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An MQL, or Marketing-Qualified Lead, is a lead that has not only engaged with your content, 
but they’ve gone a step further and have acted on the content – i.e., downloaded a resource 
or listened to a podcast. By taking this step they have indicated an interest in the solution 
your company offers and have acted upon that interest making them a promising lead.

Despite this show of interest though, it is crucial that the leads at the top of the sales 
funnel are not targeted with a mirage of marketing and sales content at this stage. If you 
do so, they are far more likely to unsubscribe, viewing you as an annoyance, than they are 
to become more interested. 

Introduction
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The key here is to develop trust. But how 
can this be done without losing the lead? 

By remembering an MQL is a prospective customer and not sales-ready, the goal changes  
from trying to ink a deal to establishing a relationship with the MQL. This long-term strategy 
of establishing a relationship and trust will work to move the lead down the sales funnel as 
well as attract other prospective customers to you.

The goal is to slowly reel them in by continuing to provide content and resources that 
speak to their unique pain points. Studies show that over 70% of the sales process is 
conducted without the buyer ever contacting the solution provider. 

Ultimately, the services offered by your company will potentially be purchased by the 
leads to solve their business-related problems. Meanwhile, you also become a voice of 
expertise in your industry that can be trusted and relied upon.
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MQLs: Crucial to a Successful 
Demand Generation Engine

Average conversion rates from lead to 
opportunity are between 10 and 12% 
according to research. That’s not exactly 
a heartening statistic. 

Do remember that not every solution 
will not be right for every company and 
that best sales are the ones that result 
in great business-client relationships and 
opportunities for upselling and cross-
selling in the future.

When you get a new lead, especially one 
from a highly preferred client, it is easy 
to begin throwing all of your content and 
marketing in their direction to try and 
encourage them to buy. However, MQLs 
are leads in the very early stages of 
discovery and will become disinterested 
in aggressive sales tactics.

On the other hand, lead freshness is paramount to a full sales funnel; doing too little in this 
critical early period can mean they will likely forget about you and buy from the company 
that has better addressed their pain points with content.
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The balance you need to strike is between sharing content and engaging the MQL to move 
them down the funnel towards a sales call versus a bombardment of content that will push 
them away.

These activities almost always utilise email automation at the forefront to develop the 
MQL over several months by building trust, and brand awareness and encouraging no-
pressure open dialogue. 

In order to draw these leads in, you will need a library of informational content that 
addresses their pain points that you can share with strategic outreach. For each subject 
your content covers, you should have a version for each targeted leader that addresses 
what they are thinking about.  

Striking a balance between aggressive and welcoming sales tactics

5EM360Tech® : Cheat Sheet to Nurture MQLs for Successful Sales

https://em360tech.com/


Content: Key to Nurturing 
MQLs 

But what types of content should you be producing? Statistics show up that for B2B 
marketers, white papers, on-demand videos, and podcasts are the most effective mediums 
for drawing in the most leads. On-demand videos and podcasts are especially helpful as 
72% of buyers prefer to learn about a company and its offerings this way. 

Do you want to create professional podcasts with industry leaders at an 
affordable price?

Contact us to know more.

White papers PodcastsOn demand Videos

Content is the worst-kept secret in marketing, but also the most often discounted part 
of marketing even though compared to traditional marketing programs, content 
marketing costs 62% less and generates approximately three times the volume of leads.

Thought-provoking, informative, and well-constructed content is the key to generating 
leads and moving them down the sales funnel to a sale. And though some marketers 
discount great content, 95% of B2B service and product buyers consider content as a 
trustworthy method of evaluating a company and its offerings.

Most effective mediums
For drawing in the most leads
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30-Day Plan: From Lead To
Sales Opportunity

Communication is key in converting good leads into great opportunities but it shouldn’t 
end up being too much or too little. You want to stay at the forefront of their minds as a 
resource for information and solutions by providing value-added content delivered to the 
MQL at specific intervals over a period of time.

“The lead nurture 
sequence shared by 
EM360 was great. We 
did our best and kept 
referencing the lead 
nurturing sequence as our 
northern point for when 
we were building out 
what we were doing.”

