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Lead Generation:

What is it?
Leads are people who have expressed interest in your 
organization’s product or service, and lead generation is the 

process of attracting those individuals to your business. 

Why is it important?
Marketers today often have numerous objectives and goals, 
but since it keeps the funnel full and increases revenue, lead 
generation often is – or should be – at the top of that list. Lead 
generation also helps sales teams focus their efforts; rather than 
cold calling and prospecting, they can spend their time on warm 
leads. 

Yet despite the importance of lead generation, many businesses 
struggle with how to generate leads effectively. Consider some 
compelling statistics:



- BrightTALK

80
of marketers report that 

their lead generation 
efforts are only slightly 
or somewhat effective

https://www.brighttalk.com/


- CSO Insights

68
of businesses report 
struggling with lead 

generation 

https://www.csoinsights.com/


-  IDG Enterprise

B2B marketers cite 
generating high-quality 

leads as their top 
challenge today 

http://www.idgenterprise.com/


That’s where this
handy guide

comes in. 

On the pages that follow, you will find 
tips and tactics for more effectively 

generating leads for marketers 
using Microsoft Dynamics 365 (or its 

predecessor, Dynamics CRM). 



Tools
Technology offers solutions to many marketing challenges today, 
and lead generation is no exception. By combining Microsoft 
Dynamics 365 with a marketing automation solution, marketers 
have two powerful tools that can help them attract more 
leads – and later convert those leads and turn them into loyal 
customers.  

Increasing the number of leads 
generated was a priority for 61% of 

B2B marketers in 2016  
- Regalix

http://www.regalix.com/


The Tool: 
Microsoft Dynamics 365
How to use it for lead generation:

Lead Management: The lead record within Dynamics 365 is a great 
temporary holding place for inbound inquiries until they can be qualified or 
disqualified as legitimate prospects. 

Lead Tracking: Dynamics 365 can help you see where individual leads 
originated and follow their progress as your organization engages with them 
and works to convert leads to customers. 

Lead Intelligence: Advanced finds, views and dynamic marketing lists in 
Dynamics 365 can help you examine closed opportunities to see what your 
leads that converted to customers have in common, so you can replicate that 
success. 



The Tool: 
Marketing Automation Platform
How to use it for lead generation:

Lead Outreach: With features like email marketing, web intelligence, 
campaign automation, landing pages, forms and more, a marketing 
automation system gives you powerful tools for effectively generating leads. 

Lead Intelligence: Marketing automation allows you to gather intelligence 
about leads as they visit your website, so you can more easily determine 
their interests and more effectively market and sell to them. 

Lead Conversion: The tools found within a marketing automation platform 
can not only help you generate leads, they can help you convert them into 
customers too. 



Tactics and Tips
There’s more than one way to generate leads! Try out the 
following tactics and tips to find what resonates most with the 
leads you are trying to reach and what is most effective for your 
organization.  

The three most commonly used lead 
generation strategies are email 

marketing, event marketing 
and content marketing  

- Demand Metric

https://www.demandmetric.com/


Email Marketing
Whether you are inviting people to an event, 
educating them about your company or offering 
them an informative piece of content, email 
marketing can be used extensively in lead 
generation initiatives. Try these tips to increase 
your email marketing effectiveness. 

Know your audience. 
Who are you sending to? What are their pain 
points? Where are they located? The more 
questions like this you can answer, the more 
targeted and effective your emails can be. Also, 
use email personalization to show your recipients 
that you know who they are. 

Offer value. 
Your emails should build trust with leads 
by showing that you are more interested in 
building a relationship than simply selling them 
something. Provide information that shows you 
understand the issues they face and that you 
have a solution. 

Have a clear call to action. 
It should be obvious what action you want 
recipients to take after they read your email. 
Make sure your call to action has a singular focus, 
is compelling and that it is easy for recipients to 
take the desired action.  

of survey 
respondents cited 
email marketing 

as their most 
effective lead 

generation 
channel 

- MarketingSherpa

81%

https://www.marketingsherpa.com/


Be brief. 
This tip applies to subject lines and email copy 
alike. Aim for no more than 50 characters for 
your subject lines and keep your email copy to 
under 200 words, though often far less copy will 
be more effective.

Make it shareable. 
As prevalent as it is today, don’t miss an 
opportunity to spread the word about your 
company or offer on social media. Social sharing 
buttons make it easy for email recipients to share 
your email content with their social networks.

Don’t  forget!
To avoid violating 
SPAM laws, you 

should only engage 
in permission-based 

email marketing. 



