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How to Breathe New Life into Your B2B 
Lead Generation Campaigns
by Ken Smith, Strategic Marketing Consultant, eCoast Marketing

Marketing Qualified Leads, for most B2B marketers, these are the Holy Grail of lead generation.  
Marketing departments spend megabucks to generate inbound sales leads, then pass the leads on 
to the eager and awaiting sales team. A few lucky leads grow up to be deals and achieve the glorious 
status of Closed Won. But for the rest of the less fortunate leads, they are left behind to squander 
in endless lead nurturing cycles. Or worse, they end up in the ‘dormant lead’ graveyard at the 
bottom of your CRM. But are these leads really dead?  Savvy marketers know that every B2B lead 
generation campaign creates leads with some value, but many never get the chance to grow into a 
real opportunity. How can you prevent these leads from falling through the cracks? What can you do 
to breathe new life into these leads?

Why do leads go missing?
If you convert 25% of your sales leads into opportunities, what happens 
to the other 75%? Many will be marked as bad leads or disqualified in the 
early stages of the lead generation process. Other leads will convert into 
opportunities, but never leave the sales funnel. Why are these leads left 
behind? The growing “dead” or “dormant” lead pool is driven by 5 factors.

Sales reps can’t connect 
This is likely the number one reason sales leads die. The sales rep 
can’t get in touch with the prospect. It’s common knowledge that it takes 
anywhere from 5 to 10 attempts to reach the typical mid-level to senior-level buyer and in some cases 
even longer to have a meaningful conversation. “On average, SDRs make 8.2 attempts per prospect. 
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That’s up from 7.3 attempts in 2014 and 5.6 in 2012,” according to research from The Bridge Group. 
Your sales reps on average will make 2 attempts and then move on. These connect attempts can be 
a mixture of email, phone, and social media outreach.

Marketing campaigns are not aligned with sales goals
Savvy and experienced sales reps can spot a good opportunity a mile away. They know their 
market and who the tire kickers are and which accounts are ready to spend. So when sales reps 
receive leads from marketing that don’t meet their expectations, they lose confidence in those leads. 
Over time, this situation becomes exaggerated until sales reps are ignoring leads from marketing 
altogether. In other cases, the sales manager may agree with the marketing manager, but individual 
sales reps may have different lead criteria. Aligning sales and marketing is a key reason for account-
based marketing adoption.

There isn’t a need yet
So your sales lead has been accepted by sales, but when qualified, it 
meets all of the qualification criteria, except timing. There just simply may 
not be a need at this time. Gleanster Research found that “only 25% of 
leads are qualified and ready to buy, and 50% of leads are qualified but 
not ready to buy.” It is simply a timing issue but these leads need to be 
kept in the nurturing funnel. While the sales rep should be scheduling 
follow-up calls, these nurturing attempts may fall through the cracks due 
to other higher priority and value activities like closing deals now.

Leads are old with bad data
It’s a well-known fact that sales lead data becomes outdated quite quickly. The rule of thumb says 
25% of your marketing list is outdated within one year. Sustained effort is needed to grow and 
maintain your contact database of influencers and decision makers.

Sales reps asked the wrong question
Asking the right question, in the right way, can have a positive effect 
on the lead qualification process. For example, if you ask, “Are you 
the decision maker?,” you will get a yes or no answer. If your prospect 
said no, you might disqualify this lead. But what if you had asked 
the same question in an open-ended format? Can you tell me about 
your decision-making process and how it works? Another example 
of asking the wrong question, is when the sales rep does not pay 
attention to the lead history.  Was there a previous conversation? Was 
there appropriate budget? Perhaps the company received funding or 
has new sales management. Asking the right questions can enrich the 
relationship and move the lead forward in the sales process. 

Benefits of re-engaging old leads by telephone
It is common practice for B2B companies to use marketing 
automation software to automatically contact and nurture unqualified 
or dormant sales leads. Still, after numerous emails, many leads do not respond or participate in 
email campaigns. The only way to properly qualify the lead is by talking with the person “live” on the 

“Only 25% of leads are 
qualified and ready to buy, 
and 50% of leads are 
qualified but not ready
to buy.”

