
Advanced Lead Generation Techniques 

 
Advanced lead generation techniques involve creating leads online and then encouraging them to share 

their contact details. Remarketing (showing ads to people who have visited key pages of your website) 

can be used as well as other techniques for this process of gathering details about leads. 

Businesses can use this data to gather insight into how customers discovered the company and its 

products/services. 

Retrace your steps with old leads 

There can be various reasons why leads stop engaging with your business: they could have changed jobs 

or emails, made the switch from B2B product to consumer product or even simply stopped visiting your 

website altogether. Whatever their motivation may be, businesses must retrace these leads and 

attempt to understand why they did not convert into sales leads. 

This can be accomplished via online surveys or email; it should not come across as sales-y; rather it 

should feel more like an invitation for more interaction and assistance with vehicle maintenance. For 

instance, an auto company could reach out with a reminder to assist their customer maintain their 

vehicle. 

Also essential in lead generation marketing strategies is continuously testing and refining them. From 

calls-to-action (CTAs), landing pages, and content production, to ad copy, make adjustments until you 

find what resonates best with your ideal audience - this will make converting leads to loyal customers 

easier than ever! 

Ask customers for referrals 



Multiple leads are generated online using lead scoring and information collection forms, then forwarded 

to sales departments for processing. 

Qualification of leads and collaboration among marketing and sales departments are two benefits of 

lead qualification; however, other methods should also be explored for building referral networks. 

To ask for referrals in an unobtrusive way, your relationship with clients must remain strong. A simple 

email congratulating them on an achievement or mentioning an article both of you read could be 

enough to start things rolling. 

This strategy works especially well in B2B companies where customers often purchase from key account 

managers or senior employees. Furthermore, you can leverage your client's internal networks for 

potential referrals - for instance by searching LinkedIn 1st level connections of business leaders who 

might need your services; sending them blogs with information they might find beneficial; all this makes 

them more likely to refer your services to their contacts. 

Work with B2B micro-influencers 

 

As a business owner, you may employ various strategies to generate leads for your sales funnel. These 

may include e-books, webinars, social media posts, and remarketing campaigns - with the goal being for 

potential customers to provide their contact info and enter. 

Lead education is an integral component of lead generation. It allows your brand to establish trust with 

prospective leads by showing that you offer solutions for specific problems or needs. Education of your 

audience may take place through newsletters, seminars, networking events, and various types of 

content such as whitepapers, data reports, or courses. 

Micro-influencers are an excellent way to generate high-quality leads and build social proof for your 

brand. Their narrower target market makes them better able to promote your product to its target 

market more accurately than celebrity accounts do; B2B businesses may find using micro-influencers 

particularly effective; their knowledge will make it easier for potential customers to make an informed 

decision. 

Join or build a business referral network 



Building and expanding a client referral network is one of the most efficient ways to generate leads, yet 

it takes time and dedication for this strategy to produce consistent, quality referrals from these 

relationships. 

This may involve writing blog posts, producing free e-books or videos, or using search engine 

optimization (SEO) tactics to help leads discover you on their own. 

Establishing an online community can also help promote and build trust for your business. Create a 

system to keep in touch with your network by thanking them for recommending, touching base with 

them regularly, and offering additional value; for instance, a home service business might host an event 

where top-performing clients come and learn more about new services offered. 

Run your online community 

Lead conversion is the final stage of the buyer journey and occurs when visitors become qualified leads 

for your sales team. 

Video marketing has quickly become an effective means of engaging your target audience on social 

media and converting leads. Utilizing tools like video marketing software allows businesses to produce 

engaging, dynamic video content - an indispensable asset in modern businesses. 

Tools like lead scoring can be used to quickly identify which leads are most promising based on how they 

interact with your website, email campaigns, and other assets - the more valuable ones will receive 

higher scores to allow you to focus resources on them more effectively. 

Update your ideal customer profile 



 

Finding an ideal customer profile requires more than simply reviewing past purchases of your product; it 

also necessitates an assessment of which customers have provided long-term success for your company. 

