lead. 

By investing in lead nurturing, you 

can increase the chances of 

converting leads into customers, 

and maximize your return on 

investment from marketing and 

sales efforts.
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Maximizing Return On 
Investment (ROI)

Establishing Your 
Brand As An Authority

Building Stronger 
Relationships
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Lead Nurturing By Email

Lead nurturing by email is a marketing strategy in which businesses send a 

series of automated emails to potential customers with the goal of developing 

relationship and guiding them towards making purchase. 

The emails provide valuable information, such as industry insights, helpful tips, 

and special offers, to help build trust and educate the recipient on the product 

or service being offered. The ultimate goal of lead nurturing by email is to 

convert leads into paying customers by providing personalized experience.

Here's how it works:

Lead capture

The first step in lead nurturing is to capture the contact information of 

potential customers. This can be done through website forms, landing pages, 

social media or tradeshows.

Segmentation

After capturing the information, it is important to segment the leads based on 

their behavior, interests, and demographics. This will allow you to send 

targeted, relevant emails.

56

https://www.helloleads.io/


HelloLeads CRM / The Art of Lead Management

Personalization

Lead nurturing by email is most effective when it is personalized to the 

recipient. This includes using the recipient's name, addressing their specific 

needs, and providing relevant content.

Analytics

It is important to track and measure the success of the lead nurturing campaign 

to see what is working and what can be improved. This includes monitoring 

open rates, click-through rates, and conversion rates.

Automated email series

An automated email series is created to provide value to the lead, educate 

them about the product or service being offered, and build trust. These emails 

can include a variety of content, such as industry insights, helpful tips, special 

offers, and more.

There is no better 
ecommerce lead generation tool 

than word of mouth

The goal of lead nurturing by email is to convert leads into paying customer by 

providing personalized experience and building trust through valuable contents 

and offers. By nurturing leads over time, you can increase the likelihood of 

converting leads into customers.
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Lead Nurturing By WhatsApp

Lead nurturing through whatsapp can be done by using whatsapp messaging 

platform to communicate with leads in a more personal and informal manner. 

By using whatsapp, you can quickly respond to any questions or concerns that 

leads may have and keep them updated on new products or services. 

Additionally, whatsapp allows businesses to send automated messages to leads 

to keep them engaged and informed, even when sales representatives are 

unavailable.

Here are some steps that can be used for lead nurturing 

through whatsapp:

Build A Contact List

The first step in lead nurturing through whatsApp is to build a list of potential 

leads. This can be done through various methods, including gathering contacts 

through events, website forms, and customer referrals.

Personalize Your Messages

It's important to personalize messages to each lead, rather than sending generic 

messages. This helps to establish a personal connection with leads and build 

trust.
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Automate Messages

To save time and ensure that leads receive timely updates, you can use 

automated messages, such as welcome messages, product updates, and 

promotional offers.

Engage In Conversation

WhatsApp allows businesses to have real-time conversations with leads. This 

can help in addressing any questions or concerns that leads may have and 

provide valuable insights into their needs and interests.

Monitor And Measure Success

It's important to track the success of lead nurturing efforts through whatsapp, 

including open rates, click-through rates, and conversion rates. This helps to 

identify areas for improvement and adjust strategies accordingly.

Overall, lead nurturing through whatsapp can be an effective way for 

businesses to build relationships with leads, keep them informed and engaged, 

and move them closer to a buying decision.
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4

Lead management is a multi-step process that requires cooperation between 

marketing and sales departments, and requires a well-structured system to 

ensure efficiency. Setting the right foundation for lead management is 

important and the following lead management best practices should be kept in 

mind. 

Map Your 
Sales Process

Define Your 
Ideal Lead 

Monitor Lead-
generation

Use a 
CRM tool

Eliminate 
Duplicate Leads

1

2

3

4

5
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1. Map Your Sales Process

Mapping your sales process is the 

process of outlining the different 

stages that a lead goes through from 

initial capture to becoming a 

customer. 

This process involves defining the 

specific criteria for each stage, the 

actions that need to be taken at each 

stage, and the metrics that will be 

used to track success. 

It establishes a clear and consistent 

approach to lead management 

process. 

Mapping the sales process also 

helps you to identify any 

bottlenecks or areas for 

improvement in the sales process, 

and provides valuable data-driven 

insights into what is working and 

what can be optimized
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By mapping, businesses can ensure 

that leads are efficiently tracked and 

followed up with, and that valuable 

time and resources are not wasted 

on unqualified leads.
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2. Define Your Ideal Lead

Defining your ideal lead involves 

analyzing your current customer 

base to understand the 

characteristics that make a lead 

more likely to become a customer. 

By having a clear understanding of 

your ideal lead, you can create 

effective marketing and sales 

strategies, improve your lead 

generation efforts, and increase the 

likelihood of closing more deals. 

This process begins with creating a 

detailed customer persona, also 

known as an ideal customer profile. 

This persona outlines the basic 

characteristics of your target 

audience, including their job title, 

industry, and career goals.

The ideal customer persona also 

serves as a guide for both marketing 

and sales teams, helping them to 

understand who they should be 

targeting and how they can 

effectively engage with these 

prospects. 
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3. Eliminate Duplicate Leads

Duplicate leads can cause a several 

problems for sales teams, including 

confusion, lost opportunities, and 

decreased productivity. 

For example, sales teams may waste 

time and resources following up 

with the same lead multiple times 

by different people, instead of one 

person focusing on one lead.

To avoid these problems, it is 

important to have a process in place 

to identify and merge duplicate 

leads. 

This can be achieved through the 

use of a lead management software, 

which allows sales teams to clean 

and manage their leads in a 

centralized database. 

