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What	We’ll	Learn

• By the end of today’s session, you should be 
able to:
– Describe a B2B lead generation framework
– List the key elements of that framework
– Apply a B2B lead generation strategy to your 

organization
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Agenda

• Overview of  a B2B Lead Generation 
Framework

• Review Each Element with Examples
• Action Items & Next Steps
• Additional Links & Resources
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B2B	Lead	Generation	Framework
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Define	Your	Target	Audience	–
Market	Segmentation

• Industry
• Location
• Organization Size

– revenues or net profit
– # of employees

• Transactions
– # of transactions
– frequency of transactions
– value of transactions

• Usage
– heavy, medium, light
– complementary products / services

• Time in Business
But, who specifically is your customer?!

Secondary
Target
Market

Primary
Target
Market
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Define	Your	Target	Audience	–
Customer	Persona

A semi-fictional representation that showcases the key traits of your target 
customer (ideally, based on data and customer research):
• Fictitious Name & Photo
• Position, Title, Job Experience
• Personality Type

– Introvert vs. extrovert
– Right brain vs. left brain
– Optimistic vs. pessimistic

• Online Behaviours
• Pain Points / Challenges
• Goals
• Objections

– “Build or buy”
– No budget
– Not now
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Define	Your	Target	Audience	–
B2B	Customer	Persona	Example
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Set	Your	Goals,	Objectives,	&	Targets

What do you want your leads to DO?
• Primary conversions

– Purchase
– Donate

• Secondary conversions
– Sign up / provide contact information

• Trial
• Webinar / Demo
• Newsletter
• Downloadable content, e.g., whitepapers, research, etc.

• Specific KPIs and Targets
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Develop	Content	/	Lead	Magnets
A “lead magnet” is a free item or service that is given away for the purpose of 
gathering contact details.
Types of Lead Magnets

– Educational lead magnets
Teach your visitors something they don’t already know

– Useful lead magnets
Provide a tutorial, calculator, or other tool with which they can solve a problem

– Community-building lead magnets
Create a way for your audience to build a community based on the things they have in 
common, e.g., direct challenges and group forums

– Entertaining lead magnets
Inspire or entertain your audience, e.g., quizzes

– Bottom of funnel lead magnets
“Push” the visitor from lead to customer, e.g., free trial, discount codes, free 
consultation
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Nurture	&	Close	Your	Leads
Lead nurturing and closing is a key component of your sales activities. The following recommendations are just a 
few ways to nurture and hopefully close your leads.

• Targeted content
Tailor intriguing, entertaining, and delightful content to target audience members so you can identify the 
most-qualified leads.

• Multi-channel lead nurturing
Reach and nurture your audience where they are — on multiple channels! Don’t just stick with one channel.

• Multiple Touches
Boost touches with a mix of content types and channels to increase your interactions and engagement 
among target audience members.

• Timely Follow Ups
Follow up with your leads in a timely manner to keep them engaged and interested as well as keep your 
brand top of mind.

• Personalized Communications
Personalize your emails (and all lead nurturing tactics, when possible) to promote customer conversions.

• Lead Scoring 
Implement a lead scoring strategy to help you determine which leads you should focus your time on.

• Sales and Marketing Alignment
Align sales and marketing teams to improve your lead nurturing tactics and boost customer conversions.
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Get	Customer	Referrals
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Get	Customer	Referrals

The key to referrals is to ask for them!
Here are a few types of referrals to consider:

1. Word-of-Mouth Referrals
2. Online Reviews
3. Social Recommendations & Sharing
4. Email Referrals
5. Incentive-based Referrals
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Action	Items	&	Next	Steps
1. Define your target audience: identify your 

primary (and secondary) market(s), and 
develop detailed customer personas

2. Set your lead goals, objectives, and targets
3. Think about the types of lead magnets you 

can offer for your target audience(s)
4. Review your lead nurturing and closing 

strategies
5. Develop or improve your customer referral 

program(s)
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Additional	Resources

• How to Conduct a B2B Segmentation
• [Video] Buyer Persona Creation for B2B 

Business
• What is a Lead Magnet? – Definition and 

Guide
• 12 Lead Nurturing Software Options for 

Your Business
• 80 Referral Program Examples
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https://www.hello-adience.com/blog/how-to/how-to-conduct-a-b2b-market-segmentation/
https://www.youtube.com/watch?v=J27f89QxgnA
https://sendpulse.com/support/glossary/lead-magnet
https://www.leadboxer.com/blog/lead-nurturing/
https://www.referralcandy.com/blog/47-referral-programs/
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Thank	You!

Any	questions	or	further	ideas?	J
rochelle@rochelle.ca
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