Lead Generation as
the Engine of Growth

Lead generation is the backbone of business growth, driving
revenue, customer acquisition, and retention. For B2B, it's about building relationships
with decision-makers over time, while for B2C, the focus is on creating immediate

value and capturing interest quickly.

According to HubSpot, 61% of marketers say generating traffic and leads is their
biggest challenge, while Marketo highlights that companies with mature lead

generation processes achieve 133% more revenue compared to those without.

This playbook dives deep into actionable strategies tailored for B2B and B2C
businesses, providing tools and insights to attract, nurture, and convert leads

effectively.

1. Define your ideal customer profile (ICP)

A well-defined Ideal Customer Profile (ICP) is the foundation of successful lead
generation. Without clarity on who your target audience is, your efforts may lack
focus and efficiency.

For B2B: Building your ICP

¢ What to Identify: Key industries, company sizes, and decision-makers that
align with your product or service.

e Why It Matters: Businesses with targeted ICPs generate 68% higher account
win rates (TOPO Research).
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Action steps

[0 Use your CRM (like HubSpot or Salesforce) to analyze customer data and
segment leads by:
e Revenue potential: Focus on accounts with the highest lifetime value.
¢ Pain points: Identify recurring issues your product/service solves.
[J Create detailed profiles of decision-makers, including their job roles,

challenges, and purchasing preferences.
Example

If you're selling marketing software, your ICP might include:

[J Industries: SaaS, eCommerce, and professional services.

[J Decision-Makers: CMOs, marketing managers, and heads of digital.

Ideal Customer Profile

1. MarTech or FinTech SaaS Companies
2. Located in Israel, Netherlands, Belgium, Sweden

3. Revenue of $500k - $1500k with team size of 25-40
4. Don't have skills to develop a go-to market strategy and
full-funnel approach

Customer Personas

CMO, Marketing Manager Job role - CEO

Market Research, Developing and Company Revenue, Monitors overall
implementing marketing strategies business strategy including marketing




For B2C: Building buyer personas

What to Identify: Demographics, interests, and online behavior of your audience.

Why It Matters: 90% of top-performing companies use buyer personas to guide their
strategies (Cintell).

Action steps

1. Segment your customers into:

o Frequent Buyers: Loyal customers who purchase regularly.

o Seasonal Buyers: Customers active during specific times (e.g., holiday
shoppers).

o New Visitors: Leads who require nurturing to convert.

2. Leverage analytics tools (Google Analytics, Facebook Insights) to study browsing

and purchasing behaviors.

Defining Your Ideal Customer Profile /(ICP/)

Behavioral ¢ Technographics
Insights
® Psychographics * ® Buying Triggers
® Demographics ® Negative ICP
and

Firmographics
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Why is defining your ICP is critical?

Targeting the right audience minimizes wasted resources and boosts ROI.

Research shows that tailored campaigns can yield 3x more engagement than

generic campaigns (Content Marketing Institute).

2. Build a multi-channel lead generation strategy

Relying on one channel limits your reach and potential. A robust lead generation

strategy uses multiple channels to capture leads where they spend their time.

For B2B: proven strategies

1. Content marketing

Publish high-value content like blogs, case studies, and whitepapers tailored to your

audience’s pain points.

70% of B2B buyers consume at least 3-5 pieces of content before engaging with a

sales rep (DemandGen Report).

2. LinkedIn outreach

Use LinkedIn to connect directly with decision-makers.

Personalize connection requests and InMail messages to highlight how you can solve

their challenges.

3. Webinars

Host educational webinars to establish authority in your industry.

Follow up with attendees via email campaigns to nurture leads.



a B2B ROCKET

A

Content
Marketing
Create valuable content
toattractandengage
leads.
Webinars
Hosteventsto

showcase expertise
and build trust.

A

Social Media
Use platformslike
LinkedIn to connect with
potential leads.
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Campaigns
Sendpersonalized
emails to nurture
relationships.

a .
Chatbots

Automate lead capture
andinteractionon
yourwebsite.



