How to Maximize MQL to SQL
Conversions in 2021

Does your sales team have the coverage to properly engage with marketing
qualified leads (MQLs)? Do your reps have the manpower to convert MQLs
into sales qualified leads (SQLs)? The first step is plotting your plan of attack.
We have created this simple project task list to help you get started.

1. Scrub Your MQL List
Create a method to score and rank your MQLs so you can
prioritize resources. Use a CRM system that supports lead
scoring. Lead scoring helps you pass the most qualified leads
to SDRs at the optimal time to achieve the highest response
and engagement rates.
This ranking system can be based on:
• Product levels
• Type of campaigns (e.g., free trial,
incentive, new product promotion, etc.)
• Timeliness of the outreach

2. Determine Your
Engagement Model
Gain insights into a prospect and learn how to engage by
using the BANT method. Once you learn more about your
prospects, you can define the criteria for engagement to
better qualify a prospect.
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3. Choose Your
Sales Cadence Model
Have a systematic follow-up structure in place will help
minimize lapses in engagement. This can include:

When to engage with calls

Follow-up emails after the call

Supporting marketing/sales content

Use a CRM platform and put strict guidelines in place for
tracking every interaction with a customer/prospect. This
ensures that multiple sales reps are not reaching out to the
same prospect. Implement automated emails and templates
to make follow-up streamlined and scalable.

4. Data is Important to
Pursue the Sales Process
Practice Good
Data Hygiene.

Identify a Champion to connect
you to each stakeholder.

It will be key to a successful and efficient data

Systematically reach out to all decision makers in

gathering and prospect handoff process.

the right sequence at the end of each conversation.

5. Define a Service Level
Agreement (SLA)
Proactive engagement is key to capitalizing on every opportunity.
Have clear parameters around:
• When an SDR should first responds to a
‘contact us’ form or a cold lead
• When an Account Executive (AE) needs to get
involved with an account to close the deal.

6. Determine HOW your
Sales Team Engages
with a Lead
Next, you need to decide what your sales reps will
say to a prospect and how they will say it to convey
the value of your service/product to the prospect.
It’s easy to create a sales script, it’s hard to
create an effective one.
To foster naturally flowing sales conversations,
provide sales reps an outline to build rapport first,
then discover the prospects needs.

7. Show, Don’t Tell.
Ensure Your Reps deliver value on every call. Don’t just tell
your prospects how great your products/services are –
Show them. Arm your sales team with:
High-quality white papers that are
informative and educational
Case studies that demonstrate specific
uses for your product/service
Compelling success stories that demonstrate
how your solutions deliver results

8. Use SMART Goals
(Specific, Measurable, Achievable,
Relevant, Time Bound)
Many sales teams overlook the importance of
the specificity and time-bound nature of their
objectives. Our team uses weekly, quarterly,
and yearly SMART goals.

Some examples of SMART goals you can
set for your sales reps:
• Reducing the cost of customer acquisition
(CAC) by reducing non-essential business
travel by X% in the next 12 months.
• Boosting lead quality by identifying and
contacting 7 prospects a week who spend
$500K a year on software services.

9. Consistently Evaluate and Evolve
Evaluate your engagement model and
cadence yearly to ensure that your
processes are not hindering results.
Regularly assess training programs to ensure sales
collateral speaks to your offering and new products
have the appropriate coverage that they need.
ServiceSource eliminates the guesswork by finding
the trends, strengths, and opportunities in your sales
initiatives to help you drive long-term ROI for your
business. Get in touch to learn more about how
outsourcing inside sales helps your organization
with lead qualifying or lead conversion.
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