- Gleanster Research
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phone. Besides converting that lead into a sales opportunity, what other benefits can your business 
receive by reaching out to these missing leads and having a live conversation You can learn so much 
more about a prospect and their business needs as compared to just pushing information out and 
scoring online interactions. People buy from people and more importantly people and companies they 
like and relate to. Conversations are an opportunity to put a human face on your brand. 

Referrals
Your original lead may not be the correct decision maker or part of the buying group, but there is 
a great possibility they might be a key influencer or can point you in the right direction. Live lead 
services can help you not only identify the key buying team but also help you learn more about their 
business challenges to help move the sales process along.

Update Contact Information
Keeping your CRM data fresh will help your marketing team 
maintain high email delivery rates, and in turn, help your sales 
development team to have higher conversation rates. Conducting 
regular data cleansing campaigns will improve your overall 
marketing productivity and effectiveness.

Introduce New Products or Promotions
In many cases, sales leads are generated to support a particular 
product launch or event. If the product your campaign is promoting 
does not match your buyer’s expectations or needs at that time, 
the lead may be prematurely disqualified. Touching base with this 
lead when a new product is launched or with information relevant to 
their business is a great way to demonstrate that your company is 
listening and paying attention to customers in order to provide the 
right solutions. 

Gain Competitive Insights
Does “Closed Lost” remove the lead or opportunity from future marketing efforts? If it does, then you 
may be missing out on gaining a lot of competitive and market information. While, gathering this data 
may be a market research task, and not a high priority for sales, it can be highly impactful on future 
sales. This is especially true if your business sells a subscription-based solution or a product with a 
short lifecycle. If your competition isn’t doing a great job of customer support, training, or after-sales 
service, reminding the buyer they have alternatives keeps the door open for future opportunities. 

Benefits of using live lead services to reconnect with old leads
Supplement internal resources
Modern businesses need to be very agile in today’s fast-paced economy. Sales leaders often need to 
ramp up (or ramp down) internal sales development teams. If your company is in a high-growth mode, 
your most productive SDRs focus on generating and qualifying new leads. But those old or dormant 
leads may still have a lot of value. An outsourced live lead generation service can call the old leads 
and generate new sales opportunities without tasking internal SDRs. 
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Program Management
Managing internal SDRs can be challenging and time consuming for even the best sales manager. 
Calling on inactive leads can be even more challenging since many leads will have outdated contact 
information. The best live lead generation services understand the process and have experienced 
program managers who oversee every step of the engagement. The best firms often employ 
additional personnel to verify lead quality and make sure the leads being delivered are in line with 
your expectations.

Accelerate the sales process
Using an outsourced live lead generation service can accelerate your sales process by identifying 
new sales opportunities faster. Top performing agencies use experienced and well-trained sales 
development reps with a deep understanding of the technology sales process and they can speak 
intelligently to prospects. What’s more where an internal team might make 30 calls per day, a 
highly specialized and targeted outsourced sales development rep can make anywhere from 130 to 
200 calls per day depending upon the connect success. It is a balance of more leads mean more 
opportunities and higher quality sales leads convert into opportunities faster. 

No hidden costs
Leading live lead service companies track all costs related to reviving dormant sales leads. Some 
firms offer performance-based programs where you only pay for the leads that you accept as 
qualified. Some firms work on an hourly basis and will provide so many leads based on the number 
of hours spent calling. Other firms offer both types of services and the best ones will custom-design 
programs based on your specific needs and time frame.

Technology 
Automated sales development software technology used by live lead services vendors can keep your 
lead generation costs low and boost outbound calling productivity. These technologies focus on the 
top of the funnel processes and reporting. CRM systems are not designed for high volume calling 
and processing. Furthermore, many technology platforms are restricted to contact-based activity and 
calling without the option of working at the account-level to maximize coverage.

About eCoast Marketing
Founded in 2000, eCoast Marketing is an IT industry leader in sales development services. Over 16 
years, eCoast has successfully executed demand generation programs for thousands of technology 
companies and their channel partners. We offer a full range of sales development services from live 
lead generation to account-based marketing and customized channel concierge services. Visit our 
website at www.ecoastmarketing.com to learn more.


