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The 
Conversion 
funnel

Website Social Referrals Angie’s ListPrintCold Contacts

Marketing Qualified 
Lead (MQL)

Creating Awareness

Qualification: Email / Call / Form / Appointment

Data to Collect
Project brief, Pictures (optional), SQ Ft, First Name, 

Last Name, Email, Phone, Address

GOALSTATUS

Passing to Sales for 
Qualification

Sales Qualified Lead (SQL) Activating the Sales Cycle

Gathering Requirements 
to Close Sale

Sales Opportunity

RetentionClosing the Sale

Budget? Decision makers? 
Additional requirements?

Formalizing offer, 
paperwork, nurturingS
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In this example John 
Smith is a Contractor 
who remodels homes.