This process entails analyzing your existing client base to discover commonalities among them and then 

identifying which characteristics should be the focus of marketing and sales initiatives. 

As criteria can include technographic data, investors, IPO or M&A status, revenue size, and location - this 

information can help create the perfect customer profile for sales and marketing teams to use as they 

work their magic. 

An effective strategy for determining which leads are worth converting is often to gauge their past 

purchasing history or estimate them more accurately than just guessing and making assumptions based 

on guesses alone. Doing this allows your team to save both time and money from wasted resources on 

leads who will never convert, while at the same time providing more accurate targeting ads tailored 

specifically for what your prospects care most about. 

Be everywhere your leads are 

There are various methods for you to generate leads. From blogs and explainer videos to webinars and 

case studies, creating informative marketing material can attract those searching for products/services 

like yours. Once these people come across it, direct them toward your website/landing page by offering 

something in exchange for their contact info such as a whitepaper/report/course, etc. 



Utilize features like swipe-up on Instagram stories or links or bitly URLs on Facebook to direct followers 

directly to landing pages. 

Email marketing is another effective method for generating leads, particularly when combined with 

account-based strategies. Email marketing enables you to target prospects that fit your ideal customer 

profile and may have a high demand for your goods or services. Furthermore, automated features allow 

you to track and nurture these high-quality leads through different lead stages until they become 

qualified prospects. 

Dominate ONE social media platform 

Blogging is an invaluable lead-generation technique with numerous applications. Blogging allows you to 

attract potential leads that align with your sales funnel, nurture them along, and eventually turn them 

into paying customers. Plus, blogging helps rank higher on Google searches and increase market 

visibility! 

Another way to generate leads is by running a contest on social media. Running such an initiative is easy 

to implement and can prove extremely fruitful in increasing followers and email subscribers. 

Offering free resources in exchange for contact information is an effective strategy in lead generation 

marketing. This can be accomplished using gated content such as a downloadable guide or report. For 

instance, a company that builds backyard decks may provide a free guide on deck maintenance in 

exchange for an email address - promoted via social media posts, emails, or digital ads - provided it 

meets target audience expectations and adds value.  

Get in front of the camera already 

An effective email marketing campaign targeting the most promising prospects can help convert 

potential leads into customers more effectively, which is why so many B2B marketers invest in an email 

strategy designed to generate high-quality sales-qualified leads (SQL) and convert these prospects into 

paying customers. 

Video marketing has emerged as an increasingly effective form of promotion for many businesses due to 

its growing prominence online. Utilizing infographics, YouTube videos, audio files, or quizzes as part of 

your campaign can increase user engagement while helping generate qualified leads more quickly. 

Gated content offers another effective means of generating quality leads. Producing and promoting 

downloadable material such as an ebook, white paper, or webinar can be an efficient strategy for B2B 

companies to generate leads. Furthermore, hosting webinars is another effective strategy to bring in 

highly-targeted prospects such as contractors or business professionals into your funnel - filling it up 

with quality leads! Finally, co-marketing with partner businesses with similar audiences to develop 

mutually beneficial gated content offers such as eBooks, templates, or reports for mutually beneficial 

eBooks templates or reports! 

Take it to the next level with your SEO 



 

Lead generation processes are an integral component of any marketing plan, from identifying potential 

customers and gathering their information to nurturing these leads through the sales funnel and 

creating assets like blog posts, infographics, whitepapers, videos, or any other form of content creation. 

Marketers consistently report that content marketing is an extremely effective lead-generation tactic. 

The key is creating relevant, useful, and interesting material for your target audience - for example 

offering e-books for free is an excellent way of generating leads; video content also captures attention 

easily while increasing user engagement. 

Social media can be an effective way to attract and engage your target audience, then gather their 

contact info using an online form. Once collected, offers, coupons, and special promotions can then be 

sent their way via mail or SMS text messages. Furthermore, live chat enables interaction with visitors as 

well as providing you with more detailed data about them. 

