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Assessio

From the workshop, we 
successfully identified the optimal 
sales process for managing 
Assessio's leads
• Development of lead score
• Implementation of lifecycle stages and when lead must 

be passed on to next “step”
• Building explanations of lead score and sales & 

marketing
• Clear Definitions of MQL, SQL, and the Sales Process

LEAD MARKETING 
QUALIFIED LEAD

SALES QUALIFIED 
LEAD

Score: + 15-30 Score: + 31-50 Score: +51

Sunrise X Assessio workshop



Assessio 3

SQL (Sales Qualified Lead)MQL (Marketing Qualified Lead)
Score: +51Score: + 15-30 Score: + 31-50

Lead

We are introducing a change from last time by including a phase prior to MQL: Leads with a score 
between 15-30 and no clear intent will now be categorized as Lead

Clear Definitions of MQL, SQL, and the Sales Process



Let’s start by looking at the definition “lead” in the sales process

Assessio 4

All marketing leads not yet sent 
to sales, defined with a score 
under 50 and also not shown 
clear intend. Intend is defined 
as having done several actions 
in a row, for an example. 

1. Downloads material 
2. Views certain website pages
3. Looking at pricing pages or 

product pages

SQL (Sales Qualified Lead)

Leads that have been qualified 
by the sales team through a 
discovery call or meeting. To be 
considered an SQL, the lead 
must:

1. Fit the Ideal Customer Profile 
(ICP)

2. Have a genuine pain point or 
need

3. Be able to make a purchase 
within a defined timeframe

Lead

Leads with a high score who 
have demonstrated clear intent 
are passed to sales for 
qualification.

Intent can be shown directly 
(e.g., through form submissions) 
or indirectly (e.g., engaging in 
several related actions, such as 
downloading materials and 
exploring pricing pages).

MQL (Marketing Qualified Lead)

Clear Definitions of MQL, SQL, and the Sales Process

Score: + 15-30 Score: + 31-50 Score: +51



Leads demonstrating clear intent, whether through form submissions, activity patterns, or scoring 
between 31-50 are forwarded to the sales team for qualification.

Assessio 5

All marketing leads not yet sent 
to sales, defined with a score 
under 50 and also not shown 
clear intend. Intend is defined 
as having done several actions 
in a row, for an example. 

1. Downloads material 
2. Views certain website pages
3. Looking at pricing pages or 

product pages

Leads that have been qualified 
by the sales team through a 
discovery call or meeting. To be 
considered an SQL, the lead 
must:

1. Fit the Ideal Customer Profile 
(ICP)

2. Have a genuine pain point or 
need

3. Be able to make a purchase 
within a defined timeframe

Leads with a high score who 
have demonstrated clear intent 
are passed to sales for 
qualification.

Intent can be shown directly 
(e.g., through form submissions) 
or indirectly (e.g., engaging in 
several related actions, such as 
downloading materials and 
exploring pricing pages).

SQL (Sales Qualified Lead)MQL (Marketing Qualified Lead)

Clear Definitions of MQL, SQL, and the Sales Process

Score: + 31-50 Score: +51Score: + 15-30
Lead



Leads qualify as SQLs after a discovery call, meeting criteria like fitting the ICP, having a clear need, 
and being ready to buy within a set timeframe
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All marketing leads not yet sent 
to sales, defined with a score 
under 50 and also not shown 
clear intend. Intend is defined 
as having done several actions 
in a row, for an example. 

1. Downloads material 
2. Views certain website pages
3. Looking at pricing pages or 

product pages

Leads that have been qualified 
by the sales team through a 
discovery call or meeting. To be 
considered an SQL, the lead 
must:

1. Fit the Ideal Customer Profile 
(ICP)

2. Have a genuine pain point or 
need

3. Be able to make a purchase 
within a defined timeframe

Leads with a high score who 
have demonstrated clear intent 
are passed to sales for 
qualification.

Intent can be shown directly 
(e.g., through form submissions) 
or indirectly (e.g., engaging in 
several related actions, such as 
downloading materials and 
exploring pricing pages).

