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Introduction

Marketing Qualified Leads (MQLs) are incredibly complicated to generate. Ask
any B2B marketer, and they will attest to that claim.

For the uninitiated, a marketing qualified lead (MQL) is the lead that the
marketing team deems highly likely to get converted as a customer at some point
in the sales cycle. Businesses interact with their prospects through various
inbound marketing touchpoints across different marketing channels throughout
the sale process. However, the chances of these leads getting converted into
customers are always slim and thus require bespoke lead nurturing strategies
from the marketing and sales team..

Knowing how tricky it can be to generate high-quality MQLs we decided to
create a step-by-step guide to help you create a winning MQL strategy. This
eBook will take you through different aspects of MQLs while guiding you toward
a winning MQL strategy. So, let us get started.
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Why a Winning MQL Strategy Matters

Let's begin by answering the obvious - Why a winning Marketing Qualified Lead (MQL) strategy

is crucial for the success of any business?

Considering how a majority of businesses predominantly depend on lead generation for

growth, let us answer that question objectively by looking at some of the reasons why a

winning MQL strategy is vital:
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Better Conversion
Rates

A winning MQL strategy makes it easy for the business
to identify and target prospects with higher conversion

chances. This eradicates unproductive leads and thus

increases your chances of winning paying customers.
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Improved Sales
Alignment

A fruitful MQL strategy ensures that your sales and
marketing teams are aligned in their activities and
goals. This, in turn, works best for both the sales team,
as they get high-quality leads, and the marketing team,

as they get the maximum ROI for their investment.

Increased
ROI

A well-planned MQL strategy will yield maximum
return on investment (ROI) by minimizing wasted
resources and channeling your marketing efforts in the
right direction. By focusing your marketing spend and
effort in the correct order, you boost your chances of
generating higher revenue from your marketing

efforts.
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Improved Customer Experience (CX)

A winning MQL strategy requires you to focus on your
customer experience. Thus, you must create a
personalized & engaging customer experience by

addressing your prospects' pain points.

With all the above points, having a winning MQL strategy is crucial for the

success of any business, which predominantly depends on lead generation for

growth. However, whether you are looking to grow your revenue, improve your

customer experience, maximize your marketing ROI, or optimize your marketing

efforts, having a winning MQL strategy matter.
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The Importance of MQLs for business growth

Marketing Qualified Leads (MQLs) fundamentally are potential customers with a genuine

interest in your product or service. Thus, they hold immense significance for any business

looking to grow its revenue or maintain a healthy sales funnel. With the right nurturing and

messaging, these leads can easily be converted into buying customers. However, MQLs are

even more critical for any business.

Here are just a few reasons highlighting the importance of MQLs for business growth:

Targeted Marketing Efforts

MQLs enables the organization to have targeted

marketing efforts towards the accounts/users who

genuinely are interested in their products or services.

Better Lead Nurturing

Leads are usually handed over to the sales team for
nurturing and further engagement. If your sales team
gets a pool of leads that have shown interest in your
product or service, they can ensure their efforts are

even more operative and competent.

Higher Conversion Rates

With any account or individual, if they have shown
interest, your chances of conversion are much higher.
And MQLs increase those chances by multifold,

allowing you to grow your customer base.
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Increased Revenue

Converting MQLs automatically will result in increased
revenues. So, that’'s another reason businesses put
the impetus on MQLs.

Along with all the above reasons, plenty of reasoning can easily be identified for

individual businesses or organizations, highlighting the importance of MQLs. And

with all those reasons in mind, it is time to have a closer look at how to create a

winning MQL strategy in detail.
Y
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Creating a Winning MQL Strategy

Categorizing Your Ideal Customer Profile (ICP)/Target Audience

Every winning business strategy begins with identifying your Ideal Customer Profile (ICP) or

Target Audience. Creating a winning MQL strategy is no different. So, your first step when

creating an MQL strategy should constantly be identifying your ICP.

Here is how you can go about it:

Analyzing Existing Customer Base

Always start by analyzing your existing customer base,
as it will provide you with valuable insights such as
industry, job titles, company size, prospect pain points,

and business goals.

Derive Insights from Your Sales Data

Your data is a gold mine. With proper data analytics on
your sales data, you can quickly build patterns
identifying customers with higher chances of
conversion. Some of the factors that you can take into
consideration include sales cycle duration, deal size,

and conversion rate.

Market Research

Once you’ve evaluated your existing customer base,
do thorough market research to collate all the data on
your potential prospects. Social media/email surveys,
focus groups, interviews, or competitor analysis can
be used. This information will help you create buyer

personas representing your ideal customer profile.

Identify Customer Pain Points

Always look for pain points that your ideal customers
are experiencing. This will help you speak directly to

them and solve their pain points.

