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Preface
Lead generation plays a vital role in the success of every company. Online lead generation is a term many business owners 

are equally familiar with and overwhelmed by. To put it simply, online lead generation is the use of the internet to create 

prospective consumer interest in a product or service. Online lead generation can be an invaluable tool for business 

growth when used correctly, and as part of a strategic plan to market your business. In this eBook we’re going to break 

down what online lead generation is, why it matters, and how to successfully generate online leads for your business. 

We’ve also included some essential resources for you to map out your plan and help pave the way for growth through 

online lead generation.  

Generally speaking, companies created a plan and a budget for their online lead generation campaigns 3-6 months before 

launching. This is no longer the case. Technology and Digital Marketing are moving way too fast to make such forecasts 

that far in advance. Enterprise-sized companies have the luxury of working with large teams of marketing professionals 

and large budgets. Testing online marketing campaigns can be expensive, not to mention hard to understand the data 

analytics. This is why small-to medium-sized enterprises have no choice but to create a hybrid approach where you 

establish fundamental strategies, follow the trends and move quickly. To create a successful Online Lead Generation 

strategy within your Digital Marketing plan, you must first answer the following questions:

❶ Who & where is your target audience?

❷ What CRM will you use to manage the contacts?

❸ How will you track your online, offline and referral leads?

❹ Who is responsible for contacting prospects and when?

❺ Does your product or service offering have a clear benefit to the customer?

❻ Do you have a process for online and offline Customer Service?

❼ What is the most you’re willing to pay for a lead based on your current lead-to-sales conversion data?

❽ Do you understand the difference between Inbound and Outbound Marketing?

❾ How do you nurture leads that do not convert?

❿ What type of Content Marketing will you be using?
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“You got leads. Mitch and Murray paid good money, get their names to sell them; you can't close the leads you're given, 

you can't close shit. You ARE shit! Hit the bricks, pal, and beat it 'causeyou are going OUT!”

The reason I highlight this film is because this is exactly what’s always been wrong with Lead Generation and Sales. Many 

companies think their north star or metric of success is increased sales from the sales team. The reality is that it doesn’t 

work that way anymore. Technology and D2C (direct to consumer) brands have changed the way consumers behave. 

People have options. They can research and compare pricing online. They don’t need a salesperson who is only interested 

in getting a commission shoving a product offering down their throat. There’s definitely a place for caring salespeople who 

put their customers first. The ABC of Sales for the 21st Century stands for “Always Be Caring.” 

So, go out and build an amazing product or service, promote it so you can generate leads and give your customers some 

love. 

Like most, I enjoy a good film. A film that highlights the elements of a lead in a dynamic way is Glengarry Glen Ross. If 

you’ve never watched it, you should immediately rent it online for a good laugh and a perspective on lead generation and 

the process of selling. It’s got a great line up of actors including Alec Baldwin, Ed Harris, Al Pacino and Jack Lemon. One of 

the best scenes in the movie is when Alec Baldwin goes off on the sales team. He made the phrase “coffee is for closers” 

very popular in the 90’s. 
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As a hands-on leader of multiple successful companies, Brazilian-born and Florida-

raised Alex Oliveira has helped clients advance their businesses and brands by 

building and executing interactive marketing campaigns for over 15 years.

With a heavy emphasis on Lead Generation, Alex has created a name for himself as 

a well-respected digital marketer and entrepreneur. From Small-to Mid-sized 

companies to non-profits and Fortune 500 brands like Ford & AutoNation, Alex 

enjoys a diverse portfolio of clientele. Alex’s other passions include adventuring 

with his wife and 4 kids, giving back to the community and having his morning 

coffee with a splash of his favorite podcast.

I’ve been working in lead generation for over 15 years, and I’ve generated over 20 million leads for businesses like yours. I

know what works, and I also know there is no magic wand to close sales. There are, however, proven steps that turn leads 

into sales. I know the common mistakes businesses make that prevent their lead generation campaigns from seeing 

success. And I want to help your business generate qualified leads, close sales and experience growth.

This book has something for everyone: the beginner, the seasoned marketer, the business owner, the start-up, the 

educator, the student. 

know the basics about marketing but would like to dive deeper

need to start implementing successful lead generation campaigns into your current marketing strategies

are getting your feet wet in the marketing sector, and understand that lead gen is not your strong suit

have experience in lead gen but realize that the new technologies and marketing needs are moving quickly and you 

need a refresher

are committed to learning, growing and improving your marketing strategies

want more leads

want to close more sales

Then read on!
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First let’s get into why any of this even matters. A quick definition of “lead” is a great place to start. A lead is an 

individual (or even an organization) with an interest in what you are selling. The interest in your product or service 

is expressed by sharing contact information, like an email address or a phone number. Lead generation, the 

process of identifying and cultivating potential customers for your business, matters for businesses in the B2B or 

B2C space because the conversion of those leads into sales is what will sustain business growth. And generating 

those leads online is important because there are consumers out there searching the internet for the exact 

products or services your company offers -- and if your business is not visible to those consumers, they’re going to 

go with the company that is. 

First let’s get into why any of this even matters. A quick 

definition of “lead” is a great place to start. A lead is an 

individual (or even an organization) with an interest in what 

you are selling. The interest in your product or service is 

expressed by sharing contact information, like an email 

address or a phone number. Lead generation, the process of 

identifying and cultivating potential customers for your 

business, matters for businesses in the B2B or B2C space 

because the conversion of those leads into sales is what will 

sustain business growth. And generating those leads online is 

important because there are consumers out there searching 

the internet for the exact products or services your company 

offers -- and if your business is not visible to those consumers, 

they’re going to go with the company that is. 

The Basics of Online Lead Generation
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As you are likely aware, customers tend to be consistent -- meaning, they’ll be loyal to your company -- if they 

receive quality goods and services, and the value is worth the amount they are paying. This is important because 

your quality can become the reason consumers become repeat customers. If you are able to attract quality leads 

with quality content, and then deliver quality service to those leads-turned-customers, your business will certainly 

experience growth.

The main thing that matters in any business is healthy growth, and lead generation supports this. Without leads, a 

company cannot grow and establish itself in a respective market. Some businesses can receive referrals, which are 

valuable but are certainly not enough to generate growth and revenue for most businesses. For managing this 

issue, marketing strategies are created to attract new clients and customers that can bring more sales to the 

business. These strategies are put in motion in the hopes that they will result in generating new leads, which are a 

vital part of securing sales for a company.

The next big aspect related to successful online lead generation is that it results in attracting more qualified leads. 

Qualified leads are viable prospective customers -- those who are interested in your product or service in the near 

future. When a business is converting leads into sales, they can track which online lead generation strategies are 

working to attract better qualified leads. This can enhance the positive reputation of the company as well, since 

quality often attracts quality.

When you create a great customer experience 

through each touchpoint of your customer’s journey, 

customers and clients likely will become raving fans. 

If this happens, they will tell others and share on 

social media, which then gives you brand equity. 

These great reviews are directly tied to sales and 

growth. In the 20th century, businesses thrived on 

word of mouth. Now, we rely on reshares, reviews, 

new pins, and more as the “word of mouth” of the 

21st century. This helps you reach the ultimate goal -

increasing the lifetime value of that one customer.  If 

you can achieve this goal by giving your customers 

the best experience, you will then lower your cost 

per acquisition or cost per lead.
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The return on investment, known as ROI, is also increased due to the efforts that you put in generating leads. This 

number is valuable, as the increased revenues can make a small business successful with time. Better lead 

generation can result in a higher income rate and an increase in overall revenue. Changes in technology have also 

affected a business’s marketing needs and the necessary techniques for generating business. With the changes, 

customer and buyer needs are becoming more sophisticated, and successful lead generation is becoming 

somewhat more complicated. So it’s important to fully understand and implement strategic lead generation tactics 

to truly capitalize on the very powerful online lead generation.

Converting potential customers into sales for your business is a tough task and can only be achieved through 

strategic marketing and communication skills. Identifying the people interested in your products is a challenging 

task, but you can do it! This type of strategy of lead generation requires the online presence of a business and is 

essential.

Businesses should adopt a specific lead generation funnel in order to be successful in creating more sales. An 

organized lead management process is critical in achieving results. You must create and manage an online lead 

generation campaign, often through landing pages, which we’ll discuss further. You must then qualify your leads 

and nurture your leads. These steps can truly improve the results that are coming from leads and ultimately 

contribute towards more sales. 

As we previously defined, a lead usually is the contact 

information and in some cases, demographic information of a 

customer who is interested in a specific product or service. 

There are two types of leads in the lead generation market: 

sales leads and marketing leads. 

are generated on the basis of demographic 

criteria such as FICO score (United States), income, age, 

household income, psychographic, etc. These leads are resold 

to multiple advertisers. Sales leads are typically followed up 

through phone calls by the sales force. Sales leads are 

commonly found in the mortgage, insurance and finance 

industries. 

https://en.wikipedia.org/wiki/Credit_score_(United_States)#FICO_score_and_others
https://en.wikipedia.org/wiki/Household_income
https://en.wikipedia.org/wiki/Psychographic
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are brand-specific leads generated for a unique advertiser offer. In direct contrast to 

sales leads, marketing leads are sold only once. Because transparency is a necessary requisite for 

generating marketing leads, marketing lead campaigns can be optimized by mapping leads to their 

sources. 

There are many ways a business can attract leads online, via targeted advertisements, social media posts, 

direct email marketing, newsletters and more. Typically, social media marketing or content marketing 

solutions such as landing pages generate more leads than anything else by enhancing your website traffic, 

SEO rankings, google search rankings and web referral accounts.

Generating leads is an essential part of any business, since businesses aim to generate sales and direct 

traffic towards a website or business. Generating the right leads is a complex problem and thus requires 

truly effective strategies to be implemented. Online lead generation strategies can bring great value in 

creating solid income for businesses with an online presence. Since a well-thought out lead generation 

plan can generate solid leads who turn into loyal customers, the investment of time and resources a 

business makes is well worth the process.