For B2C: Proven strategies

1. Social media marketing

Engage customers on platforms like Instagram, Facebook, and TikTok with visually
appealing content. 54% of consumers use social media to research products
(GlobalWeblindex).

2. Influencer marketing

Collaborate with influencers to amplify your reach and build trust. Micro-influencers
generate 60% more engagement than celebrity influencers (Influencer Marketing
Hub).

3. Paid ads
Run Google Ads targeting keywords that align with your audience’s search intent.
Use Facebook Ads to target specific demographics and interests.

Retarget website visitors with personalized ads to drive conversions.

Catalog Website Push notification Text message

N ! 111/

Multichannel marketing’s many channels

Social media Direct mail Email Paid search Physical location

ActiveCampaign >
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3. Create high-converting lead magnets

Lead magnets are essential for capturing contact information and nurturing leads.

For B2B: Examples of lead magnets

1. eBooks and whitepapers: Provide in-depth insights into industry challenges.
63% of B2B marketers rank eBooks as the top lead magnet for generating
high-quality leads (Content Marketing Institute).

2. ROl calculators: Allow potential clients to estimate the value they can
achieve with your product or service.

3. Webinars: Deliver actionable insights while showcasing your expertise.
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For B2C: Examples of lead magnets

1. Discounts and coupons: Offer 10-20% off to incentivize first-time buyers. 50%
of consumers are willing to share their email addresses for a discount
(RetailMeNot).

2. Free trials: Let users experience your product before committing.

3. How-to guides: Create simple, actionable tutorials that address common

customer challenges.

Promoting lead magnets across channels

1. Use email marketing campaigns to share your lead magnets with your
existing database.
2. Add website CTAs on high-traffic pages to encourage downloads.

Post about lead magnets on social media to expand your reach.

e
Unlock 20% off
your first order

When you sign up for emails

UNLOCK 20% OFF
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4. Optimize your website for lead capture

Your website is the ultimate hub for lead generation. A poorly optimized website can

cost you leads and revenue.

Best practices for lead capture

1. Landing pages
o Craft landing pages with benefit-driven headlines, clear messaging,
and persuasive CTAs.
o A/Btest headlines, CTAs, and page layouts to improve conversion rates.
2. Forms
o Use dynamic forms that collect the most critical information while
minimizing friction.
o For B2B: Include fields like “Job Title” and “Company Size.”
o For B2C: Keep forms short, asking for essentials like name and email.
3. Live chat
o Add live chat tools like HubSpot Chat or Drift to engage visitors in
real-time. Businesses that use live chat see a 10% increase in conversion

rates (Forrester).

# Jotform

H 1
Get your free guide now! Full Name

Download White Paper
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5. Metrics to measure lead generation success

Tracking the right metrics ensures you're moving in the right direction:

high-quality leads.

submissions.

Contacts »~ Conversations ~ Marketing ~ Sales

Reports -~ Asset Marketplace ~

Service ~ Auftomation

Lead conversion rate: Percentage of website visitors who convert into leads.
Cost per lead (CPL): The average cost of acquiring one lead.

Lead source attribution: Identify which channels generate the most

Engagement metrics: Track email open rates, click-through rates, and form

Partner -

Beta

Lead Generation «

I Dashboard filters m

New Marketing Qualified Leads
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A2V
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Count of Contacts
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Date entered "Marketing Qualified Lead (Pipeline de etapa del ciclo
de vida)"

Contact Lifecycle Funnel
Date range: From 6/1/2017 to 12/31/2017

Lifecycle Stage

Lead

Marketing Qualified Lead

Assigned: Everyone can edit

MQL's by Source

Date range: From 1/1/2017 to 12/31/2017
Paid Search Organic Search Referrals Email Marketing
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Conclusion: Transform your lead generation
process

Lead generation is the engine of growth, and success comes from targeting the right

audience, using multiple channels, and optimizing your processes continuously.
Businesses that invest in strategic lead generation see higher ROl and long-term

customer loyalty.

Ready to supercharge your lead generation?

Take the next step with a FREE Lead Generation Strategy Audit, where we'll assess
your current strategy, identify gaps/opportunities and provide actionable
recommendations tailored to your business.

Book Your Free Consultation
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