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DEFINITIONS:
Prospect: Could be a subscriber or lead. Has either enrolled in a blog/resource or completed a non-decision stage form on website but NOT provided their phone number or pain point.
- MQL (Marketing Qualified Lead): Has completed a non-decision or decision stage form but NOT a demo and provided their phone number or pain point. SCHEDULE A CALL

SQL (Sales Qualified Lead): Has completed a decision stage demo form on website or call and entered by sales.
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