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Introduction
In today’s world of cut throat competition when only 25% of the sales leads are legitimate and
are ready to be taken forward in the sales pipeline, reacting at the right moment and grabbing
the right lead and converting it into a revenue stream is the need of the hour. 79% of the leads
never convert to a revenue stream further strengthening the fact that nurturing of leads is of
utmost importance. However, the initiatives taken by companies for lead nurturing are not that
encouraging. Research shows that only 9% of the B2B companies engage in lead nurturing
activities on a daily basis. As a result, the un-nurtured 91% stay in the group of those 53% of
the organizations who lose on large purchases owing to their reluctance for nurturing a lead.

This eBook will take you through 10 steps of how to take a lead to a sales pipeline and be
among the 35-50% of the companies which respond first to a lead and grab the big fishes.

http://www.zyprr.com/
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Step 1: Inquiry Generation 

This step involves generating a call-to-
action; that may involve inquiry via e-
mail, a phone call or simply a click. It
begins with reaching out to prospects
using direct marketing methods.

Use of a key message that summarizes
the core benefits of a product helps keep
the communication clear and lucid. Fast
response to inquiries would lead to
greater conversion rates.

Most inquiries require additional
qualification before they are ready for
handoff to sales. The secret to
qualification is involvement of the sales
team in setting qualification criteria.

A good way to elicit an idea of the ideal
prospect is to ask a few sales managers
and sales reps to describe their ideal
prospect, in terms of type of company, job
role, and needs.

Clear and quick response to the ideal
prospects is the key to lead generation

http://www.zyprr.com/
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Step 2: Response Planning and Response Capture

Even in this day and age of super fast communication
systems, nearly 50% inquiries go unanswered in any
B2B business. This demonstrates the loss a firm
suffers in terms of opportunities just because this
process is perhaps the most neglected area.

However, a pre-emptive approach towards planning
arrests the loss of opportunities as well as helps in
analysis at a later stage.

A 5 minute response means you’re 4 times
more likely to qualify that lead than a 10
minute response and a staggering 21 times
more likely to convert than after 30-minute
wait.

http://www.zyprr.com/
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Step 3: Inquiry Fulfilment and Inquiry Qualification

Many inquiries seek additional information,
which should be provided in a clear and
crisp manner.

Thereafter, leads need to be examined
against set qualification criteria as per the
marketing and sales team. There should
be a team of experts available 24*7 to
respond to the lead queries as soon as
possible. Failing to respond quickly to the
queries result in loss of the lead to another
competitor.

50% of the consumers are not
satisfied with the responses to their
inquiry and 15% of them likely to go
to your competitors.

http://www.zyprr.com/
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Step 4: Lead Nurturing

Despite showing a 35% lift in lead
generation ROI, 65% of the B2B
marketers do not have a concrete lead
nurturing campaign. An average of 27%
of the leads will be qualified to the
communications should happen, which
aim towards building trust and awareness.
point where they are ready and willing to
engage with Sales. The remaining 73%
are not there yet they need to be
nurtured. At this stage, a series of regular

Sources of leads that require nurturing
include
• Partially qualified inquiries- They are not
ready to deliver to sales, according to the
predefined qualification criteria.
• Leads returned by the sales team-
Frequently, a presumably qualified lead
turns out to require further nurturing. The
contact might have changed jobs, or the
business need might have changed. So,
the sales people return the lead to
marketing for further follow-up.

35% lift in lead generation ROI is
resulted from lead nurturing

http://www.zyprr.com/
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Step 5: Lead Tracking

Every process requires an
evaluation criterion. In order to
track the conversion rate a count
of number of qualified leads
versus the final conversions needs
to be documented. This would
then act as the basis on which our
marketing campaign could be
improvised upon.

When multiple people and
functions are involved at various
stages of the lead generation and
conversion process, evaluating
the contribution of each element
can be impossible. Most B-to-B
lead-generation campaigns rely
on a combination of activity-based
metrics, such as cost per lead,
and results-based metrics, such
as lead-to-sales conversion rates,
revenue, and ROI etc.

Keep track to 2 basic metrics: Activity based
& Result base

http://www.zyprr.com/
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Step 6: Lead Sorting and Follow Up

In this stage, the qualified leads
get sorted and depending upon
their importance, size and
domain, get handed over to
different sales teams. In today’s
scenario, where information is
just a click away, sales person’s
role becomes even more
important.

It has been noticed that 80% of
potential sales are lost due to
lack of follow-up. A whopping
68% of B2B organizations have
not yet identified their sales
funnel.

80% of potential sales are
lost due to lack of follow-up

http://www.zyprr.com/
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Step 7: Clarification

Before a deal is finalized,
customers raise many objections
and concerns regarding the
quality, performance, price etc.
of the product. This phase is
very crucial as it decides
whether the final sale would
occur or not. So, it’s important
to clear customers’ doubts and
ensure closure of deal because
any delay now can lead to
company’s loss. For clarifying
customer doubts a company
should engage highly qualified
sales reps.

A 5% increase in selling time can yield a 20% increase in revenue & a 1%
increase in pipeline value can yield a 25% increase in revenue
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Step 8: Negotiation

So, it is very important for the salesperson to be prepared beforehand with all the possible
objections the customer may have. Prior preparations may help mitigate the damage a long way.

According to statistics, 10-15% of the sales are lost at the negotiation stage.

http://www.zyprr.com/
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Step 9: Sales Closure

The sales team should ensure a hassle free sales closure. All the terms and conditions should
be clearly explained to prevent any issues in future. The entire experience of buying should be
customer friendly to build long term customer relationships. It also helps in building a good
reputation in the industry.

Customer is King. So entire customer journey should be smooth and hassle-free 

http://www.zyprr.com/
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Step 10: After Sales Service

After sales service is clearly a very
important part of maintaining
continued revenue flow into your
organization. For an example, in a
high-tech industry, firms manage to
grow successfully despite economic
downturn by developing their after-
sales services. In B2B, after-sales can
generate three to four times the
turnover of the original purchase
during the solution’s lifecycle.

Surveys show that 64% of consumers consider customer service to be of greater
importance than price.

http://www.zyprr.com/
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About Zyprr

Zyprr is a Customer Success Management Platform, a new generation of business process
software where companies can run all their processes in one place, in the Cloud, thus getting full
360 degree view of their business. Zyprr provides businesses with an integrated marketing,
sales, and service management solution that helps build successful customer relations.
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