LOCAL LEAD
GENERATION TIPS

THE KEY
TO GETTING
MORE LEADS

Invariably whenever we survey our dealers and ask them how we
can support them the universal response is “give us more leads”.
This makes plenty of sense since it’s our number one concern as
well. We are a manufacturer and we don’t sell direct so we need an
engaged dealer network that can provide installation services and
manage the customer. The challenge is: we get leads from all over
the country and we need a dealer near the prospect, and we don’t
always have one nearby. With that in mind here are some ideas to
generate local leads.
1) Search Engine Optimization
This can be a very expansive topic but for the sake of time I’ll
encapsulate it into a few key points:
a) Use keywords that identify your business into your webpages so
that the search engines and prospects can find you. i.e. access
control
b) Link to other sites that are relevant to your products, services or
industry.
c) One of the key metrics is Google PageRank. The higher the
number (1 – 10) the higher the rank. Factors such as relevance and
context make a difference in your regional PageRank.
d) Good SEO is about creating a relevant, informative website, with
unique content and a great user experience, while encouraging the
sharing and distribution of your content to drive organic publicity and
links back to your site.
2) Social Media Marketing
There are many different social media platforms available but we will
only concentrate on a few: Facebook, LinkedIn, Twitter, Google+,
and YouTube. Invariably the common thread between all of these is
to provide ongoing, interesting, relevant content to a wide audience
engaging with them where and when they feel comfortable.

Remember that prospects will access this information from PC’s,
Laptops, Tablets and Smart Phones so make sure the content fits
all of these devices. Here are some useful things to keep in mind:
a) You are limited with the image size and text quantity so make
your point quick, better to show don’t tell
b) Spend time making your page look professional.
c) Once you have a good “home base” or landing page consider
Facebook or LinkedIn ads to generate local awareness.
d) Use YouTube to post relevant videos showcasing your work or
share ours.
e) Use the metrics provided to tweak your message, audience,
reach etc.
f) Be consistent
Also consider using a tool such as HootSuite which allows you to
post to All of your social media sites simultaneously or on a
schedule.
3) Blog
A blog has multiple advantages for your business. It is a key
member of your marketing arsenal for the attraction stage of lead
acquisition. It helps:
a) Your website ranking. Every time you post a blog it becomes an
indexed page which helps your rank.
b) A blog post becomes shareable on social networks which helps
expose your business to a new audience.
c) It is also “new” content and content is what keeps people coming
and coming back to your website.
d) It can also act like a forum where you can poll prospects to learn
more about what they are looking for and use this information to
tweak your future content.

4) Networking
Networking is a great way to make people aware of what you do.
Most networks, like: BNI, Chamber of Commerce or Regional
groups, only allow one professional from each industry and they
share leads among each other.
5) Be Proactive
If you’re quoting a video camera system include access control
with it. We have a dealer that includes access control on every
video camera quote. Although he doesn’t get all of them they do
get a lot of access control installations by doing this.
6) Communication
Use a customer relationship management system (CRM), like
Nutshell, to track your activities and it will help you follow up and
close more sales. Keep informed on what’s available and
communicated this to your prospects.
If you need help with sales assistance, a subject matter expert,
a presentation or any other sales tools don’t hesitate to call us.
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