
Know your prospects; nurture your leads 

 

The terms ‘suspects’, ‘prospects’ and ‘leads’ can appear on sales funnels.  A sales funnel is a model that 

a company follows in order to gain customers.  Definitions of terms and even the sales funnel itself vary 

between companies.   Here ‘suspects’ are people who might be interested in your product or service but 

may not realize your company exists!   ‘Prospects’ are people who have shown an interest in your 

product or service.  ‘Leads’ are those who have had a conversation with you.  They have shown that they 

have a problem that can be solved by your product or service, have a budget that can afford it, and a 

timeline that means they can act now.   

How can you turn suspects into prospects? 

Suspects must become aware that your company offers something that can solve their problem.  Make 

it easy for them to find you.  Inbound marketing is an approach which attracts prospects to you through 

search engines, blogs and social media.   

 Use search engine optimization (SEO).  Drive traffic to your website by using keywords in all 

internet based content.   

 Create your own blog and become a guest blogger.  Guest blogging builds your brand, allows 

you to reach a large audience and create backlinks to your own material.   

 Engage in conversation on social media.  Don’t try to sell your business but go out to make 

friends and to help.  Position your company as the expert.   

Gather contact information by: 

 Giving away a free guide that’s relevant to your company. 

 Using email pop-ups.  Once you have an email list make sure that you segment it.  Use surveys 

to discover what interests your prospects eg. ‘what would you like to hear from us about?’ 

Ensure that every piece of communication they receive is relevant. 

Once a suspect has demonstrated that they want to find out more about your product/service by 

responding to a ‘call to action’ then they are a prospect.   

How does a prospect become a lead? 



Engage in conversation with your prospect.  Find out what they require from you, whether they have the 

budget, and if they are ready to make a purchase.  If you receive positive answers to your questions 

then your prospect is a lead.   

How do you nurture leads? 

 Listen and communicate.  What does your lead want from you?  Show you are listening, respond 

with clarity and relevance.  Make sure that they understand how your product/service fulfills 

their need. 

 Personalize.  Every discussion and demonstration must be customized. 

 Friendliness.  Come across as a warm and honest person who shows genuine interest. 

 Consideration.  Send thank you notes, attend their company events and become involved.   

Key point: 

No matter how your company defines ‘suspects’, ‘prospects’ and ‘leads’ be sure you understand their 

definitions.  Knowing the difference between each stage helps you to tailor your approach and to attract 

loyal customers. 