SQL (Sales Qualified Lead)MQL (Marketing Qualified Lead)

Clear Definitions of MQL, SQL, and the Sales Process

Score: +51Score: + 15-30 Score: + 31-50
Lead
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All marketing leads not yet sent 
to sales, defined with a score 
under 50 and also not shown 
clear intend. Intend is defined 
as having done several actions 
in a row, for an example. 

1. Downloads material 
2. Views certain website pages
3. Looking at pricing pages or 

product pages

Leads that have been qualified 
by the sales team through a 
discovery call or meeting. To be 
considered an SQL, the lead 
must:

1. Fit the Ideal Customer Profile 
(ICP) if the customer does 
not fit, assess with nearest 
head of

2. Have a genuine pain point or 
need

3. Be able to make a purchase 
within a defined timeframe

Leads with a high score who 
have demonstrated clear intent 
are passed to sales for 
qualification.

Intent can be shown directly 
(e.g., through form submissions) 
or indirectly (e.g., engaging in 
several related actions, such as 
downloading materials and 
exploring pricing pages).

SQL (Sales Qualified Lead)MQL (Marketing Qualified Lead)

Clear Definitions of MQL, SQL, and the Sales Process

Score: +51Score: + 15-30 Score: + 31-50
Lead
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Define intend actions 
the customer takes

Visited certain web pages
If a prospect visits certain pages on the website 
like certification booking page, product page, 
pricing page, reads cases etc. that should 
trigger a notice to someone from sales. 

Participated on events, online or in person
Events is a great way of connecting with 
prospects and also something we can see 
Assessio us utilizing. We recommend having 
events as a intend action, especially combined 
with downloading material or looking at certain 
pages.

Downloaded material, cases or white papers
This is not the most high intend action, but it 
does give us a permission so we can see the 
prospects digital journey on our site. In 
combination with something else like website 
page visits this can show us intend for the 
customer. 

9

See high intend actions here: https://docs.google.com/spreadsheets/d/
1MhJCr5WArODKMNpNcJGWHqJCq9QVNQrzfIMq8DDvdPQ/edit?
usp=sharing

https://docs.google.com/spreadsheets/d/1MhJCr5WArODKMNpNcJGWHqJCq9QVNQrzfIMq8DDvdPQ/edit?usp=sharing
https://docs.google.com/spreadsheets/d/1MhJCr5WArODKMNpNcJGWHqJCq9QVNQrzfIMq8DDvdPQ/edit?usp=sharing
https://docs.google.com/spreadsheets/d/1MhJCr5WArODKMNpNcJGWHqJCq9QVNQrzfIMq8DDvdPQ/edit?usp=sharing
https://docs.google.com/spreadsheets/d/1MhJCr5WArODKMNpNcJGWHqJCq9QVNQrzfIMq8DDvdPQ/edit?usp=sharing
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Intend example
1. Prospect downloads white paper etc 

2. Website page views 

3. Prospect signs up for a webinar either pre-
recorded or in person

If all these 3 actions are done in a within 30-60 
days, the customer is clearly researching 
possible solutions and we should tag them as 
SQL to make sure Sales can reach out. 

10

After they download material from us, we will 
sent them into a lead nurture flow in HubSpot, 
trying to push them to read more about our 
product or sign up for events

Shortly after downloading material from website 
or via forms. If the prospect looks at certain 
pages, that will be seen as showing intend



Assessio 

See intend actions

11 https://docs.google.com/spreadsheets/d/1MhJCr5WArODKMNpNcJGWHqJCq9QVNQrzfIMq8DDvdPQ/
edit?usp=sharing 

https://docs.google.com/spreadsheets/d/1MhJCr5WArODKMNpNcJGWHqJCq9QVNQrzfIMq8DDvdPQ/edit?usp=sharing
https://docs.google.com/spreadsheets/d/1MhJCr5WArODKMNpNcJGWHqJCq9QVNQrzfIMq8DDvdPQ/edit?usp=sharing
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Static Attributions Value Score

Role
Talent acquisition, head of HR, HR 

director, HR consultant, HR officer (more 
titles covered in next slide)

