Nurture your leads with targeted messages, on an individual

basis, and at the optimal point in time to grow your business.

Relevant emails improve
click-through rates by
14%, and conversion

rates by 10%.
Event-triggered marketing
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o7 7%

of B2B, organizations identify
converting qualified leads
into paying customers
as a top funnel
priority.

71%

of B2B marketers use
content marketing to
generate leads.

Companies with mature lead
generation and management
practices, have a 9.3%
higher sales quota
achievement rate.

37%

Content marketing generates 3 times as
many leads as traditional outhound
marketing, but costs 62% less.

Companies that automate lead
management see a 10% or grater

: : : Companies that excel at lead nurturing have
increase in revenue in 6-9 months.

9% more sales reps making quota.

Nurtured leads produce, on average, a 20% increase in

of B2B marketers have sales opportunities versus non-nurtured leads.

not established lead
scoring.

Companies that excel at lead nurturing generate 50%

more sales ready leads at 33% lower cost

Nurtured leads make 47% larger
purchases than non-nurtured leads.
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