
The Most Effective 
Lead Generation 
Strategies for 2023
As the digital landscape continues to 
evolve, so do the lead generation strategies 
that businesses use to drive sales. In 2023, 
businesses need to stay ahead of the curve 
when it comes to the most effective lead 
generation strategies if they want to stay 
competitive. 
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91% of marketers say 
lead generation is 
their most important 
goal.
As businesses move into the new year, they look for lead 
generation strategies to help them reach their goals in 2023. 
With ever-evolving digital technologies and the need to stay 
ahead of the competition, it can be challenging to know 
which lead generation strategies are the most effective. We 
have pulled together the most effective lead generation 
strategies that have been proven to generate leads and 
increase conversions.

In this document we will focus on some of the most effective 
lead generation strategies for 2023, including tips on how 
to implement them in your business. An agile and robust 
lead generation campaign includes all forms of advertising, 
direct mail, social media marketing, content marketing, email 
marketing, and telemarketing.

Lead generation is an important strategy for any business’s 
marketing plan. However, how we generate leads is 
constantly changing and needs to adapt to the market’s 
demands. Lead Generation Strategies for 2023 are more 
complex and innovative than ever before, effective lead 
generation is the most important goal for 91% of marketers. 
As technology advances and the buying journey evolves, 
marketers must stay ahead of the curve to make sure they 
are using the right strategies to reach their target audience. 
37% of marketers struggle to generate high-quality leads, 
one of their biggest lead generation challenges. We’ll discuss 
some of the most successful lead-generation strategies for 
2023 that will help you generate more qualified leads.
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1. Determine your Target Market
Make your target market as specific as 
possible. You can create more effective 
campaigns if you know your target market. 
You must first identify your target market 
before you can begin generating leads. 
Which companies and decision-makers are 
you aiming for? Who do you want your lead 
generation campaign to reach? The answer 
to these questions will determine your target 
market.

2. Create a Plan
Once you have identified your target market, 
create a plan for reaching them. The success 
of a lead generation campaign cannot 
be guaranteed without a structured plan. 
Are there particular B2B lead generation 
marketing channels that will be most 
effective for reaching your B2B target 
audience? Brainstorm ideas and come 
up with an actionable plan of approach. 
Consider the options available (social 
media, email, cold calling, direct mail) when 
determining what campaign will work best 
for your business.

3. Set Goals
When setting goals for your lead generation 
campaign, it’s important to be realistic. Think 
about the number of B2B leads you want to 
generate, the timeline to reach your goal, 
the resources available, and the B2B lead 
generation channels that will work best for 
you. This will help you create a successful 
campaign by providing a clear target to 
work towards and keep you motivated. An 
achievable goal will ensure you stay on track 
and reach your desired outcome.

4.  Monitor Results
Monitoring the success of your lead 
generation campaigns is essential for 
continuous growth and improvement. 
Pay attention to what’s working and make 
adjustments as needed to maximize your 
results.

5. Create and Promote Content
Content is essential for effective B2B lead 
generation. B2B lead generation content 
examples include; blogs, emails, social 
media content, guides, eBooks, video 
content, webinars, and case studies.

Content must be relevant, informative, and 
compelling to attract decision-makers to 
your solution. Develop content that speaks to 
your target audience’s needs in relevance to 
your product or solution. 

Once you have created great content, 
you must promote it through various B2B 
lead generation channels to reach your 
target audience. The most effective ways 
to promote content include social media, 
email marketing, paid advertising, and guest 
blogging.

B2B Lead Generation Basics
You need to consider several things when planning your lead generation 
strategy. Here are some of the basics:
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6. Utilize Technology
Lead generation tools and technologies can help streamline your efforts by automating 
mundane tasks like data entry or account segmentation. 

Investing in the right technology can save time and energy that can be better spent on other 
facets of lead generation, such as developing relationships with prospects or creating content.

7. Nurturing your Leads
Once you have generated some leads, it’s important to nurture them so they eventually 
convert into business. Send them regular emails with helpful information and follow up with 
phone calls or personalized messages when appropriate.