Suzanne Serwatuk
Director of Marketing
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Day 1:
Once you get an MQL, it’s time to introduce yourself and your company to the individual 
with a short email including a call to action that would make them contact you. An 
example of a good call to action can be derived from the email that EM360 sent to this 
particular contact.

Here’s a clear step-by-step process of the ideal way to move an MQL 
from lead to opportunity, spaced over a 30-day period :
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Day 4 :
Send a LinkedIn connection request with a note. It is likely that the email you sent on 
Day 1 gets buried in their inbox. Your note should not be selling them or asking them to 
speak with you. Instead, comment on something they have posted or ask a 
thought-provoking question about their company or background. The goal is to create a 
connection and open the possibility for a conversation.

*Data anonimised

9EM360Tech® : Cheat Sheet to Nurture MQLs for Successful Sales

https://em360tech.com/


Day 30 :
At this point, you will want to continue with weekly or bi-weekly 
communication that continues to share value-added content. As you 
interact with the lead, continue following your marketing best practices 
so you don’t miss changes in their funnel position.

Day 7 :
People love to receive personalised emails. In this case, it is important 
to research the prospect, their company, and what their concerns may 
be that you can address. Sending targeted personalised emails and 
sharing content that addresses their pain points and is relevant to 
them will go a long way in ensuring you are memorable.

Day 14 :
It’s time for that emotional push. Nothing works better than an 
inspirational email that brings a smile to their face. This also shows 
your human side which is always an attractive feature for a buyer 
because it shows that there is a person behind the email and not a 
text generator. From this point, the frequency of your communication 
should change to weekly rather than every three days.

Day 25 :
At this point, you will want to send a message that includes a link to your 
demo or video showing what your solution can do for them. Remember, 
this isn’t about what your solution can do, but what your solution can do 
for them.
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EM360, Your Partner In Finding 
The Right MQLs

EM360 is a leading technology research platform providing expertly crafted content 
syndicated to our vast database of decision-makers across many industries. We specialise 
in creating podcasts with industry experts and forming effective landing pages and email 
campaigns that guarantee results around your on-demand videos and whitepapers. Our 
marketing campaigns are designed to improve demand generation efforts and tailored to 
the pain points your target audience is looking to solve.

We produce two different types of podcasts:

We excel in creating analyst 
podcasts, where one of our over 30 
renowned industry experts, such as 
Dr. Eric Cole (former CIA hacker), 
Richard Stiennon (formerly of 
Gartner), Douglas Laney (Data 
& Analytics Innovation Fellow) 
and Christina Stathopoulos 
(Analytical Lead, Google), moderate 
the podcast. Through exclusive 
partnerships with our industry 
experts, we are able to not only 
provide excellently crafted 
podcasts but also generate highly 
targeted marketing qualified leads 
through them.

If you aren’t looking to speak with 
an industry analyst or are working 
on a tight budget, you can also 
create editor podcasts where our 
in-house editorial team interviews a 
speaker from your company.

You can also combine analyst and 
editorial podcasts.

Contact us for suitable options.
In addition, we have a superb team 
of writers who can craft compelling 
interactive whitepapers designed 
to address your target audience’s 
pain points.

Analyst Podcast Editorial Podcast
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Get More MQLs For Your Sales 
Funnel

We take a three-aspect approach to drive
MQLs to your sales funnel:

The content creation process begins by understanding your business and your target 
audience. Three out of five B2B marketers say they have a difficult time coming up with 
content that will engage their audience, however, we are experts at content creation. We 
generate content topics that are informed by the target audience and their pain points as 
well as industry trends and relevant data.

With over 12 years of experience developing podcasts and relationships with industry 
leaders, we produce content that both you and the industry expert are proud to share and 
showcase. This expands your reach and develops lasting relationships between you and 
our experts for future collaborations. Unlike other podcast creation platforms, we have a 
vast directory of experts in various fields to partner with. 

Click here to view our list of industry leaders.

Content Creation

Content
creation

Lead
generation

Content
syndication
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After emails are sent out we track the click-throughs. The receivers might have listened 
to your podcast or downloaded your whitepaper. At this point, we consider the receivers 
as prospects and our lead generation team then calls each contact to determine their 
level of interest in your brand, the content, and the solution. Those who are interested are 
presented to you. They are now MQLs and can be nurtured down the sales funnel by using 
the information we’ve outlined in this resource.

