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HOW TO GET MORE LEADS ON
SOCIAL MEDIA: 7 EFFECTIVE TACTICS
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Social media lead generation is part of
every marketer’s strategy—whether they
know it or not.
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For marketers ready to move beyond
brand awareness and engagement, social
media lead generation is a good next step.
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will help you find pec;ple _
interested in your company.




More importantly,

these leads will help a N %’"‘ .
Iyou keep in touch a ;»;4,?
with potential & 3

customers

| it



What Are the Most Effective Tactics Used for
Improving Lead Generation Quality According to
Marketers Worldwide?

26 of respondents, Aug 201¢

Social media marketing

Email marketing

Wwebsite personalization

Content/video marketing

Marketing technology/CRM
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Event/demo registrations

SEO/paid search Z 3%

Source: AscendZz, "Strategies, Tactics and Trends for Lead Generation
Quality,” Aug 26, 20719

24475 vy elarketer. com



WHAT IS A SOCIAL MEDIA
LEAD?



A lead is any information someone shares
that you can use to follow up with them.
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That includes names, email addresses, occupations,

employers, or any other information that a social

media user shares with you.
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SOCIAL MEDIA
LEAD GENERATION
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Put simply, social media lead —~

generation is any activity
undertaken on social to collect new i
leads. ~
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SOCIAL MEDIA LEAD -
NURTURING




Once a social media lead is generated,
good marketers will nurture their leads.
This includes taking them through the
customer journey, or as marketers would

say: through the sales funnel.
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SOCIAL MEDIA LEAD
CONVERTING




The final stage of collecting social media
leads is converting. This is the process of
turning potential customers into paying

customers.




WHAT’S A QUALITY
SOCIAL MEDIA LEAD?

LEAD CUSTOMER



Generally speaking, a quality lead will
include useful information and clear signs
of intent engage with your business.




It’s worthwhile to remember that when it
comes to generating social media leads, quality
often matters more than quantity.




Tactics for Achieving Lead Generation vs. Lead
Nurturing Strategies According to B2B Marketers
Worldwide, July 2019

% of respondents

Email marketing

56%
59%
Content or video marketing

Search engine optimization
39%

Event or demo registrations

38%
38%

social media marketing
38%
38%

Paid search or display ads

web personalization

25%
26%

M Lead generation M Lead nurturing

Source: LeadCrunch, "B2B Perspective on Generating and Nurturing Leads
to Create Demand” conducted by Ascendz, Aug 26, 2019

249454 wwnw eMarketer.com




LEAD IVIANAGEMENT




Lead Generation






COLLECTING VALUABLE
INFORMATION
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INFORMATION LIKE SITE VISITORS

FIRST AND LAST NAME, E-MAIL,
ADDRESS, PHONE NUMBERS ETC
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FILL OUT FORMS FOR
DOWNLOADED CONTENT
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SHARE CONTACT INFORMATION
FOR A COUPON
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SUBSCRIBE TO NEWS
LETTER OR EMAIL LIST




LANDING PAGE A
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I d Designed for
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Call to
Action

Promotion a specific
specific marketing
campaign
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PURPOSE




'PURPOSE

Capture leads that enables you

to market to people in future
o \ ‘ ‘ ’ - '. . "
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Warm up potential customers to the product
you are trying to sell to them before sending
that further into sales funnel.
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THANK YOU!

for choosing company name

Lorem ipsum dolor sit amet, consectetur adipisicing elit. Porro consectetur
accusantium eum fugit voluptatum voluptas Lorem ipsum dolor sit amet,
consectetur adipisicing elit. Porro consectetur accusantium eum...

Go Home @&

© Copyright 2019 Company

out  Solutions  Blog

fou!

Disicing elit. Porro consectetur
orem ipsum dolor sit amet

All Rights Reserved

Contact

THANK YOU PAGE




Thank you!

your new ebook!

sl |
It is a web page where subscribers are
redirected immediately after they submit

there information in your opt-in form.



A GOOD THANK YOU PAGE SHOULD :

Thank the subscribers for signing up.

