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WANT TO GROW 
SALES AND CLOSE 
MORE DEALS?
The way your business handles leads makes a big difference. 

Ask any sales rep what slows them down, and you’ll hear the same things: leads 
that go cold before anyone follows up, missing or messy data, and misfires 
between marketing and sales. 

The result? Missed opportunities, longer sales cycles, and frustrated teams.

But here’s the good news: It doesn’t have to be this way.

With the right lead management software, companies can clean up the chaos, 
speed up handoffs, and make sure no good lead gets left behind.

Whether you’re drowning in spreadsheets or just trying to modernize your lead 
management process, this guide is your starting point.

In this guide, we’ll walk you 
through:

•	 What lead management 
software does

•	 Why it matters more than ever 
in complex B2B sales

•	 The features that actually 
make a difference at scale

•	 How to find the right fit for 
your business
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EXECUTIVE SUMMARY

Lead management software helps track, organize, and 
move leads through the sales funnel. It automates 
follow-ups, scores leads, syncs with CRMs, and ensures 
sales teams focus on the best opportunities. 

Without a solid lead management system, teams 
struggle with lost leads, slow responses, and poor 
visibility.

The best solutions offer:

Lead capture via forms, chat, and meeting tools  

Automated nurturing and outreach  

Scoring and segmentation to prioritize leads  

Pipeline management features to reduce 
manual work  

Reporting dashboards for metrics like lead 
conversion and response time  

When choosing the right software, key factors include 
business size, industry, goals, ease of use, integration 
capabilities, and scalability. Enterprise teams need 
flexible tools that grow with them and fit into their 
existing tech stack.

Before you make a purchase, here are some red flags to 
avoid: weak lead-to-account matching, limited routing 
logic, non-native Salesforce integration, and no visibility 
into lead outcomes.  

This guide gives you a clear view of what matters and 
what to avoid so you can choose lead management 
software that drives real results.
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Lead management software helps keep track of potential customers from first contact to final sale. Specifically, it makes sure no lead 
is lost, automates key tasks like follow-up, and helps sales teams focus on the best opportunities. 

Historically, before lead management software, sales teams manually recorded contact and other basic details to manage leads.

Now, software can score leads, send follow-ups automatically, and connect with other sales tools. Working seamlessly with CRMs, 
marketing tools, and AI analytics makes this software a powerful sales enabler.

Today, modern platforms also incorporate AI to normalize data, summarize activity, and provide clearer visibility into buyer behavior. 

Ultimately, lead management software improves sales efforts and conversions by helping teams personalize outreach and focus on 
the best leads. 

“Just a little more than 1 out of 10 companies 
are properly following up on leads.”
-Businesswire

WHAT IS LEAD MANAGEMENT SOFTWARE?

More than 1 in 4 (27%) of 
B2B sales and marketing 
professionals don’t believe 
their lead management 
systems and processes help 
deliver an ideal customer 
experience.
-State of B2B Lead Management

27%

https://www.businesswire.com/news/home/20230504005428/en/Research-Finds-Half-of-Companies-Are-Failing-Buyers-and-Losing-Revenue-Due-to-Poor-Lead-Follow-Up
https://www.leandata.com/resources/the-state-of-b2b-lead-management-2022/
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Without a strong way to manage leads, leads get lost, sales teams waste time, and deals fall through. Lead management software 
helps businesses focus on the best leads and close deals faster.

Here’s how LeanData’s lead management software has helped real companies:

Bitrise’s geographically dispersed 
operations team struggled 
to manage lead routing and 
scheduling in two different 
platforms. LeanData’s user-
friendly interface allowed everyone 
to understand routing logic, 
minimizing the learning curve and 
simplifying troubleshooting. Plus, 
the centralized platform enabled 
the company to solve two problems 
with a single tool. 

SUSE struggled with inconsistent 
routing, limited prioritization, and 
little visibility into which leads were 
being worked. SDRs manually 
sorted high-volume queues, 
slowing response times and 
causing missed opportunities. By 
implementing LeanData Matching 
and Routing with priority-based 
SLAs, SUSE brought structure 
to lead management, improved 
accountability, scaled global 
changes in minutes, and ultimately 
increased speed to lead by 70 
percent.

With a business model historically 
rooted in channel sales, F5 lacked 
an efficient process for managing 
inbound leads. Their Salesforce 
lead assignment rules placed leads 
in unattended queues, leading to 
delayed follow-up, a poor customer 
experience, and lead leakage. 
LeanData automations freed F5 
employees from time-consuming 
manual processes so they could 
focus on revenue-generating 
activities and a faster response to 
potential buyers.

