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14 Tech-Savvy Ways to Generate
Sales Leads Without Breaking a Sweat

By Phil Dunn
QualityWriter.com

Your customers and prospects live in an information -driven world. They respond to the
latest news, product developments, technical insights, tips and announcements, and they
build rela tionships and purchase accordingly. By inserting yourself into the news stream and
building targeted audiences online, you become part of the authority system and enhance
your value to prospects and existing customers.

This sounds like a difficult thing to do, but it's not. Follow the steps below to launch a few
key initiatives that improve the quality and quantity of your leads, and increase your
profits.

The processdescribed below is ideal for marketing departments and sales teams that want
to break away from existing corporate site constraints that  limit targeted optimization
capabilities and pro-active lead generation strategies. Youcan do much more and get
better results with just a little ingenuity and creativity.

1. Create an automated Lead Genera tion System (LGS). You may already have a
decent LGS in place. But you can do much more (with less effort) by adding an
automated system. The goal is to increase exposure and quantity/quality of leads .
First you need to define your target audience in terms  of keywords. Use akeyword
generation tool (like those offered by Google, Yahoo, Wordtracker, Overture or
SEOBookto analyze existing keywords, product segment and your solution
description. All these tools suggest more specific keywords based on secondary input
and Web-wide trends. Next, define your business in 300 -600 words. You're going to
use this high-level description later, as you build an LGS launch page. Proceed with
the following steps to continue building the system.
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2. Establish authority and ex pertise online and in the press by automating a news
gathering, posting and dissemination system for your specific technology niche.
Useyour own resources or a reliable, SEO-SEM savvy Web developer to design your
initial LGS page (we can direct you to res ources). Once you've established a few Web
pages for company news, press releases and updates that are focused specifically on
your niche audience, you need to automate its ongoing development. Use someone in
your own company or outsource this updating pro cess The key is to keep the
information fresh and dynamic. Subscribe to news alerts and RSS feeds through
services like Google News Technorati, Bloglines, Newsgator or others. Use your own
company's announcements and releases, too. Have your staff post relevant content
(you'll need to define specific rules as to what constitutes relevant) to you r branded
pages, and make sure you read the pages as part of your morning tune -up. If the
stories are copyrighted, have the staff summarize them and then link to the
article/post. If not, you can re -post the content with a link to the attributed source
in many cases. Direct prospects and customers to your news site/blog when articles
specific to them materialize (this can be automated/outsourced, too). As this system
matures, you'll be seen as a very focused expert in your particular business niche.
Yet, all you've really done is employ the services of outside journalists and news
gathering systems.

3. Create a link on the site for press
inquiries, speaking engagements and
interviews. As you gain Google rank,
leverage AdWordsand establish expert
positioning, you'll attract journalists and
writers (non -fiction authors of technology
books, business trend books and so forth)
that will want to interview you and use
you as a source. Make sure your blog or

news micro-site has a highly visible link that shows journalists how to contact you

and the process for scheduling interviews or event engagements. Use this page as a

filter, so you can weed out time -consuming inquiries and busy-bodies that have little

value to you. You can do this by writing a short description of your specific expertise
and experience. You'll also want to set up auto-responders for the email link you
provide here. Those auto -responders will contain the same short description. The
description should both encourage journalists that have a tight focus for a story (or

event planners that have a well -defined event) and discourage those who have a dim

concept of what they're trying to achieve. It's not your job to hold hands with some

unfocused writer or event planner. Weed out the time -wasters, and you'll generate
some great opportunities for exposure and influencing the market.

4. Outsource content posting functions.  Your marketing department, PR staff, or
support personnel generate content about your products, services and other
newsworthy events and happenings on a regular basis. When you leverage this and
adapt it to your own personal needs, you increase your chances of connecting with


http://news.google.com/
http://technorati.com/
http://www.bloglines.com/
http://www.newsgator.com/
https://adwords.google.com/
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your own target audience. It takes time, however, to format the content, po  stittoa
blog or some other self -branded news site, and deliver it to your constituents. Find
someone in India, China or Eastern Europe (or on eLance) who can cut and paste your
updates, blog posts, news happenings and so forth on a weekly basis. You should be
able to find someone who can do this for $10 -20 per week, perhaps even less. It
costs less than your cable or cell phone bill but builds business and establishes your
authority/expertise very quickly. It also gets your Web pages, blogs and news site s
ranked high in Google quickly.