5

C-level role CHRO or other C-level 30

Alumni/former certified that changed job 51

Student, intern 0

Small 3

Value 5

Company Star 10

Enterprise 15

Company type Scaleup company with many jobs 3

Public company 15

Recruitment agency 10

Other Customers and partners is withdrawn -100

Private emails -50

Dynamic Attributions Score

Seen any page expect candidate and platform page 10
Seen the certificate calendar 15

Download whitepaper, webinar 10
Participated in event 20
Downloaded test example 15

Read case 10
Filled ROI calculator 50

Email/linkedin newsletter click 3
Email/linkedin newsletter open 1

2-3 intend actions within short timeframe - download, web page visit, events 51

12Assessio
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See all titles that we 
will score

13

Talent Acquisition Consultant, Senior Recruitment Specialist, Human Resources Director, Talent Specialist, Senior Technical Recruiter, Employee 
Relations Specialist, Human Resources Responsible, Corporate Recruiter, Head of Human Resources Operations, Lead Technical Recruiter, Human 
Resources Administrative Officer, Assistant to the Chief of Staff, Chief People Officer, Technical Recruiting Manager, Talent Acquisition Recruiter, Head 
of Talent Management, Human Resources Supervisor, Human Resources Staffing Manager, Vice President Talent Acquisition, Talent Acquisition 
Executive, Regional Human Resources Manager, Senior Manager Talent Acquisition, Talent Acquisition Lead, Recruiting Team Lead, Senior Human 
Resources Generalist, Senior Lead Recruiter, Senior Human Resources Partner, Senior Talent Acquisition Specialist, Senior Human Resources 
Specialist, Employee Relations Manager, Senior Talent Acquisition Consultant, Human Resources Lead, Regional Human Resources Business Partner, 
Talent Acquisition Specialist, Talent Manager, Talent Acquisition Partner, Talent Acquisition Associate, Employee Relations Advisor, Employee Relations 
Director, Head of Employee Relations, General Manager Human Resources, Recruitment Executive, Recruitment Officer, Director of Staffing, Vice 
President Human Resources, Human Resources Operations Manager, Human Resources Operations Specialist, People Manager, Talent Acquisition 
Manager, Talent Management Specialist, Senior Human Resources Business Partner, Recruitment Specialist, Human Resources Manager, Head of 
Recruitment, Human Resources Partner, Lead Recruiter, Human Resources Office Manager, Senior Human Resources Officer, Staffing Recruiter, Chief 
Human Resources Officer, Recruitment Manager, Human Resources Business Partner, Senior Corporate Recruiter, Human Resources Officer, Senior 
Executive Recruiter, Talent Director, Recruiting Manager, Head of Human Resources, Executive Recruiter, Director Talent Acquisition, Senior Human 
Resources Manager, Staffing Manager, Staffing Specialist, Labor Relations Manager, Business Partner, Senior Staffing Manager, Recruitment 
Associate, Assistant Manager Human Resources, Director of Recruiting
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Pipelines in 
the sales process 



Qualify First sales 
meeting Proposal NegotiateSolutioning HandoverIdentify

Pipeline definitions in a sales process typically describe the various stages that leads or potential customers go 
through, from initial contact to a finalized sale

Overall Pipeline definitions



Overall Pipeline definitions

Qualify First sales meeting Proposal NegotiateSolutioning Handover

Each stage will have a purpose, set of activities and exit criteria updates in the CRM

Identify

Activity

Purpose

Criteria

• Provide a framework for how to think 
about what you need to gather from a 
prospect

• Which activities can be done in the 
specific stages 

• The outcomes needed to complete one 
stage and move to the next in the sales 
process



Overall Pipeline definitions

Stages in CRM Active Prospect (10 %) Qualified Prospect (25 %) Proposal Prospect (50 %) 

Qualify First sales meeting Proposal NegotiateIdentify Solutioning Handover

Purpose

Activity

Criteria

Purpose

Activity

Criteria

Purpose

Activity

Criteria

Purpose

Activity

Criteria

Purpose

Activity

Criteria

Purpose

Activity

Criteria

Purpose

Activity

Criteria

To progress to the next phase of the pipeline, all criteria must be met



Pipeline definitions

• Identify if the customer fits ICP, 
has a real need/pain & a 
timeframe for buying.