So what is online lead generation? As it implies, it 

is the generation of leads over the internet. In 

more detail, online lead generation is the process 

of using different marketing strategies and 

techniques to attract your targeted consumer to 

your product or service. The main focus of an 

online lead generation campaign is to grab the 

individual’s attention, because once this is done, 

generating the leads becomes easier. Businesses 

should implement a process to communicate 

effectively with their prospects and nurture the 

leads. The success of any business depends on 

the steady stream of customers coming from 

online marketing campaigns.
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When it comes to lead generation, the ideal goal is to convert your customers into profitable sales. The 

more leads you can generate, the more potential clients you have and the more sales are possible.  Once 

you successfully start to generate leads for your business online, it’s time to adopt the tactics that will 

convert these leads into actual sales. So, the challenge that arises now after the leads are generated is 

finding out how to achieve the optimal conversion of these leads into actual sales. These sales are secured 

by implementing proper follow-up processes. Every business needs to adopt these workflows to ensure 

no leads fall through the cracks.

The most important aspect of generating the right online leads for your product or service is the content 

that you are putting out for your customers. If you can advertise your product or service in exciting ways 

via the internet, you’ll find that customers who are searching for your product will be drawn in. To be 

clear, not every lead results in a sale, but generating a lead and following up with the prospect is a 

wonderful set up for next-level success for businesses. This is because if you've made a good impression 

and maintained open communication, typically the individual will come back for your products or services 

once they’re ready to make a purchase.

The digital transformation of the world has led people to move into the digital world, leaving the physical 

world of newspapers and television advertisements behind. This means that the chances to connect in 

real-time to your potential customers is higher than ever. If you’re doing things right, you’ll be a go-to 

brand for your customers for years to come.
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It is an exciting and ever-changing time to be a marketer. Why? Most of the marketing that happens 

nowadays is purely focused on building a brand and maintaining an online presence. The marketing tactics 

that are essential for making money are mainly targeted for gaining additional customers and their 

interest. The digital era has been transforming the ways that people are doing business, and for 

marketers, it is important to keep up with the demand that is drilling the oil to be put in a well-oiled lead 

generating machine.

Using the internet to generate interest in your business can seem exceedingly simple yet somewhat 

overwhelming.  Attracting people towards your website or e-commerce store is the easiest part of lead 

generation. Targeting the right people -- the relevant customer for your business -- and making them buy 

your products is a complex task. If your business is not creating its own lead generation funnel and 

customer journey, then there is a possibility that you are missing a world of growth and sales 

opportunities. Online lead generation has become one of the most integral parts of generating sales.

Lead generation has become so important in today’s world of business, because efforts in lead generation 

can absolutely account for the growth of the business. The marketer has changed their way of thinking 

and is now re-focusing on the efforts that were previously put in the business for sales and growth. The 

internet has changed the way people search for the products and services they need. And once a 

potential customer shows interest in your products or services, he or she is no longer a stranger because 

this is the time when he or she can become your most reliable customer. These customers become the 

true sales representatives, as long as their potential business is valued from the start. 

Digital marketing tactics should be constantly re-evaluated and changed depending on their performance. 

Once a potential customer gives their contact information, that lead can then be converted into a sale, as 

long as your sales team follows up quickly and efficiently. With the advancing technological needs, there is 

business intelligence software that can even track the product needs and demand trends that are relevant 

for your business. These software programs can also track how and when you follow up with leads, which 

is a vital step in your process.
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When planning to drive traffic and, ideally, capture leads, it’s essential to be certain your website is performing. 

Enter the Website Audit. The Website Audit is part of a Marketing Discovery document that will serve as a SWOT 

(strengths, weaknesses, opportunities, threats) analysis of sorts. It is an in-depth research process examining your 

website, search engine optimization rankings, target audiences, messaging, platform opportunities, budgets, 

timeframes, conversion paths, brand and key success metrics. There are many technical components such as the 

hosting, your CMS (content management systems), the website and applications that impact the overall results of 

an online lead generation campaign.

Deliverable components of a Marketing Discovery document can include any combination of the following:

● – Analyze website User Experience and elements which affect your rankings and visibility 

such as speed, content optimization, responsiveness, reviews, etc. Most website audits are built on a scoring 

model that assigns a score of 0-100 or a grade of A-F like the audit below.

● – Our team utilizes over 100 tools to gather information for your website 

and potential users. This includes Keywords, Backlinks, Competitors and more.
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● – Creating a name and a logo is not an exact science. You’ll want to hire a freelance branding 

expert or if you have the budget, you may hire a firm to create your name, logo and brand guide. There are 2 

marketplaces I recommend for Design. The first is 99 Designs. The second is Upwork. As a Digital Marketer the 

question I get asked most often is “how can I get more traffic to my site?” My response is always the same. 

Let’s first look at your digital assets. I don’t mean just your website. You have to look at your Social Media pages 

& posts, Blog, Email Marketing, Newsletters, etc. The message for your brand needs to be consistent 

throughout all media platforms. In addition, it needs to integrate with your offline assets such as brochures, 

business cards, signs and more. If your budget doesn’t allow you to hire a branding expert and UX designer, not 

to worry. There are many options. Example: try Canva (https://www.canva.com). Canva makes design simple 

for anyone. Whether you’re creating designs for online or offline: blog graphics, presentations, Facebook 

covers, flyers, posters, invitations & so much more, you’ll be able to get your ideas on the board and determine 

if the design for your brand is indeed consistent. Start using Canva to help you achieve consistent Brand Design.

● – It’s important to create an internal marketing/communication plan (CRM, 

CMS, Email platform, etc.) that can best work together. Integrations with the website and the app will have a 

strong impact on the user experience.

● – Takes an in-depth look into your target audiences from existing data, team 

interviews, and mini-focus groups. Who they are, where they are, how they communicate and how to speak to 

them on a personal, emotional level.

● – This is your overarching messaging that encompasses how you talk to your 

target personas about your organization as a whole and your specific initiatives. 
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● – This starts with creating a Content Strategy across relevant digital channels.  Followed 

by Keyword Research to determine the cost of ongoing marketing & advertising.

Ebook

Podcast

Video Blog

Webinar

Newsletter

Social 
Media

Case 
Studies

There are no shortages of great tools like SEM Rush, Keyword.io and others.
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In marketing your business, performing keyword research is a crucial step. Consumers will not be able to find 

your website if they are not using the keywords you have identified and used in your copy. Ensuring that your 

website includes the words your consumers are most likely to use when looking for your products or services 

helps to drive traffic to your site. No matter what products or services your business offers, you need a website 

that is built upon the right keywords. These three steps will help you do the research and analysis to build the 

best possible online lead generation campaign.

First step is to sit with your team and have a brainstorming session. Think about and talk through which 

keywords consumers will use when searching for your business. If your website is in English, be sure that those 

keywords are in English as well. Don’t forget to include informal words and slang words for your product or 

service as well. For example, a business offering landscaping may also use “lawn”, “yard” or “landscaper” as 

keywords. To get the best results in increasing traffic to your website, we suggest using keyword expressions, 

which are strings of two to three words. Keyword expressions for a landscaping company would include “lawn 

care”, “yard maintenance” and “home landscaping.”

Employ an online service such as Google Ads or Bing to perform an analysis of whether or not users are actually 

using your chosen keywords. Paid search is another option to consider. If consumers are searching for “lawn 

mowing services,” your business might not be recognized by the search engine algorithm. Conducting a detailed 

search of which keywords and keyword expressions are used in connection with your product or service will help 

to ensure traffic is directed to your site.

Lastly, test out your keyword performance. This helps you determine how many searches actually lead to 

conversions. You may want to consider displaying banner ads, trying targeted ad campaigns or using PPC (pay 

per click) to get additional leads. Once you see which keywords work and which don’t perform, you can optimize 

for best performance.
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The generation and management of leads is an inbound marketing process. Inbound marketing is all about 

focusing on internal marketing tactics such as content marketing, social media marketing, blog posts, video 

content, search engine optimization and more -- all meant to draw in customers and promote interest in your 

products and services. No matter what your business is providing to the customers, you will generate the best 

sales results with strategic inbound marketing tactics. 

Management of leads bridges the gap between generating the leads and closing the sales. This is a customer 

relationship management strategy that involves identifying what the potential customer is interested in, 

educating them about your product or service, and maintaining an open line of communication that ideally ends 

in a sale. It is essential that businesses follow an organized lead management process that can accompany the 

lead generation strategies. Performing this task can improve the results that are coming from leads and also it 

will ultimately contribute towards more sales. Many businesses learn how to generate leads but do not manage 

those leads correctly, which then causes a loss of sale. 

So, what should a business do to correctly generate, and then manage, quality leads? Follow these 5 steps to 

create an effective lead generation funnel. 

This step is the first and arguably the most crucial one. This step identifies 

who your ideal potential buyers are. Who do you want to sell your products 

and services to? This is when you should sit down with your leadership team 

to identify these customers. Your marketing team should understand who 

these buyers are and what are the personas that they are presenting. This 

will better help you understand what a potential customer wants and needs. 

The persona that is associated with each client or customer can be carved out 

by the demographics, behavior and motivation.

The 5 Steps to Effectively 

Generating and Managing 
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● are a way to break down your target audience into subcategories. Some questions you 

should think about are: Where do your ideal customers reside? What is the age, gender, income level or 

education level of your customer? These are some basic demographic categories. You can also break these 

down into very specific categories, such as the industry they work in, marital status, what types of foods they 

eat, hobbies, and more. Tackling all these questions proves to be a big advantage for generating leads that will 

result in sales, helping in the growth rate of the business.

● is another important aspect to consider in the process of identifying your audience. 

Although this can seem extremely difficult to identify, it’s equally important as any other persona-building 

identifier. You’ll want to understand how your ideal customer behaves. Do they shop online or in-store? Do 

they like to be the first to try a new trend? Do they share their favorites with friends and family? And you also 

need to know how your current customers interact with your business. How did they find your business? By 

blogs or written articles about your services? Or by searching for your company or business on the internet? 

These things are important to understand for a healthy client and customer relationship. 

● The next important thing is the customer’s . Normally, people don’t want to just buy products or 

services. They are looking to solve a problem. What can your business offer these customers? How can you 

position your company to help its clients? You need to know a customer’s why in order to correctly help solve 

and/or fix these problems.

Using these key identifiers to build your buyer personas is a MUST in your marketing strategy. Understanding your 

customers can have a huge impact on the sales you secure from the leads you’ve generated. 