BITRISE MADE LEAD 
ROUTING AND MEETING 
SCHEDULING EASIER 

Customer Story

SUSE IMPROVED SPEED TO 
LEAD AND VISIBILITY

Customer Story

F5 HELPED SALES RESPOND 
FASTER TO LEADS 

Customer Story

WHY LEAD MANAGEMENT MATTERS

https://www.leandata.com/resources/bitrise-revs-up-lead-routing-and-meeting-scheduling-with-leandata/
https://www.leandata.com/resources/how-suse-improved-speed-to-lead-by-70-in-one-quarter/
https://www.leandata.com/resources/leandata-f5-video/
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Quality lead management software saves time, 
reduces mistakes, and helps teams sell more. 

This happens when the right features work together 
to simplify tasks, improve efficiency, and speed up 
sales growth. Thus, knowing which features matter 
makes it easier to pick the best lead management 
software.

Here’s what the best lead management software 
should do:

KEY FEATURES OF ENTERPRISE LEAD 
MANAGEMENT SOFTWARE

LEAD CAPTURE & 
TRACKING

Whenever someone fills out a form, downloads 
something, or starts a chat, lead management software 
helps save their info in your CRM. This helps sales teams 
see who’s interested and when to follow up.

Key ways to capture leads include landing pages, web 
forms, chatbots, conversational AI, webinars, gated 
content, and automated meeting scheduling tools.

LEAD NURTURING & 
AUTOMATION

Not all leads are ready to buy. Nevertheless, good lead 
management software keeps them engaged until they 
are. Automation helps by engaging prospects at the 
right time. 

For example, automated emails share relevant content 
based on prospect actions, while AI chatbots engage 
with leads in real time.

Automation features include:

•	 Email marketing sequences

•	 Content personalization

•	 Targeted ABM campaigns
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Lead management software helps facilitate lead qualification and scoring processes. This way, sales teams focus on the most 
promising prospects. Qualification sorts leads based on their fit and likelihood to purchase. Subsequently, sales knows where to 
spend their time for the best results. The following are two common scoring models:

Weighted: This straightforward method assigns points 
based on select factors like engagement, intent, company 
size, and technology use.

Businesses can adjust point values as priorities change to 
make sure they always focus on the most favorable leads. 
Once a lead reaches a set score, it moves up the priority list.

Tiered: This more advanced approach groups leads based on fit 
and buying signals. Sales teams can zero in on top-tier prospects 
first, while marketing adjusts nurturing efforts based on each tier’s 
needs. 

AI-powered title normalization and buying-group inference can 
further increase scoring accuracy by reducing data ambiguity at 
scale.

Both methods help teams work smarter by ensuring the right leads get the right attention at the right time.

Category Data Point Points

Firmographic
50+ Employees +10

Industry = B2B SaaS +10

Intent
G2 Category Research +25

Visited Website 3 times +30

Technographic

CRM = Salesforce or 
Hubspot +25

CRM = Other Automatic 
Disqualify

Engagement Attended webinar +10

High Fit
(Strong ICP)

Medium Fit
(ICP, but 

missing some 
key data 
points)

Low Fit
(Not ICP)

High Intent
(website activity, G2 
research, content/

engagement within 
the last X days) 

Tier A

(24 hour 
follow-up + 

multi-thred + 
sequence)

Tier B

(Multi-thread + 
sequence)

Tier C

(Automated 
nurture)

Low Intent
(minimal activity 
within the last X 

days)

Tier B

(Multi-thread + 
sequence)

Tier C

(Automated 
nurture)

Tier D

(No action)

LEAD QUALIFICATION & SCORING

KEY FEATURES OF ENTERPRISE LEAD 
MANAGEMENT SOFTWARE (CON’T)
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SIMPLIFYING SALES PIPELINE MANAGEMENT
As leads move from first contact to a sale, 
a structured process makes sure deals 
progress, leads move through each step 
smoothly, and deals close faster. Lead 
management software simplifies this 
by automating follow-ups, scheduling 
meetings, and tracking progress through 
sales pipeline stages:

Lead Generation

After a lead has been generated, the software kicks in. It helps 
by automatically gathering leads, deduping, enrichment, 
organizing all lead information in one place, and sorting leads 
into groups.

