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Episode 1: Introduction To Exponential
Lead Generation On The Internet

Click here to watch the video

Hi, my name is Will Swayne, from Australian lead generation consultancy Marketing Results
with the first episode of Exponetial Lead Generation Strategies video seriesing KA OK L Qf f
explain more about some of the lead generation concepts and strategies that are really working

on the internet right now to drive new business and companies of all shapes and sizes.

But first, why the focusonleadgS Y SNI G A2y K 2 St f A ( Ostries®@&NE & A YLI S
generation is one of the key constraints that dictate how effectively you drive revenue. Many

complex sales scenarios are highly dependent on a steady supply of qualified leads. For

example:

Financial Planning

Mortgage Broking

Professional Services

Enterprise Software

Business to Business Sales, and
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Many other high-ticket products or services

Lead generation is also critical in more everyday, business-to-consumer sales situations,
including:

Plumbing

Electrical

Pest Control

Mechanical Services

Catering

Costume Hire

Wedding Photography, and
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Importance of Lead Generation

So you know that lead generation is important; A (in6 lways the most important constraint on

your ability to increase the throughput of your sales process> I YR ¢SQft GFf{1 Fo62d
gKSY (KI G ®ain hd$tSitugfldnsi Sy can elevate your ability to generate

qualified leads at lower cost, and with dramatically less human intervention and effort, then,

the likelihood is, you can exponentially grow your sales. In fact, many of our clients have

increased the profitability of their online sales channels by anywhere from 100% to 2000%.

The reality is that in most companies the sales people do actually very little selling. Consulting
Firm Balligix has found that many sales people, especially in complex sales situations, spend as
little as 8% of their time actually selling to prospects. The rest of the time is spent on technical
tasks, customer service, opportunity management and clerical tasks, social activities, and
prospecting. The actual numbers from the graph are typical of a business-to-business sales
situation. ButL QY rndodNdness owners, managers, and sales people will immediately
recognize that too much sales time spent on non-sales related activities.

High performance lead generation process
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A high performance lead generation process allows you to do the following:

1. Attract more qualified prospects efficiently and at lower cost
Educate prospectsaboutK 2 g | Y R ¢ Kférent&randaDyNdEomigekitdrs

3. Build trust with potential clients so they feel comfort with you engaging with to
discuss what you offer

4. Nurtures prospects at different stages of the decision making cycle with the right
message at the right time

5. L0 Q& ,&dbufcah dahaBe many times more leads with only incremental
additional effort and resources, and

6. It generates more sales for less cost with less effort.

Ly GKS NBail allRaBoutdokd odithe@ighMeGePfactbrQiatyou ieed to consider in
order to get better lead generation results from you website. In subsequent episodes weQ f
break down the process into pieces, including traffic generation and traffic conversion, so we

can explore more operational tactics and techniques. But unless we start with a strategic
framework, the tacticalstuff 8 2 Y Qi 0 S Yy S| NI @&shell, the MarkétidglResultS ® Ly |
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lead generation methodology uses web analytics to precisely understand how and why visitors

are engaging with your website, while leveraging proven and traffic and conversion strategies

to cut marketing waste, expand reach and effectiveness and to boost your lead generation
resultsbyorders2 ¥ Y I Ay A G dzZRS® {2 KSNB Qvour high-pefdnSaiN& A S &
lead generation process2y G KS AYUOGSNYySiod 2S8SqQftt t221 4y

Your Selling Philosophy
Your Lead Definition

Your Lead Generation Map
Testing and Tracking
Optimization Strategies, and
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Integrating Lead Generation and Sales Functions

Selling Philosophy

Why are you in business? How do you engage with prospects and clients? How do you convince
them of your value? What do you see as your role, as it relates to your customers? These can
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why you do what you do, and how you do it, is the driving force behind how you execute your
lead generation strategy. Many websites, even large, well established ones, are still very
focused on a static one-way conversation between company and consumers.

Increasingly, a static one-way flow of information is proving less effective at attracting new
prospects and converting them into customers and clients, much less loyal clients. Consumers
and business purchasers today are extremely educated; they do more research on the internet,
they expect more value to be delivered up front, and they expect to be treated as individuals. |
believe that if your selling philosophy embraces this new paradigm, your effectiveness in
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generating leads online will increase dramatically. { 2 > G KIF 4§ Q&4 (GKS LIKAf 2a2LKA

Lead Definition
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organization. In a small business situation it seems obvious what constitutes a lead. When you

take the time to define in detail what makes a qualified lead, your ability to attract more of

them increases. Let me give you an example. One of our clients is a property management

company. Their website has been very successful at generating leads. But it went to new

heights once they established what type of leads were leading to new property management
contracts. They discovered that for a lead to have real potential, the prospect had to:
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1. Own an investment property right now
2. Own the property in the right area, and
3. Berenting the property at the right rental price
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zero. So by having a more precise lead definition, the way they engage with potential property
management clients has been adapted to deliver higher-quality leads for less cost.
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problems can arise. And one of the most common is that sales is provided with too many non-

sales ready leads which saps peopleQ @me and lets genuine sales-ready opportunities slip

OKNRdzZAK (KS Qdddoxheefling phRosoph atirkydNiSdefinition of what makes

a qualified lead. In the next stage you construct your lead generation map.