Once you’ve identified who you’re targeting with your marketing, you should create specific content that will 

attract those audiences. At this point in the lead cycle, businesses should have figured out why their audience 

wants or needs their products/services (remember, you need to address the specific problem a customer may be 

looking to solve), and can position themselves as the ideal problem-solvers. Landing pages that link back to your 

website are a fantastic tool for selling your business in an easy-to-follow format, allowing customers to understand 

what your specialties are and how those specialties can help them. 
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During this vital step in your funnel you’ll need to build your landing page, write the copy, and add images and 

videos. Your landing page needs to be secure, so add trust factors such as reviews, and make sure the page is 

secure with an SSL certificate. Don’t forget to add your phone number to the header of the page, and the privacy 

policy and terms of use to the footer of the page. Create a form with as few fields as possible -- these should 

always include first name, last name, email and phone number. Also be sure to add a TCPA (Telephone Consumer 

Protection Act) notice on the page. 
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❶ - create a compelling headline about your product or service offering

❷ - don’t add any menu buttons to the header

❸ - add a specific Call-To-Action to the header and/or the sign up buttons

❹ - test out different colors, shapes and names for your “Sign-Up” button

❺ - keep the form short, add validation to the fields and auto fill for city/zip code

❻ - make sure you add a customized message and test the form to verify you’re getting 

the inquiries sent to your inbox or CRM

❼ – add an SSL certificate

❽ - add T&C’s as well as the TCPA notice to the bottom of the form that is specific to 

the nature of your business

❾ - add a testimonial or 2 to the bottom of the page

❿ - I prefer not to have any Social Media links on the page, but if 

you do, add them to the footer. Any and all kinds of links on a landing page will only drive the visitors away 

from the landing page.

To build effective content, you’ll need to create a content marketing strategy. Content marketing helps the buyers 

at every stage throughout the marketing funnel. If you create a strategy, it helps keep messaging consistent with 

your business’s core values and mission, and allows you to creatively distribute those messages. This strategy 

should extend to your landing pages, where many potential customers will experience your content for the first 

time.

Before your landing page goes live, it’s critical to test with multiple calls-to-action. This step is not to be missed - it 

can change the way your entire campaign functions. Ensure that you do not create links to external pages -- no 

social media links or buttons unless you're an eCommerce brand.
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It’s important to note that a fundamental part of using these tools is to track where the leads are coming from 

(using website analytics) in order to effectively generate the content that your customers are searching for. Keep 

this in mind for each step in your lead generation campaign creation. Many times you’ll find that businesses place 

their premium offers beside a lead capturing form on a landing page customers find through social media. The 

form can have an attractive offer such as free estimates, eBooks, a free webinar series, or other resources. These 

offers help in gaining traffic and converting leads to sales. The lead generation forms can help in generating leads 

and gather the data and information about a customer that can be used in the future to contact potential clients 

with new product info, updates, newsletters and more -- all to secure more effective sales.

Use tracking tokens along with marketable emails and the social media campaigns and this will lead you to know 

about the behavior and interaction of individuals with the content that you are putting up.

Creating a lead form is easy, but creating one that actually converts can be tricky for developers. After all, the 

Developer, Designer and Digital Marketer must be on the same page. They must get clear on the sales goals and 

the customer experience. There’s more than one use for a lead capture form. If you stop and think about it, you 

probably fill out forms on a daily basis. More often than not you’re filling out forms as a customer rather than a 

prospective customer. Whether you’re logging into your dashboard or signing up for an offer, whether you’re 

entering information into 5 fields or 50 fields, you and your customers are already filling out forms on a regular 

basis. The goal is to make it Sesame Street simple. Multi-step forms can sometimes confuse the consumer. 

Especially if they’re filling out the form on a mobile device. 

The fields and the values you create on your forms can make the difference between success and failure. If the 

form is short, you’ll likely generate more leads. But if you don’t capture enough information your salespeople 

will end up wasting time. At bare minimum you need a Name, Phone Number and Email Address. Depending 

on your vertical or industry, you’ll always need to capture a number of responses to properly qualify the 

customer. This is especially true for the Financial industry. The form below asks the user who is looking for a 

used car loan 23 questions. 
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Lead capture form templates can help you build your forms quickly. WPFormsand other Form applications 

understand what it takes to drive conversions. After all, they’re seeing the data for millions of leads in any 

given funnel. Another way to figure out what form you should use is to analyze your top competitors. More 

specifically, analyze competitors who are running paid ad campaigns to generate leads on their website. 
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Lead capture form templates can help you build your forms quickly. WPFormsand other Form applications 

understand what it takes to drive conversions. After all, they’re seeing the data for millions of leads in any 

given funnel. Another way to figure out what form you should use is to analyze your top competitors. More 

specifically, analyze competitors who are running paid ad campaigns to generate leads on their website. 

Sure, you want high quality leads. But, the best lead form is a simple one. Don’t complicate the process by 

asking for addresses, birthdays, and more, all on the same form.

Studies show that every new field you ask the user to fill out will decrease conversion rates by up to 5%. Ask 

for just the contact information you need at the time. You don’t need first name, last name or even a phone 

number if the form the user is filling is for a Newsletter subscription.

The length of your form is important if you’re trying to 

boost your conversion rate. Don’t overwhelm the user 

with questions not necessary to qualify them as a lead. A 

better approach might be a multi-step form where you 

break things up a bit if you’re asking lots of questions. 
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The “Submit” button text and colors impact conversion rates. Studies show that a small percentage of people 

will abandon a form if the submit button says ‘Submit’. It’s important to test various submit button variations. 

From the shape of the button, to the location, size, text and color – switch it up and see what works.

The purpose of using conditional formatting or logic is to hide or show form fields based on previous answers. 

It’s a great way to provide a better user experience and stay organized. Conditional Logic will allow you to ask 

the right questions, at the right time and get users into your sales funnel through your lead capture forms 

sooner.

This is where Email & Marketing Automation kick into gears. The goal of designing an automated email marketing 

campaign is to nurture leads and clients at every touchpoint throughout their customer journey. The result will be 

higher closing rates and lower cost per acquisition. Most applications offer this feature for users. Identify the best 

software for your needs and compare the functions. You’ll create a workflow for every touchpoint throughout the 

customer’s journey. The best part about this is that you only need to do the hard work once. Meaning, you’ll only 

create the content like copy, images and more once. Whether you want the user to receive 10 or 100 follow up 

emails with offers over the next 12 months, it’s up to you. You’ll then take the embed code from the Email 

application and ask your Web Developer to insert it into the form. Every time a user clicks the CTA button, it will 

trigger a series of emails. Marketing & Email Automation is like having a team of people talking to your customers 

24 hours a day. If they engage with the form on your website, they will always get an instant response.
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At bare minimum, you’ll want to display a custom message at the end of every form to let the user know the 

information has been submitted. And send an automated email to notify them that you have received their 

inquiry and someone will follow up in less than 24 hours. 

There are several services on the web that will help you connect the forms on your website with other useful 

applications. One of the easiest ways to do this is through Zapier. Zapier is a web application that allows you to 

connect multiple apps in their marketplace to company assets like your website, lead forms and email 

marketing campaigns.  

Say you wanted all leads to be stored into your CRM and Google Sheets. You can do this with a few steps. 
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Whether you use a video, chat bot or the interactive form features offered by many Email applications, you’ll 

find that it will increase the engagement between your prospective customer and your website. While 

conversational marketing might be a good way to increase conversions on forms, you need to consider the 

type of product or service you sell before you deploy this tactic. Some visitors are much more likely to 

complete the form when being asked one question at a time, just like in a face-to-face conversation, while 

others prefer to have an idea of how much time it will take them to fill out the form. You may want to add a 

small notice telling the user how long a typical form fill will take. 
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Research has shown that most people who start filling out lead capture forms never actually finish them. The 

Form Abandonment feature in many applications will collect and store the user information even when they 

don’t hit submit. You can also set up your email marketing service to automatically email people to invite them 

to come back and complete the form. An even better tactic is to pop-up or email them a 3 question form 

asking them to set up an appointment for a call back. In this case, you would also want to incentivize them 

with a special offer.

Data is only useful if you use it to improve the user experience and to generate more leads in a Marketing 

campaign. While you can capture audience and user data from your website analytics tools, it doesn’t hurt you 

to capture this data on your forms too. It will improve attribution and validate whether or not you’re putting 

your Digital Marketing dollars in the right place to generate leads. Geolocation will tell you where your leads 

are coming from. The user’s country, state, and other information gets collected.

If your lead capture form doesn’t appear secure to 

your visitors, they are much less likely to complete 

it. It should be noted that if the user is concerned 

about form security they’re probably also looking at 

the domain bar to see if your website has an SSL 

Certificate. The SSL will add an “s” to “http” – a 

secure website will read like this: 

https://www.secure.com. The user’s browser will 

also display a lock icon in the domain bar. A paid SSL 

will also give you a trusted third-party seal to add to 

your form. This is especially important if you’re 

collecting payments on your website. 

The second element of having a secure form is to 

add some form of security question. reCAPTCHA is 

one of the choices. You’ve probably encountered 

this question or image.

https://www.secure.com/
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Privacy Policy focuses on the interaction between the website visitor and whoever handles their data 

in your company. Take time to review your Privacy Policy to make sure you’re compliant in every step 

of the way. The Terms of Service focuses more on what users can and can’t do on your website. At the 

end of every form, it’s recommended that you add a short notice like the one below. It tells the user 

what you’re doing with their information. 

Your website and lead forms need be compliant with the European Union’s General Data Protection 

Regulation. The impact is bigger than your conversion rates. This is less about Marketing and Sales 

and more about mitigating risk. And if they don’t see it, they may just turn away from your form 

completely.

Most Form applications allow you to adjust your form settings to do things like Disable User Cookies, 

Disable User Details, and more. Many websites have turned to pop up messages asking the user 

whether they want to store user data or not. The problem is most websites don’t give the user the 

choice of clicking no. The end result is a confusing lightbox that doesn’t seem to go away until you 

refresh or find the close button. 
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To learn more about GDPR, you can visit their website at https://gdpr.eu/privacy-notice/.

You’ll also find the checklist for data controllers. The GDPR checklist can help you secure your 

organization, protect your customers’ data, and avoid costly fines for non-compliance.

Giveaways can create excitement around your product or service. People love free stuff! There are a 

number of free and paid Plugins/Apps you can use on Wordpress to create your Giveaway. You’ll also 

want to promote these to your subscriber list and on your social media pages. 

1. Rafflepress

2. Contests by Rewards Fuel

3. Agorapulse

4. Wishpond

5. Easypromos

6. KingSumo

7. Woobox

8. ShortStack

9. Rafflecopter

10. Simple Giveaways

Customer engagement should be a high priority on your Lead Gen list strategies. Surveys are great for 

your current customers. If you’re trying to improve a product or service experience, why not use a 

survey to ask a select set of customers? Trust me; they’ll be thrilled you asked for feedback. It shows 

you care about their opinion. Polls are great for prospective customers or lead gen. You can ask 1 

question where it requires only one click + their email, rather than the user having to fill out a long 

form.