Content Marketing
Buyers today often want to educate themselves 
on solutions to the problems they have and 
answers to the questions they face. When done 
correctly, content marketing does exactly that 
and can inspire consumers to take action while 
positioning your organization as a valuable 
resource. Here’s how to succeed at it:

Start with personas. 
Personas are fictional people that represent your 
ideal buyers, and they are the root of content 
marketing success because they help you know 
your audience and what they want. Data from 
Dynamics 365 and web analytics along with 
customer surveys and interviews can help you 
develop personas for your customers.

Map content to the buying cycle. 
Content should speak to where individuals are in 
the buying cycle and take into consideration the 
journey from lead to customer. Lead generation 
content should seek to educate your prospects 
and build trust in your company.

Content marketing 
is used for lead 

generation by 83% 
of B2B marketers 

– Content Marketing 
Institute

http://contentmarketinginstitute.com/
http://contentmarketinginstitute.com/


Provide variety. 
Everyone learns and prefers to consume content 
in different ways, so it’s important to diversify 
your content mix. Visual content such as videos, 
infographics or SlideShare presentations can help 
provide the variety you need to appeal to a wider 
range of interests and learning styles.

Be consistent. 
To be the most successful at content marketing 
today, you need to create high-quality content 
on a consistent basis. The more informative 
and engaging content you create, the more 
opportunities you have to be seen by leads and 
generate new ones. 

Measure and report. 
If you don’t know how your content is performing, 
it’s hard to know what is and isn’t working for 
your lead generation efforts. While success will 
be measured in different ways for different types 
of content, have methods in place for gathering 
and reporting data so you can continuously 
improve your content marketing efforts. Ready to learn 

more about 
content marketing? 

Download our 
Hooked on Content 

eBook today!

http://clickdimensions.com/contentmarketing/


Events
In-person or online, large or small, paid or 
complimentary, hosting or participating – there 
are so many event options available today. What 
they have in common in terms of lead generation 
is that they offer unique opportunities for buyers 
to interact with brands and for organizations to 
more personally cultivate buyer interest. Here are 
some tips for successful events:

Set goals. 
Before participating in or hosting an event, 
establish upfront what your goals are and be 
realistic about what you can achieve through 
a given event. While attendee and registration 
goals are important, also consider setting goals 
related to pipeline and revenue so you have a 
bigger picture of long-term impact. 

Segment your audience. 
Be sure to have a good understanding of who will 
be attending an event. It’s likely that there will be 
some variations in attendee demographics, but 
you’ll want to plan your messaging accordingly so 
you can address the needs of each audience. 

of event attendees 
say that they have 

a more positive 
opinion about the 
company, brand, 

product or service 
being promoted 
after the event. 

– Event Marketing 
Institute

74%

http://www.eventmarketer.com/institute/?id=8146&ContentType=White%2520Paper
http://www.eventmarketer.com/institute/?id=8146&ContentType=White%2520Paper


Focus on education. 
Whether you are hosting a webinar or exhibiting at a big industry 
tradeshow, focus on educating attendees rather than giving them a hard 
sell. Use the opportunity to address the problems attendees face rather 
than simply running through a list of your product or service’s features. 

Be creative. 
Imagine a crowded tradeshow floor for a moment – how do you stand out 
from a sea of other vendors? Think outside the box when it comes 
to your booth theme, staff uniforms, unique giveaways and other elements 
that make up the experience. For online events, eye-catching titles and 
topics can help bring in the leads. 

Utilize technology. 
Event management technology can provide valuable insights into 
attendees, ease event management challenges and deliver visibility into 
event effectiveness and ROI. Using the integrations with popular event 
management systems in ClickDimensions, you can see event registration and 
attendance information directly in Microsoft Dynamics 365.



Website
Websites are such a ubiquitous part of our lives 
today that it should come as little surprise that 
they are also a central part of any successful 
lead generation strategy. Below are some ways 
to optimize your website for lead generation 
success:

Deploy landing pages. 
While not technically part of your website, 
landing pages are standalone webpages that 
are designed to accomplish a single objective – 
typically lead generation. Increase conversions 
with your landing pages by creating a clutter-free 
experience; remove the navigation bars typically 
found on your website and be singularly focused 
on one call to action. 

Utilize forms. 
Web forms can be used on landing pages and 
your website alike for capturing lead data when 
someone, for example, downloads an eBook, 
registers for a webinar or requests more 
product information. Forms should be short 
enough that leads feel the information 
they are giving up is worth what they are getting 
in return. And use your forms to invite visitors 
to opt in to receive future communications from 
your company. 