80% of marketers believe marketing 
automation generates more leads.
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There are numerous ways to generate leads for your business, but not all methods are 
created equal. To ensure you’re using the most effective lead generation strategies, 
it’s essential to understand the different types of leads available and how they can be 
generated. The three primary types of leads are:

Marketing Qualified Lead (MQL)
Marketing Qualified Leads (MQLs) are top-of-funnel-leads that have been identified by 
your marketing team as being more likely to convert into sales. They 
are prospects that have shown an interest in your product or 
service and have been identified as having a higher likelihood 
of becoming a customer. MQLs can be generated through 
efforts such as content syndication, email marketing, 
programmatic advertising, and telemarketing 
services.

Highly Qualified Lead (HQL)
Leads that have engaged with your business 
and shared information are known as Highly 
Qualified Leads (HQLs). These are leads that 
are in the middle-of-the-funnel and have 
shown a higher level of interest than others. 
HQL’s can typically be generated through 
activities such as events, ABM, and BANT 
campaigns.

Sales Qualified Leads (SQL)
Sales Qualified Leads (SQLs) are bottom-
of-the-funnel leads. They fit the ICP and 
persona you have set for your target 
audience and either has direct purchasing 
power or significant influence in the buying 
process. SQLs have engaged with your 
company over multiple touchpoints and 
have shared information about their needs 
and timeline to buy. SQLs can be generated 
and converted through outsourced 
appointment-setting campaigns, which fill 
your calendar with leads ready to speak and 
take action.

Types of Leads
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Leverage Data
Two data types are essential for lead 
generation: first-party and third-party data. 
A company collects first-party data through 
surveys, customer interactions, direct mail, 
and website activity. This data is crucial 
because it gives the company a better 
understanding of its accounts and their 
needs.

Third-party data is collected by external 
sources such as market research firms, 
social media platforms, and public 
databases. This data provides insights 
into trends and helps companies identify 
potential clients.

Both first-party and third-party data are 
essential for lead generation. First-party data 
provides a more detailed understanding 
of prospects, while third-party data can 
provide insights into trends and potential 
prospects.

Email Marketing
Email Marketing is one of the most effective 
lead generation strategies. It allows you to 
reach many people with minimal effort at 
a low cost. Email marketing can be used 
to develop relationships with potential 
prospects, generate leads, and close sales. 
When used correctly, email marketing can 
be an extremely powerful tool.

However, people make some common 
mistakes when using this strategy. Here are 
some tips to help you avoid these mistakes 
and make the most of your email marketing 
campaign:

1. Don’t buy lists of email addresses. These 
lists are often outdated and full of invalid 
addresses. This will result in a high number of 
bounced emails and could get your account 
suspended

2. Make sure your emails are correctly 

formatted and contain valuable content. 
People should be able to read and 
understand your emails easily. Include a 
call-to-action so that recipients know what 
you want them to do next

3. Don’t send too many emails. You don’t 
want to bombard people with emails, or they 
will quickly unsubscribe from your list. Send 
one or two emails per week at most.

4. Monitor your results carefully so that you 
can adjust your campaign as needed. Keep 
track of open rates, click-through rates, and 
unsubscribe rates. This information will help 
you determine what is working and what 
isn’t so that you can make the necessary 
changes.

According to recent studies, email 
marketing boasts an average return 
of $36 for every $1 spent, making it 
one of the most profitable and cost-
effective direct marketing channels.

Source

Content Creation 
To generate leads, your business needs to be 
visible online and produce relevant content 
for your target audience. Content marketing 
is creating and distributing valuable, 
relevant, and consistent content to attract 
and retain a clearly defined audience — and, 
ultimately, to drive profitable buying action.

Some of the most effective ways to use 
content marketing for B2B lead generation 
include creating helpful resources like 
eBooks, webinars, infographics, live 
broadcasts of conferences, and developing 
a strong relationship with influencers & 
thought leaders in your industry.

Effective Lead Generation Strategies

6

https://www.s2wmedia.com/


By providing valuable information that 
speaks directly to the needs of your target 
market, you can position yourself as a 
thought leader and build a relationship of 
trust with your potential clients. This trust 
makes prospects more likely to engage with 
your solution when they’re ready to buy. 
To provide the best engagement, create 
content that addresses your client’s needs.