Provide instructions for what happens
next.




Landing Pages VS. Websites




LANDING PAGE are a form of a web page. They usually
intended for a very specific purpose such as sign up to
gather information or to sell a product.
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WEBSITE often has standard links at of the page and

often at the side of the page for items like about,
services, company information , blogs e.t.c
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TESTINGA /B




A/B Testing

50% visitors 50% visitors
see variation A see variation B
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21% 38%

Converison Converison




\ Act of running a
simultaneous
experiment
between two or
more pages to see
which performs or
converts the best




The call to action’s
(i.e. the button’s)
wording, size, colour
and placement,

Form’s length and
types of fields,

Headline or product
description,

Layout and style of
website,



65%

23%

Images on Amount of text
landing and on the page
product pages, (short vs. long).

Product pricing
and promotional
offers,




A/B TESTING ELEMENTS

Call- to- action
buttons 'mages

Headlines and
sub headings

Social
Proofs

Awards, Badges &

Security Seals
Font Size

%




How To Ge
Leads On



7 METHODS

Do
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USE CALLS-TO-ACTION IN
COVER PHOTOS
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INCLUDE LINKS IN
CAPTIONS




HOST A FACEBOOK CHAT




O jiscdev/xapi at 1.0

€ (8 htips//www facebook.com/events

23] Events

Events

Calendar

Divdb A~

X ) Issues - jiscdev/xapi

18015¢

X K1 Event- Graph APIRe! X K David Sherlock Devel X O Releases - strohne/Far X K3 Indietracks 2017 X

17630107189/?acontext={"ref'

¢ DSearch

ﬁ'& David Home Find Friends

Related Events
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AL =
‘ 10 June at The Brickworks

! Interested - Going

WEBINARS

% Interested / Going
28 July - 30 July

Midland Railway Centre - Butterley Station

About

https://www.facebook.com/photo.php?tbid=101577170899704618&set=gm.1801597646773854&type=3

~ Share

Discussion

Interested - Going

10 June at Stealth
Interested - Going

Show Map

Joseph Knight - Belper
16 June at Queens Head

Interested - Going

English (L Chat (Off)

w B ¥

-

P
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WS 0 Detonate All Night - Festival A...

Stealth present Chaos in the ...

O ©-

See more

MAKE FACEBOOK EVENTS FOR
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USE TARGETED ADVERTISING TO
EXTEND YOUR CONTENT’S REACH
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Fersonal Information First Name *

First Mame *

Last Name

L)

Last Mame

Address *

BUILD FORMS ON TABS

Zip Code
City ™

Zip Code



L vk Mewts Paper il Meots Paper

"EY  ink Moots Paper ¢

povd Day Brighteners Ney.

Day Brighteners
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FACEBOOK STORE
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Generating
eads through
Twitter
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GENERATING LEADS
THROUGH YOUTUBE



_ GENERATING

| LEADS

THROUGH
E-MAIL




GENERATING LEADS

MANAGE
YOURSELF
RECOGNIZABLE IN

PN




GENERATING LEADS §

MANAGE YOUR
CLIENT

PN

INTEREST
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NURTURING



1. SEGMENT THE TARGET

AUDIENCE




2. DEVELOP
THE PLAN



CONTENT Y27 CONTENT

A 4 T

3.CREATE RELEVANT
CONTENT
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Measure and evaluate
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ADJUST STRATEGY IF REQUIRED
Nzl




Most Marketers are not achieving the level of success
that they had originally dreamed of almost certainly

because they live in a constant state of "empty nets"

because they do not have a lead funnel. They don't
know how or where to cast their quality leads.



10 TIPS FOR
(&

PRACTICE = | Management
OF LEAD ™

MANAGEMENT



TEN TIPS FOR BEST PRACTICE

OF LEAD MANAGEMENT

How do you
handle the
remaining 50%7?7?7?

Leads



LEAD MANAGEMENT
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leads when theylarksearc ng.