Consider using Social Sign-Ups with your forms. This will allow users to sign up by 

connecting their Facebook, LinkedIn or Twitter account during sign up. The basic profile info is then 

transferred to your lead capture form. 

https://gdpr.eu/privacy-notice/
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Use the “create a free account” approach where the user signs up using their email. 

They will then receive a confirmation email and continue filling out the form and creating a profile. 

This is especially effective for ecommerce and membership type websites. If your customers are going 

to login to a dashboard, then you can use this approach.

The features of any website truly depend on your business model and on the needs of your clients. In 

this section I listed 7, but there are hundreds of features depending on what your clients desire and 

what your competitors are offering them. For example, your target audience may expect to have a 

member portal to login to a dashboard. Here are 7 main features a website should have:

1) Smart forms integrated into your CRM

2) Marketing automation to set up email drip campaigns

3) Appointment setting

4) Payment processing

5) FAQ page or Knowledgebase page

6) Install an SSL Certificate

7) Automatic Backups
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If you don’t already know, there’s a difference between web design and web development. I don’t believe in 

unicorns or jack of all trades, but I do believe that you can find a good designer and a good developer who may 

or may not be on the same team and work well together on your project. It’s important to understand what the 

designer and developer which may be working in 1 agency will be charging you for discovery and revisions. If 

your budget is set then you’ll want to start by creating a map of your website and the designer will be able to 

build a wireframe. Every agency, design shop and design approaches this from a different angle. 

They may use mockup tools like Balsamiq, Invisionapp, Mockingbird, UXPin, Visio and others to get you a 

prototype. You should expect to pay for this service. Think of it like building a house. You pay the architect to 

create the basic design. If you choose to hire them to create the blueprint then you’ll have to pay for the plans 

too. If the architect happens to work with the builder, you may or may not choose that builder to build the 

house. I would say that the biggest complaint I hear from businesses is that the web designer or agency hired to 

design/develop their website took twice as long as what they agreed to complete the website. Make sure that 

the designer or agency you hire can give you clear timelines by asking these questions:
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Now that you’ve ensured your website and content are ready, it’s time 

to decide your workflow. What will happen when the content you’ve 

created is launched into your lead generation campaign and potential 

customers submit a contact form? Will the contact information go 

directly into your customer relationship management (CRM) 

software? Will your sales team also receive an email with the 

customer’s information? Will you set up text message (SMS) alerts? 

This step is crucial in ensuring that the leads you’ve worked so hard to 

generate don’t fall through the cracks. This also ensures the potential 

clients don’t have to wait more than 24 hours to be contacted. You 

need to create a system and process that is flawless. 

CRM stands for customer relationship management. This software solution helps manage and maintain your 

customer relationships. A great CRM system will also track leads, marketing campaigns, and the sales pipeline to 

be sure you’re correctly retaining and analyzing your data. This integrated system is designed to improve all 

communication with your customers.

Typically companies will look to a CRM solution first and foremost to help elevate their customer’s experience 

through the buying journey. The second reason is that it streamlines the workflow of your sales, marketing and 

customer service teams. This, in turn, helps increase profitability. CRM solutions give companies a better way to 

maintain, track and improve the communication flow during a customer’s journey. This software helps businesses 

ensure they don’t miss growth opportunities or lose revenue. 

Customers care about being contacted in a secure, timely manner. There are many CRM solutions available, from 

pricey subscriptions to free memberships with the likes of Zoho.
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There are multiple methods to generate leads online. You may choose internal marketing strategies, relying on 

your marketing team to create successful search engine optimization (SEO), pay-per-click (PPC), or email marketing 

campaigns -- or a combination of all of these. You may decide that you’d reach your target audience in a better 

way through external channels, by establishing an affiliate network to bring leads in. Or you may need to employ 

both internal marketing strategies as well as external strategies to best reach your goals. We’ll expand on these 

strategies further in the coming pages to help you better understand your options. 

You absolutely must test your campaigns at this point. This is because if something is broken along the way, you 

can easily fix it before your campaigns go live. You will gain insight into the customer’s journey and you will ensure 

that your methods are working correctly. You’ll want to create a “dummy” lead to input into your lead contact 

form. Check to be sure the contact information is going where it needs to go, reaching any email addresses or CRM 

software it’s supposed to. This is where you validate your leads. When testing for validation you're looking to make 

sure the data provided by the user or lead is accurate. There are many data providers that will validate the name, 

phone and email in real time. Check to be sure the 3rd party application you choose will validate that the name, 

address, phone number, etc. is real and belongs to the person inputting their information. If something drops off, 

you’ll know now, rather than when you’re losing a real potential customer. 
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A prospect is someone who has the potential to become a customer. If your team is not able to qualify a lead, 

meaning determine if they are a true prospective buyer of your product or service, then your team members may 

be wasting their time on a customer who does not even want to make a purchase. That is the reason why lead 

scoring helps sales representatives to only talk to people who are interested in buying your products.

To qualify your leads, you must determine if they are in the market for your particular product or service, if they can 

make the purchase (i.e. can pay for it and is authorized to do so), and if they plan to do so in the determined time 

period. Firstly, get to know who your buyer is. You’ve created your buyer personas -- determine where this lead falls 

within those personas. Ensure they’re part of your target audience. Next, examine what actions the leads are taking 

on your website. Are they looking at products in your ecommerce store, attending your webinars, looking at your 

blog posts? This will help you identify the interests of your lead, which helps you understand if they’re a qualified 

lead.

When using social media channels, utilize the marketing analytics given for each social media platform to understand 

the traffic that is coming for your services. This will help you to understand the interests, needs, and problems of 

every lead that is clicking your ad, landing page or website. The end goal of the business should be to convert these 

leads into marketable sales that can benefit the company and the marketing team as a whole. 
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The next step in your lead generation and management 

process is to nurture your leads. Lead nurturing is the process 

of creating relationships with the leads at the early life stages 

of the marketing funnel, and also through each stage that a 

lead passes through until becoming a customer. Lead 

nurturing campaigns are run to maintain relationships with 

the customers from their initial contact with your business 

through the time they become a customer. Through 

delivering content that addresses the concerns of your 

customers and responds to their interests, you will effectively 

introduce solutions to their problems and pave the way to 

delivering options that contribute to long-term consumer 

partnerships and revenue.

You may choose to use a marketing automation program to help you efficiently nurture leads. 57% of vendors 

regard lead nurturing to be one of the content management program's most critical components. While growing a 

company, it's important to use automated tools to cultivate the leads and ensure that you reach your customers 

throughout every stage of the purchasing process. Studies show that businesses make 50% more revenue at a 

reduced expense of 33% when they focus on lead nurturing. This implies that the ROI is much higher if the 

company concentrates on nurturing, which is why lead nurturing is extremely important as part of your online lead 

generation plan. The time needed for the lead to be nurtured is well worth it, due to the high ROI.

Once a lead enters your system, your sales team has to manage the information it has gathered from the lead. You 

should track where the leads are converting - TOFU (top of the funnel), MOFU (middle of the funnel), or BOFU 

(bottom of the funnel). TOFU buyers are among the widest audience you’ll have -- these buyers are just recently 

aware of a problem they’re seeking a solution for, are beginning their research and hence, they’re the least likely 

to convert. MOFU buyers are your target audience - they may already know about your product or service, your 

brand and may even already be a lead. BOFU buyers are in the decision-making stage. These are your most 

valuable leads, and ideally you’d have already established a relationship with them through the other stages in 

their customer journey. 
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While determining your nurturing practices, you’ll also need to consider that the for your 

potential customers is different depending on the product or service you offer. For example, many 

customers shopping for a new car begin their research 3-6 months before they are actually ready to buy. 

With sales funnels prolonging, customers becoming more autonomous and life span diminishing, the 

demand for pragmatic, successful lead nurturing continues to expand. Since these clients will stay in the 

sales cycle for a longer period of time, that means you'll likely need to communicate with them multiple 

times. Which brings us to communication channels.

How will you communicate with your leads? The you choose should allow 

you to interact with your potential customers in ways they prefer. Some prefer phone calls while others will 

interact better with email or SMS. You can determine these preferences by giving your leads the option to 

choose and respecting those choices.

A very important element of lead nurturing, details how you will engage your customers 

through your chosen communication channels. For example, you may choose to send a coupon via SMS, or 

you may host a contest on social media, or you may send a rebate via email. If you keep the lead engaged 

through your sales cycle, you’ll continuously move them to the goal line and score that sale.

Also a part of nurturing your lead, is the process of comparing two marketing assets to 

determine performance. This is relevant because your communications must be constantly fine-tuned in 

order to achieve top performance. Many marketing automation platforms have A/B testing built into the 

system. This helps you understand how well or how poorly your communication channels are performing, 

and then tweak to improve.

Some leads respond well to communications such as free e-books related to your industry or periodic 

newsletters sent to their inbox. These methods can be effective in moving a lead down your funnel. Creating 

catchy content for these lead nurturing campaigns is a must, as ideally they are going to convert themselves 

into a sale in the future. Educating and demonstrating your services to potential customers is an integral part 

of all of the campaigns that the business is going to run. The goal of the business, in the end, should be to 

convert these leads into marketable sales.
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The content that is to be shared should have a maintained content map that will help in determining the 

type of content that is going to be published. Your sales team should be in personal contact with the 

potential client to build a friendly relationship with them. Do include a relevant call to action in every piece 

of content that is going to be delivered to the customer.

Remember that nurturing is never about selling right away. Rather it is about encouraging true dedication 

and sharing your company’s core values and mission to your potential customers, beginning a hopefully 

long-lasting relationship. This is the cornerstone of a good lead management program.

At this point, you’re ready to get the hot leads to your top salespeople. Make sure that the marketing team 

is providing correct and consistent information regarding the lead that is being generated, which helps 

maintain consistency between the team and the customer. Ensure that the research team of marketers is 

also researching the information regarding each lead proficiently so that further communication with the 

lead can be done by the means of whichever communication channels you’ve chosen to employ.

Running a clean lead generation campaign is serious business. Compliance should be at the center of your strategy, 

every time. Data protection can be complicated but is an absolutely necessary component of your strategy. Data is 

a crucial part of generating leads, and needs to be reliable and accurate. 

