ITN. MadisonLogic

B2B BUYERS JOURNEY
5 KEY DATA POINTS TO CONSIDER

e 50% of leads are qualified but not yet ready to buy

Only 25% of leads are legitimate and should advance to sales ?
Companies that excel at lead nurturing generate 50% more sales ready leads at 33% lower cost ®

70% of marketing leads never convert into sales. Lack of lead nurturing is the common cause of
this poor performance 4

It takes 10 touches to go from initial contact to a closed deal °
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Puying P Lori Wizdo, Forrester Research
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IMPLEMENT

What has happened in the B2C space is now happening in B2B. With the availability of a seemingly infinite amount of resources, it is
the duty of the marketer to develop a clear voice within an overcrowded marketplace of content. The best way to create that clear
message is through a commitment to listen to the consumer and respond with meaningful information.

Lead nurturing allows you to communicate on a step-by-step basis to develop a relationship with your prospects - to become a
trusted source of information. Don’t overcomplicate the lead nurturing process. Use the 80-20 principle as a baseline, which states
that most often, 80% of the effects are a direct result of only 20% of the causes. Don't overwhelm your customers with messaging.
Keep it simple and, most importantly, keep it relevant.
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