Go on a business podcast 

Growing your email list and acquiring new customers becomes simple when you incorporate business 

podcasts into your marketing plan. To maximize engagement among listeners, ensure each episode 

includes a strong call to action such as linking back to your website or offering something free as a lead 

magnet. This will foster relationships and keep listeners coming back for more. 



The Tim Ferriss Show Looking for practical business podcast advice that includes practical marketing 

advice? Look no further. Featuring interviews with business leaders and experts as well as topics such as 

brand building, social media strategy, and e-commerce tactics this is the place to be! 

This podcast is ideal for entrepreneurs who wish to expand their business while learning how to manage 

it better. Each episode typically lasts 20 minutes long and includes discussions on topics like customer 

service issues, new marketing trends, and other aspects related to running an online business. 

Furthermore, the episodes also explore the significance of staying true to oneself when running a 

company online. 

Perfect your sales cadence 

No matter where you are in your career, mastering sales cadences is key to reaching success. Cadences 

provide structure and order in how leads engage, helping increase productivity and performance. 

As part of creating your cadence, you must identify your goal. Are you trying to persuade people to 

schedule demos or sign up for trials? Knowing this will allow you to select appropriate outreach 

channels, emails, and call scripts for success. 

Keep your touchpoint frequency in mind; too many emails or phone calls could overwhelm prospects 

and cause them to stop engaging with your business altogether. 

One effective strategy to generate leads and ultimately convert more sales is offering content your 

target audience will find valuable for free in exchange for their contact information. This could range 

from offering a PDF guide on backyard deck maintenance to an exclusive webinar or video interview; 

even providing this content without cost will likely help fill up your funnel with qualified leads that could 

become conversions down the road. 

Be direct in cold emails 

To keep your lead generation process moving smoothly, cold emails should be delivered directly. Instead 

of just asking for a quote or price information, start by complimenting them on what your product could 

achieve for them and emphasizing its advantages; that way they're more likely to respond and take the 

necessary next steps. 

One key to a successful call is providing a compelling CTA that is evident to your target audience. This 

could be in the form of a link for free download (such as a template or guide) or even offering a video 

demonstration if someone is further along in their buyer journey. 

Advanced lead generation techniques can help your sales funnel fill with high-quality prospects who are 

eager to buy your products or services.  

Try competitive cold calling 

Cold calling often has a reputation for being ineffective when it comes to lead generation, but that isn't 

entirely accurate; cold calling can be just as efficient if done properly. 

Before approaching B2B leads your sales team must conduct extensive research. Make sure your leads 

work at the correct company and do as they claim they do. 

Make a call checklist that acts as a skeleton and reduces performance anxiety during calls. 



This should include questions to qualify the prospect and build a pipeline for your company, known as 

GPCTBA/C&I. This method ensures your calls focus on qualifying prospects while building pipelines for 

your organization. 

Nail your follow-up voicemails 

After a lead submits your contact form, you should collect their full name, email address, firm name, and 

URL. You can evaluate the lead and explain how your solution could assist their business. 

One effective approach to lead scoring is a lead qualification, which enables sales teams to quantify 

leads based on criteria they choose - for instance, those downloading your free deck maintenance guide 

might receive higher scoring than someone who simply subscribes to your newsletter. 

Once a prospect is qualified, you can nurture them with emails that speak directly to their needs and 

offer solutions that can help them overcome them. For instance, if someone expressed interest in your 

product but hadn't taken the next step yet (booking demo or trial request etc.), sending content such as 

sales vouchers and weekly tips might keep the conversation alive until they're ready to commit fully. 

Host a webinar or workshop series 

A webinar is an online video seminar that allows attendees to participate from any location with 

internet access, whether live or prerecorded, and including features such as polling, breakout rooms for 

group discussions, and screen sharing. Webinars can be used for many purposes ranging from lead 

generation, education, and training. 

