LEAD MAMAGEMENT

—

What to look for in a lead management company and how to strike the best deal

ALL SALES BEGIN with: leads. Sometimes
the biggest challenge is just gething more
aood Teads, Other times. the real huredle
is managing the ‘ezds you slready have,

Firstenark fas heen in business since
pgan, selling leads from well over zaa
databases and mailing lists, srimarily for
business-to-business  sales.  President
sichae] Pomerantz savs his leads are es-
pecially strong in health care, finance and
high-tech markets. Pomerantz has scmmnie
vereran tps for sales managers looking
ft nens lead sources

Fir=t, 5'__?_“_':"_'__.' whit Yo are |I"!.'i|"IE_ gl
ang define vour mazket ag exactly as yon
can, “Ereryone would like 1o knew who
bought a girilar prodect in the last 15
moiTbes, at vou are nol g-f:-in:':_ (%] gex
that” Pomerante iokes, “5till, sales i 8
nummlers game, and you want 1o get as
cloze to vour troe market as possible,”

Pommesantz urges managers not o del-
cgate lead negodations to lower-level e
plovees wha o not knew the business
thoroughly, “Lead providers mave a smaor
gashord of data to draw from, We need
bo oo oy needs @5 completely and az
exactly as posgizle wogive vou the best
data at the Best price.” Senior sales and
miatketing managers know their markets
and their sales strategy best, They can
clao respond knowledpeably to supges-
finrs '|:-5,' lead wessdioes.

Second, know e people vou need o
cortect withis the [ |'.h'.|x'|.'|.l.'.l.| LAy, Whiat
ave the lob ttlez ar functions tat v nesd
te: “zach decizion makers, decision influ-
encers or gatckeepers? Do vou need puss

LI raer 2004 SELLING POOWER

chaaing managera for the corpary o a Ce-
zartment? Dovon want enginesscing or o
erations execst If vou are selling com-
puter erpriprment, di you neesd just the
information tecrmelogy staff, or will you
watmit b ke vourr pitch bo the CFO a5 weell?

Firstmark prides isself o toe depth of
contact data in ﬁ;:-:'l.'.il-ll.‘: indusiries. “For
example, most general databazes tend o
have only the tos executives " Pemerantz
explainz, "But in baning and some ath.
1 sechors, W may have 20 o Goexecu-
tives listed by their fanctions,”

Thizd, ks hosg vou will need the dasa
clzssifed to select and vse your leads, Lisus
ally, vou will want geograshical location.
e yonnweant Jeads Iocabed By headaguartess
o by & company's production facilites?
That chedee will ql-e'?e;"l;] ol o WL sell
and how vour seles foree iz azzipned, Make
EUNE FOU OoTiveEy S0 the Jead oy det winat
kind of territerial allocations vou need,

Incu stry tvpe 12 ape=rer ceitical classifi-
catinr. Firms can be identfied v Standard
[rsmsTial Classification (510 codes o the
imnproved Mationsl Industrial Classifica:
Hen (5 A1C) codes. Bul often vou need a
iz detmiled description of the prospect's
business, What predoct lines do they
make? What processes de they use to
ke thelr products or senvices: Special-
fzed mdustry databases have ther oam sps-
b for descrilving each company that is
considerably richer and maore helplul
than S1C and NAIC codes, "For examzle,
cur lists of hospitals will ave number of
beds and wiat kind of care Facilities and
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treamments dev ofter,” Pomerantz obeetves,

Frrth, knesy hioss o il o may ooz
tact e leads over the entive sales cucle,
il selephane and fs are the standand ape
proacies in BzB marcets, But be carefl
it v kvcog ol the rles, Tn heslh care
markets, Pomersnz nows, do-not-call laws
el phntw cills ke dectors” and wisges’
hose meemizers, There are slzo do-rot-fax
tules or customs tn some Busicesses today

Fift=, azk the lead prosides for az esti-
mate of the percent coverage of vour mas-
ket he can provide, Often, thes el differ
by size or location. Ask how he dmoes
hew compliete the coverage iz,

In asking chout coverage ar oter data
praracheristcs, make sure vou and She
leac provider are working from the same

tained b regelar conmets througs shone
o mzil and are veriTed regularly, Somne
subscriztion lists are obtaned enly anou-
ally or even over several vears.