●

Be sure your website has an SSL certificate. The difference between a secure website and a nonsecure website 

is that the secure website contains an “s” after the “http” in the domain bar. 

https://www.npr.org/
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If the website does not have an SSL certificate, the icon with the lock would not appear in your 

browser. Furthermore, browsers like Chrome will show users a warning message before you load 

unsecure websites. Companies like https://www.comodo.com/ offer both free and paid versions of an 

SSL certificate.

●

It’s important to choose a secure payment gateway. After all, if you’re accepting payments on your 

website you’re responsible for making sure your process is secure. There’s no shortage of credit card 

and payment processing companies to choose from. For a simple website integration, I recommend 

Stripe. Below you’ll find a list of companies. Keep in mind that if you’re choosing an ecommerce 

platform like Shopify, the payment processing is already set up for you. You’ll just need to activate and 

set up the shipping functions and sales tax features. 

https://www.comodo.com/
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●

There’s no shortage of Content Management Systems for you to build your website on. From 

Wordpress and Joomla to Drupal and hundreds more. After generating 20 million leads and having 

launched thousands of websites and online lead generation campaigns, I can say without any 

hesitation that Wordpress is the best option for most use cases. As it pertains to security, it’s no less 

secure than other systems. If you update your Wordpress monthly along with the plugins, manage 

your hosting and passwords regularly, you’ll probably never experience any security issues. Plus, the 

Wordpress community is worldwide. There are thousands of local community meet ups. You can also 

view thousands of video tutorials on Wordpress.tv. Lastly, you can choose to attend one of hundreds 

of Wordcamp conferences around the world. You’ll meet Designers, Developers, Entrepreneurs and 

thought leaders. I was on the organizing committee for WCMIA – WordCamp Miami for many years. I 

even had the honor to speak at this conference and run the digital marketing campaigns for several 

years. There’s no way I can write this eBook and not mention the Wordpress king himself, Mr. Matt 

Mullenweg. He was only 19 when he launched Wordpress.  You can find him here https://ma.tt/.

https://ma.tt/
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❶ Free and Open Source

❷ Automatic is the parent company

❸ Tons of options for Plugins (applications that run on your website to help you accomplish your goals)

❹ As of June 2020 WordPress powers 37.6% (source: w3techs.com)

❺ Their CMS and Visual Editor work great

❻ Lots of options when it comes to Themes (you’ll want to check out Themeforest or Creative Market)

❼ Blogging made easy

❽ Search Engines like Google and Bing love the platform (SEO made easy by plugins like Yoast)

❾ Flexible options for updating your site and growing your company

❿ Accessibility & a Community of passionate Developers around the globe work on improving the CMS 
everyday

Some websites powered by Wordpress:

●

You need to keep in mind that when you collect website user data, you are subject to the guidelines set 

forth by the Federal and State government agencies. Below you’ll find the most common regulations you 

need to pay attention to when running lead generation campaigns online. 

https://automattic.com/
https://wordpress.org/plugins/
http://wordpress.org/
https://wordpress.org/themes/
https://wordpress.org/news/
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Do you use email in your business? The CAN-SPAM Act, a law that sets the rules for commercial email, 

establishes requirements for commercial messages, gives recipients the right to have you stop emailing them, 

and spells out tough penalties for violations.

Despite its name, the CAN-SPAM Act doesn’t apply just to bulk email. It covers all commercial messages, 

which the law defines as “any electronic mail message the primary purpose of which is the commercial 

advertisement or promotion of a commercial product or service,” including email that promotes content on 

commercial websites. The law makes no exception for business-to-business email. That means all email – for 

example, a message to former customers announcing a new product line – must comply with the law.

Each separate email in violation of the CAN-SPAM Act is subject to penalties of up to $43,280, so non-

compliance can be costly. But following the law isn’t complicated. Here’s a rundown of CAN-SPAM’s main 

requirements:

. Your “From,” “To,” “Reply-To,” and 

routing information – including the originating domain name and email address – must be accurate and 

identify the person or business who initiated the message.
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The subject line must accurately reflect the content of the 

message.

The law gives you a lot of leeway in how to do this, but you must 

disclose clearly and conspicuously that your message is an advertisement.

Your message must include your valid physical postal 

address. This can be your current street address, a post office box you’ve registered with the U.S. Postal 

Service, or a private mailbox you’ve registered with a commercial mail receiving agency established under 

Postal Service regulations.

Your message must 

include a clear and conspicuous explanation of how the recipient can opt out of getting email from you in 

the future. Craft the notice in a way that’s easy for an ordinary person to recognize, read, and understand. 

Creative use of type size, color, and location can improve clarity. Give a return email address or another 

easy Internet-based way to allow people to communicate their choice to you. You may create a menu to 

allow a recipient to opt out of certain types of messages, but you must include the option to stop all 

commercial messages from you. Make sure your spam filter doesn’t block these opt-out requests.

. Any opt-out mechanism you offer must be able to process 

opt-out requests for at least 30 days after you send your message. You must honor a recipient’s opt-out 

request within 10 business days. You can’t charge a fee, require the recipient to give you any personally 

identifying information beyond an email address, or make the recipient take any step other than sending 

a reply email or visiting a single page on an Internet website as a condition for honoring an opt-out 

request. Once people have told you they don’t want to receive more messages from you, you can’t sell or 

transfer their email addresses, even in the form of a mailing list. The only exception is that you may 

transfer the addresses to a company you’ve hired to help you comply with the CAN-SPAM Act.

The law makes clear that even if you hire 

another company to handle your email marketing, you can’t contract away your legal responsibility to 

comply with the law. Both the company whose product is promoted in the message and the company that 

actually sends the message may be held legally responsible.
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The Federal Trade Commission (FTC) amended the Telemarketing Sales Rule (TSR) in 2003, 2008, 2010 

and 2015. Like the original TSR issued in 1995, the amended Rule gives effect to the Telemarketing and 

Consumer Fraud and Abuse Prevention Act (TCFPA). This legislation gives the FTC and state attorneys 

general law enforcement tools to combat telemarketing fraud, gives consumers added privacy protections 

and defenses against unscrupulous telemarketers, and helps consumers tell the difference between 

fraudulent and legitimate telemarketing. This guide describes the types of organizations and activities that 

are subject to the TSR and explains how to comply.

● require disclosures of specific information

● prohibit misrepresentations

● limit when telemarketers may call consumers

● require transmission of Caller ID information

● prohibit abandoned outbound calls, subject to a safe harbor

● prohibit unauthorized billing

● apply to all upsells, even in unsolicited calls from a consumer

● set payment restrictions for the sale of certain goods and services

● require that specific business records be kept for two years

TCPA Regulations and Guidelines.

What is regulated under the TCPA?

The Telephone Consumer Protection Act (TCPA) regulates telemarketing calls, auto-dialed calls, 

prerecorded calls, text messages, and unsolicited faxes. It also is the authority to create the National 

Do-Not-Call List. The Federal Communications Commission (“FCC”) is empowered to issue rules and 

regulations implementing the TCPA.
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The FCC has determined that debt collection calls are not telemarketing calls. Therefore, under the rule 

the FCC has stated that with respect to autodialed or prerecorded debt collection calls, to the extent that 

they do not contain telemarketing messages, would not require any consent when made to residential 

wireline consumers, but require either prior written or oral consent if made to a consumer’s wireless 

number referring to 47 C.F.R. § 64.1200(a)(1).

On February 15, 2012, the Federal Communications Commission (FCC) issued a Report and Order 

(Order) that updates and clarifies certain provisions of the TCPA. Remaining in effect is the FCC’s earlier 

ruling that autodialed or prerecorded collection calls to wireless numbers are made with the consumer’s 

“prior express consent” if the consumer has given the cell phone number to the creditor for use in normal 

business communications, such as in a credit application.

The FCC also provided in the Order a non-exhaustive list of other types of calls that are exempt from the 

written consent requirement reserved for telemarketing calls, such as research and survey calls and bank 

account fraud alerts to the extent they do not contain telemarketing messages as well.

Europe’s new data privacy 
and security law includes hundreds of pages’ worth 
of new requirements for organizations around the 
world. This GDPR overview will help you understand 
the law and determine what parts of it apply to you.

The General Data Protection Regulation (GDPR) is 
the toughest privacy and security law in the world. 
Though it was drafted and passed by the European 
Union (EU), it imposes obligations onto organizations 
anywhere, so long as they target or collect data 
related to people in the EU. The regulation was put 
into effect on May 25, 2018. The GDPR will levy 
harsh fines against those who violate its privacy and 
security standards, with penalties reaching into the 
tens of millions of euros.

http://transition.fcc.gov/Daily_Releases/Daily_Business/2012/db0215/FCC-12-21A1.pdf
https://gdpr.eu/
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We created this website to serve as a resource for SME owners and managers to address specific 
challenges they may face. While it is not a substitute for legal advice, it may help you to understand where 
to focus your GDPR compliance efforts. We also offer tips on privacy tools and how to mitigate risks. As 
the GDPR continues to be interpreted, we’ll keep you up to date on evolving best practices.

If you’ve found this page — “what is the GDPR?” — chances are you’re looking for a crash course. Maybe 
you haven’t even found the document itself yet (tip: here’s the full regulation). Maybe you don’t have 
time to read the whole thing. This page is for you. In this article, we try to demystify the GDPR and, we 
hope, make it less overwhelming for SMEs concerned about GDPR compliance.

CCPA was signed into law on June 28, 2018, and went into effect on January 1, 2020. CCPA grants 
California consumers robust data privacy rights and control over their personal information, including the 
right to know, the right to delete, and the right to opt-out of the sale of personal information that 
businesses collect, as well as additional protections for minors.

What is the ADA?

ADA stands for the Americans with Disabilities Act. It was signed into law by President George Bush in 
1990, and it’s America’s most important law regarding accessibility and civil rights for people with 
disabilities, including web accessibility.
Essentially, ADA prohibits discrimination against anyone based on ability or disability. It came about after 
a 2-year campaign to advance civil rights to marginalized groups, including Americans with disabilities. 
Disability activists and advocates lobbied intensely for laws that would prohibit discrimination, and from 
1988 they began to garner cross-partisan support for federal legislation.

ADA draws on the precedent that was set by Section 504 of the much older Rehabilitation Act, which 
guarantees certain rights to people with disabilities. However, the Rehabilitation Act was very limited and 
only applied to the government sector.

