
YOU GOT A LEAD…

NOW WHAT?



INTRODUCTIONS



LET’S REVIEW… 

“WHAT IS A SALES LEAD?



What is a sales funnel?

20 PROSPECTS

Per Month

12 LEADS

PER MONTH

8 CLIENTS

PER MONTH 

248 SUSPECTS

PER MONTH

60% Converted

8% Converted

70% Closed

6 PROSPECTS

PER MONTH

4 LEADS

PER MONTH

3 CLIENTS

Per Month

79 SUSPECTS

PER MONTH

60% Converted

8% Converted

75% Closed

CONTRACT SALES JOB SALES

34 New Clients

@ $25,000

Next Year

$800K Incremental Sales

100 New Jobs

@ $3,000

Next Year

$300K Incremental Sales

Networking Events LinkedIn Email Mail PPC Web Direct Sales Networking Direct MailEmail



QUESTION 1?



QUESTION 2?



QUESTION 3?

ProspectsSuspects Leads Clients Advocates

Attract Convert Close Delight

Events

Email

Direct Mail

Blogs

Social Media

Website

Offers

Calls to Action

Landing Pages

Premiums

Events

CRM

Lead Scoring

Sales Calls

Proposals

Drip Programs

Social Media

Email

Direct Mail

Telephone



HOW MANY “TOUCHES” ARE REQUIRED?



WHICH TACTIC IS BETTER?

•

•

•



SPRINKLE IN OTHER TACTICS & TEST THEM



We have a regular job…How can we 

do this?



This is where automation comes in…

•

•



THE ONLINE CUSTOMER SALES PROCESS…

•

•

•

•

•

•

•

•

•



Customer 

Sales 

Process

Leads

come in

Leads are 

added to 

a sales/

marketing 

sequence

The sales 

is made

Email drip 

campaign

Follow up 

phone 

calls

Connect 

on social 

media

Emails with links to blog 

posts

Emails with links to 

statistics

Emails with links to videos

Emails with customer 

testimonials

Periodic email newsletter

Content relevant to your sales offerings

Well written blogs with instructions or education to add 

credibility

What questions are people asking? Find out by asking 

customers or using keyword research and then answer them.

These blog posts enhance SEO presence.

Content relevant to your sales offerings

Well written emails and well-done videos with instructions or 

education to add credibility

These videos enhance SEO presence.

Automated calls with 

messages

Periodic check-in calls

Record messages that are short, personal, and sound as if that 

person was actually on the line. Don’t be “salesy” but do make 

sure there is a clear and compelling call to action.

Set reminders for yourself in the CRM to make these calls.

Connect with them on 

LinkedIn

Invite them to join your LinkedIn group which will build 

authority, capture qualified leads, and make connections.

We are 

just 

getting 

started

Never be 

“one & 

done”

Put them into a customer experience process that walks them through what is happening with the 

order or service being provided.

Make periodic check-in calls and use the CRM to set reminders for this activity.

When the service is completed, or in full swing, as the user for a testimonial. Ask them to post to 

places like Google, Yelp, BBB, etc. so they can be seen by people searching for your business. Offer 

a Starbucks gift card or other gift for doing this and make it all easy with automated software.

Make periodic check-in calls and use the CRM to set reminders for this activity.

Phone

Website

Email

In person



WHY ASK FOR A TESTIMONIAL?

•

•

•

•



Where does lead generation fit?



The two-fold “FREE” offer…



THANK YOU FOR ATTENDING…

WATCH OUR WEBSITE FOR UPCOMING

MARKETING EVENTS.