'NURTURE .

leads that aren’t ready yet
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SCORE Ieads so you know
who’s ready for sales
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leads to sales at the right time



EVALUATE leads to close the
loop on lead quality




Lead Management
creates more
educated buyers,
helps you better

understand their
heeds, and
ultimately means
more revenue.




So how do you do it right?



10 TIPS FOR
(&

PRACTICE = | Management
OF LEAD ™

MANAGEMENT



1. NURTURE LEADS BEFORE

SENDING THEM TO SALE




LEAD NURTURING is the process g
of using the Web, email, phone, gz

social media, and other online and " »
offline channels




LEAD NURTURING is to build &
relationships with qualified gg-

prospects who are not yet sales- " *
ready.




2t

LEAD NURTURING is about

matching the prospect’s
expectations with the sales rep’s °
expectations




Builds r I Creates

relationships ~understanding
with prospects of needs

\\\\/ ‘

Facilitates lead |
scoring

—



2. USE THOUGHT LEADERSHIP TO
INFLUENCE BUYING CRITERIA

[P g
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LEAD NURTURING is not just
sending a monthly email newsletter to
your entire database, or calling

prospects every few weeks to see if
they are ready to buy yet. 4
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B2B purchases are, by their nature, complex.

Buyers need help to see possibilities and
issues they wouldn’t think about on their own.



If you can help to
frame the
discussion, you

will be seen as a
trusted advisor
and thought
leader.




This will help
buyers believe
that your
company
understand their
problems and
knows how to
solve them.




3. WORK WITH SALES TO DETERMINE
WHEN A LEAD IS “SALES-READY”




A

Start your lead scoring process by working with
your sales team to build criteria that determine the
steps prospects should take before they are ready
for a sales call.
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Start by bmldmg your “Perfect Lead”,

then work your way down.
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DEMOGRAPHIC
INFORMATION
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) LEAD SOURCE INFORIVIATION
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““ PPC SEARCH
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4. SCORE LEADS USING IMPLICIT
BEHAVIORAL DATA




Let Sales tell you Wthh leads are

good
V. 4 B S H



In the Web 2.0 world,
prospects are in control of
the buying process. You
need to monitor their
online activity to know
when they are ready to
move to the next stage.
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Lead scoring should
consider the prospect’s
interest level defined not
just by their words but
their actions. People’s
actions speaks louder than
their words, and the two
are often not in concert.
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For example, you
should track email
clicks, white paper
downloads, and web
page visits, and
update scores
accordingly.
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5. GIVE SALES DETAILED INFORMATION
TO ENSURE A SEAMLESS HAND-OFF

S~ > 4




Let sales know what
marketing activities the
PR, < prospect has responded to,
FR#ER00 0 and indicate which product

é the prospect is most likely

'''''''
lllllll
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&1 to purchase based on his

responses to date.
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6. TRACK SALES FOLLOW UP EVALUATE
LEADS WITH SALES' INPUT
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Adjust lead score thresholds
based on business conditions.
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Make sure sales follow-up with leads and
reassign Ieads that don’t get contacted.
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When leads aren’t closed by sales expert as
expected, recycle them back into marketing for

further nurturing.
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7. TRACK EVERY MARKETING ACTIVITY
NOT JUST LEAD SOURCE
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Tracking every marketing activity is
critical to understanding which
marketing program works




»
What programs directly

=~ contributed to the sales?
. I



| =
\
g
‘\‘ \\

What program generated
the high quality leads?



L8

Which programs had the N
W greatest influence on pipeline?




8. PROGRESSIVELY UNDERSTAND YOUR
PROSPECT’S NEEDS
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Just like dating, as
yvou build a
relationship with
your prospects, you
should also be

learning more about
their needs.



