
The Fastest  Way to New Business!

LEAD GENERATION FACTS OF LIFE
• Closed loop lead management process inc luding database segmentat ion, lead 

qual i f icat ion, lead scor ing, and lead nur tur ing leads to 50% pipel ine growth.

• Well-executed mul t i-channel market ing campaigns generate a sales l i f t  ranging f rom 7-
34%. - Internet Advert is ing Bureau

• Companies that develop nur tur ing programs increase their average order value by 47%
• An est imated 70-90% of a l l  leads generated by market ing are never fo l lowed up by sales.

SEARCH ENGINE FACTS OF LIFE

• A 2005 study conducted by Enquiro found that over 93% of a l l  business buyers go onl ine 
to research a purchase before they make one.

• I t ’s not enough however, just  to be found on search engine rankings.  In a report 
re leased just last week by Market ingSherpa, research shows that over 60% of a l l  c l ick-
throughs are concentrated on the f i rs t  page of organic (natura l ) l is t ings.  2006 research 
showed that 85% of a l l  c l icks were concentrated among the f i rs t s ix l is t ings – higher 
rankings def in i te ly resul t in more prospect t raf f ic. 

• The average number of page v iews before a prospect wi l l  c l ick out of your websi te is 2.3 
page v iews and th is takes about 8 seconds.

• A 2005 Market ingSherpa study of business buyers showed that three of every four buyers 
c l icked on organic search resul ts f i rs t .  

• Business buyers who c l icked on organic search resul ts converted (bought or regis tered) 
17% bet ter than those who c l icked on sponsored search ads.

• In a study per formed by WebSurveyor, for Google, 72.3 percent of respondents fe l t  that 
organic resul ts were more re levant, whi le only 27.7 percent rated paid resul ts as more 
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re levant. Yahoo showed s imi lar resul ts - 60.8 said organic resul ts were most re levant 
compared to only 39.2 percent for paid.

TELEPROSPECTING FACTS OF LIFE

• A recent study of B-to-B buyers shows that sales people who become trusted advisors 
and understand the needs of economic buyers are 69% more l ike ly to come away wi th a 
sale!

• Research shows the addi t ion of one Tele-prospector to support one direct salesperson 
can increase that sales person's sales revenue f rom 50% to 150%.

• Some 729 B2B marketers recent ly voted B2B te lemarket ing as a safest tact ic to invest in 
i f  they had an extra $50,000 for lead generat ion.
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