Lead Qualification

Once organizations make sure leads are in market and a 
good fit for their product, lead management software ensures 
they smartly focus efforts. Automatically scoring leads based 
on interest and behavior, it shows which ones are most likely 
to buy.

Initial Outreach

When businesses start talking to qualified leads, the software 
helps in multiple ways. It sends personalized emails, keeps 
track of all conversations, and reminds sales when to follow 
up.

Nurturing

Lead management software keeps leads interested by 
sending them useful information. It makes it easy to set up 
campaigns that send the right content at the right time, and 
tracks how leads respond.

Proposal/
Negotiation

Come deal time, the software stores templates and winning 
proposals, tracks changes in the deal, and automatically 
follows up as needed.

Closing
To assist with closing, the software automatically creates a 
contract, tracks deal win rates, and streamlines the handoff 
to customer success.

KEY FEATURES OF ENTERPRISE LEAD 
MANAGEMENT SOFTWARE (CON’T)
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Good lead management software includes reporting and analytics detailing the impact of marketing and sales. This includes insight 
into results of marketing campaigns, how fast teams respond to leads, and how many leads turn into sales. By monitoring these 
results, organizations can do more of what’s working and drop what doesn’t. 

Some enterprise platforms now use AI-generated summaries to highlight bottlenecks, flag SLA risks, or suggest process 
improvements based on historical patterns. 

By monitoring these results, organizations can do more of what’s working and drop what doesn’t.  

Lead management software can 
track essential KPIs such as:

Lead conversion rates

Average response time

Meetings booked

Cost per lead

Customer acquistion cost

Lead source performance

Service Level Agreements (SLAs)

LEAD MANAGEMENT REPORTING & ANALYTICS

KEY FEATURES OF ENTERPRISE LEAD 
MANAGEMENT SOFTWARE (CON’T)

https://www.leandata.com/blog/the-modern-rules-of-lead-response-time/
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The right lead management software can drive better sales efforts and results. However, with so many options, 
it can be hard to choose the best fit.

Here are six key considerations:

FACTORS TO CONSIDER WHEN CHOOSING 
LEAD MANAGEMENT SOFTWARE

Business Size 
& Industry

Specific Needs 
& Goals Budget

Larger businesses might need a 
system that can handle a high 
volume of leads and provide detailed 
reports. Smaller businesses may 
prefer something simpler, cheaper, 
and easier to use. Different industries 
may require special features, like 
tracking certain data or integrations 
with other tools. 

Before picking lead management 
software, organizations should think 
about what they want to achieve. 
For example, is the goal to sign more 
customers? Or, make the sales team 
work faster? Knowing this helps 
pinpoint which features matter most, 
like scoring leads, automatically 
routing leads, or tracking data.

Common business goals include:

•	 Increasing lead conversion rates

•	 Improving sales team productivity

•	 Aligning GTM execution to the 
buyer journey

Lead management software comes 
at a range of price points. Lower-
cost solutions often have fewer 
features, while premium options 
offer advanced customization and 
automation.

Price per user:

•	 Entry-level: $12–$20/user/month

•	 Mid-tier: $20–$250/user/month

•	 Premium: $59+/user/month
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Ease of Use & 
Implementation

Integrations with 
Existing Systems Scalability

Lead management software should 
be simple to use, so the team can 
start using it right away without 
much training. A steep learning 
curve can slow down adoption and 
delay results. Before committing, 
testing the software’s interface and 
functionality is a must.

During demos or trials, pay 
attention to whether it is:

•	 Intuitive to use the interface

•	 Easy to find important features

•	 Simple to customize things and 
use drag-and-drop features

•	 Quick to set up workflows and 
rules for routing leads

Lead management software should 
work well with the other tools a 
business already uses. By easily 
connecting with commonly used 
tools, it helps avoid mistakes and 
manual data entry. Plus, software 
that works well with other tools 
keeps everything organized and 
running smoothly.

Common integrations: Email, CRM, 
marketing automation

Ideally, the software can 
accommodate a company’s 
changing lead management 
needs over time. That way, there’s 
no need to switch systems as the 
business expands.

Software is scalable when it 
allows businesses to:

•	 Add users

•	 Manage and store more data

•	 Expand functionality

FACTORS TO CONSIDER WHEN CHOOSING 
LEAD MANAGEMENT SOFTWARE (CON’T)
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Nothing’s worse than making a big purchase that wastes your company’s money and puts your professional reputation 
on the line. 