Your Lead Generation Map

Your lead generation map describes everything that happens in your sales process, from & Eklloé
tohone® A Y @ 2 dzNJ LJPuSkjulbdall@tiis yGuREthwayltd\Rrofits. Developing an
effective lead generation map is one of the key strategic goals of designing an enhanced lead
generation process and the more complex the sales process and lead definition the more nodes
you need on the map to convert raw just-looking looking visitors into new business. A typical
lead generation map might start with traffic generation, followed by generating an opt-in into a
white paper or special report. Next, you could follow-up with automated messages, designed to
educate and inform prospects while overcoming common objections and disqualifying non-
clients. This is obviously a simple example, and there are many other permutations that can
apply. The next sales lead generation pillar is testing and tracking.

Testing and Tracking

On the internet you have unprecedented ability to see into the minds of your website visitors as
they advance through your lead generation process. As a minimum, you need the ability to
track in detail your website visitors using web analytics. Google Analytics is a great choice
0SOldzaS AGQa LR2GgSNFdZ |yR A0Qa FTNBSO

Secondly, you need to be able to track all your marketing efforts and expenditures, whether
they be online advertising, email marketing, or off-line methods, such as print or mass media
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source of leverage and leaving a lot of cash on the table. Remember the lead generation
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process map from a few minutes ago? Well, when you have analytics correctly installed on
your site, you can establish benchmarks for all of the nodes on your map. For example, opt-in
rate and enquiry rate. Once you have real numbers for all the key points in your process, the
next step is to deploy optimization strategies in the right area at the right time to ramp up your
results.

Optimization Strategies

Optimization Strategies are the specific traffic and conversion methods you use to attract and
O2y@SNII Y2NBE 6S0aAiAiS OAAAGZNAEE®F GK & Bchdod2 2 A Y dz@
2LIGAYAT I GA2Y &a0GNI G0S3IASE Ay dzJ02YAy3a SLIAAaz2RSa
integrating your lead generation and sales functions.

Integrating Your Lead Generations and Sales Functions
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whole. Sometimes the key constraint in this sales process is not lead generation. Sometimes a

lot of leads arebeingd SY SNI 1 SRXZ odzi GKS@QNB y2i adly3ad YI yl
very quickly and a rapid response from your sales or marketing team is vitally important to

preventingf S R4 FTNRBY 3J2Ay3 O2fRd Ly 20KSNJ OFasSasz F¢
of your sales process, so you might be generating more leads and sales opportunities than your

sales team can handle. Or, there may be bottlenecks in your sales process that are constricting

your ability to generate sales.

| recently advised a client that has had a good success generating leads, but was spending most

of her time writing proposals. In fact, she was in the process of hiring a new employee whose
jobitg2dzf R 0SS G2 &AAYLI & LlzYL) 2dzi Y2NB LINRLRAlf &ad
clog up the system with even more proposals, of which only 20% are leading to sales at this

time. In this scenario, more leads are useless. What this business owner needs is a combination

of more highly-qualified leads, tighter rules surrounding when a proposal is generated, and

more efficient proposal generation processes. By instituting these three things, she can elevate

the constraint in the sales process without incurring additional staff costs, before turning back

to lead generation. So you can see how important it is to focus on the right thing at the right

time and ensure that your lead generation function is not constrained by your ability to convert
leadsintonewd dza A Y S& & @ ¢ K S NSofwhat HadpénLafted the$irst hudatase,inA 2 Y
terms of converting one-shot sales into ongoing sales and increasing your customer lifetime
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you want to learn more about step-by-step tactics you can use to optimize your online lead
generation results, be sure to check these out. And to find out more about how marketing
results can help you generate more sales and sales leads online, | invite you to visit us at
www.Marketing-Results.com.au.

L QMY Swayne, thanks for watching and see you on the next video.

Featured Services
Gold Internet Marketing Consulting (SME)

A unique managed online marketing service designed to produce a 5-to-1 Return
On Investment for SME owners, with no lock in contracts, backed by an unrivaled
track record of successful results.

Platinum Internet Marketing Consulting (Enterprise)

Use our integrated traffic generation and conversion services to maximise your
online sales and lead generation results.
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