How does the ADA affect websites?

https://gdpr.eu/email-encryption/
https://gdpr.eu/tag/gdpr/
https://www.govinfo.gov/content/pkg/STATUTE-104/pdf/STATUTE-104-Pg327.pdf
https://mn.gov/mnddc/ada-legacy/ada-legacy-moment26.html
https://www.law.cornell.edu/uscode/text/29/701
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It was clear from the beginning that ADA affected every kind of business in the physical realm, but it’s 

less obvious that it covers websites and online spaces. The 1990 bill obviously did not predict today’s 

huge breadth of internet use. The past decade brought a range of rulings from the U.S. courts, with 

some insisting that websites do not qualify as a 

However, as the internet became more important and websites played a bigger role in the way that 

consumers interact with businesses, the way that ADA is applied to web accessibility began to change.

Since 2017, a clear consensus emerged that ADA also covers the online world. Disability rights 

activists, legal scholars, and court rulings have agreed that websites, internet portals, and online 

stores also need to be accessible for people with disabilities.

In September 2018, Assistant Attorney General Stephen Boyd wrote an official letter to members of 

Congress that said “The Department first articulated its interpretation that the ADA applies to public 

accommodations' websites over 20 years ago. This interpretation is consistent with the 

ADA's...requirement that the goods, services, privileges, or activities provided by places of public 

accommodation be equally accessible to people with disabilities."

Today, U.S. courts apply ADA and its accessibility requirements to the online domain, which means 

that websites should comply with ADA rules.

ADA’s relevance to web accessibility isn’t just theoretical. Since 2017, the number of ADA title III-

related lawsuits skyrocketed. In 2017, 816 ADA Title III lawsuits were filed, but in 2018 that number 

rose to over 2,200 cases. That’s a rise of 180%, and it’s only the tip of the iceberg. It doesn’t reveal the 

increasing number of ADA legal complaints and lawyers’ demand letters that were filed against 

businesses with non-accessible websites in the last few years, because they never become part of the 

public record.

Experts estimate that approximately 40,000 demand letters were sent in 2018, and 2019 has peaked 

with over 100,000 demand letters and over 10,000 lawsuits.

http://www.techlawjournal.com/courts2002/accessnow_southwest/20021018.asp
https://smallbiztrends.com/2019/08/make-your-website-ada-compliant.html
https://www.afb.org/blog/entry/department-justice-confirms-ada-applies-online-accommodations
https://www.lflegal.com/2018/09/doj-cut/
https://blog.usablenet.com/2018-ada-web-accessibility-lawsuit-recap-report
https://www.city-journal.org/html/ada-litigation-monster-15128.html
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WCAG stands for the Web Content Accessibility Guidelines. They are the most important guidelines 

for web accessibility policy and set the standard for web accessibility legislation in most countries 

around the world.

To really understand why the WCAG matters so much, you need to know who is behind them. The 

WCAG was created by the World Wide Web Consortium, known as the W3C. The W3C was founded in 

October 1994 in the halls of MIT’s Laboratory for Computer Science (MIT/LCS), when global web 

activity started soaring. Founding members included top scientists, and by late 2019, the organization 

has over 440 members including leaders from business, nonprofit organizations, universities, 

government entities, and relevant industries.

W3C’s originally focused on standardizing web protocols so that websites and web tools would be 

compatible with each other. Every W3C standard is reviewed several times, tested, and analyzed 

before it’s approved by members. Usually, W3C standards have 3 levels of compliance, from A to 

AAA.

Web accessibility was one of the earliest issues that W3C addressed. The first WCAG was published in 

1999, but it was revised in 2008 as WCAG 2.0 and updated again in 2018 in the form we use today.

https://www.w3.org/
https://www.w3.org/TR/WCAG20/
https://www.w3.org/TR/WCAG21/
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Measuring how well your campaign is performing is essential to the success of your lead generation campaign. 

Adopting lead scoring tactics will help in identifying the nature of the leads that are coming to buy your products or 

services. Potential factors that are included in determining the score of the leads are demographics and behavior 

of the people or the individuals looking at your business. You’ll determine how much of a “fit” the potential client is 

with your brand. This information is effective in understanding the qualifying criteria for the leads you will want 

your team to spend their valuable time on. You may want your rookies or new hires to spend their time working 

the lower scored leads and leave the high scored leads to your superstars. You can score leads from cold to warm 

to hot. Rookies work the colder leads while senior team members get the hot leads -- because the higher the score 

of the lead, the higher the chance that lead is going to convert itself into a sale. You’ll also use analytics tools to 

determine click-through rates (CTR), conversion rates, cost per customer and more to measure the success of your 

campaign. 

Once you measure the performance of your campaign, you will want to optimize based on the results. You’ll see 

what’s working and what’s not working and make any necessary changes to help your campaign perform better. 

Optimization is a constant in your lead generation efforts -- some tactics that once worked well will no longer work, 

and you’ll need to stay vigilant in optimizing your campaigns for optimal performance. This helps ensure you’re not 

wasting precious time and resources. 
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You’re ready to launch! This is what you’ve been working toward. This step should address the what, who, when, how much 

and where. Use the template below to organize your campaigns.

1. What offer will you promote and why?

2. Who on your team is going to manage the campaign and handle the leads?

3. When will you begin your campaign and how long will it run?

4. How much you will budget for the campaign?

5. Where will you promote your campaign?

Campaign Name: ___________________________ Date:_______________

Product/Service (Offer): _________________________________________

UVP (unique value proposition):___________________________________

Campaign Manager: ____________________________________________

Sales Manager: ________________________________________________

Customer Relationship Manager: __________________________________

Launch Date: ____________________ Campaign Duration: _____________

Campaign Budget: ___________________ Approved by: _______________

Distribution Channels:   □ PPC    □ Social      □ SEO      □ Email     □ Affiliate 

□ Direct Mail     □ Call Center    □ TV       □ Radio  
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When it comes to the “offer,” your team needs to think about the product or service it wants to generate leads for. 

The offer is simply one part of the marketing mix. The marketing mix is a foundation model for businesses, 

historically referred to as the “4 Ps” (product, price, place, and promotion). You want your product/service to fulfill a 

certain consumer demand or be so compelling that consumers believe they need to have it. It’s important to 

understand consumer behavior as well as sales cycles of similar products. If there’s one step to pay extra close 

attention to, it’s definitely this one. All too often companies launch products and services without any feedback from 

their would-be customers. While I understand most small businesses do not have the budgets to run focus groups, it 

can be as simple as inviting 20, 50 or 100 current and past clients to tell you what they think about the offer. The 

feedback can help you figure out price positioning, what distribution channels to promote the offer in and how to 

promote it in the marketplace. Your graphic designer will need to create mock ups of the online ads. Those ads need 

to be consistent with your website branding, direct mail assets and all other types of creative assets. This is true for 

both the visual aspects of the ads but the copy as well. 

There are a number of conventional online lead generation strategies, and you’re sure to find the combination that works 

best for your goals, which should be illustrated by the results and meaningful relationships you create with your customer. 

Although online lead generation will continue to evolve, there are many tried and true online lead generation strategies 

which will always work as the main vehicle for sales growth. The template above offers a quick and easy way to look at all 

the major elements of an online lead generation campaign. Most importantly, it helps answer the question, What is the 

Bottom Line? The Bottom Line will tell you whether the campaign was a success or failure. It’s important for you to compare 

the results of each source and distribution strategy. At a glance a campaign may seem to be a success until you dig deep and 

find out that although you generated the target number of leads desired, it didn’t result in the sales or revenues that would

make it a successful campaign. Let’s get into the questions you need to answer and the online lead generation strategies 

that work:
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When launching an Online Lead Generation campaign, you may want to consider assigning it to one employee. That 

person can be the project manager or liaison who organizes all the aspects and people involved in the campaign. A 

typical campaign will involve Accounting, IT, Web Developer, Marketing, Sales and Customer Service. Each team 

member needs to understand the goals of the campaign in order to integrate it with their department goals. If you 

decide that you’re outsourcing the Online Lead Generation campaign, then you have to coordinate with all those 

involved. One person alone can’t do it all! Even when you have a full time Marketing Manager it’s likely they already 

have their work cut out for them with the broad marketing strategies. You may consider creating a flowchart like the 

one below to address the various tasks and departments involved. 

If you decide to hire a Digital Marketing Agency or a freelancer, here are some questions to ask before you hire 

them.
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❶ Have you created a campaign in my vertical? 

❷ Can you provide sample work and references?

❸ How will you measure your efforts? Can you share a few Case Studies?

❹ What are the latest techniques and trends?

❺ What kind of tools do you use?

❻ What kind of reporting will you deliver?

❼ How long will it take to see results?

❽ How much will it cost?

❾ Who will I be working with on my campaign?

❿ What’s the length of your contract?

Before you decide on when you want to launch your online lead generation campaign, you should consider the 

following:

● Will my team be ready to handle the increased number of leads?

● Have I considered any seasonality variables?

● Has the budget been approved for the campaign?



56

The cost of generating leads is a tricky topic of conversation. Every business owner would love to generate leads at 

the lowest possible cost. The reality of quality versus quantity is as true here as it is in other areas of our lives. Simply

put, YOU GET WHAT YOU PAY FOR! For example, most Personal Injury Attorneys understand that a PI (personal 

injury) lead is worth $200. The CPL (cost-per-lead) isn’t created out of thin air. This is what the data shows across 

several digital advertising channels. It’s based on the very complicated, often auction-based online advertising 

system. Supply and demand is basic economics. If Lead Generation Company X comes around offering you that 

same PI lead for $25, it should probably raise some red flags. It never ceases to amaze me how intelligent business 

owners will quickly part with their money in hopes of an easy win. Every business is different; therefore every 

calculation of cost per lead will be different. This is a number you should be familiar with for your particular business.

Here’s an easy way to calculate your cost per lead or cost per sale. The example below will help you decide on what 

a lead is worth to you.