Webinars have become an effective way for businesses to collect contact details of prospective 

customers and market to them later. Unlike coupons or ebooks that do not give businesses any contact 

info on users, a webinar requires participants to give their name and email address to take part. 

For maximum attendance, it's ideal to hold your webinar at a time convenient for your audience. 

Midday may be optimal depending on their workday schedules and peak business hours; try to avoid 

holidays and busy workweeks when setting dates/times; test different time slots until finding one which 

works better! 

Get a little controversial 

B2B lead generation differs significantly from business-to-consumer (B2C) marketing in how marketers 

find leads. While some of the traditional lead generation techniques still work for B2B leads, to generate 

MQLs efficiently on an industrial scale you must be more creative in your approach. 

One way of accomplishing this goal is through controversy-creation, which will generate links and press 

coverage that can boost both SEO and PR efforts, ultimately helping generate more leads for you. 

Another effective strategy for garnering more attention is creating an incredible blog post that 

addresses one of your target audience's problems. Snack Nation did just this when they released an in-

depth study about obesity that quickly became the go-to resource for anyone affected by it - and 

continues to drive traffic today. 

Finally, social media posts featuring opt-in forms may also help promote your offer and collect vital lead 

data such as email address, name, and job title without forcing people to leave the platform. 



Master LinkedIn prospecting 

LinkedIn can provide B2B sales professionals with an invaluable source of leads. 

LinkedIn stands out among social networks by connecting you with business prospects who are actively 

looking for products or services like yours. 

As with any marketing channel, LinkedIn provides the ideal means of lead generation when used 

properly. Send targeted connection requests and follow up with relevant content to increase acceptance 

rates; tailor 250-character messages accordingly with shared interests, recent engagement, or industry 

trend topics to boost acceptance rates. If you want to expand your LinkedIn prospecting efforts further 

consider using Expandi software which lets you send messages and connection requests on behalf of 

your business with one click while customizing and scheduling outreach messages to maximize results. 

Get on Twitter 

 Use tweets to provide resources or services that will help prospects address their challenges more 

easily. 

Engaging potential customers on Twitter will increase the odds that they become leads for your 

business. The key is creating content that stands out from all of the tweets and social media posts in a 

sea of tweets; though this might take some creativity, the rewards can make the effort well worthwhile. 

Twitter Lead Finder by Tweet Hunter can help you quickly identify new leads on Twitter. Using advanced 

AI, it identifies your target audience so you can connect with them and grow your business. Give it a try 

today to see how much more efficient Twitter lead generation efforts become! 

Answer questions thoughtfully on Quora 

Quora can be an excellent platform for finding potential leads if used effectively. Focus on answering 

questions your target audience would find relevant and interesting. Be sure to engage them through 

long thread discussions to establish authority and create trust with potential leads. 

 Feel free to include links back to your website as a means of encouraging people to learn more about 

what you provide - though doing this too frequently could easily turn people off! 

Utilizing advanced lead generation techniques can help you connect with your ideal customer profile, 

moving them closer to making their first purchase decision. When executed properly, these advanced 

lead generation strategies can transform leads into high-quality sales opportunities that drive revenue 

growth for your business. So what are you waiting for? Get moving today and generate leads! 

Conclusion 

No matter if your team operates B2B or B2C, there are numerous techniques available to them for 

qualifying and nurturing leads into paying customers. Some such techniques include offering special 

incentives or using social channels that have gained prominence, and psychological persuasion 

techniques. 

Some unconventional strategies may seem less conventional, yet still be successful if used effectively. 

Robin, a workplace platform, utilized LinkedIn because its members tend to prioritize career and skill-



focused conversations; TikTok was used instead to generate sales leads since its app had gained great 

traction among its target audience. 

One effective strategy for qualifying and nurturing leads is sharing useful content in the form of articles, 

guides, whitepapers, and videos. When creating this type of material, keep in mind that at least 50% of 

purchases begin their research online before making their decision. 