Lome vensors compils and sezularly
velidate their owmn lead lats, A: Firstmark,
i compiling firm updates all listz at
least quarterly. Firstmark alao keeps ila
databases in-bouse, sa i knows their
quality anc can quickly answer cliens’
|'|..|'-:'~.I|-::r'|-: awevias thiern,

Pomeraatz's anacysts apply an indus-
Erystandard software package to verife
tne exigienoe of addresses and special,
sroprietary software to check for mis-
speiled narses and oZrer ereors. He esti-
rmates that his lead costacts are about g5
percent accurate, You should question
any lead provider on the accuracy of the

“still, sales iS @ numbers game,
and you want to get as close to
your true market as possible”

definitions, "For example, we have pret-
by much all the hospitals in the coustre”
Pomerantz notes, “Bus some frmes want
to include Jong-term care facilizes in the
coints as well, 5o ovou have to getsmaipht
wheter vou are king abour both acuse
anied lomgrserm care,”

[21 some markers there are surprizingly
few cotnpanies, st l=ass of any size, "[n
bic-tech, for example, there are cnly a
cemple thousand firmes, and when vou
start moing up the size TaTge ¥ou 85 vt
SN ot el o ||'-p.|r||-:':=. Pt arineg
motes, Ofen i these markets it i3 more
.:'I"|.|"||'|‘I:|||' I E:Fl vy |'J.-e"|?"|;:| and 2ecusase
data on e relatively few firms vou cas
sell to, pazier than trying o soueeze aul
ancther couple of leads,

Sheth. remesther that scale is an im.
porant data selector, sither as a qualify-
ing factor or as a means of priorideing
selling eforts, Revenue and emplovee
cott aze the smandard indicazoss for o
muzh a company can buv of your prod-
ucts. But be careful, You want to koiow

ro Large the comzany is in the line of
ousiness you are targeting, not just ita
averall sige, Sormetrmes, i witll want an
ertirely differest measure of size, such
48 Aglare "i'|||'.uge I’l'lr']:lu.il-ill"lg |-_~:_:|,1.il'!|1'_||_-r|'
ar number of PCs for high-tech sales,

Sevensh, accuracy and Hmelizess are
criticzl Sctors toweish in decidizgon any
Tezd liss Pomezante draws 2 bhasic disting
fom betwees commpiled stz and stz drawn
froe subserption cards cr other general
collection methads, Compiled lists are ob-
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= what engures it, and what adjuss
ments may be made if the cate turn ow
w e mnch less cecirae than advestized.

Eig"!l'h, YLl niese] to kreas r::-;',ln:_'ll__'\_-.' iy
vouare going touse the leeds, This means
Il!I'JI'.I'h'il'IE. nob sl volir sah_ﬂq :'.:.il‘:'. |_;|1:|| '5,1-:-_'
physical processss vou will apzly 1o the
leads onee vew have therm, Firstmark usy
aliy emails it leads to custorsers and can
puit thertn i halisdezen different datbese
fermats, Tt iz oritica] o make saee you il
ez getticeg, the data is a formad that waorks
esily 0 pour reps’ contacl AT agers, your
company’s customer relavosnship man-
apement (CRM| system, or any other sys-
tetnt that voii need to handle theim

Lead vendors can eften help you find
the meost e Foient way to handle tre lsadz,
*soee clients waznt to do g mal merpe,
and we have to explain now w do it
Porrerants nofes, “Other clients just say
they have PCs and use Windows, But we
need tounderstand what 1z going o hap
pen to the data to make sure we give it te
vou e e sighe formmst and that vou can
wiork with it guickly,”

Lead vendeas can also do so=e of e
wors themss ves, Forexample, Firstmark
will print oul maling labels and send
therm to & mailing =ouse for direct-mail
campaignz. Se il s alse imperiant b
kneer the needs of a=y third partizs, such
as mailing frmes or contact cesters. that
will wiork with fre s, Or you may want
the lead stosider o aliocate leads by ter-
cifery and gend them to dizectly to your
rese or local managers.

Ninth, be aware ol coes factors, One
critical factor is the amount of wee you
will make of the data. Leads caz be geld
for aniedtime mailizgs or for cne or e
eral te_ephene cals, Or they can e por
chased for unlimited 2se urizg a fized

tizzie period. Finally, vou can by the leads
b permanently embed ther in YOUr OWIL
dambase and receive regular updates and
additions frem T leas ]:lpt_.-'-.l-_. ET

Pricing varies subatantally cccording
ey T wae woil rrade of the dam, Pomer-
arntz savs tha: mos: good databeges will
atart az aboul 10 cents per lead, shen in-
crease in cost as more data is required.
You may be getting 2 much higher valur
fromm unlizited wse of the data, but vou
will certainly be paving for i,