  

Content Syndication
Content syndication is publishing your B2B 
lead generation content, on third-party sites 
to reach a wider audience. This strategy can 
be highly effective in generating leads, as it 
allows you to tap into new audiences who 
may not be aware of your brand.

When syndicating your content, be sure to 
target high-quality sites that are relevant to 
your industry. This will help ensure that your 
content is seen by people interested in your 
solution.

Once you have found a few good sites 
to syndicate your content, promote your 
articles on social media. This will help drive 
traffic to your site and give you a better 
chance of generating leads.

Events & Webinars
One great way to generate leads is by 
hosting events such as business conferences 
and webinars. By providing valuable content 
and engaging with your audience, you can 
build trust and credibility, eventually leading 
to more sales.

Share thought leadership, industry expert 

information or successes and insights from 
your customers with a large audience by 
running a webinar. Or host an in-person 
networking opportunity to share information 
about your company via a mixture of 
thought leadership addresses, current 
market research, and discussion.

Social Media Marketing
It’s no secret that social media is one of the 
most powerful tools in a marketer’s toolkit. 
But many marketers don’t realize that social 
media can also be highly effective B2B lead 
generation channel

When used correctly, social media can 
help you build relationships with potential 
clients, create awareness for your brand, and 
generate leads you can nurture through the 
sales process.

Here are some tips for using social 
media to generate leads:
1. Use targeted ads to reach your ideal 
accounts.

2. Create exciting and shareable content that 
speaks to your target audience.

3. Use calls-to-action (CTA) in your posts to 
encourage your followers to take action.

4. Engage with potential clients on social 
media - don’t just sell to them!

66% of marketers generate quality 
leads by spending 6 hours per week 
doing socila media markerketing. 
Social media platforms have 
created a significant space for 
themselves when we talk about lead 
generation. Almost every business 
relies on these social media to get 
more high-quality leads.

Source

71% of B2B marketers say Content 
Marketing has become more 
important to their organization in the 
last year. Making content marketing 
one of the most popular Lead 
Generation Strategies.

Source
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ABM is a targeted marketing approach focusing on 
key accounts rather than individual leads. By taking a 
holistic view of the buyer journey and aligning sales and 
marketing around key account targets, ABM can help 
you close more deals and drive revenue growth. ABM 
has been shown to be an effective lead generation 
strategy, with companies reporting an average of 10% 
higher win rates on targeted accounts.

In addition, ABM can help you nurture your 
relationships with key accounts, leading to increased 
retention and upsell opportunities. To get started 

with ABM, you will need to identify your target 
accounts and build a list of contacts at those 

companies. You can then create targeted 
content and campaigns specifically for those 

accounts.

Finally, you will need to measure your 
results to optimize your approach over 

time. Account-based marketing 
may be the right approach 

if you’re looking for a lead 
generation strategy to help 

you close more deals 
and drive revenue 

growth.

Account Based Marketing 
(ABM)

  Significantly Higher   Somewhat Higher About the Same Somewhat Lower   Significantly Lower

26%

50%

12% 10%

2%

ROI of ABM vs. Traditional B2B Marketing Initiatives
Source
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Search Engine Optimization (SEO) & 
Search Engine Marketing (SEM)
If you’re not using SEO and SEM to generate 
leads for your business, you’re missing out on 
two of the most effective B2B lead generation 
strategies available. SEO (Search Engine 
Optimization) is optimizing your website and 
its content to rank higher in search engine 
results pages (SERPs), making it more visible 
to potential accounts searching for solutions 
like yours.

Search Engine Optimization (SEO)
As we enter 2023, Search Engine Optimization 
(SEO) remains a  lead generation strategy 
guaranteed to produce results. SEO is a 
powerful tool that can help you to maximize 
your website’s visibility in search engine 
rankings and reach a wider audience. 
Optimizing your website for relevant 
keywords, improving content relevancy, and 
using backlinks can increase your website’s 
visibility and draw more visitors. SEO is a 
powerful lead generation tool and will remain 
a go-to strategy for businesses in 2023.

