Inside the mind of a
Demand Generation Manager

Make “Measure and Optimize” 4 Automation’s the name of the game
Vour new mantra b Drefiné and streamling your lead
Define and track different metrics related to Y, J management processes. Lke the right
campaigns, channeds, leads, revenue. F marketing automation platfonm 1o autemate

Use these parformance metrics to rafine 1o thi maxirnum extent possibhe.

and optimize youwr efforts and investments

Leads are everywhaere _
Keep an eye out for them. ™
Closaly track different souwndes
like website, campaigns. social
media, events, referrals, news
B rrvieclian 10y il o
leads database

Quality or Quantity

It's like walking a tightrope.
Thiz koiry is to strike the right
balance between delivering
volume leads and quality leads
that will keep sabes happy.

Gat the sales handshake
Irvolve sales and inside
sales eardy onin the lead

- B creative
Waork closely with marketing
to make your campakgns

stand out. Experiment freely
with your campalgns, content,
design, affers - everything.

Manapement process.
Understand what sales
congiders bo be a “good” lead
and réfing your qualification
proceds accordingly.

Keep it fresh ” Inkround vi Outbownd
Ensure your |lasds databage, Wy Ehils fuss over semantics? Fodud
Cam paign content, emplates, Instead on munns g integr ated CAMRAGINS,

lead baits are all up-to-date. coordinated and executid scrods channeks.



