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Ordinary Lead Qualified Lead

* The Prospect doesn't have a specified * The Prospect has a genuine need of the
requirement of the product/services. product/services,

* The Prospect is not a decision-maker and * The Prospect is the key decision-maker
not in the position to buy product/service. and has the authority to buy

* The Prospect requires a lot of time to * The Prospect has an urgent requirement |
decide to buy and initiate the process of and will buy swiftly through a time-bound
buying process

* The Prospect’s budget is miniscule and * The budget is not a constraint and there is
limited scope of a high value sale

* The volume and the size of the buy is low * The volume and the size of the buy is high
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