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INTRODUCTION TO 
LEAD NURTURING AND 
LEAD GENERATION 

Lead generation is often the focus for marketing investment 
as it is perceived as having a direct effect on sales.  Many B2B 
businesses recognise that there are benefits to adopting a lead 
nurturing program, but it is often not identified as a priority.

This approach risks missing the important point - that lead 
generation with lead nurturing together make a powerful 
combination. The two adopted in an integrated way reinforce 
the benefits of each.

They work together in 2 important ways:

1 Lead generation is more effective with lead nurturing

2 Lead nurturing converts more leads into sales

“70% of sales are closed by 
businesses where the Buyer 
was already aware of the 
supplier BEFORE the sales 
process begun.”



LEAD NURTURING DRIVES GREATER 
LEAD GENERATION PERFORMANCE

The Benefits Lead Nurturing Will Deliver

Content & Email Marketing’s Role in Lead Nurturing

How Telemarketing Fits with Lead Nurturing 

Google Remarketing Explained

Key Ingredients for Successful Lead Nurturing

To boost effectiveness of your sales, marketing and lead 
generation activity, it’s important to recognise that using 
a single  approach is often not the answer.

Integrating multiple channels across lead nurturing and 
lead generation will deliver a greater ROI.

Content marketing will build awareness of your 
business and nurture Buyers in your target market. 

Telemarketing is an effective channel for B2B lead 
generation, particularly when targeting Buyer’s that are 
aware of your business.

Email marketing can deliver your message to a large 
audience and generate inbound enquiries, particularly 
when using an accurate, qualified database.

Google Remarketing keeps you front-of-mind
 with Buyers who you have previously visited
 your website.

  THIS GUIDE GIVES ACTIONABLE INSIGHTS  INTO:

By integrating different channels the 
compound effect is that lead volumes 
and lead quality increase.



CONTENT AND EMAIL MARKETING’S
ROLE IN LEAD NURTURING

Over recent years there have been changes in the way that B2B 
buyers find and evaluate new suppliers.

A major part of this change is that Buyers want to conduct more 
research into potential suppliers before making an enquiry and 
therefore engaging with the supplier’s Sales team.

Sharing your knowledge with Buyers – giving away some of 
your intellectual capital – demonstrates your understanding 
of the market and the Buyer’s concerns, which helps build 
credibility and trust in you as a supplier.

Many B2B businesses have recognised this and developed 
content that includes how-to guides, white papers, blogs and 
articles that enable Buyers to satisfy their desire for information

Buyers who engage with your content become warmer towards 
your business and proposition, and will be more likely to convert 
into sales leads, and then into profitable customers.

However, developing engaging content is only one part of
the solution. To maximise the value from your investment in 
content there are two key challenges:

1 Getting your content read by your target market
2 Converting interested Buyer’s into Sales Leads

In addition to generating inbound enquiries, email marketing 
is a great way to nurture Buyers who have a requirement for 
your services but are not yet ready to buy or meet with you. 

Sharing content builds brand awareness and trust in you as a 
potential supplier.

Modern email technology allows you to monitor campaign 
engagement and track the Buyers that open your emails, and 
those that then click through and visit your website. 

This is an example of where lead nurturing can drive lead 
generation performance. Focusing lead generation activity 
on Buyers that are engaging with your content makes lead 
generation more effective.

1. Telemarketing to these warm Buyers enables the 
telemarketer to reach more prospects, engage in more 
meaningful conversations, resulting in more leads being 
generated  

2. Targeted, personalised sales emails to warm Buyers 
generate high response and enquiry rates

This is where Email Marketing when coupled with 
comprehensive data is very effective.



Have you felt that a company was following you as you browse 
the internet? 

As you move from your favourite news site to a web store, to 
an online trade magazine you see a Banner ad for a company 
you recognise from a website visit you previously made when 
looking for a product or service.

That’s Google Remarketing… and it is an effective way to 
boost the effectiveness of all your sales, marketing and lead 
generation activities.

Having driven visitors to your website – by investing time, 
effort and money – Google Remarketing continues to keep you 
front-of-mind, which is vital in B2B environments where the 
buying-cycle is often long.

A Google Remarketing Banner Ad with your business name, 
logo and strapline, that links back to your website, is displayed 
to previous visitors of your website, as they browse the 
internet.

The benefit of Google Remarketing lies in
strengthening brand awareness, 
generating inbound leads and helping
sales teams and telemarketers engage 
with warmer prospects.

GOOGLE REMARKETING EXPLAINED

BUYER VISITS YOUR 
WEBSITE

VISIT TRACKED
AND RECORDED

BUYER LEAVES 
YOUR WEBSITE

YOUR REMARKETING AD 
FOLLOWS THE BUYER ON 

THE INTERNET

 REMARKETING



When used intelligently, and coupled with good data and well 
written content, lead nurturing will boost the performance of 
your lead generation, and bring a number of benefits:

IMPROVED LEAD QUALITY
Creating and maintaining awareness helps establish 
your credibility.  Over time, as a Buyer engages 
with your content (articles, white papers, guides, 
testimonials, case  studies) they will qualify you as a 
potential supplier. 