By implementing a process to check 

for duplicate leads, sales teams can 

ensure that they are working with 

accurate, up-to-date lead 

information, which can result in a 

more efficient and effective sales 

process.
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4. Monitor Lead-generation Efforts 

Through Analytics

Monitoring lead generation efforts 

through analytics is a key aspect of 

any successful marketing and sales 

strategy. 

Analytics can provide valuable 

insights into the performance of 

various lead generation channels and 

campaigns, allowing you to make 

data-driven decisions about how to 

optimize your lead generation efforts.

For example, analytics can help you 

understand which channels are 

generating the most leads, which 

campaigns are driving the most 

engagement, and which leads are 

most likely to convert into customers. 

By monitoring lead generation 

efforts through analytics, you can 

continually improve your lead 

generation process and drive better 

results. 

This can lead to increased revenue, 

improved customer acquisition, and 

greater overall success. 

Additionally, using analytics to track 

lead generation efforts can help you 

identify trends and make data-

driven decisions that can drive long-

term growth and success.

The essence of 
marketing strategy is 

choosing what not to do.
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This information can then be used 

to prioritize resources, adjust 

budgets, and fine-tune marketing 

strategies.
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5. Using a CRM tool

CRM helps you to effectively 

manage leads generated from 

various sources, such as online 

advertisements, email campaigns, 

and inbound calls.

A CRM system automates many of 

the manual processes involved in 

lead management, such as 

capturing lead information, sending 

follow-up emails, and tracking lead 

progress. 

This automation frees up valuable 

time for sales representatives, 

allowing them to focus on closing 

deals and building relationships 

with customers.

Additionally, a CRM system 

provides a centralized database of 

lead information, making it easier 

for sales representatives to access 

and track lead progress. 

A CRM system helps you tailor your 

communication to specific groups 

of leads based on their behavior 

and interests. 

This targeted communication can 

significantly improve conversion 

rates, as it helps build trust and 

credibility with potential 

customers. 
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Key performance indicators (KPIs) are metrics used to measure the success of a 

particular process or strategy, and lead management is no exception. Here are 

some common lead management KPIs:
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Lead Management KPI’s
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This KPI measures the percentage of 

leads who become paying customers. 

It is a crucial metric that helps you 

understand the effectiveness of your 

lead management and sales 

processes. It can be calculated by 

dividing the number of leads that 

have been successfully converted into 

customers by the total number of 

leads generated. A high lead 

conversion rate indicates that the 

lead management process is efficient 

and effective.

1. Lead Conversion Rate

2. Lead Response Time

Lead response time is the amount 

of time it takes for a sales 

representative to respond to a 

new lead. This is important 

because quick response helps to 

build trust and credibility with 

potential customers. To measure 

lead response time, you need to 

track the time elapsed from when 

a lead is generated to when it is 

first contacted by a sales 

representative.
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Lead quality score is a score assigned 

to a lead based on how likely they are 

to become a customer. This score is 

calculated based on factors such as 

the lead's demographic information, 

behaviour, and engagement with the 

organization. Lead quality score is 

important because it helps you 

prioritize your lead management 

efforts and focus on nurturing high-

quality leads that are most likely to 

convert into paying customers.

3. Lead Quality Score

4. Lead Nurturing 
Conversion Rate

Lead nurturing conversion rate is the 

percentage of leads who are 

successfully nurtured into becoming 

customers which involves building a 

relationship with potential customers 

by sending targeted communication 

and providing valuable information. It 

is important because it helps build 

trust and credibility with potential 

customers
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Cost per lead is the amount of 

money spent to generate each new 

lead. This KPI is important because it 

helps you understand the efficiency 

of your lead generation efforts and 

determine the most cost effective 

lead generation strategies. Cost per 

lead is calculated by dividing the 

total cost of lead generation by the 

number of leads generated. A low 

cost per lead indicates that the lead 

generation efforts are efficient and 

cost-effective, while a high cost per 

lead may indicate the need for a 

more cost-effective lead generation 

strategy.

5. Cost per lead

These KPIs provide valuable 

insights into the performance of a 

lead management strategy and 

help you identify areas for 

improvement. 

By regularly tracking and analyzing 

these KPIs, you can make data-

driven decisions to optimize your 

lead management processes and 

improve their bottom line.
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If you are running a business, small 

or big, there are two ways to grow it 

– (a) create customers and (b) keep 

customers. Creating customers and 

keeping customers both are equally 

important but the starting point is to 

create customers.

In this lead management guide, we 

have walked you through the 

important aspects of creating 

customers for your business. 

Creating customers is all about 

getting leads, qualifying them, 

understanding their business needs, 

and converting them to paying 

customers. 

Leads are a critical resource for a 

business and organizations do 

recognize the importance of 

generating leads from various 

sources. However, the real secret to 

success lies in not just generating 

leads but in effectively tracking, 

managing, nurturing and converting 

the right leads into your customers.

It is easy to get downed in 

thousands of leads. It is easy to lose 

track in an excel file that you use to 

manage lead data. It is easy to buy 

that ‘costly-and-looking-good-CRM-

software’ and keep it in a corner. 

You may use super, all-organic 

and-spicy ingredients. But how 

you cook matters. Similarly, you 

may have super costly AI-Driven 

CRM, but if your lead 

management process is not in a 

good shape, results will be bad. 

Garbage in, garbage out, still 

applies in this AI and ChatGPT era.

We sincerely believe this guide, 

from HelloLeads CRM, will make 

your lead management process 

better and even transform your 

‘create-customers-process’ 

completely. 

Wishing you more sales and 

growth!

Many businesses do these 

mistakes and hence we thought 

we should bring it your attention 

the process and best practices for 

managing and tracking leads that 

results in creating significantly 

more customers for your business. 
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Stop Losing Leads. 
Start Winning Customers.
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