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The Lead Scoring Checklist is designed to help professional
service business owners, marketing managers and sales
directors create an effective lead-scoring system that improves
their marketing and sales efforts.

This step-by-step checklist will guide you through the process of
defining your ideal customer profile, establishing lead scoring
criteria, and implementing your lead scoring system for
maximum results.

Whether you're new to lead scoring or looking to refine your

existing system, this checklist will provide you with the guidance
you need to make the most of your marketing and sales efforts.
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1. Define Your Ideal Customer Profile

Before you can effectively score your leads, you need to know
who your ideal customer is. In this step, we'll help you define
your ideal customer profile, so you can focus your marketing and
sales efforts on the prospects most likely to convert.

Identify the characteristics of your ideal customer, such as job
title, company size, industry, and budget.

[ ] Research your current customers to identify commonalities
such as job titles, industries, and company sizes.

[ ] Conduct market research to identify trends and preferences
within your target audience.

[ ] Use customer feedback and testimonials to identify the pain
points and needs of your target audience.

Create buyer personas that represent your ideal customer

proles, including demographic, firmographic, and
psychographic information.

D Define the budget range that is most likely to result in a
successful sale for your business.

D Continuously review and update your ideal customer profile
to reflect changes in your market and customer base.
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2. Define Your Lead Scoring Criteria

Once you've defined your ideal customer prole, it's time to
establish the criteria that you'll use to score your leads.

In this step, we'll walk you through the process of identifying the
key attributes and behaviours that indicate a prospect's
readiness to buy.

Define the lead scoring criteria that align with your ideal
customer profile.

[ ] Identify the actions and behaviours that indicate a
prospect's readiness to buy, such as website visits, email
opens, and form submissions.

[:] Determine which criteria align with your ideal customer
profile, such as job title, industry, and company size.

D Create a scoring rubric that assigns points to each criterion
based on its importance in the sales process.

E] Consult with your sales team to identify additional criteria
that may be relevant to their sales process.
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2. Define Your Lead Scoring Criteria

Assign points to each criterion based on its importance in your

sales process:

LJ

U

Determine the maximum score that a lead can earn based

on your lead scoring rubric.

Assign points to each criterion based on its relative
importance in the sales process. For example, a lead may
earn more points for requesting a demo than for simply
visiting your website.

Set thresholds for lead scores that indicate different levels
of readiness to buy. For example, a lead with a score of 75
or above may be considered "sales-ready," while a lead
with a score of 50-74 may be considered "marketing-
gualified.”

Continuously review and update your lead scoring criteria
and rubric based on feedback from your sales team and the
performance of your lead scoring system.
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3. Implement Your Lead Scoring System

With your ideal customer profile and lead scoring criteria in
place, it's time to implement your lead scoring system.

In this step, we'll guide you through the process of setting up
your lead scoring system, including how to assign point values
to different attributes and behaviours.

Set up your marketing automation software to track and score
leads based on your criteria.

D Configure your marketing automation software to track
lead behaviour and assign scores based on your lead
scoring criteria.

[ ] Test your lead scoring system to ensure that it accurately
reflects the readiness of your leads to buy.

D Integrate your lead scoring system with your customer
relationship management (CRM) software to ensure that
your sales team has access to up-to-date lead scores.
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3. Implement Your Lead Scoring System

Ensure that your sales and marketing teams have access to the
same lead-scoring data:
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Establish a shared definition of what constitutes a "sales-

ready" lead.

Provide your sales team with access to your lead-scoring
data through your CRM or other shared databases.

Train your sales team on how to interpret lead scores and
how to prioritise their outreach efforts based on lead
scores.

Schedule regular meetings between your sales and
marketing teams to review lead-scoring data and make
adjustments to your lead-scoring system as needed.

Continuously monitor the effectiveness of your lead-scoring
system and make adjustments as needed to ensure that
your sales and marketing efforts are aligned.
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4. Monitor and Adjust Your Lead Scoring System

A lead scoring system is only effective if it's regularly monitored
and adjusted based on performance. In this step, we'll show you
how to monitor your lead scoring system and make adjustments
to ensure that it's providing the most accurate and actionable
data possible.

Regularly review and adjust your lead scoring criteria and point
values based on feedback from your sales team and changes in
your business.

[ ] Schedule regular meetings between your sales and
marketing teams to review the effectiveness of your lead-
scoring system and identify areas for improvement.

[ ] Solicit feedback from your sales team on the quality of
leads generated by your marketing efforts and the accuracy
of your lead scoring system.

D Review your lead scoring criteria and point values on a
regular basis to ensure that they align with changes in your
business, such as the introduction of new products or
services.

D Consider revising your lead scoring system based on
changes in the market or competitive landscape.
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5. Analyse Your Lead Scoring Results

Now that you've been scoring your leads for a while, it's time to
analyse the results to see how your system is performing.\

In this step, we'll help you interpret your lead-scoring data and
use it to inform your marketing and sales strategies.

Analyse the data from your lead scoring system to identify
trends and opportunities to optimise your sales process.

D Regularly review your lead scoring reports to identify trends
in lead behaviour and engagement.

Use your lead scoring data to identify the sources of your
highest-quality leads.

Analyse your sales data to determine which leads are most
likely to convert to customers.

Identify areas of your sales process that may be improved
with targeted marketing or sales efforts.

O 0O 0O 0O

Use your lead scoring data to segment your leads by
guality, engagement, and buying intent.
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5. Analyse Your Lead Scoring Results

Use the data to refine your ideal customer prole and lead
scoring criteria:

D Use your lead scoring data to refine your ideal customer
profile, identifying the characteristics of leads that are most
likely to convert to customers.

[:] Update your lead scoring criteria and point values based on
the data to ensure that your lead scores accurately reflect
the quality of your leads.

[ ] Use the data to develop targeted marketing campaigns and
sales strategies for your highest-quality leads.

[ ] Continuously monitor your lead scoring data and refine your
lead scoring system to ensure that your sales and
marketing efforts are aligned and effective.
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6. Continuously Improve Your Lead Scoring System

Lead scoring is an ongoing process, and there's always room for
improvement. In this final step, we'll provide you with some best
practices for continuously improving your lead scoring system,
S0 you can

the competition and drive more revenue for your business.

Use the insights gained from your lead scoring data to
continuously improve your sales and marketing efforts and
drive revenue growth:

[ ] Review your lead scoring reports regularly to identify
opportunities for targeted marketing and sales efforts.

| ] Use your lead scoring data to personalise your marketing
and sales communications to each lead's interests and
preferences.

D Develop targeted marketing campaigns and sales
strategies for your highest-quality leads.

D Identify areas of your sales process that may be improved
with targeted marketing or sales efforts.

D Use A/B testing to refine your marketing messages and
sales strategies based on the data.
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FREE MARKETING & SELLING TRAINING

By using the Lead Scoring Checklist, you'll have a
comprehensive tool to help you set up and optimise your lead
scoring system, ensuring that your marketing and sales efforts
are focused on the most promising leads.

However, as simple and powerful as this strategy may be, the
most important thing you need to understand is that your lead
qualification strategy is only a small part of an effective
marketing strategy.

If you want to get crystal clear on the EXACT STEPS you should
be taking right now to increase your leads and revenue...go to:
attractsellnurture.com/free-marketing-training and watch my

free client attraction training.
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