The advantages of improved lead quality are:

 Sales will convert more leads into customers
 The sales cycle will be shorter

THE BENEFITS 
LEAD NURTURING WILL DELIVER 

1
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2 GENERATING INBOUND ENQUIRIES
Buyers will contact you when they 
are at the right stage of the purchase 
cycle. Isn’t this what every marketer or 
business owner wants? Qualified Buyers 
contacting you!

If you build a carefully targeted prospect 
database, the inbound leads you generate 
will be from the very businesses you want 
as customers. 

IMPROVED TARGETING FOR 
OUTBOUND LEAD GENERATION
Outbound lead generation will be more 
effective when targeting prospects that 
are warm.

For example, where telemarketing targets 
Buyers that are engaged with your 
content, but have not made an inbound 
enquiry, they will generate more leads 
than they would if calling a cold list.



KEY INGREDIENTS FOR SUCCESSFUL 
LEAD NURTURING

1 Content and Marketing Assets 
 
Articles, how-to guides, white papers and case studies that 
Buyers can access via your website to build your credibility 
as a potential supplier. 
 
You do not need everything on day one, however, you will 
need to continue to regularly add new content.

2 Prospect Data 
 
One of the most valuable assets you can own is a database of 
key Buyers and their email addresses at the companies you 
would like as customers. 
 
As every marketer knows, you will only be able to purchase 
the right data at a limited number of companies within your 
target market. 
 
Investing in developing comprehensive email contact data 
for your entire target market ensures your message and 
content reaches the Buyers and companies that you want as 
customers. 
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4 A Way to Convert Engaged Prospects into Leads 
 
Good content, delivered to relevant prospects will generate 
awareness, engagement and interest in your business. But 
not everybody that is interested will make an enquiry to you. 
 
Telemarketing and well written sales messages delivered 
by email can be used tactically to follow up on Buyers that 
are engaged but haven’t yet made an enquiry; this will boost 
leads and ROI.

5  Wide Range of Skills and A Co-ordinated Approach 
 
You will need a wide range of skills, including planning, 
copywriting & design to produce content that builds trust 
with your target market and accurate comprehensive 
marketing data. 
 
The best performing lead generation campaigns are those 
that are integrated with lead nurturing; and the best 
performing lead nurturing campaigns are those that have 
highly target lead generation to convert warm prospects into 
sales-ready leads.   
 
The message is simple; integrate as much of your marketing, 
lead nurturing and lead generation activity as you can, and 
you’ll get better value and results.



MODERN LEAD GENERATION 
AND TELEMARKETING 

One of the questions often raised when running a lead 
nurturing program is... 

`I can see that lots of prospects appear to be engaged, 
so how do I convert this interest into leads?’

Telemarketing can be used to drive the performance of lead  
nurturing and do what telemarketing has done for years – 
generate high quality leads. By targeting Buyers that are 
engaging with your content, decision maker contact rates 
and lead generation results can be incredibly high.

One of the attributes of telemarketing is its ability to build 
accurate data; identifying and capturing the email address 
of key contacts, and account profiling for a wide range of 
factors, such as competitor information, where they are in 
the buying cycle, and what their requirements are.

Professionally managed telemarketing can be an invaluable 
source of data and market intelligence that can be fed into 
your lead nurturing program.

“The benefit of integrating email 
marketing with telemarketing is that 
once the lead nurturing program has 
been running for a while, you can 
generate the same number of leads 
that are of a better quality, without 
needing to complete nearly as much 
telemarketing.”



Lead nurturing will positively influence your Target Market and will 
increase the effectiveness and ROI of a lead generation campaign 

Telemarketing lifts the performance of inbound & outbound 
communications – by continuing to identify qualified prospect that 
are not quite ready to meet and by converting nurtured prospects 
into sales-qualified leads 

Lead nurturing has a positive effect on the performance of 
Telemarketing – through better targeting and because greater 
brand awareness ahead of conversations will mean a more 
receptive response 

A greater ratio of leads that have been nurtured through content 
marketing will convert into sales 

The key ingredients to an integrated lead generation campaign 
are useful content, high quality data, email marketing that tracks 
engagement and a 2-way conversation to convert interested 
prospects into sales-ready leads
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SUMMARY 



ABOUT BEANSTALK

 

beanstalk

Beanstalk is an integrated B2B Telemarketing and Lead Generation agency dedicated to helping our 
customers win new business. Our expertise includes a wide range of B2B Marketing and Lead Generation 
disciplines, that are focused on generating qualified leads with sales-ready decision makers.

We develop and deliver tailored inbound and outbound lead generation campaigns for both SMEs and 
Corporates, that generate sales appointments, qualified leads, web demos and inbound enquiries.
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