Every campaign the prospects responds to tell you about their
interests. Every page they visit on your website tells you about
their interests. Every link they click, and every piece of

information they fill out on a form, tells you more about them.
7 oy




9. TRACK ANONYMOUS VISITORS AND TIE
THEIR DATA TO NEW LEADS
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yttachEvent("onreadystatechange" ,H),e.attachE
_={}; F(e){ t= [el={}; b.ea

t[l === 11&8&4€ DUNES a — - n=| U &«
& Simple code on your Web pages help you @4

e
238 track prospects, whether anonymous or
known. This tells you which companies &

id ( are mterested in your products l
= — . e&
;r) I-Array(r) r>t t++)n[t]&&b 15Funct10n(n[t

/TagName (' ' )[@] r.style.cssText— ?
est(r.getAttrlbute( ")), hrefNormalized:



10. DEVELOP AND ENFORCE DATA QUALITY
STANDARDS, INCLUDING DE-DUPLICATION




Demographic analysis has long been a part
of the sales process, and the Web makes it
easier to collect this information.
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1any-demand generation and lead
nurturing activities running concurrently,
automatic de-duplication is imperative.



Forms which auto-complete if the visitor is
recognized not only help your prospects but can
also facilitate the collection of additional
information for profiling and scoring.




Fmd us on:
1 [i facebook. }

What is the best social media platform for
generatlng Ieads?
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The best platform for generating leads is the
platform your customers use.
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That said, most agree that Facebook is the best
site for social media lead generation.




Best Social Media Platforms for Lead Generation
According to US B2B Marketers , Sep 2019

% of respondents

Facebook B29

Do
s D
Twicer R

B 9°:  Pinterest

- 4% Snapchat

B s« other

Source. s5ocial Media Today and Sharpspring, "state of 5ocial Lead
Generation, " Nov 4, 2019

250867 vineny efarketer.com
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For starters, more than 2.45 billion people use
Facebook every month—making it the social
media platform with the largest population.



AT

Facebook also offers some of the sharpest tools
to collect Ieads on its platform




\

Before starting a social media lead campaign,
make sure you are familiar with

the demographics of the different platforms.



SOCIAL MEDIA

Demographics

229




Facebook

MONTHLY ACTIVE USERS AGE" GENDER*" TOP COUNTRY *»
2.44 billion 25-29 75 % Women India
63 % Men
n YouTube
MONTHLY ACTIVE USERS AGE" GENDER** TOP COUNTRY***
2 billion 15-26 68 % Women Uu.s.

78 % Men



Instagram

MONTHLY ACTIVE USERS AGE*

1 billion 18-24

u Twitter

MONTHLY ACTIVE USERS AGE"

330 million 18-24

GENDER**
43 % Women
31% Men

GENDEAR*
21w Women
24 % Men

TOP COUNTRY***

U.s.

TOP COUNTRY"**

U.s.



[ Linkedin

MONTHLY ACTIVE USERS AGE*

303 million 25-29

n Snapchat

MONTHLY ACTIVE USERS AGE"

210 million ey  18-24

GENDER**
24 % Women
29 % Men

GENDER""
24 % Women
24 % Men

TOP COUNTRY***

U.s.

TOP COUNTRY***

U.s.



HOW TO GET MORE LEADS

ON SOCIAL MEDIA




1. OPTIMIZE YOUR PROFILE
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Before you plan your next social media
lead campaign, make sure everything is in
place for you to collect leads organically.
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Your profile should provide the means for
customers to contact you, sign up for your
newsletter, shop, and more.
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PROVIDE CONTACT
INFORMATION



e

CREATE CALL-TO- ACTION BUTTONS
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If you’re looking for appointment, restaurant,

or consultation bookings, add Book, Reserve,
or Get Tickets action buttons to

-




Add a link
to your bio

all Fido = 5:15 PM G 4A7% =

rouje =
1,446 581K 0
Posts Followers Following

Rouje Paris

Parnisian brand founded by @jeannedamas

+% Worldwide shipping

@ lesfillesenrouje@rouje.com
bit.ly/your-new-favorite-dress

11 bis, rue Bachaumont, Paris, France

Followed by isabellefeliu, flasalle and 12 others

Following v~

Message Reserve Email ~
o
-
CHEZ J. | BY NIGHT JEWELRY 9




2. CREATE CLICKABLE CONTENT

=i

AWESOME
GCONTENT

il
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Remember, everyone on
social media

ATTENTION.

is competing for attention.