How much will I sell my product or service for? $1,000

What’s my gross profit margin on each unit? 30% or $300

What’s my current lead-to-sale conversion rate? 20%

How much more revenue do we want each month? $10,000

What % of the gross profit margin can we invest into leads? 10% or $1,000

In the above example, the Home Improvement contractor is willing to pay $20 per lead. The $1,000 budget will 

generate 50 leads for 1 month. Assuming the lead-to-sale conversion rate remains at 20%, the contractor should 

close 10 sales. If the product is $1,000 per unit, then the company will have achieved the $10,000 in revenue. There 

are many other variables to consider, but the answer to how much you should allocate for an Online Lead 

Generation campaign lies in your numbers. How much do you want to grow? What % of your gross profit or net 

profit do you want to reinvest into generating leads? Will there be an increased cost in overhead or hiring a new 

salesperson? If you’re selling a product, will the COGS (cost of goods sold) be lowered if the quantity you produce 

goes up due to the increase in leads? 
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I can give hundreds of examples of what a lead is worth to a business owner. You can have 2 Auto Dealers in the 

same market who are after the same target audience. One is willing to pay $50 per lead and the other is willing to 

pay up to $500 per lead. The question of what a lead is worth to your business or sales team comes down to a 

personal business decision.

●

Search Engine Optimization (SEO) offers you the ability to target keywords that internet users will likely use to 

search for the type of product or service your business offers. With a goal of growing the quality and quantity of 

traffic to your website from a search engine, SEO is a way to improve the likelihood that those customers who 

are looking for your type of product or service will find your business. You are looking for organic traffic here, not 

paid-for results. Your SEO results can be affected by many different variables, such as your website’s metatags, 

internal links, keyword research, solid content and more. SEO very much relies on the optimization side, with the 

ever-changing search engine algorithms forcing marketers to consistently evaluate and tweak their efforts. You 

have to be willing to consistently create and optimize new content to your website. Google has hundreds of 

ranking factors that are updated thousands of times per year. You should not try to chase every move the SERP’s 

(search engine results pages) make. They would like for internet users to believe that their mission is to provide 

everyone with a better experience when searching for any and all things under the sun. 

The majority of Google’s revenue is generated through their Advertising arm, not through the search engine 

itself. In my opinion, if Google really wanted users to have the best experience they would have 2 search 

engines. One where all of the content is validated through a series of open-sourced steps much like Wikipedia. In 

this scenario you would not encounter any ads. If you were doing research there would be no tracking or 

manipulation of the content or the websites providing the content. The other search engine would be a 

marketplace-based SERP. For example, if you were looking for a plumber you would expect the plumber’s ad to 

come up with an offer presented. After all, there are a number of products and services that the average 

consumer needs and wants in that moment without the need for research. 

All that to say that SEO is not the most reliable source of generating leads online. You can do basic SEO using 

plugins like Yoast on your Wordpresswebsite. The most difficult element of SEO is to consistently create quality 

content. 
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●

A validated way of getting into the mind of your 

customers is to find the keywords potential 

customers type into search engines when 

searching for your products or services. Pay-per-

click is an internet advertising model used to 

drive traffic to websites, based on advertisers 

(your business) paying for clicks to their 

website/ad/landing page. This strategy gives 

you better command over the terms you wish 

to interact with. Pay-per-click results are also of 

greater quality.

An important point to keep in mind when launching an online lead generation campaign is whether to 

promote your campaign via display-based ads or text/search-based ads. Display-based ads are great for 

businesses selling a product. It will give the brand the opportunity to tell a story and the consumer to visualize 

their purchase. Generally speaking, display ads are great for branding, top of the funnel type of promotions. 

Most of the exceptions fall into the Ecommerce industry for D2C (Direct-To-Consumer) brands in verticals like 

fashion and cosmetics. After all, Ecommerce companies are designing their website and digital campaigns to 

sell a product on the spot. Display ads include carousel ads, video ads, static images, etc. 

For service type businesses, text/search-based ads are more effective. The reason for this is that service type 

businesses like lawyers, dentists, insurance agencies, home services contractors, mortgage brokers, real estate 

agents and more need leads in order to generate sales. Even a product type business like car dealerships 

depend on online lead generation. For one thing, most consumers don’t tend to buy a higher priced product or 

service on a website without having spoken to someone or visited a showroom. 
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●

Email is not dead! When done effectively, 

email marketing is the most cost effective 

way to generate leads.  You can choose 

to either create a campaign targeted to 

your subscriber list or you may create an 

offer that you will promote through 

affiliates. You’ll want to be sure that you 

decide on an email validation software 

before launching this campaign. You’ll 

also want to pay close attention to 

compliance by familiarizing yourself with 

CAN-SPAM regulations, as discussed 

previously. 
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If you want a powerful way to connect with your audience, your business should be using email 
marketing. This has long been recognized by industry experts as one of the best ways to grow your 
business. Here are 10 reasons why you should be using email as one of your top promotional tools:

❶ It Frees You From Being Dependent on Google – When you have your own list, you have a way to 
contact your subscribers without worrying about SEO or search engines.

❷ Your List Becomes More Valuable Over Time – If you use effective list building strategies or have 
experts such as Prediq Media handle this for you, your list will keep growing and gaining profitability.

❸ It Keeps You in Regular Contact With Your Audience – If you send out newsletters once a week, you 
will have a chance to keep your subscribers updated on your latest products and offers.

❹ It Helps You Build Authority – Newsletters are not only good for promoting but also to provide your 
audience with helpful content. This helps you build your reputation as an industry expert.

❺ It’s a Traffic Generating Tool – You can include links to your website, sales pages or social media 
pages with your emails. This can be a powerful way to build traffic.

❻ It’s Simple to Automate – If you use Mailchimp or another auto-responder service, you can automate 
tasks like sending out emails.

❼ Gives You the Ability to Send Personalized Messages – Services such as Mailchimp allow you to 
personalize your email messages, which is a proven way to get more people to open and read your 
emails.

❽ You Can Leverage Email Segmentation – One of the tricks that your marketing agency can help you 
with is creating segmented lists for different types of customers. Effective list management means 
carefully targeting each message to the right audience.

❾ It’s a Low Cost Form of Marketing – Compared to other types of marketing, such as paid advertising, 
it costs very little to build and manage an email list.

❿ Results Can Be Easily Measured – There are many tools to help you track and test metrics such as 
open rates, click through rates and other important data. This allows you to test different tactics and 
refine your approach.
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For most companies who have not taken advantage of Email Marketing as a method of generating leads online the 

main question is, how do I get subscribers? Email lists are a great way to get the word out to your clients. This allows 

extra business opportunities as you provide them valuable information in newsletters, announce sales or simply remind 

them that you are there. Establishing an email list can take time, though there are some great shortcuts. Here are some 

of the ways to grow your email list:

1. Sign-up sheets in your brick and mortar store (if you have one)

2. Pop-ups to get website viewers to sign in before reading content

3. Offer a newsletter with free, valuable advice

4. Hire an email marketing service like Mailchimp or PrediqMedia

5. Attend vendor fairs and offer giveaways for clients who sign up

6. Offer coupons to mailing list members

7. Offer special sales for subscribers only

8. Discuss list-building strategies with your marketer

9. Hire out list management services to someone who specializes in this

10. Give free online gift codes with email subscription

11. Get a Twitter account and advertise the advantages of being on your list

12. Get a Facebook account and make it seem fun and worthwhile to be on your list

13. Host fun contests for your email readership

14. Make YouTube videos that provide valuable information to your clients

15. Offer VIP services for your members when possible

16. Give your email members an easy way to speak to you and give feedback

17. Hire bloggers. Offer first-access to their blogs

18. Address important ideas and news items in your industry

19. Be funny enough for people to want to read about you

20. Be knowledgeable enough for people to want to read about you

21. Give lots of freebies and fun items so people want to check back and know what you’re up to.
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There are a few basic rules to keep people engaged with you on a 

regular basis when they’re not actively looking to buy. These rules 

are similar to those that TV commercials follow, but they’re updated 

for the world of online media. Be free. Be fun (or funny). Be valuable. 

People will sign up if you’re free. They will likely delete you if you 

don’t follow at least one of the other two rules. If you’re fun or funny, 

they will go to you when they’re bored. Think YouTube and kitten 

videos. If you’re valuable, full of information, extra sales and coupons 

or other incentives, then they will keep you and pass you on. People 

like getting a good deal. If your email list gives them that, you will 

have a valuable constant audience for your marketing.

●

Social networking sites such as Twitter, Instagram, LinkedIn, Facebook, Pinterest and others can be viable 

channels to generate leads, primarily through paid advertisements and influencer marketing. In order for a 

lead generation campaign to be successful on social, you’ll need to consistently create content and engage 

with your audience. 

The question SMB’s want to know is, does using Facebook Ads actually help drive sales? We all want to 

generate more leads to help increase sales. There are so many platforms to choose from these days. When it 

comes to Digital Marketing, Google and Facebook are the 2 main gigs in town. Since most businesses have 

tried Google Ads at one point or another, or building up their SEO so they can rank higher, let’s take a look at 

Facebook Ads. 

Clearly, there’s a big opportunity on FB, but is it an opportunity for SMBs? The answer depends on these 6 

variables:

❶ What industry are you in?

❷ Where’s your market?

❸ How are your competitors doing online?

❹ How mobile are you & your customers?

❺ Are you B2B or B2C?

❻ How good is your website?
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Keep in mind that these Digital Ad platforms are in business to make a profit. They don’t always have your best 

interests in mind. They’ve overstated results for advertisers in the past. Like every other channel, you need to dig 

deep and find out if your target audience is spending time on these social media websites. It doesn’t hurt to have 

a profile, but if you’re not seeing results from creating content and running ads, then it’s time to invest your time 

and money elsewhere. The reality is that Facebook, Instagram, Twitter, YouTube and others are in the business 

of entertainment. Users don’t necessarily go there to buy products. They go there to connect with friends and 

have a good time. LinkedIn has become the same for B2B companies. People spend time on LinkedIn to connect 

and consume information. When businesses and consumers want to buy a product, they’re likely to turn to 

Amazon or Search Engines. 

●

In the most simplistic way to define it, affiliate marketing is ultimately creating a referral network for your 

website. This is accomplished by selecting a software or form to manage the affiliates that you recruit to 

promote your product or service. Using either an affiliate management system or an internal tracking system, 

you assign each affiliate a unique campaign ID, which tracks the traffic that your affiliate is sending to your 

landing pages. Then you need to decide what offers you want them to promote, as each affiliate will have a 

different audience. Lastly, you’ll decide on the cost model - cost-per-acquisition (CPA), cost-per-lead (CPL), cost-

per-click (CPC), cost-per-sale (CPS), cost-per-view (CPV), or cost-per-thousand (CPM). Are you creating all the 

creative assets or are they? Is the traffic going to your landing pages or theirs? Careful consideration must be 

given to what fields you want to include on your form. 

