


BURN YOUR BROCHURES: Online lead 
generation for Kiwi tech companies

Generating leads online - both high in quantity and quality - is 
becoming an export marketers’ most important objective. A 
successful lead generation engine is what keeps the funnel full of 
sales prospects while you sleep.

There can be a lot of moving parts in any lead generation 
campaign and often it’s difficult to know what’s required to set it 
up and which parts need fine tuning. So what goes into a best-of-
class lead generation engine?

www.concentrate.co.nz

http://www.concentrate.co.nz/
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We help New Zealand’s smartest technology firms
find and grow markets for their products





IT’S ALL ABOUT SALES EFFICIENCY
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OUT



BUYERS JOURNEY TRANSFORMED

44% of direct mail is never opened

86% skip TV commercials

91% unsubscribe from emails

200 million say “Do Not Call”



IN



Really?

Really?



Sources: 1. CMO Council, 2013 survey of 400 US B2B buyers, 2. IDG 2013 survey of 1100 UK corporate buyers of 
technology 

80% Online content plays moderate to 
major role in vendor selection

59% Share content with more than 25 
colleagues

35% Online content shows which vendors 
understand our business problems the 
best

8 Average number of content assets used 
in decision process









Inbound strategies deliver below-average cost per lead

Survey N = 3,339 Source: HubSpot







FOUR ACTIONS YOU MUST TAKE TO OBTAIN 
VISITORS, LEADS AND CUSTOMERS



360° VIEW OF YOUR LEADS

What companies are 
visiting our site?

What pages have they 
viewed?

What have they 
converted on?

How engaged are they?

When are they on 
our site?

What emails have they 
opened?

Who are they on social 
media?

What is their lead score?



1. VISITOR INTELLIGENCE

Intelligence to know when visitors from ideal target companies 
are visiting your site.



2. LEAD INTELLIGENCE

Developing a profile for your lead with the information provided 
and creating a store.





3. LEAD SCORING

Attaching values to leads based on their professional information 
and the behaviour they’ve displayed on your website.



4. CRM INTEGRATION

Integrating lead management and CRM will enable you to bridge the 
gap between marketing and sales strategy.



5. LEAD NURTURING

Basic lead nurturing involves a tightly connected series of emails with 
a coherent purpose and an abundance of useful, relevant content.





FOUNDATION: COMPELLING, RELEVANT CONTENT



GET YOUR WEBSITE FIRED UP!

Call to
actions

Social media
channelsBroadcast

Channels



SET-UP LANDING PAGES



PROMOTE YOUR CONTENT THROUGH LINKEDIN…



AND PROMOTE THROUGH PINTEREST!



WRITE A BLOG!!



A company that 

blogs typically 

generates 55% more 

website visitors.

Source: HubSpot



TWEET IT!!



SHARE IT



MAKE A VIDEO ABOUT IT



BUT WAIT, THERE’S MORE….



2,074 VISITS 42 LEADS





Programme duration (years)

IN FOR THE LONG HAUL..





ABOUT US

Concentrate helps New Zealand’s smartest technology 
firms find and grow markets for their products.

If you have the courage to focus, we have the tools and 
experience to help you realise the potential of your 
innovation.

www.concentrate.co.nz

http://www.concentrate.co.nz/



