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Lead routing has become one of the most crucial applications
of the sales tech 
stack. The trend has been rapidly growing for
the past few years especially for 
businesses whose sales teams
and go-to-market strategies are constantly 
evolving and
growing.

If you have a fast growing sales team, it is essential for you to
adopt advanced 
lead routing processes. Adopting automated
lead routing can make the most 
significant change in your
metrics. You’ll hit some never-seen-before 
conversion rates,
 deal sizes, and watch your happy customers grow.



In this extensive and powerful guide, you’ll get to understand everything you 
need to know about advanced lead routing
 strategies.




The traditional way of assigning leads is flawed in many
ways. It is inefficient 
and leads to significant downfalls
 for the business.

We’ve analyzed some top trends and hacks that top sales ops are adopting in 
the space of lead assignment and curated it
into an easy-to-digest

yet in-depth guide.



Lead routing is the process of assigning leads across your sales
team. This 
process can either be manual or automated based
on certain criteria.
 


Your demand generation and marketing teams are generating
 leads from 
many different channels and leads need to be
assigned to reps with the right 
priority and at the right time to
ensure maximum results.

 

Automated assignment is almost always better. Taking an
 automated 
approach for lead routing can reduce the time
taken for follow-ups and 
drastically increase your conversion
rate. But it is surprising how many teams 
still have a manual
way of assigning leads.

What is Lead Routing?

Inefficiencies in the Lead Routing Process

Manual Assignments

Not all Reps are the Same
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Not Every Lead is the Same

Slower Follow-ups can Drastically Reduce your
Conversions

TIME ELAPSED BEFORE FIRST FOLLOW-UP
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Every sales rep has 
different skill sets, 
experiences, and 
knowledge.





Your sales reps would have 
different inclinations and 
approaches to sales.

This can be based on the

tasks they have been

assigned so far and their

industry knowledge.



Scaling your Sales may feel like a Nightmare

Many leads are Probably Getting Stuck in the
Cracks
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Misalignment Between Marketing and Sales
Teams

Cause

Stage 1

Stage 2

Stage 3

Stage 4

5000 Leads

40%

35%

15%

8%

2%
=

100 Conversions

Effect

Optimising this by and additional 1% 
increases total conversion rate by 50%

Poor Lead Response Time

Assigned to Wrong Teams

Inefficient Handoff

Poor Buyer Experience

2000 Leads Leave

1750 Leads Leave

750 Leads Leave

400 Leads Leave

$
$
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How can Automated Lead Routing Boost
the 
Performance of your Sales Team?

Move Away from the Traditional Round-Robin Lead 
Assignment Mechanism

The harsh truth is that
your sales reps are
underutilized and 
your
leads are not getting
nurtured well if you are
using just a 
round robin
approach.



Things have to
change NOW!
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Define your Lead Routing Criteria Based on your 
Sales Goals and Business Needs

Geolocation-Based Lead Routing



Use-Case or Industry-Based Lead Routing
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By defining use-case based 
lead routing criteria, your sales

reps would be able to build 
trust and start a great 
relationship
with your leads.




Lead Score Based Routing

www.powerrouter.io 10

Value-Based Lead Routing



Account-Based Lead Routing
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AE Team

Your best performing and experienced sales 
reps can
take over leads with higher
scores 
and the other leads
can be distributed 
across
other reps with lower priority till 
they ramp up



Set up Workflows and Automate your Lead 

Assignment

Here’s what PowerRouter can help with:

Accurate, automated lead routing based on 
dynamic
assignment rules through a visual 
canvas

Auto-Match leads to target and customer

accounts

Add, remove, manage reps with absolute ease

Segment and route (round-robin) based on 
geo, skills,
territory, lead source, availability

Increase speed to lead with SLAs in place

Analytics and metrics to identify bottlenecks
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Modify Lead Routing Rules Based on Changing


Requirements



Reduce Lead Response Times Using SLAs
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Automated lead routing, when combined with SLAs, can make 
your sales ops super-powerful.



Align your Goals with Marketing Team
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Define and Track Important Sales Metrics



Here are some examples of the metrics that you can define 
and
track:

Lead velocity

Sales velocity

Lead response times

Conversion rate

Sales per rep

Average deal size

Product performance

Sales by region

Customer satisfaction index
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Changing market dynamics and constantly evolving 
GTM
strategies have made lead routing an absolute 
necessity for
most organizations.




Inefficient, manual lead assignment systems can lead 
to many
bottlenecks in your sales process, leading to 
unproductive use
of your sales reps’ times and 
unhappy customers.




Having a contemporary, automated lead routing 
system in
place can be transformational to your 
organization’s growth,
to say the least.




No wonder top organizations are quickly adapting to 
this process, and you should too if you want to find 
yourself
amongst the most optimized sales ops 
teams!
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Conclusion