Whichever channel you choose to use, or a 

combination of several channels, it’s important to 

employ effective content enhancing strategies such 

as webinars to give your communications legs to 

stand on. Since webinar attendees must register, 

this is a great way to gather basic details about 

those attending a meeting. 

Below are some of the most popular Affiliate 

Networks. You may also want to check out the 

biggest industry conference for Affiliate Marketers, 

AffiliateSummit.com
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●

The first thing you want to do when choosing a Chat application for your website is to determine whether you 

need 24/7 coverage or not. This depends on the product or service you sell. Many chat services deliver 

anywhere from 20-40% more leads after the typical business hours of 9 a.m to 5 p.m. If you don’t have around-

the-clock coverage, you may be missing nearly half the leads you could be getting from your Live Chat provider. 

Consumers and businesses are very demanding and are accustomed to instant gratification. This can be seen 

with the increase in voice search. 

The great thing about chat is that you can work with a provider to develop a script with FAQ’s and qualifying 

questions to ask your leads. Other benefits of chat are that you can capture the conversations and integrate 

them into your CRM. Most chat providers also provide advanced reporting that you can align with other KPI’s for 

better attribution. 
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●

Lightbox popups are one of the most effective ways to first grab your visitor’s attention, build your email list, and 

share a targeted ad message in a cohesive manner. Popups allow you to share a targeted message to users at 

just the right time. In this case, timing is everything. Studies show that website conversion is increased when you 

use popups correctly. A plus side to using popup applications is that they seamlessly integrate with all email 

service providers. This means the email you capture will go right into your database. From there, you can 

activate an automated email drip campaign with a series of messages to the user.  Below is a list of some of the 

popup formats you’ll find from applications like OptinMonsteror Popup Builder by Sygnoos

• Lightbox Popup

• Fullscreen Welcome Mat

• Slide-in Scroll Box

• Floating Bar

• Countdown Timer

In the picture below, you can see that the website is muted in the background and the lightbox with an offer has 

popped up. You can set different popup offers for different pages. You’ll want to test with different filters such as 

how many seconds before they popup, placement on the screen, Call-To-Action, etc. Like all tactics in online lead 

generation, it’s not going to be a slam dunk if you optimize this tool incorrectly. If you trigger a popup at the 

wrong time, you will definitely not get the results you want.

• Sidebar Forms

• Inline Forms

• Content Locker

• Coupon Wheel Optins
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●

The online marketplace scene started popping up in the early 2000’s. I remember getting a mortgage through 

Lending Tree in June of 2001. It was the perfect solution for buyers and sellers online. For the most part, these 

platforms helped consumers find the best solutions and save time. A win-win. The business model for all 

marketplaces involves a high volume of online lead generation campaigns. The growth of marketplaces couldn’t 

be possible without the development of broadband and the smartphone. Broadband started to replace dial-up 

in the early 2000s, with half of all Internet users possessing a broadband connection by 2007. The iPhone was 

also launched in January of 2007 and Android in December of that year. This really allowed online marketplaces 

in every industry to go to the next level. This is also when the death of phone books and newspapers began. 
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Kbb.com, Edmunds.com, Autoblog.com, Cars.com, Trucar.com, Cargurus.com, Autotrader.com, 
Carsdirect.com, Autolist.com

Buyerzone.com, Capterra.com, Nav.com, DNB

Eharmony.com, Match.com, Okcupid.com, Tinder.com, Jdate.com

USNews, Collegechoice, Topuniversities, Newsweek, Schools.com
Onlinedegrees.com, Ratemyprofessors.com

Eventbrite.com, Meetup.com, Gigsalad.com, Gigmaster.com, Weddingwire.com, 

Creditkarma.com, Lendingtree.com, Bankrate.com, Autocredit.com, Roadloans.com 
Quicken.com, Prosper.com, Comparecards.com, Lendup.com, Cashnetusa.com

Angieslist.com, Homeadvisor.com, Porch.com, Thumbtack.com, Qualitysmith.com, Handy.com, 
Care.com, Modernize.com, Localcontractor.com, Houzz.com, Consumeradvocate.com 
Improvenet.com, Movers.com, Moving.com

Quotelab.com, Insurance.com, Policygenius.com, Supercheapinsurance.com, Lemonade.com, 
Insurify.com, Carinsurance.com, Compare.com, Insure.com, Netquote.com, 
Ehealthinsurance.com, Quotewizard.com

Ziprecruiter.com, Monster.com, Careerbuilder.com, Indeed.com, Glassdoor.com 

Upcounsel.com, Laywers.com, Nolo.com, Findlaw.com, Superlawyers.com, Avvo.com, 
Injury.com, Martindale, Legalzoom.com, Rocketlawyer.com

Healthgrades.com, Vitals.com, Webmd.com, Zocdoc.com, Zervo.com

Zillow.com, Trulia.com, Redfin.com, Realtor.com, Topagentranked.com, Offerpad.com, 
Homelight.com, Apartmentlist.com, Rent.com, Apartments.com 

Zagat.com, Opentable.com, Foursquare.com, Ubereats.com, Doordash.com, Grubhub.com, 

Yelp.com, Facebook.com, Google.com 

Ebay.com, Amazon.com, Google.com, Wayfair.com

Tripadvisor.com, Expedia.com, Travelocity.com, Kayak.com, Orbitz.com, Hotwire.com, 
Priceline.com, Hotels.com, Homeaway.com, Airbnb.com, vrbo.com

Businesses can and should be using online lead generation to benefit and help grow their businesses. 

Following the steps we’ve outlined, you’re sure to find that generating leads online and turning those 

leads into sales, and in turn, business growth, can absolutely be achieved.
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When you’re getting started with lead generation, you should familiarize yourself with a variety of basic 

terms. Here is a glossary of some basic lead generation and sales terms and definitions for your reference:

● Prospects that are at the bottom of the sales funnel and nearing a 

purchase.

● A method for qualifying likely sales prospects. 

You want to talk to people who have the budget, authority, need, and time for your product or service.

● Business-to-business.

● Business-to-consumer.

● Asking a lead to take an action. A CTA often takes the form of a digital image 

that encourages a lead to move closer towards making a purchase.

● A percentage of how many users actually click a link; a way of 

measuring the success of online or email sales campaigns. 

● A computer system that allows users to publish and 

edit content from a single interface.

● A marketing strategy that earns the attention of customers, drawing them in 

to attract new business through content marketing, search engine optimization, social media, and 

more.

● The marketing process of stimulating and capturing interest in a product or 

service for the purpose of developing a sales pipeline.
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● The process of building relationships with qualified prospects, regardless of their 

readiness to buy.

● The technique of assigning leads a score based on points given to a lead’s 

demographic attributes, behaviors, and web activity for the purpose of sending warm leads to sales.

● Prospects in the middle stages of the sales funnel.

● The process of pushing your message out to customers through general 

advertising and other paid programs.

● An Internet advertising model where advertisers pay every time their ad is 

clicked by a user.

● The results gained for your dollars spent.

● Collaboration between the sales and marketing team for 

common definitions of what constitutes a good lead and closed-loop lead lifecycles.

● The progression that your company tracks while generating, qualifying, and closing 

leads throughout the sales and marketing lifecycle.

● A part of a contract where a service is defined.

● Prospects in the top or beginning stages of the sales funnel.

When it comes to software and technology tools, it can be overwhelming to find the right one for your 

company. Below is a short list of the companies, ideas and tools you can use for designing your website 

and managing your digital marketing presence. To start, it must be said that there’s no tool better than 

building relationships with the veterans of the Lead Gen industry. There are 2 “must-attend” conferences 

you’ll want to attend if you’re serious about succeeding in Online Lead Generation. Lead Generation 

World & LeadsCon. You’ll meet the top players and learn about vendors you can use to build your 

campaigns. 
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Wix, Square Space

Creative Market, ThemeForest

Hire Agency, Web Developer, Marketing Consultant

Thumbtack, Associations, Colleges, LinkedIn, Upwork, Fiverr

Mautic, Marketo, Pardot

Buffer, Hootesuite, Sprout, Klout

Constant Contact, MailChimp, Emma, AWeber

WordPress, Joomla, Drupal, Sitecore

Code.org, Gitbub, Bluemix

Google Analytics, Facebook Insights, Google My Business, Google Search Console, Lucky 

Orange

Google Ads, Bing & Wordstream

Moz, Ahrefs, SEMRush, Spyfu

Facebook, LinkedIn, Slideshare, Pinterest, Twitter, Instagram, Youtube, Vimeo

Salesforce, InfusionSoft, Insightly, Zoho

Basecamp, DaPulse, Percolate, WP Plugins, Slack, Asana

Canva, Stencil, PicMonkey, Pablo

Buzzsumo, Mention, Epicbeat, Right Relevance

https://www.canva.com/
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The Lead Generation template is simply the forms you create on your website and landing pages. Below 

are examples of templates you can use depending on your industry. If you’re not clear on what your 

template should look like, you can go to any search engine and type in the keywords to your product or 

service, then click on your competitor ads and lastly follow the customer journey from the ad to the 

website to the form. Take note as to what questions they ask and how the forms are coded. 
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● Are there steps in the form process? 

● How many fields are in the form?

● Are there drop down fields or auto-fills available?

● What color is the Call-To-Action button?

● Does the information get saved?

● What does the “thank you” message look like?

You’ll find more templates at leadgen101.com/templates/lead-generation/

When it comes to converting leads and making impressions, your website is where the magic happens. 

Make sure your website is optimized for lead generation by using this handy checklist.

Start with your Website:

Use attention-grabbing headlines

Tie customer needs to solution benefits

Make calls-to-action clear and prominent

Use consistent voice

Write clear and concise copy

Copy edit for typos and grammatical mistakes

Keep paragraphs short 

Use easy-to-read font

Make content scannable

Use compelling imagery (little or no stock imagery)
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Include your logo 

Write a great headline

Focus on a single call-to-action

Entice readers to respond to your offer

Use plenty of bullet points 

Feature relevant visual(s)

Include a short form to capture leads

Display  a  “Thank You”  page pointing to a related offer

Use strong calls-to-action on each product page

Make contact information clear on the page

List pricing information (if applicable)

Address customer pain points

Organize your content logically

Make your content easily accessible, with one click

Include visual thumbnails of each asset

Make sure each page is optimized for SEO



Facebook

LinkedIn

Twitter

Instagram

Pinterest

YouTube

Now that you have all the tools, 

go out there and use them


