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Thanks To Our Incredible Sponsors



The MOPs partner for B2B ScaleUps

IVICUO supports B2B ScaleUps in 
their Marketing Operations 
strategy to connect Marketing 
actions to revenue.



The MQL is dead… 



This is not new… gurrrl 



Everybody… no, literally, everybody has 
already talked about this



Data tell us more about this… 

MQLs Goal

100%
Pipeline Goal

30%

Source: Madduku



This is because Marketers need concrete steps 



From Lead 
Qualification

How to move from MQL to Pipeline

To Account 
Qualification

From Lead 
Assignment

To Sales Cycle 
Tracking

From MQL 
Reporting

To Rev. Acceleration 
metrics



Account Qualification



Account Qualification can be done in Salesforce



But we need data… 



Issues with data in Accounts 

- Duplication

- Standardization of sources
 

- Data that we can’t ask or trust



DATA 
ENRICHMENT

Issues with data in Accounts 

- Duplication

- Standardization of sources
 

- Data that we can’t ask or trust



DATA ENRICHMENT - Let’s focus on Accounts 

90% of Accounts matched versus 28% of Leads/Contacts

Account Matching Contact Matching



DATA ENRICHMENT - Let’s define priorities 



DATA ENRICHMENT - Let’s automate the 
process



DATA ENRICHMENT - Let’s get more data 



DATA ENRICHMENT - And connect this data 
with other processes 



Data Enrichment Step by Step

Prioritize data 

Get more 
data

Automate
Account 
enriched



But I am a marketer… what about my leads?

Prioritize data 

Get more 
data

Automate
Account 
enriched

LEAD



We need to connect Accounts and Leads



LEAD & ACCOUNT - Thanks Account 
Engagement <3 



LEAD & ACCOUNT - but we need a 
relationship here 

We need a Flow! 



LEAD & ACCOUNT - Standardize data so 
you can compare same things 

Access to formula field here 
 

What if your ‘Website’ field has: 

https
http 
https://
https://
www. 
subdomain.website.com 
website.com
website.com.es
website.es
website.fr
website.com/directory

http://website.com/directory


LEAD & ACCOUNT - And go deeper on 
the relationship



Really the complete DATA Enrichment 

Prioritize data 

Get more 
data

Automate Account 
enriched

Leads 
Enriched



How the Lead and Account relation looks like 



From Lead Assignment 
to Sales Cycle Tracking



Type of Leads Account & Expected Actions
Break the silo…



Provide the tools to measure and monitor



Get feedback from the sales team
Give me a reason…



Get feedback from the sales team -
Stalker mode ON



Sales Capacity to treat (properly) all leads
Manage your Expectations



From Lead Assignment to Sales 
Cycle Tracking

● Strategy and SLA per Account Type

● Sales Activity tracking and monitoring

● Get feedback from the Sales Team on “bad” Leads - and 
act on it

● Shadow your sales team

● Be conscious of the sales capacity



From MQL to Revenue 
Acceleration Reporting 



Cherry Pick your top KPIs 
Dummy Proved Metrics



Cherry Pick your top KPIs 
Dummy Proved Metrics

● Align on Definition 
● Keep it short 
● Keep it simple



Cherry Pick your top KPIs 
Dummy Proved Metrics

MQL

PQL

MQC

ACTIVE ACCOUNT PIPELINE
GENERATED

PIPELINE
WON



Tactical KPIs for your Specialized Team 
Tactical vs. Strategic

Keyword Ranking

Website Traffic

Website CVR%

Ads CTR

Email Clicks

Webinar 
Registrations

Page view

Ebooks Download

Number of Leads



Lead Source
We don’t care

● Not relevant
● Often outdated
● But…yet simple



MQL/PQL Source
Hmmm…. A bit better



Campaign Influence on Account Activation
Here we go !!



From Lead 
Qualification

Marketers need concrete steps 

To Account 
Qualification

From Lead 
Assignment

To Sales Cycle 
Tracking

From MQL 
Reporting

To Rev. Acceleration 
metrics



Thank You!