• Discovery call

Verification questions 
Which potential pain has been identified?

Which person with power and influence has agreed to meet you?

• Assess if there is real need 
and timeframe for the 
customer

• Book meeting in calendar with 
customer stakeholders

Lets start by looking at the first pipeline definition “Identity”

Purpose1 Activity2 Exit3

Qualify First sales meeting Proposal NegotiateIdentify Solutioning Handover
Stages in CRM



Pipeline definitions

• Build relationship, go in dept 
into pain, lay the groundwork for 
business case.

• The lead should understand the 
problems they fase. Dig deep 
into recruitment, development, 
performance

• Fill out ROI model 

• Book and have discovery call 
15-30 min

• Book first sales meeting if 
customer has clear pain & value 
drivers

• Preparing and having the 
meeting

• Start to build business case/
solution

• Establish a clear timeline with 
prospect

• Understand decision making 
landscape & involved people 
using any competitors

Qualify First sales 
meeting

Proposal NegotiateSolutioning Handover

Active Prospect (0 %) Qualified prospects(10 %) 

Identify

Stages in CRM

To qualify leads, we refer to the pipeline phase definition: "Qualify & First Sales Meeting" within the same 
framework

Purpose1 Activity2 Exit3

Verification questions 
Which pains and underlying reasons have been confirmed?

Which  numbers have you collected that quantify the current state of the pains and reasons?
Which person with authority have you identified? 



Pipeline definitions

• Confirm pains from first meeting and share 
solution for how Assessio solve customer pain 
or deliver value.

• Coordinate meetings with tailored 
presentations, ensuring appropriate 
specialists involved to address customer 
needs and provide expert guidance

• Show solution & ROI model
• High level pricing & how it is build

• Understand customers process  - Confirm 
internal timeline from the customer. Where 
can we get information?

• Is there legal documents needed?
• Is all stakeholders informed?
• Customer agrees the solution is what they 

need
• Any competitors involved?
• Confirm roi model with data from 

customer
• Book meeting to go through final proposal

Active Prospect (10 %) 

Qualify First sales meeting Proposal NegotiateSolutioning Handover

Active Prospect (10 %) Active Prospect (10 %) Opportunity (25 %) 

Identify
Stages in CRM

From this point, we begin developing solutions tailored to the customers' needs

Purpose1 Activity2 Exit3

Verification questions 
What economic value and decision criteria has the buyer confirmed?

What budget is the economic buyer ready to spend?
Which decision process has the economic buyer confirmed?

Who or what else is competing for the same budget?



Pipeline definitions

• Deliver a proposal, highlighting 
how Assessio adresses the 
customers pains and 
differentiates from the 
competition. Address the 
conversation to help the 
customer feel confident

• Meeting with champion or all stakeholders if 
possible

• If you have not meet the one signing, set a 
call up to answer questions & go through

• Agree on solutioning
• Build & sent quote in CPQ
• Insight in the decision making 

process(what will they object to, what is 
important)

• Send legal documents for review (Dpa, 
SLA)

The proposal will be crafted based on the scope and depth of the solution

Proposal Prospect (50 %) 

Qualify First sales meeting Proposal NegotiateSolutioning Handover

Active Prospect (10 %) Active Prospect (10 %) Qualified Prospect (25 %) 

Identify
Stages in CRM

Purpose1 Activity2 Exit3

Verification questions 
Who has the economic buyer confirmed a preference to?

What plan do you have in place with the economic buyer to complete their purchase
Which documentation does the customer need to complete complete the purchase



Pipeline definitions

• Enter negotiations with the 
customer, addressing any 
concerns and risks to ensure 
they are confident in their 
purchasing decisions.

• Who would be CS & delivery contact?
• Prep the internal team to answer questions 

about
• Documents, system, tests etc.
• Always have next step booked -> control 

the timeline

Verification questions 
Is the contract signed?

