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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



So, what’s a Lead Flow?



We’re all used to static 
CTAs…



Lead Flows are dynamic

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


On average, conversion rate is
 7x higher when using a lead 

flow instead of a static CTA



The whole conversion process.

In one box. Without leaving the page.



But pop-ups can be so annoying!

Even Google agrees

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


Not if you use them carefully

Right content

Right place

Right time

Note: A Lead Flow will 
disappear for 2 weeks if 

closed



✓ Clear and valuable

✓ Awareness and consideration content

✗ Complex offers



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



Getting them to really work



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

Drop down
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Decide which format is right for your offer

Drop down

Or this side!Slide in from this side…

Pop-up



Get the wording right
Clear, actionable language

Don’t write too much!

Remember: It doesn’t have to be forever – test!
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5. Make it pop









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...