With click- worthy content you II want to
make sure people have a place to click.
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Wherever possible, make sure each post has a

clear link and temptmg call-to-action.




Here are some more cllckable optlons

avallable across dlfferent platforms
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TAG PRODUCTS IN YOUR |
FACEBQOK SHOI{
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SWIPE UP ON
INSTAGRAM
STORIES




Shoppable
Instagram
4 posts and
stories
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Shop the Look Pins on

Pinterest




YouTube Cards

> YouTube

and end screens




3. Design user-friendly landing pages

escns 8:08 AMm - :

S100.99

WILLIAM RAST Embellished
Baseball Jacket

Froduct sold by Macy's
>
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If you’ve convinced someone to click on your
link, don’t disappoint them with a sloppy

landing page.



For starters, the landing page
must be relevant.




If someone is expecting to find a certain
product or specific information when

they C|ICk on your link, it better be there.




Without the corresponding content, it’s
easier for someone to close a window or
forget why they clicked in the first place.




A good landing page will be visually
seamless and easily scannable. It should
provide users with a clear path, and
attempt to be as personal as possible.




If your landing page involves a form, keep
it simple. Each question you add reduces
the odds of someone finishing it.







When you’ve exhausted organic lead
collection measures, or if you would like to
boost those efforts, there’s social lead ads.

..............

..........
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Facebook offers a specific lead

ad format for marketers




Lead ads on Facebook are
basically promoted forms.
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att = e
Leads collected by these ads can be
synced directly to your customer

management system or downloaded so
your sales team can follow up as needed.
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Facebook’s retargeting tools are
especially handy when it comes to

lead nurturing.
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Make sure you install Facebook Pixel = 4
on your website. This makes it easier

to track leads and measure how

much Ehey cost.
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Much ‘Iike Facebook, Instagram offers lead
ads designed to help marketers collect

information.
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Like Facebook, Instagram offers the
option to partially pre-fill forms.
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Email address, full name, phone number,
and gender sections can all be pre-
completed in these ads.




LinkedIn Lead Gen Forms




LinkedIn also offers an ad format just for lead

generation, which it calls Lead Gen Forms.
S




These ads are now available as Message
Ads and Sponsored InMail on the
platform.




The average conversion rate on a LinkedIn
Lead Gen Form is 13%.
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L
That’s high considering a typical website

conversion rate is 2.35%, according to
Wordstream.
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LinkedIn Dynamic Ads also feature direct
call-to-actions that can help generate

leads.
al L
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YOUTUBE TRUEVIEW FOR

ACTION ADS
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This format on YouTube is designed to
help advertisers drive a specific action—
including generating leads.




-

These ads have prominent call-to-action
buttons that can link to a site of your
choice.




-

When creating these ads, simply select
“Leads” as your goal.




Other sites, such as Pinterest and Twitter, don’t
have specific formats for lead ads per se.




However, both platforms offer ad options that
can boost social media lead generation.







Depending on the type of lead you're looking
to collect, there are different incentives you
can offer to sweeten the deal.




Contests or sweepstakes

REE=

Holding a social media contest is a great way to
collect leads. For entry, ask participants to share

whatever information you’d like to learn.



DISCOUNT CODE
QJQ




Many brands offer customers a discount
code in exchange for a newsletter sign-up.




If you plan to offer one, have a strategy

in place for not just generating leads, but
also nurturing and converting them.




Gated content




5 8
Depending on your industry, gated
content such as whitepapers, invite-only
webinars, or even access to
private Facebook Groups make for

compelling incentives.




A recent study by Demand Gen Report asked
US marketers to rate tactics that drive the best
results for lead nurturing. Here are the results:




Webinars 35%

] N TN e AN TR

Email newsletters 29%

: 4 .. B .

Thought leadership articles 28%

A W s | o L Fa W

Whitepapers 26%

Customer content (case studies, reviews, etc.) 25%

Sales emails 21%




Contests, discount codes, and exclusive
content are great rewards. But remember, you
should have a good reason to collect customer

information.