Identifying your ICP is a great start, as it will allow you to create your marketing
campaigns with the right messaging and content that resonates best with your
ideal customers. This automatically will boost your chances of generating
high-quality MQLs and consequently increase your chances of converting them
into paying customers.
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Developing a Content Strategy that Resonates

with your Target Audience

Once your ideal customer profile (ICP)/target audience is mapped out, developing a content

strategy should be your next move. You want to build a content strategy that resonates well

with your audience and is supported by engaging and effective marketing collaterals.

Here is how you can develop a content strategy that works:

Know Your Audience

We live in a hyper-connected world, collect all the
information you can on your audience. Use all
available information from their interests to pain points
to demographics and buying behaviors when crafting

your content strategy.
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Build Buyer Personas

You must create buyer personas that reflect your ideal
customers. This information will help you create

content that speaks directly to the customers.

Measure and Refine

Set Your Goals

You should always have a clear agenda for your
content strategy. Whether you want to generate leads,
increase brand awareness, or build thought
leadership, set your goals in advance and work on

your content strategy accordingly.

Identify The Right Content Format

When it comes to content formats, no one format fits
all. Depending upon the platform, the audience’s
preference, and the nature of the campaign, the
content format can change, and you need to identify
the best-suited content format for each situation. You
can try visual content, infographics, blogs, videos, and

images.

Once you have your content strategy in place, it’s time for execution and measures its effectiveness of it. Based on

the outcome of each of your campaigns, you must tweak and refine your content strategy using metrics such as

conversions, engagement rates, and website traffic. It will help you assess the performance and effectiveness of

your strategy.

Once you have a content strategy and ICPs, all planned out, you now have a

pathway to MQLs in front of you. It’s time now to move on to the next steps in

creating a winning MQL strategy.
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Employing Lead Magnets and Gated Content to

Generate MQLs

With a well-thought-out content strategy, you can leverage lead magnets and gated content to

generate marketing-qualified leads (MQLs). Gated content and lead magnets are some of the

most effective ways to create MQLs, and here is how you can implement them:

Develop Engaging Content

The content you create should be relevant to your
business/offering and engaging enough for the
audience to take action. Some of the most effective
content (format) that works include eBooks,
Whitepapers, Webinars, or Case Studies.

Content Promotion

It is only possible to create engaging content if you
give it the promotion it deserves. So, leverage
channels such as social media, paid advertising, email
marketing, Etc., to promote your content with a call to

action, encouraging visitors to download it.

Follow-Up with Leads

Landing Page

Landing pages are highly effective in capturing leads.
You can set up landing pages for various purposes,
such as service offerings, content downloads,
appointment settings, free demos, Etc. These landing
pages must capture valuable information regarding
your visitors, such as their names, email addresses,

companies, job titles Etc.

Use Analytics

Analytics tools are your best friends when it comes to
checking the effectiveness of your landing pages,
gated content, or lead magnets. Continually monitor
metrics such as conversion rate, ROI, and
Cost-per-Lead to establish the effectiveness of your

lead generation efforts.

Capturing leads is futile without a proper and timely follow-up. Thus, once someone has shared their information

with you, it’s your duty to follow up with them regarding your product or service.

Following these steps, you should be able to capture and effectively track MQLs

for your business. However, once you’ve captured the leads, you must ensure

that you give them enough attention and care to make sure they convert into

paying customers. This is why you need to have a lead nurturing program, an

imperative part of your MQL strategy.
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Creating A Lead Nurturing Program that Converts

MQLs into SQLs

Lead nurturing is the art of forging relationships with prospects throughout their purchase

journey with your business. The primary goal of building a lead nurturing program is to ensure
that your Marketing Qualified Leads (MQLs) get converted into Sales Qualified Leads (SQLs).

In this section, we will take you through an easy process to build a lead nurturing program that

can convert MQLs into SQLs:

Create Personalized Content

No one likes run-of-the-mill generic content. Thus, you
must create content to make your prospect feel
special. If you cannot go down to a one-on-one level,
you must at least create content like blog posts,
videos, e-books, case studies, and webinars targeted
at your predefined buyer personas. Also, make sure

your content is relevant and offers a solution.

Lead Scoring

Lead scoring will allow you to prioritize your leads
based on their level of engagement with your product
or service. This will enable you to direct your
resources in the right direction and consequently will

help boost your conversion rates.

Marketing Automation Tools

Marketing automation tools are the most effective way
to nurture your leads. These tools allow you to
connect with your prospects granularly through
personalized emails, user behavior, and messages.
These tools also help them score leads as per their

level of engagement. These tools will save you time

and effort in your lead nurturing campaigns.

These simple steps will help you set up an effective lead nurturing process that
will help you convert your MQLs to SQLs and significantly improve the customer
experience for your prospects.
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Measuring and Optimizing Your MQL Strategy
Based on Data-Driven Insights

In a world driven by data, it's only fair to leverage data-driven insights to measure and optimize

the performance of your MQL (Marketing Qualified Lead) strategy. The data you gather at every

step of your MQL strategy can serve as the guiding light for your marketing efforts' success.