Here are six pitfalls to avoid as you evaluate lead management software.

UNRELIABLE LEAD-TO-ACCOUNT MATCHING  

•	 Platforms limited to exact or domain-only matching can 
make it difficult to manage complex account hierarchies or 
eliminate duplicates.

•	 A solution offering few matching rules or requiring you to 
build them manually can result in missed leads and extra 
admin work. Modern platforms should also include AI-
powered normalization to reduce ambiguity and improve 
accuracy.

FRUSTRATING USER EXPERIENCE  

•	 Routing flows shouldn’t require constant vendor support 
or coding skills. 

•	 List-based rule configuration often leads to wasted 
time building, managing, and troubleshooting lead 
management flows.

LIMITED LEAD ROUTING FLEXIBILITY  

•	 Avoid lead routing tools that only support basic assignments 
like account owner or round robin. Those limit flexibility from 
the start and cannot adapt to changing buyer signals.

•	 Overly simple logic may not scale with your business or 
GTM strategy, leaving you stuck when complexity inevitably 
increases.

NO VISIBILITY INTO ROUTING OUTCOMES  

•	 Avoid lead management tools that don’t provide visibility 
into routing outcomes or flow bottlenecks. Otherwise, 
you’ll find troubleshooting to be far more difficult than 
necessary.

CONFLICTS OF INTEREST  

•	 Be cautious of vendors that offer both enrichment and 
deduplication. Their pricing model may reward duplicates 
instead of clean, accurate data.NOT SALESFORCE-NATIVE  

•	 When lead management happens outside of Salesforce, 
customer data must leave the platform. That results in delays, 
disruptions, and a slower Marketing-to-Sales handoff.

•	 Don’t assume a Salesforce AppExchange listing means 
native. True Salesforce-native apps are built entirely on the 
platform and never process data through third parties.

RED FLAGS TO AVOID

01

02

03

04

05

06

https://appexchange.salesforce.com/listingDetail?listingId=a0N3000000B4QdeEAF&tab=e
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LeanData is a purpose-built GTM execution platform designed for speed, precision, and scalability.

LEAD-TO-ACCOUNT MATCHING  

Connects leads, contacts, and other records to the 
correct accounts using AI-enhanced fuzzy logic.

VISUAL, DRAG & DROP INTERFACE  

Easily build and adjust routing or matching logic.

RELIABLE ROUTING  

Moves leads, contacts, accounts, and opportunities 
through complex workflows with precision.

INSTANT UPDATES  

Make changes in minutes quickly without 
increasing IT backlog.

BUYING GROUP ENGAGEMENT  
Identifies personas, normalizes titles with AI, and 
uncovers signals across buying committees to help 
GTM teams engage earlier and more effectively.

SCALABILITY WITHOUT 
ROADBLOCKS  

Adapts to new territories, segments, products, 
and GTM motions as they evolve.

AI THAT CLARIFIES & ACCELERATES  

LeanData’s AI features remove guesswork and 
reduce operational overhead through AI graph 
summaries and auditing.

WHAT MAKES LEANDATA DIFFERENT?

BUILT FOR 
ORCHESTRATION

LeanData goes far beyond simple lead routing to provide 
end-to-end orchestration. Core capabilities include:

Unlike Salesforce Flows, which require Apex coding 
and deep admin expertise, LeanData offers:

NO-CODE SIMPLICITY, 
ENTERPRISE-GRADE POWER



15The Enterprise Guide to Choosing Lead Management Software

MULTI-TIERED ASSIGNMENT RULES  

Route leads, contacts, accounts and 
opportunities using territories, round-robin 
distribution, capacity models or SLAs.

FALLBACK LOGIC  

Prevents stalled workflows with intelligent 
routing.

SEAMLESS INTEGRATIONS  
No sync delays. 100% Salesforce-native. Integrates 
seamlessly with your CRM, marketing automation, 
sales engagement, and enrichment tools.

WHAT MAKES LEANDATA DIFFERENT? (CONT.)

SMARTER MATCHING 
& ROUTING AT SCALE

LeanData’s advanced logic supports the complexity of 
enterprise GTM operations:

LeanData is trusted by thousands of companies across 
industries to run their most business-critical GTM 
workflows with the speed, accuracy, and transparency 
modern revenue teams require.

