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# of MQL’s (#)
Cost per MQL ($) 

Time to MQL 
Stage in MQL funnel 

MQL to SAL CR(%)

# of SAL’s (#)
Cost per SAL ($) 

SAL to SQL CR (%) 

# of SQL’s 
Cost per SQL 

Close won CR (%) 

Global Standard

Anonymous (Visitor) 

Inquires/Leads  

Marketing Qualified (MQL) (#) 

Sales Accepted (SAL) (#)

Sales Qualified (SQL) 
(#)

Won 
Opportunit

y (#)
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https://bd1.sharepoint.com/:v:/r/sites/BDCorporateDigitalAccelerator/Shared Documents/Digital Delivery - General/06 - Global Standards/Resources/3 Campaigns/3.1 Campaign Planning/What%27s my Campaign Plan.mp4?csf=1&web=1&e=WfKqA9
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https://bd1.sharepoint.com/sites/BDCorporateDigitalAccelerator/_layouts/15/ShortcutLink.aspx?sourcedoc=%7BFA71E15E-A4B5-47C6-B156-923E59A6AB1D%7D&file=Campaign%20Plan%20Tool%20-%20MedBank.xlsx&action=default&mobileredirect=true&cid=b3ebd886-8cd5-4fd8-a882-398c87b88fd5&siteid=62aeefa0%2D53f9%2D4c85%2Dad0e%2D45d4e88b472b&webid=2f2dcc06%2D30ae%2D4a1d%2Db10b%2D7f4b6c33a444&uniqueid=fa71e15e%2Da4b5%2D47c6%2Db156%2D923e59a6ab1d
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