• Contract is signed 
• Contract is lost

The next phase involves negotiating the contract before it is either signed or declined

Proposal Prospect (50 %) 

Qualify First sales meeting Proposal NegotiateSolutioning Handover

Active Prospect (10 %) Active Prospect (10 %) Qualified Prospect (25 %) Negotiation (75-90 %) 

Identify
Stages in CRM

Purpose1 Activity2 Exit3



Pipeline definitions

Each stage will have a set of activities and exit criteria updates in the CRM

Signed (100%) Proposal Prospect (50 %) 

Qualify First sales meeting Proposal NegotiateIdentify Solutioning Handover

Active Prospect (10 %) Active Prospect (10 %) Qualified Prospect (25 %) 

Identify
Stages in CRM

Negotiation (75-90 %) 

• Hand over the customer to the 
CSM and begin the onboarding 
process

• Who would be CS & delivery contact?
• Prep the internal team to answer questions 

about
• Documents, system, tests etc.
• Always have next step booked -> control 

the timeline

• Contract is signed 
• Contract is lost

Purpose1 Activity2 Exit3



Overall Pipeline definitions

Stages in CRM

Qualify Proposal NegotiateIdentify Solutioning Handover

Purpose

• Assess if there is real need 
and timeframe for the 
customer

• Book meeting in calendar 
with customer stakeholders

• Identify if the customer fits 
ICP, has a real need/pain & 
a timeframe for buying.

• To identify and get in 
contact with potential leads

• Build relationship, go in dept into pain, lay the groundwork for 
business case. 

• The lead should understand the problems they fase. Dig deep into 
recruitment, development, performance & fill out ROI model 

• Book discovery call & qualify prospect
• Book first sales meeting, if prospect has clear pain & value drivers 

can be identified
• Preparing and having the meeting
• Start to build business case/solution
• Reponsible: BDR 

• Establish a clear timeline with prospect
• Understand decision making landscape & involved people
• Using any competitors

• Understand customers process & 
Confirm internal timeline from the 
customer. Where can we get 
information?

• Is there legal documents needed?
• Is all stakeholders informed?
• Customer agrees the solution is 

what they need
• Any competitors involved?
• Confirm roi model with data from 

customer
• Book meeting to go through final 

proposal

• Confirm pains from first meeting 
and share solution for how 
Assessio solve customer pain or 
deliver value.

• Coordinate meetings with tailored 
presentations, ensuring 
appropriate specialists involved to 
address customer needs and 
provide expert guidance

• Show solution & ROI model
• High level pricing & how it is build
• Responsible: AE

Purpose Purpose Purpose Purpose Purpose

Activity Activity Activity Activity Activity Activity

Exit Exit Exit Exit Exit Exit

• Deliver a proposal, highlighting 
how Assessio addresses the 
customer’s pains and 
differentiates from competition. 
Address concerns to help the 
customer feel confident.

• Meeting with champion or all 
stakeholders if possible

• If you have not meet the one 
signing, set a call up to answer 
questions & go through

• Agree on solutioning
• Build & sent quote in CPQ
• Insight in the decision making 

process(what will they object to, 
what is important)

• Send legal documents for review 
(Dpa, SLA)

• Enter negotiations with the 
customer, addressing any 
concerns and risks to ensure they 
are confident in their purchasing 
decision.

• Who would be CS & delivery 
contact?

• Prep the internal team to answer 
questions about

• documents, system, tests etc.
• Always have next step booked -> 

control the timeline
• Booking for certificates/training

• Contract is signed
• Contract is lost

Proposal Prospect (50 %) Active Prospect (0 %) Qualified prospects (10%) Opportunity (25 %) Negotiation (75-90 %) Lead created 

First sales meeting

In summary, the pipeline process can be outlined as follows

• Hand over the customer to the 
CSM and begin the onboarding 
process

• Who would be CS & delivery 
contact?

• Prep the internal team to answer 
questions about

• Documents, system, tests etc.
• Always have next step booked -> 

control the timeline

• Contract is signed
• Contract is lost