PROVEN & TRUSTED

60% increase in 
pipeline

25% increase in 
opportunity creation

Saved 4+ hrs per 
week and eliminated 

200 workflow rules

Changes that took weeks 
with a contractor are now 

done in-house in just hours

167% increase in 
accounts reached 

each week

3.5 minutes from 
lead creation to 

Outreach sequence 
(400% decrease)

78% reduction in SDR 
time spent researching 

inbound leads

Lead response time 
reduced from 90 

minutes to 10 minutes

55 hrs/week saved in 
manually managing 

routing rules

Changes that used 
to take months now 

takes one week or less

133% increase in 
pipeline

2x conversion rates
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	 Captures leads from forms, chat, webinars, and meetings
	 Automates lead nurturing through email sequences or 

campaigns
	 Supports lead scoring and segmentation based on behavior 

and fit
	 Manages pipeline stages from initial contact to deal close
	 Includes robust reporting and analytics dashboards
	 Supports AI-assisted insights such as title normalization, 

audit summaries, process suggestions, and account context 

	 Intuitive interface for non-technical users
	 Fast setup with minimal training required
	 Offers in-platform support and documentation

	 Automates follow-ups and meeting scheduling
	 Offers drag-and-drop logic builder for routing rules
	 Supports lead enrichment, deduplication, and assignment
	 Enables fast lead handoff between marketing and sales

	 Limited or unreliable lead-to-account matching
	 Basic routing logic with no customization
	 Not truly Salesforce-native (data leaves Salesforce)
	 Requires heavy vendor support for rule changes
	 No visibility into lead routing outcomes or bottlenecks
	 Vendor sells both enrichment and deduplication (conflict of 

interest risk)

	 Natively integrates with Salesforce
	 Connects with your CRM, MAP (e.g., Marketo, HubSpot), 

and email tools
	 Syncs with enrichment, data validation, and scheduling 

platforms

	 Adapts to increasing lead volume and growing sales teams
	 Allows for custom lead routing logic and multiple user roles
	 Supports both simple and complex lead/account 

hierarchies

	 Matches your current sales process and GTM strategy
	 Helps achieve key goals (e.g., reduce response time, increase 

conversions)
	 Fits within your budget while offering high ROI
	 Demonstrates success through customer case studies or 

benchmarks

CORE CAPABILITIES USABILITY & ADOPTION

RED FLAGS TO AVOID

BUSINESS ALIGNMENT

AUTOMATION & EFFICIENCY

INTEGRATION & TECH STACK FIT

SCALABILITY & FLEXIBILITY

LEAD MANAGEMENT SOFTWARE CHECKLIST
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Why LeanData?  

LeanData helps B2B enterprises fuel efficient growth by aligning 
marketing, sales, and customer service execution with the buyer 
journey. Our Intelligent GTM Orchestration platform acts as the 
connective tissue across the revenue lifecycle, integrating and 
normalizing buyer data, automating signal-driven workflows, and 
delivering AI-powered insights. The result is faster, cleaner execution 
and the ability to adapt GTM motions with agility without coding. More 
than 1,000 leading companies and a community of 5,000+ OpsStars 
rely on LeanData to achieve speed to lead, higher conversions, 
accelerated pipeline, and predictable growth by turning buyer signals 
into coordinated action.

GET STARTED TODAY
Visit LeanData.com to learn more about LeanData’s 
Intelligent GTM Orchestration solutions for Automated 
Scheduling, Matching, Routing, Buying Groups, and 
Engagement, or visit us on the Salesforce AppExchange.

REQUEST A DEMO

RECOMMENDED RESOURCES

Rocket Software Increases Marketing 
Qualified Lead Velocity by 75%

CUSTOMER STORY

LeanData Demo in 100 Seconds

VIDEO

From DIY to Purpose-Built: Choosing 
the Right GTM Execution Solution

EBOOK
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https://www.leandata.com
https://appexchange.salesforce.com/appxListingDetail?listingId=a0N3000000B4QdeEAF
https://www.leandata.com/demo-request/
https://www.leandata.com/resources/rocket-software-increases-marketing-qualified-lead-velocity-by-75/
https://www.leandata.com/resources/rocket-software-increases-marketing-qualified-lead-velocity-by-75/
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https://www.leandata.com/resources/choosing-the-right-gtm-execution-solution-leandata/
http://
http://
https://www.leandata.com/resources/choosing-the-right-gtm-execution-solution-leandata/
https://www.leandata.com/resources/leandata-demo-in-100-seconds/
https://www.leandata.com/resources/rocket-software-increases-marketing-qualified-lead-velocity-by-75/