Landing pages are 
effective for 94% 
of B2B and B2C 

companies  
– MarketingSherpa

For B2B marketers, the 
ideal number of fields 

on web registration 
and download forms is 
between three and five 
for 79% of respondents 

–  BrightTALK

https://www.marketingsherpa.com/
https://www.brighttalk.com/


Pay attention to SEO. 
Search engine optimization (SEO) is constantly changing, and what works one 
day may not work the next. It’s important to keep an eye on these changes, 
which often come in the form of Google algorithm updates, and be aware 
if you see any drastic differences in your website traffic after an update 
is released. Above all else, remember that providing quality content that 
answers your prospects’ questions will be rewarded by your leads and search 
engines alike.

https://moz.com/google-algorithm-change


Advertising
Even with inbound marketing tactics taking 
center stage in recent years, advertising is 
still an important part of a comprehensive 
lead generation strategy, particularly online. 
Try these types of advertisements, and their 
accompanying tips, to generate more leads for 
your organization: 

Pay-per-click ads. 
Placed at the top of search engine results, pay-
per-click (PPC) ads are a great way to get noticed. 
Since they are highly targeted to the keywords 
you select, PPC ads are often very effective at 
generating high-quality leads. Use clear and 
engaging language and have a compelling offer to 
help your ads stand out from the crowd. 

of people click on 
Google ads when 
they are looking to 
buy an item online 

- WordStream

64%

https://www.wordstream.com/


Display ads. 
More visual than their text-based PPC counterparts, display ads are also 
highly effective at lead generation because of their targeting abilities. Display 
ads can be placed on certain websites or, as retargeting ads, will appear on 
the sites that an individual visits after visiting your site. Be sure to keep your 
ads free of clutter and to be creative – interactive ads are a great way to grab 
attention and earn clicks. 

Native advertising. 
While PPC and display ads are more obviously advertising, native ads seek to 
blend in with their surroundings. The content for these non-traditional, non-
disruptive ads should be helpful, engaging and highly targeted to a specific 
audience. While different from content marketing, native advertising can be a 
great way to repurpose and extend the reach of your content marketing efforts. 



Social Media
Social media is an essential part of a modern 
marketer’s toolkit when it comes to building 
and maintaining brand awareness. Here’s how 
to make it work for your organization for lead 
generation too:

Pick the best fit. 
The size of a social network doesn’t matter as 
much as fit. Go where your audience is and 
establish a strong presence there. This will help 
you more easily connect with the prospects that 
are your ideal buyers and help make your social 
efforts more efficient. 

Pay for play. 
Using organic tactics alone, you simply can’t 
reach everyone that you want to reach on social 
media. Fortunately, Facebook, Twitter, LinkedIn, 
Instagram and other social networks have several 
advertising options to choose from. Don’t be 
afraid to invest in these to expand your reach. 

Nearly one-third 
of the world uses 
social networks 

regularly  
- eMarketer

https://www.emarketer.com/


Look for partnership opportunities. 
As social media has become a part of our daily 
lives, people have started looking more towards 
other individuals to inform their purchasing 
decisions rather than organizations. Industry 
influencers can be a powerful way to get your 
brand in front of leads on social media by 
providing a word-of-mouth recommendation and 
overcoming ad fatigue. 

Create a contest. 
People love a great giveaway, and social media 
lends itself well to hosting and promoting a 
contest that can generate leads. Contests are 
extremely shareable and lead data can be 
collected by connecting your social efforts to a 
landing page and entry form. 

Experiment. 
Try different types of posts, ad formats and 
social networks. Not everything you do will be 
a success, but by experimenting with different 
approaches, you can find what generates leads 
and what doesn’t. 

of marketing 
professionals 

consider 
influencer 
marketing 

effective in lead 
generation 

- Launchmetrics

75%

https://www.launchmetrics.com/


Direct Mail
While it’s often thought of as an outdated tactic, 
as the inbox grows more crowded, the mailbox 
is often less so, opening up new opportunities 
for direct mail. Try these tips for maximizing the 
effectiveness of direct mail for lead generation:

Personalize. 
Customization is an essential part of 
communications today, no matter the format. 
Achieve this with your direct mail by segmenting 
your lists, much as you would do with email 
marketing campaigns. You can also add a 
recipients’ name, geographic location or other 
details to your mailing for an added touch of 
personalization.

