INBOUND MARKETING -QUALIFED LEADS

· Now automated: Website form submissions are auto qualified. Good leads go straight to Sales as Opportunities; others go to a contact center queue.
· Sales action: You’ll get an email with the Opportunity link, just start your sales process from there. Closes-lost won’t hurt your stats for these particular Opportunities.
The Updates
There are several forms on the LIMRA.com website that are product oriented “Learn More” style forms. When a website visitor submits one of these forms, their information is stored in Salesforce. 

Previous State
An email was being sent to one or many employees from our related product areas. There was no standard follow-up, qualification, or hand-off process with sales followed across product lines/teams. 

(New) Current State	Comment by Beaudry, Vicki: I think we need to give a high level definition of what we consider qualified 
Automation qualifies each lead against their contact profile, and if the lead matches specific criteria, an Opportunity is automatically created for the correct sales team, in Stage 0, with a “Marketing Qualified Lead” tag. If the lead is unqualified, they are passed to a queue for the contact center to reach out.
* Currently, we consider a lead qualified if they are a senior leader at a segment 1 or 2 member company in the US or Canada.

How you get notified:
Whenever a contact submits one of these forms and is qualified, the Sales Team (MRD and related MSD) will get an email with a link directly to the Opportunity that was created for your team. That email will look like this: 	Comment by Beaudry, Vicki: Who gets the email about the QL and New Opp?  MRD & respective MSD?  Or full team?
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Hello Team Marie-Claire’s Test Sales Team -

A member at one of your assigned accounts completed a contact form on our website related to REPeValuator Marketing.

Based on this contact's profile information in the CRM, marketing has qualified this lead to be a high-potential sales opportunity.
To help expedite your process, a Stage 0 - Prospecting Opportunity has been created and placed in your pipeline automatically. You
can find that below:

Marie-Claire's Test Account - Selection and Assessment / Assessments MQL

Please reach out to Marketing for any additional details.