Search Engine Marketing (SEM)
An effective lead generation strategy where 
the service provider pays for ad space on 
Search Engines. It ensures that your website 
appears at the top of search results for 
relevant keywords. This puts your business 
in front of potential buyers who are already 
interested in what you offer, making it more 
likely that they’ll become leads. SEO and SEM 
combinations are crucial for effective lead 
generation.

SEO and SEM strategies focus on optimizing 
your website content, keywords, titles, and 
meta descriptions so that they are more 
likely to appear in SERPs. SEO and SEM also 
involve optimizing your website’s backlinks 
and social media presence so that they 
are more likely to appear in SERPs. As 
search engine algorithms become more 
sophisticated and personalized, SEO and 
SEM strategies will become increasingly 
important in 2023.

Programmatic & Display Ads
Programmatic advertising is a form of 
online advertising that uses software to 
automate the buying and placement of 
ads. Programmatic ad buying is based on 
algorithms that make real-time decisions on 
where to place ads based on data such as 
demographics, user behavior, and even the 
time of day.

Display advertising is online advertising that 
comes in many forms, including banner 
ads, rich media ads, video ads, and more. 
Display ads typically raise awareness about 
a product or service or drive website traffic. 
Both programmatic and display advertising 
can be effective lead generation strategies. 
Programmatic advertising can be especially 
effective in reaching potential buyers 
actively engaged in the online space. And 
display advertising can effectively raise 
awareness about a brand or product among 
a wider audience.

Programmatic Digital Display Advertising Spending in the 
United States From 2020 to 2023 (in billion U.S. dollars)

2020 2021 2022 2023

75.09

105.99

123.22

141.96

Source
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BANT & Appointment Setting
BANT is an acronym for budget, authority, need, and timeline. A sales qualification framework 
will help you determine whether a prospect is ready to buy.

To qualify for a lead with BANT, you need to ask questions that will help you understand their 
budget, whether they have the authority to make a buying decision, what their needs are and 
what their timeline looks like. These questions will help you determine whether a prospect is 
ready to buy and will also give you valuable information about their procurement process.

Appointment setting, when setting appointments with leads, you must be clear about what 
you’re selling and why they should meet with you. Your goal is to set up a meeting where you 
can further qualify the lead and see if there’s an opportunity for a potential partnership.

To set an appointment, start by asking basic qualifying questions like:

•	What budget have you allocated for this project?

•	Who else is involved in the decision-making process

•	What are your key objectives for this project?

•	When do you plan on making a decision?

You can provide more information about your product or service and how it can benefit them. 
Be sure to emphasize the value that your solution can provide. If they’re still interested, set up a 
time for the meeting and confirm all of the details. Make sure to send a calendar invite so they 
can connect for a meeting.

The Future of Lead Generation in 2023
One of the most significant changes we anticipate in lead generation is a move away from 
traditional forms of online advertising, such as banner ads and pop-ups. Instead, marketers will 
focus on developing more creative and interactive content that can be shared across social 
media platforms.

This content should be designed to capture the attention of potential buyers and encourage 
them to take action, such as signing up for a newsletter or requesting more information about 
a product or service. Another trend we expect to see in lead generation is the increased use of 
artificial intelligence (AI).

AI can automate repetitive tasks, such as follow-up emails or targeted ads, freeing up time for 
marketers to focus on other aspects of their strategy. AI can also analyze large data sets to 
identify patterns and trends that can help guide future marketing decisions. As lead generation 
evolves, marketers need to stay ahead of the curve and experiment with new strategies and 
technologies. By doing so, they’ll be better positioned to generate quality leads that convert into 
clients.

As we move into 2023, it’s crucial to understand how these changes will impact your lead-
generation strategies. By implementing these tips and techniques, you can ensure your leads 
are generated quickly and efficiently to reach your desired goals in 2023. B2B lead generation 
partners like S2W Media can assist you in building a promising B2B lead generation strategy for 
2023 and boost your ROI.

Let’s talk about your 2023 Lead Generation goals! Schedule a meeting with us 
here to get the conversation started.
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