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In the dynamic world of channel partnerships, Managed Service Providers (MSPs)  

and Value-Added Resellers (VARs) play a crucial role in connecting technology  

solutions with end-users. To optimize your sales efforts, it’s essential to grasp  

the distinctions between leads and opportunities, as well as the nuances of Marketing  

Qualified Leads (MQLs) and Sales Qualified Leads (SQLs). Additionally, understanding  

the differences between top-of-funnel (TOFU) and bottom-of-funnel (BOFU)  

leads is pivotal for crafting tailored nurturing strategies.

Introduction
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A “lead” is a potential customer who has  

expressed interest in your products or services. 

This interest can be demonstrated through actions 

like filling out a contact form, downloading  
a whitepaper, or attending a webinar. 

Leads vs. Opportunities

On the other hand, an “opportunity”  

is a qualified lead that has been  

deemed more likely to convert  

based on further assessment  

and engagement.

Marketing Qualified Leads (MQLs)  

are leads that have been identified  

as having a higher likelihood of becoming  

customers based on specific behaviors  

or characteristics.  

These can include repeated website visits,  
engagement with marketing content,  
or meeting predefined demographic criteria.

MQL vs. SQL

Sales Qualified Leads (SQLs),  

on the other hand, are leads that have been  

vetted by the sales team and deemed ready  

for direct sales engagement.  

 

This qualification is typically based  

on factors such as budget avaibility,  
purchasing authority, and specific  
needs aligned with your offerings.
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Top-of-funnel (TOFU) leads are at the initial stages  

of the buyer’s journey. These leads are in the awareness 

and consideration phases, exploring solutions to their  

pain points. TOFU leads require education and content  

that addresses their challenges and introduces  

them to your offerings.

 

Bottom-of-funnel (BOFU) leads, on the other hand,  

are closer to making a purchasing decision. They have 

moved through the consideration phase and are actively 

evaluating your products or services against their specific 

requirements. BOFU leads benefit from more personalized 

and sales-focused interactions.

Top-of-Funnel vs. Bottom-of-Funnel Leads
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Properly distinguishing between leads and opportunities, MQLs and SQLs, and TOFU and BOFU 

leads allows channel partners to allocate resources more efficiently. Tailoring nurturing strategies 

to the specific needs of leads at different stages enhances the likelihood of conversion, boosts 

customer satisfaction, and strengthens long-term relationships.

Why It Matters

Understanding the differences between these stages is crucial for effective lead nurturing.  

TOFU leads require educational content, thought leadership materials, and informative  

resources to build awareness and trust. BOFU leads, being closer to a decision, need  

personalized communications, case studies, and direct engagement to guide  

them through the final steps of the sales process.

Nurturing Strategies
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Conclusion
In the channel partner landscape, success hinges on a nuanced understanding  

of the sales funnel and the ability to tailor outreach strategies to different types  

of leads. By recognizing the distinctions between leads and opportunities, MQLs  

and SQLs, and TOFU and BOFU leads, MSPs and VARs can elevate their sales  

and marketing efforts, creating a more seamless and effective customer journey.
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DemandFactor is revolutionizing performance marketing 
and demand generation by adding in the missing piece:

We align our success to the success of our leads and our clients.
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