5. Post to industry/niche -specific discussion boards. Many of your blog posts and idea
can be posted as advice, instruction or step -by-step processes on discussion boards
that focus on your particular technology, niche or bus iness audience. Yahoo! Groups
Google Groupsand Topica are great places to start. Find the communities where
your prospects congregate for information, and post. Try newsgroups, bulletin
boards, wikis, blogs, etc. Again, your VA or office assistant can help with this and
take it off your hands. You compile a bunch of posts and put them in a folder, and
then the VA can post them on a pre -set schedule. The posts don't have to be perfect,
so don't worry about getting them just right. The key is to get your voice and
signature line out there. Your signature is the clickable link in your name. Make sure
you have set it up and that it clicks to th e place you want it to go to ( sales people,
for example, should direct people to their LGS Web page, blog or "about me" contact
page. Provide value in your posts, and you'll generate lots of emails. The best way to
do this is to answer questions initially and establish your expertise, and then post
your advice/news/information once you have a good reputation and following.

6. Focus Google AdWords to drive very specific traffic to your content. The traffic
you drive should be optimized based on your niche and the keywords you defined in
step #1. If you need help understanding Google AdWords, click here . Once you get
the hang of using the AdWords tools, you can easily write out instructions for a
virtu al assistant (VA) or freelancer to follow, and outsource this activity, as well.

This will free up your time for face -to-face client contact and closing activities. This
step is a huge short-cut to lead -building, appointments and closed sales. With the
right words and an expertly designed ad, you can budget a mere $20/week and see
inquiries coming in immediately.

7. Reference testimonials and case studies throughout the LGS.  One of the best ways
to establish authority is to have others do it for you. Use quo ted testimonials from
existing and past customers to toot your horn for you. Make sure they're specific to
you personally and to your specific expertise/niche. You may already have some in a
file somewhere. Leverage these, and contact good customers to gen erate more.
Make this a part of your ongoing business development process. Whenever a deal or
implementation hits a high note with positive results and general enthusiasm, ask
your customers if you can quote them. Take down the quote and run it by them for
approval. Then use it everywhere. Put it in the right side margin of your news
site/blog. Use it as a signature for emails. Print it on the back of business cards and
post cards that you send out (see step 9).


http://groups.yahoo.com/
http://groups.google.com/
http://topica.com/
https://adwords.google.com/support/?hl=en_US
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8. Automate existing email contact pinging  (wit h templates and outsourced updating).
Your VA can easily ping your contacts (exported to MyYahoo! or Gmail or HotMail or
some other external email contact management system) with pre -written templates
that tell customers and prospects what you're up to, no tify them of promotions,
invite them to events, invite them to ball games or restaurants, or just keep social
lines open. As you know, ongoing calls and emails take a lot of time. This is one way
to cut that time in half. With an overseas or eLance VA, your communications are
sent out on a weekly basis... and the beauty of it is. .. the assistant works while you
sleep.

9. Create an automatic post card design and mailing system.  There are a number of
inexpensive printing sites that can help you do this quickly and easily 8
vistaprint.com and iprint.com are just a couple. Use a royalty -free photograph site
like freestockphotos.com (or pay a little at a site like istockphoto.com) to gather
photos for a year-long production campaign. You can even use Google Images to find
off -beat or original images that are not under copyright. Write twelve differe  nt
messages, pitches or promotions that you will use throughout the year. Keep these
short and sweet d40-80 words or less. This is going to fit onto the back of your post
card on the left side. Make sure you tie the photo on the front to the message onth e
back in some way. This can be cute and personalized or buttoned -down and
professional. It's up to you, your own style, and the expectations of your target
audience. Make sure you offer value, though. Give them something to think about,
act on and share. This could be scarce information, a time -limited promotion, a
compelling announcement that drives them to contact you for more information or
something else equally motivating. Make sure you include a one line call to action at
the end that shows the recip ient exactly how to contact you and/or what their next
step it (this could be visiting your Web site, for example). You can get really creative
and imaginative with these. The cards will be passed around virally if they're
inspiring, funny or specifically valuable. Again, use outsourced VAs and online
printers to pull this off. It's easy to have someone else coordinate the printing and
layout, and manage the mailings to your contact lists.