Mind the timing. 
Timing has a big impact on response rates, so be 
sure to consider not only what would be most 
impactful for your audience, but also what would 
be most effective based on what the mailer is 
promoting. For example, a direct mail piece 
promoting a big sale should arrive several days 
or a week before the sale starts, not so far ahead 
of the sale that recipients forget about it before it 
starts. 

of customers 
try a business 

for the first time 
because of direct 
mail advertising 

– Direct Marketing 
Association

39%

https://thedma.org/
https://thedma.org/


More is more. 
Include all of the details someone would need to make a decision or 
purchase, anticipate questions and use compelling visuals. In addition, 
provide multiple ways for someone to respond to your call to action – 
whether that’s visiting your website, calling your organization, going to a 
physical location or following your business on social media.

Integrate the campaign. 
Let your direct mail piece be the heart of your campaign, and then reinforce 
that message via email, advertising, social media and other channels. Every 
channel isn’t for every person, so this approach can help drive conversions 
by reaching people on their preferred channels and reinforcing messaging 
from one channel to the next.



Measuring Success
Ready to go out and generate some leads? First things first! 
Decide in advance of starting any lead generation efforts what, 
when and how you will measure success. Those measurements 
may vary from business to business and according to the tactics 
you employ, but here are a few ideas for lead generation metrics 
to get you started:

Total Number of Leads 

Number of Leads per Channel 

Total Spend per Channel 

Cost per Lead 

Number of Marketing Qualified Leads (MQLs) 

Number of Sales Qualified Leads (SQLs) 

MQL to SQL Conversion Rate 

Marketing Percentage Contribution to Sales Pipeline 

Marketing Percentage Contribution to Closed Revenue

Using dashboards in 
Dynamics 365 allows 
you to see at-a-glance 
the metrics that matter 
most to your organization 
so you can always keep 
an eye on your lead 
generation progress and 
performance. 



Next Steps
Congratulations! You just generated a bunch of new leads 
for your organization. But now what? Lead scoring and lead 
nurturing are two smart next steps.

Lead Scoring
 
All leads are not created equal, but without an effective lead 
scoring system in place, all leads are treated like they are. This 
means that marketing passes leads to sales that aren’t ready 
to buy, sales pursues these leads and so begins the traditional 
tension between sales and marketing teams. Lead scoring can 
help both sides come together to agree upon what makes a hot 
lead and how to follow up accordingly. 

Lead scoring involves ranking leads on a scale based on how 
interested a prospect is in a company’s products or services, 
how likely they are to buy and how soon they will be ready to 
move from prospect to customer. Using a lead scoring model, 
prospects are assigned points based on the actions they take. So 
a lead that downloads an eBook might earn 10 points, while one 
that visits your company’s pricing page earns 25 points.

Using lead scoring in 
ClickDimensions, your 
sales team can quickly 
and easily determine 
which leads to pursue. 



Lead Nurturing
Buyers today rarely become customers 
overnight, which makes lead nurturing an 
essential part of a successful modern marketing 
strategy. Using nurture marketing, also known 
as also known as drip marketing or campaign 
automation, you can send a series of relevant 
and timely communications to prospects 
or customers over time. These automated 
campaigns respond to the recipients’ actions, 
thus creating a more personalized experience 
for your leads.

For example, if a prospect that you’re nurturing within a campaign 
automation does not click a certain link in an email, you might send them 
a follow up email. On the other hand, if they do click on that link, you 
might send them a different email or even notify a salesperson to call the 
individual.

Remember that a nurture campaign should include information that leads 
or customers want or need. Don’t just send a series of “buy now” emails that 
don’t provide any value. Think about the type of content that would help your 
prospect or customer based on where they are in the buying cycle – and that 
will help move them forward on the journey from lead to loyal customer. 

The ClickDimensions campaign 
automation builder lets you 
create dynamic, customized 

and powerful nurture marketing 
campaigns with a simple 
drag-and-drop interface.

of marketing leads 
never convert to 

customers  
- MarketingSherpa

79%

https://www.marketingsherpa.com/


The ClickDimensions marketing 
automation solution is natively 

embedded in Microsoft Dynamics 365, 
putting all of your sales and marketing 
tools and real-time data right at your 

fingertips. 

Watch our 7-minute demo video or sign 
up for a live demo to see how we can 

help you attract more leads, close more 
sales and better engage customers. 

http://clickdimensions.com/
http://clickdimensions.com/demo/
http://clickdimensions.com/request-demo/
https://www.facebook.com/clickdimensions/
https://plus.google.com/100281743712894557854
https://www.linkedin.com/company-beta/1223882?pathWildcard=1223882
https://twitter.com/clickdimensions?lang=en