Lead Generation

The key to our success is not just creating content that informs and educates your exact 
target audience but more importantly that your target audience engages in your content 
which means that we are able to generate qualified leads back to you. We do this by 
segmenting your target audience by job title, vertical, geography and company size and 
ensuring your podcast and whitepapers are seen and engaged by executives you want to 
be talking to and working with. This means that the MQLs we are generating convert at a 
much higher conversion rate.

Content Syndication
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Based out of Vancouver, Canada and with over 10,000 organisations relying on their 
platform, Safe Software is a global leader in data integration and spatial data.

Safe Software were keen to get in front of decision-makers such as Vice Presidents, Chief 
Experience Officers, and Marketing Directors working in tech-related businesses. This 
meant that not only did the content need to be aligned with this target audience, but it 
also needed to also engage with their target personas. 

Safe Software’s key challenge was positioning themselves in front of their target account 
list. The majority of their marketing team, including the Marketing Director, were new 
and developing their own brand outreach strategy was a learning curve. Whilst they had 
plenty of previously written content, they did not have anything that could grab the 
attention of their existing client base whilst also engaging with new their target audience. 
The challenge was to create new content, align the new content with industry analysts 
and then drive engagement and qualified leads back to them on the back of that content.

(With Suzanne Serwatuk, Director of Marketing)
Safe Software Case study

The Client

Target Audience

The Challenge

What EM360 Customers Have 
Achieved So Far

$3 Million
In opportunities

generated
by one client

15-18%
Conversion of MQLs

to SQLs

$450,000
New pipeline

opportunity/client

on $25,000 spend

$18 : $1
Return of $18 on
every $1 spent
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A campaign that 
normally takes five 
months to get 400 
leads took us five 
weeks Suzanne Serwatuk

Director of Marketing

How we overcame the Challenge

As a leader in the data integration space, Safe Software wanted their message to be aligned 
with an industry-leading analyst. Given our partnerships with some of the leading Data 
Management analysts, we decided to approach Susan Walsh, aka “The fixer of Dirty Data”. 

The next thing we needed to do was decide on the best format for the content. Given our 13 
years of industry-leading experience in creating and producing podcasts, we decided that 
doing an engaging discussion with Susan Walsh as moderator and CEO of Safe Software 
Don Murray as a speaker would get the maximum level of engagement.

That being said, we needed to make sure that the podcast was informative and engaging 
and not just a flag-waving exercise for Safe Software.

Listen to the podcast
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“It’s inspired a lot of like things that we had dreamed of doing at one point, but now we 
actually have the resources and the reason to do it.”

Along with the recorded podcast with Susan Walsh, Safe Software also provided us with 
two whitepapers to compliment the podcast. Our marketing team then went to work and 
through very targeted content syndication, via email and social media, they pushed Safe 
Software’s content to the exact audience that Safe wanted to talk with. The Results far 
exceeded Safe Software’s expectations.

• Syndicated to over 17,000 key decision 
makers within Safe Software’s exact 
target persona

• 47% engagement rate 
• 257 MQLs generated directly from the 

podcast
• 143 MQLs generated from whitepapers

Content Syndication

“ 
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400 Marketing Qualified Leads generated in just five weeks

Every lead was qualified by phone by EM360’s internal SDR team to ensure;

All three questions needed to be answered positively in order to qualify as a Marketing 
Qualified Lead.

Safe Software continues to work with us on their content and lead generation activities.

• Prospect engaged with Safe Software’s content
• That prospects’ contact information was correct and up to date
• That prospect would like to have a further dialogue with Safe Software

Our experience of working with EM360 
has been excellent. I appreciate the 
patience,  knowledge and expertise 
that they brought to the table because 
we genuinely hadn’t done this before.

Suzanne Serwatuk
Director of Marketing

The Results
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Ready for MQLs that will set you 
on the path to conversion and ROI 
success?

Contact Us:
Email: info@em360tech.com
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UK Office
London Office: 22 Long St, London E2 8HQ
Tel: +44 (0) 207 148 4444
 
US Office
3349 Michelson Drive, Suite 200 | Irvine, CA 92612
Tel: +1 424 535 0525

Contact Us:
Email: info@em360tech.com