10.Maintain trust by eliminating hype, sticking to facts and offering help. When
you're writing copy for the LGS (or editing copy provided by freelancers), pay
particular attention to your tone, style and choice of words. Keep it simple, clean
and free of excess. No excess verbiage, adjectives, adverbs or claims. Don't post
rumors, half -truths or agenda-driven articles. If you're truly offering value, then you
don't need to sugar coat itsperakpwmpoiut cam
enthusiastic, of course. Emotion helps you sell in all of your selling -related
endeavors. But, be aware that the emotions and feelings you're looking to build  --
trust, confidence and respect -- are best established with clarity, straight -
forwardness and expertise. Most importantly, make sure every piece of information
you pass along to your audience has genuine value for their particular needs and
interests.


http://www.vistaprint.com/
http://www.iprint.com/
http://freestockphotos.com/
http://www.istockphoto.com/
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11.Schedule and automate gift giving to drive reciprocation activities. This is a lot
easier than it sounds, especially with the help of online gift registries/management
systems (Amazon.com)and VAs. If you use Amazon.com, you'll notice they offer a
gift organizer ( http://www.amazon.com/gp/qift __-central/organizer/ ). This Web tool:

O«

keeps track of gifts you've purchased for friends , family, customers,
partners and associates

keeps everything organized in one system

automates reminders for upcoming events, holidays, birthdays and so
forth

O¢ O«

Your administrative assistant (or a VA) can help you stay on top of this. Have them
update all your customer information in the system and input event reminders, and
you're good to go. You can also use your own personal lists as gift idea data
repositories. For example, you may have an ¢/
business books (you coud have dozens of these lists by specific category: marketing,
your business niche, purchasing, self-help, motivation, etc.). Save these lists in a

text file (or better yet bookmarks) and instruct your assistant to buy a gift from the
Obusi ness for Bob Breith onlhis kirthday every year. Reminders can be set
in Amazon or on a shared calendar like 30Boxes The system also tracks your
historical purchases for Smith so you don't duplicate things. It's all very easy , and you
don't have to spend any time on it once it's in place. You just end up looking like a
considerate, organized, thoughtful person dwhich you really are, because you set up
the system in the first place, and you'll be able to better serve Smith's p ressing
business needs since you have more productive time on your hands now.

12.Ask for referrals within your content pages, newsletters and news pages. In the
regular course of business, you ask for referrals. So why not ask for them in your
content/news/n ewsletter sources. The goal? To build audience and spread the word
about your particular value and expertise. New business leads will eventually come
from these oO0soft referrals.d You're just bui
links, links to sign -up pages, and short bits of text urging loyal readers to pass the
word along will do the trick. Your email newsletters, for example, will get forwarded
to friends and associates of your associates. Make sure that there's a way for the
forwardee to sign up quickly and easily. Simply capture their email address, and your
sphere of influence grows.

13.Create Transcriptions, Translations and Podcasts of your existing content. There
are numerous inexpensive, quick ways to re -purpose your existing content into aud io,
video and transcribed content. People all over the world are ready to take your
existing content and transform it into other media. Check out Basement Ventures for
teleconferencing and content recordi ng. Audacity is a free MP3 editor that's easy to
use. You can even add musical intro/outro effects with a service like  Stockmusic.net.



http://www.amazon.com/gp/gift-central/organizer/
http://30boxes.com/
http://www.thebasementventures.com/
http://audacity.sourceforge.net/
http://www.stockmusic.net/
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14.Use lead monitoring, site an alysis and sales tracking tools like SalesGenius.com
Google Analytics and CrazyEgg.com There are quite a few ways to track how Web
surfers interact with your site. These are just a few suggestions. The more you know
about who's visiting your site, where they're going, what's making them click, and
what combinations of actions turn them into buyers, the more you sell. It's that
simple.

If you have any questions about this lead generation process,pl ease dondt hesit a
or mail (contact info below). We can show you exactly how to set everything up with
minimal time and resource investments.

Phil Dunn
(949) 515-3510

service@qualitywriter.com

Important: If you don't get an email resporeswithin 24 hours, please call. We receive a lot of
emails, and some of them get féred out by anttSPAM software.

Thanks.


http://www.genius.com/index.html?mgSource=SalesGenius
http://www.google.com/analytics/
http://crazyegg.com/
mailto:service@qualitywriter.com