Here are some of the steps that you can follow to make it happen for you:

Set Measurable Goals

With every marketing effort you make, ensure the end
goals are measurable; it's no different for your MQL
strategy. Always set goals such as increasing website
traffic, generating leads, or increasing conversion
rates. Your goals must always be specific, measurable,
attainable, relevant, and time-bound (SMART).

Analyze Data

You can have all the data in the world, but with proper
data analytics tools, all that data is valuable. So,

ensure you have the necessary data analytics tools to
help you analyze your metrics and identify trends and

patterns and drive insights. You can use all this data to

identify the areas of improvement or the things already

serving you well. You can locate your best-performing

channels, campaigns, and content using this.

Track Metrics

Marketing automation tools such as HubSpot and
Google Analytics can help you track and collate all the
valuable metrics such as bounce rates, conversion
rates, lead generation rates, and click-through rates.
These metrics will indicate your MQL strategy's

effectiveness and help you identify improvement

areas.

Optimize your MQL Strategy

All the insights you gather from the data must be used
to optimize your MQL strategy. You can use the
insights to explore new channels, content formats, or

even campaigns to see what works best.

These steps will help you measure and optimize your MQL strategy based on

data-driven insights. In turn, you will be able to generate more leads, improve your

conversion rates, and attain your marketing goals in a much more effective way.
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Conclusion: Putting It All Together

With the advent of technology, specifically in Al and ML, MQL (Marketing Qualified Leads)
strategies will further evolve into highly sophisticated marketing strategies empowering the

modern marketeer. As a marketeer, you will want to be ready for when that happens.

Some of the future trends that we might observe shortly include

Increased Personalization

As Al and machine learning advance, we can craft
more personalized MQL strategies for our potential
customers. It will include increased use of data for
better targeting and relevance, all of which will result
in better conversion rates and successful marketing

campaigns.

Increased Coherence Between
Marketing and Sales

Considerable attention needs to be put on the
coherence between marketing and sales teams to
maximize the value of MQL strategies. This will require
us to break each marketing strategy into silos and
create a unified approach to lead generation through

the coherence between sales and marketing teams.

Data-Driven Decision-Making

Data is an integral part of modern MQL strategy
formulation, and with growing technology adoption,
we will see even more emphasis being put on
data-driven decision-making. This will include
increased use of advanced analytics and modern Al
tools, which can optimize marketing campaigns to
newer heights.

@

Chatbots and Automation

Chatbots and automation have already carved a place
among the leading and most effective marketing
technologies that have surfaced recently. With the
growth in technology, you can expect them to grow
further and help the modern marketeer automate your
routine tasks like lead scoring and lead nurturing,
allowing the marketers to focus on high-value
activities.

Overall, the evolution of technology and the growing amount of data will be

decisive factors in determining the future of MQL strategies. So, if you want to

make your business future-ready, you need to stay on top of these technologies

and trends, as these will put you ahead of the curve in the years to come.
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An effective B2B MQL (Marketing Qualified Lead) strategy typically involves a multi-faceted
approach that combines various marketing tactics to attract and engage potential business
customers, and ultimately convert them into qualified leads. Here are some key elements that
can make up an effective B2B MQL strategy:

1. Define your target audience: To effectively reach and engage potential B2B customers,
you need to know who they are and what they need. This requires creating detailed
buyer personas and understanding their pain points, goals, and challenges.

2. Create high-quality content: B2B buyers tend to conduct extensive research before
making a purchase decision, so it's important to create informative, helpful content that
addresses their needs and concerns. This could include blog posts, e-books,
whitepapers, webinars, and other types of content.

3. Leverage various channels: Different B2B buyers have different preferences for how
they want to engage with brands, so it's important to use a variety of channels to reach
them. This could include email marketing, social media, paid advertising, SEO, and
more.

4. Use lead magnets: To encourage potential customers to provide their contact
information and become a lead, offer them something valuable in exchange, such as a
free trial, demo, or consultation.

5. Nurture leads: Once you've captured a potential customer's information, you need to
nurture them with relevant content and personalized communications to keep them
engaged and move them closer to a sale.

6. Monitor and optimize: Continuously monitor and analyze your B2B MQL strategy to
identify what's working and what's not, and make adjustments as needed to improve

your results.

By following these key elements, you can create an effective B2B MQL strategy that helps you
attract, engage, and convert potential customers into qualified leads.
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About Datamatics Business Solutions

Datamatics Business Solutions is a technology-driven outsourcing partner

for global enterprises. We serve global Fortune 1000 companies, growing
enterprises, and start-ups with our bespoke research and consulting services
to accelerate their demand generation initiatives. We have a proficient
workforce of 600+ research professionals empowered by advanced Al-based
data capabilities.

With over 200K hours of research and consulting support delivered to a client

base spread over 30+ countries, we address the B2B demand generation
requirements of our client base with utmost precision.

Email: marketing@datamaticsbpm.com Website: www.datamaticsbpm.com



