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The sales manager looked across his desk and explained regretfully that the
salesforce didn’'t want “leads,” they wanted “qualified leads.” Susan responded that
there had to be some qualified leads in the piles of leads she had sent. “Yes,” said
the sales manager. “I'm sure there were, but the sales force doesn’t sort through

leads to find the golden nuggets. If a few are not qualified, they’re considered
unqualified just by association.”