6. PERSONALIZE
YOUR OFFER




A little personalization can go a
long way, especially when it comes
to social media lead generation.




vwhat Effect Does Content Personalization Have on
Marketing Performance According to BZ2BE Marketing
Leaders Woridwide?

26 of respondents, June 2017192

Improved lead generation 45.9%

Longer times on site 37.1%
Improved sales conversion rates 34.2%

Improved opportunity creation 23.6%

More pages per session 32.5%
Improved MOQL conversion rates 29 3%
Faster time to close 24. .7 %

Source.: Heinz Marketing and Uberflip, "The New Marketing Standard: How
Today's successiul BZ2B Marketers Accelerate the Buyer's Journey with
Contarnt, " Aug 19, 2077

R LS wheess elarketer.com




Another study found that most marketers
are putting personalization first when it
comes to improving the quality of leads.




But that doesn’t make it easy: 44% of
respondents peg personalization as a
challenge.




Objectives vs. Challenges to Generating Higher
Quality Leads for Companies Worldwide, Aug 2019
% of respondents

Improving the personalization of marketing efforts

60%

44%
Improving content & content engagement

Improving data management tools/platform

30%
36%
Improving third-party lead sources
28%
36%

Improving lead quality metrics used
28%
29%

Improving the data cleaning process
15%

20%

Improving Al and prediction technology
11%

19%

M Objectives

M Challenges

Source: Ascend?2, "Strategies, Tactics and Trends for Lead Generation
Quality,” Aug 26, 2019

JAGATE whnw eMarketer.com




But that doesn’t make it easy: 44% of

respondents peg personalization as a
challenge.




Take advantage of the targeting
tools available on Facebook, Linkedln and

other platforms to reach the right
audience.




Run separate campaigns for different

audiences so you can tailor your message
accordingly:.




According to Linkedln, ads that directly
address someone have a 19% higher click-

through rate and 53% higher conversion
rate than ads that don’t.




e

The inbox is another good place for personalization.

Whether you create a Facebook Messenger Bot or a

LinkedIn InMail campaign, make the information you
already have count.

g n % FLEXIS
Donald, get the business advice that
matters 24/7

Theresa, e opportunities fro
Request demo

I n Pha



7. Measure and refine with analytics
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Set up goals in Google Analytics to track
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identify the type of creative and
messagmg that performs best.

Soual analytlcs tools also aIIow you to
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" Use Hootsmte Inbox to engage with leads
= and respond to messages from all your =
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ONLINE :USE

v You'll get full context around each
= message, so you can respond efficiently
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and focus on strengthening your :
~ relationships with potential customers.
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When John got married, he
rented an apartment to live
with his wile.

\




/ N
When John left school, he

rented an apartment to live
with his wile.
\




This is how he came to a
decision:




2000

Supplier

-

-

He wentto aretailer, because
they had acool radio
commercial and theme song.




2000

Supplier

Problem

-

N\

He explained his ,problem’ to
the sales guy: starting family,
low budget, no kids.

~




2000

Supplier

Problem

Solution

(

N\

He suggested 3 brands of
washing machines that fitted
his nneeds.
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Supplier

Problem
Solution

Product

/\

(

feeli
9 Ings.

~

He chose the brand that
best fitted his needs and




Supplier

Problem
Solution

Product

2000

/\

) Years later that
washing machine
broke down. He had
to buy a new one.

N

2020




2000

Supplier

Problem
Solution

Product

2020

Problem

=

He started with Googling his h

.

Jroblem’ family with 3dirty
kids, silence is important.




2000 2020

Supplier

Problem
Problem

Solution Solution

Product

N

He read reviews,
descriptions, social info by
experts and people like him.

\—




2000

Supplier

Problem
Solution

Product

2020

Problem

Solution

Produuct

He chose the brand that

best fitted hisneeds and

feelings based on that
\__ information.




2000

Supplier

Problem
Solution

Product

2020

Problem

Solution
Product

Supplier

Then He decided whereto

buy it, based on a mixof

price, convenience and
\__Sservice.
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Supplier

Problem
Solution

Product

( New decision funn
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2020

Problem

Solution
Product

Supplier




2000

Supplier

You want to be as high as
possiblein thededsion
funnel.

