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RIEISJUILIT]S The Quality of Lead Scale

Group The Quality of Lead Scale (QLS) defines the entire spectrum of the

sales funnel, from prospect to final sale. The Results Group uses
this model to define exactly where each prospect is in the process
and what are the most appropriate actions needed to move them
forward.

1: Name
Ungualified leads generated from trade shows, advertising, directories, ate.,
are turned over to the Sales Development Department for follow up & evaluation.

Z: Confirmed Name - Unknown Potential
Leads identified as "not known” are investigated by the
Sales Development Department

Lead
Generation

3: Disqualified - No Potential
After analyzing the prospect's current situation, the
prospect is disqualified based on defined criteria. No fu rther action,

4: Qualified - No Current Need
wn&gﬁ with education &_rn::iv:y

5: Future Meed
Prospects with future needs are managed consistenthy
untl the need becomes Immediate.
ES Opportunity
DEVELOPMENT 6: Immediate Need Generation
O nce Identified as having Immediate
potential, the prospect ks passed to your

..._,_______jarm representallve, =

COPPORTUNITY
GEMERATION

7: Specific Needs Confirmed

LEAD Prospect has discussed needs
GEMERATICN and s ready to start working Cﬂﬂsu'tiﬂﬂ
toward a solution,

RECRUITIMENT 8: Solution Developed
A solution is presented o the prospect.

9: Solution Accepted

Closing
A solution has been agreed upon.

10: Solution Implemented
Sale has been approved and the
implementation phase begins.
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