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How this presentation will go...

Introducing: Lead Flows

Best practice for creating killer lead flows

Turning the attention to your own website

Sharing your ideas






We’'re all used to static
CTAs...

MARKETING SALES ALL TOPICS NEW POSTS SUBSCRIBE q

important steps that will help ensure that work is effectively communicated, and leaves all k\

parties feeling good about it.

How does your company approach the case study creation process? Let us know in the

comments.

Editor's Note: This post was originally published in June 2012 and has been updated for \

freshness, accuracy, and comprehensiveness.

FREE CASE STUDY
TEMPLATE & GUIDE

DOWNLOAD NOW » Learn how to create compelling case studies
for your business with this template and guide.



Lead Flows are dynamic

Example



https://www.babelquest.co.uk/blog/dont-wait-until-later-to-make-use-of-your-data
https://www.babelquest.co.uk/blog/dont-wait-until-later-to-make-use-of-your-data
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On average conversmﬁ rate is




The whole conversion process.

In one box. Without leaving the page.

Want to boost your marketing strategy?

Be first to know when we publish a new article and get help

y X ith t chall
Want to boost your marketing strategy? R S , ,
Great! We've received that. Please check your
Be first to know when we publish a new article and get help ) inbox for your welcome email to make sure it's
. First Name
with your current challenges

not getting stuck in one of those pesky filters.

Great, yes please!

Close

Email

Great, yes please!



But pop-ups can be so annoying!

Even Google agrees

Is your Marketing Poopy?

It's time to change that.

Enter your email address

Never Miss Another Post

No thanks, | like my marketing poopy

Image: HubSpot


https://blog.hubspot.com/marketing/pop-up-forms-analysis%23sm.0001d68w4tdw3dpypqb1kayb6yb7y

Not if you use them carefully
Right content
3 Right place

Right time

Note: A Lead Flow will
disappear for 2 weeks if
closed



v/ Clear and valuable

v/ Awareness and consideration content

X Complex offers e




How can you get Lead Flows?

HubSpot users
Activate Lead Flows - Setting > Products and Add-Ons

Non-HubSpot users
Sign up for HubSpot Marketing Free






Before anything, decide on your offer

Give the buyer something
relevant and useful in
return for their details

e.g.
- Blog subscription
- 5 ways to start protecting your business from cyber crime today

- A glossary to help de-mystify inbound marketing jargon



Decide which format is right for your offer



Decide which format is right for your offer



Decide which format is right for your offer

Slide in from this side...




Decide which format is right for your offer

Slide in from this side... Or this side!




Decide which format is right for your offer

Pop-up

Slide in from this side... Or this side!




Get the wording right

Clear, actionable language

Don't write too much!

Remember: It doesn’t have to be forever - test!



Get the wording right

Clear, actionable language

Don't write too much!

Remember: It doesn’t have to be forever - test!

Download




Get the wording right

Clear, actionable language

Don't write too much!

Remember: It doesn’t have to be forever - test!

Download

Get the free guide now




Get the wording right

Clear, actionable language

Don't write too much!

Remember: It doesn’t have to be forever - test!

Download Subscribe

Get the free guide now




Get the wording right

Clear, actionable language

Don't write too much!

Remember: It doesn’t have to be forever - test!

Ok

Download Subscribe

Get the free guide now




Get the wording right

Clear, actionable language

Don't write too much!

Remember: It doesn’t have to be forever - test!

Ok

Download Subscribe

Get the free guide now

I’'m in




Get the wording right

Clear, actionable language

Don't write too much!

Remember: It doesn’t have to be forever - test!

Download

I’'m in

Ok

Subscribe

Get the free guide now

Join now




Get the wording right

Clear, actionable language

Don't write too much!

Remember: It doesn’t have to be forever - test!

Download

Yes please!

I’'m in

Ok

Subscribe

Get the free guide now

Join now
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The thing is, a definitive list could never truly be definitive when every business is different.

But what you can do is focus on some of the basics and work from there.

Here are three example questions you should be able to answer...
v" Do you know what your top source of leads is?
v What effectively converts people on your site? What doesn't?

v What happened to all of the leads you passed to sales this year?

Don't forget to keep an eye on some of the smaller things, too. There are often areas that get

Want to boost your marketing strategy?

put to the bottom of our to-do list, but that could make a real difference.
Be first to know when we publish a new article and get help
with your current challenges

Again, here are a few examples...
Great, yes please!
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PRODUCTS FIND US ABOUT TCM TCM INSIGHTS ‘._. CONTACT TCM

Choosing a counterbalance forklift supplier?
Find out why you should pick us.

WRITTEN BY ASHLEY-KATE, 13 DEC, 2016

If vou're in the middle of choosing a
counterbalance forklift supplier, look no further
than TCM.

READ MORE




The process improvement company

< PQ0) TRIASTER
¥ M f sosr06021230

HOME  PROBLEMSTRIASTERSOLVE  TRIASTER PLATFORM  PRICING  RESOURCES  BLOG  ABOUT  CONTACT Search ﬂ

Would you like to receive free %

Business Process Improvement: Stop Stalling, Start Doing ' articles straight to your
(Video) 7 inbox?
Posted by Emma Harris on 17/02/17 12:54 : : ifﬁ:gzom mfhﬁ ior et e

Subscribe now

Before you buy anything, it's a good rule of thumb to do three - Sy --"""-



The form

You (probably) don't need their inside leg
measurement... keep it short.

[ First Name ] [ Last Name ]
[ Email address ]




Define some next steps

Deliver the offer

If it's not a download, set expectations of
what to expect next

Give them a next step



Cover the technicalities

Where is it going to appear?
When will it trigger?

Who will get notified?



Continue the user journey

Make sure you send a
follow-up email - open up
the opportunity for
conversation




Now it’s your turn...