Problem

Solution

Product

New decision funnel

2020

Problem

Solution
Product

Supplier




2000 2020

Problem
Supplier

Solution
Problem

Product

Branging Solution

Supplier
Product -

Youwant to get that cool
theme song in their heads.

New decision funnel




2000 2020

Supplier Problem

Problem Solution

Solution Product

Branding Content

Marketing

A

Youwant to be found in
New decision funnel that research phase.

Product Supplier




2000 2020

Supplier Problem

Problem Branding is still Solution
important!
Branding Solution Product Content

\/ Marketing

Product Supplier

Branding

New decision funnel
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New decision funnel, because

new availability of
information
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" In2000,Hehad togoto [l In2010,He had togoto

In He cando research
a library todo S

| new availability of
information.
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PROSPECTING AND

LEAD I\/IANAGEI\/IENT
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WHA TIS PROSPECTING?

| \ -7



''''''''

The process of

searching for potential

| customers/ cllents/ or
" buyers in order to
develop new business.
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LEADS AND PROSPECTS?




LEADS: Potential customers who have expressed interest in our

company or services through behaviors like visiting our website,
social media, subscribing to a blog, or downloading an ebook.

g ~ V-




WHY PROSPECTING TOOL?
v




There are efficient
list building engines
online, which help
you to instantly build
your prospects list
from professional
social networks
within seconds.




o
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PROSPECT AS YOU BROWSE




As you browse through professional networks,
such prospecting engines like GetProfiles are the

best tool to uncover direct contact information.

24,079 240 54 3.241

e 0 &



With just a click you can discover company
background details and actionable data
about the profile including: business email,
location and phone.




‘ PROSPeCTS |

Build prospects at scale




Import hundreds and thousands of contacts
from professional networks within seconds.




Prospecting tools automatically enrich your contacts with actionable
company background details and people insights, including: biography,
location, education, latest email, phone number, title, social profiles
and more.




Spend less time on
prospecting and start selling
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LEAD GENERATION







Create a targeted list of potential prospects. Reach out to

them personalized email to start a conversation



MAKE SURE YOUR PRODUCT OR SERVICE

IS THE RIGHT FOR THEM «
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A CAUTION

ONE WORD OF CAUTION: Make sure you have an opt-in

strategy. The first step to email lead generation is to

make sure you have happy subscribers that enjoy

receiving emails from you.




2. BLOG ON A REGULAR BASIS




Blogging on a regular basis is a great
way to keep your website fresh as well

as build up your visibility for Google

keyword searches.
® IO
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According to HubSpot’s recent Benchmarks
report, companies that blog six to eight
times a month double their lead volume.



3. POST CONSISTENTLY ON
SOCIAL MEDIA

o2 oY



Get into the habit of regularly posting on social media.
Include your own content as well as sharing
content from others.

The goal is to interact with people and to be helpful.




“People don’t care
about your business.
They care about the
problems they have.
Be the solution they
are looking for.”

MELONIE DODARO



4. PLAN
YOUR WORK
AND WORK
YOUR PLAN
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vou need to prepare
and execute your plans
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Case studies or
customer success
stories can be

incredibly effective.
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6. GET PERSONAL




People enjoy having real
conversations

that adds value to their lives.



7. Create ‘

‘ Great Calls to
Action & |
Landing Pages

3




1 |

| If you don’t give people instructions as what
to do next, often no action will be taken.

- L




i L O et
Make sure you provide a clear call to action
throughout your website/Social Pages and

even your content.



8. DESIGN ATTRACTIVE
OFFERS




When an offer is
“exclusive,”
“limited” or “in
high demand” it
triggers a
physiological
reaction that
makes the offer
even more
appealing.




9. GET INVOLVED IN
NETWORKING

s



Online- LinkedIn

Face to face
meetings




10. KEEP ON KEEPING ON!

E

T

T—————

s



Don’t take your foot off the gas when business is

good, continue to keep your sales pipeline full.
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GEl STARTED