Perdead charges usnally decline with
lavger orders. That can be ameactive for g
malnr sales campaizn, Dot be caretul,
Sommetmes, itis wise to initially buy ondy
asetal number of leads, sest them, and
then go back for the big oeder when vou
have a clear idea of coverage, acouracy
and responze rates, Inthe end. the criti-
cal measireme st ofany lead soume is the
clese rawe, and nobody really knews that
unitl the leads are contacas],

Managing Leads
For many firme, the big quesdon is how
ko manage ‘eads theough the whole aales
sy, And different departmenss can have
different priotities. Salespeople want
micre lead s and Cualified prospecs to pur-
sug. Sales managers want leads and
proseects at affordable prices, and they
want to be able to easily track what hap-
prenns b beads aree they bave been secased,
And noboedy wants te oad up cne more
anfbease = ki].é!.lr' larmake all &= i._~. |"li-l Ppet.
These are the pricrties thar Paul
MeHegh, an independent vep for Acton In
termationsl, seez among his Cients, Acton
new oflers a Web-enablad aolotior called
APARE st focnses on just these coiorities
Acton has een securing and manag-
ing leads mestly for banks a=d other 5-
nancia. service companies. “Marketing
|:!t.-':"|'.l|'-" think strategically = bow muck it
HEIT.".H to Ccoat |.1-:r lead tootarn it into 2
sale,” Mo H1:||_::|‘| ses, “The 1T pg'-:,:-]_'llr Ik
at the hassle of cving to inteprate and fis
AN e acrllsiare rlrrlgrurrlq."' A ‘rhr;'
galez forcer “Sclez managers ust know
they have six weeks w penetate 55 =illion
in sales a7 a cerain profit arging”
SPARK runs an Actosn's own Bervers.
Clients connect through a password syvs-
e then select the leads that mawch their
et customers, Salespenzle can degign
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their own direct-mariceting package or let
Acton help. Most important, SPARK
tracks the leads, mailings, responses, fol-
Ie-ups and «.-Ii 5 ratios. And managers
et the battemm line, “SPARK tells man-
apemment they spent ¥, gob ¥ response and
nere are the sales resuliz”

Sornetimes 3 company is generating
mlenty of tta mart leads, af neads booor
;‘!illl o I|‘||'rr| I"'n-{'l' 'i'.'ll'l:_r'_ ."'| i:l'_}l,'!d SLdC-TdaI-
agerment svatern shotd bedeg all the Leady
obtaized from a1l sources together and ve-

nove dupiicates, according to Janatha-d
Cehe, product manzger wcth Acxiom.
Maragers may alao want to ounce off”
the new leads agozstan industry datshase
that haz more complete dzta on te firms,

Acsiom wiorks i;l'\l'\il-l:_-' with its clients,
genesally hose with huge aumbers of
new leads caming in from a variety af
channels, to make sure the szles force
rets the moat gut of new [eads l.vilhr_:-ul
wasting dme or efforts, A partnership
Wit _i'l.lll fc Bradsateeel glves Acworm ot
side data when itis nesded, But the main
jolis tocolect, '.'|-.-'u|| rank and distizbute
the leads trat are coming in trom the
client's daily c.tpm.: ticns.

Acxiom wsually stores and warks with
the dam in its own shop, “Most of the
HAEtE, € i"ll = I-IIIJ '.'ill Ii."-'"l; -\.ﬂl'll_:'l,l: ac-
t0 our serveTd srovices faster lurn
arcund and i= :hr-.'qin-e'T_ Cohn notes.
“They get a better RO than by trying to
instacl the sofbware in-nonse,” Recent ac-
fuisitions give Acion internstional
reach, tor bath fead Gats and clients,

e key o Acxiom s approach i= w have
i dedicated team of lead experts worldng
[oim the start with the client “We il
dowrs and bnd out what the bosiness:
crnphasizes, "Co they
neesd miore IL-J-J: o mpre Infarmation
aboiit their lead s The experts then ge to
wth, Acxiom is also expert at what Cohm
calls svent marketiag, “That mieans koo
ing when ang why peosle bus 2t certain
Hees, 2o vou can market o thes at the
st Hmes, When vou work with leads,
you are always trving to fnd people who
ave Pedady b buy” - Hzwpr Calanay

i
“nri lsing o aad prosidess, viglour ekl
ard ahd on S.ne Book _irder Magas-e; —=en
smtnch Calegery Lead Menapsman.
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There is nothing so useiess
as doing eificiently that which
showld Kot de done ar all,
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With Terrvberry, rewarding eflort and accomplishimen
doesnt mean 2 hlg nvestmenl i fimse, elford, or mo ney
Yet the outcome couk! define your organization's future success
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Chanze rom 3 side selection of linely crafted awands to hareo wour winning team.
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We put the walue in gift card marketing.
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