
Optimize Your Sales Team Follow-Up
5 Essential Strategies

Part of the series: Filling the Sales Lead Pipeline for Your Company

   The Tactics and Tips to Get You There

   We will start momentarily
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47% of B2B Marketers are struggling to meet their 
goals this year. 

1 Timely follow-up greatly 
increases the chance 
of making a connection.

Campaign training 
and accountability 
for sales teams.

2

Deliver leads in real-time, directly to 
the person who’s ready to follow up. 3

In-depth prospect
insights increase
liklihood of conversion.

4

Easy access to 
battle-cards, call 
scripts, sales guides.

5

Solution 
Effective alignment 

with Sales & Marketing 
increases close rates.



73% of teams with complete sales 
and marketing alignment report meeting 

their goals so far this year. 

“”



The Importance of 
Timely Follow-Up1



50% of buyers go to the vendor 
that replies first.50%

Prospects are 8x more likely to engage 
if you follow-up within 5 minutes. 8x

< 1% of inbound leads are engaged 
in under 5 minutes. 



57% of companies are contacting leads 
after more than a week has elapsed.57%

80% of sales people give up after 3 
attempts for contact.80%

Of Sales people give up after 1 follow-up.44%



Real-Time Lead Alerts2



The Problem With Traditional Lead Alerts

• Limited to contact details, company, asset downloaded

• Weekly or monthly notification via CSV, Excel file

Lead Data is Extremely Limited & Outdated



Next Step: 
“Sales Rep 
Click Here”

Sales Team 
Performance

Company 
Insights, 
News and PRProspect 

Insights &  
Background

What Do Real-Time Lead Insights Look Like? 



Campaign Training & 
Accountability3



Provide Awareness and Provide Easy Access 
to Materials

The Doghouse

How to Follow-up 
Video and Next Steps

Provide Campaign 
Assets for Reference

Campaign Attribution & 
Opportunity Tracking



Track Performance of Each Sales Rep

The Doghouse

The Doghouse

Opportunities & 
Outcomes

Sales Follow-up

Conversation



Prospect Insights4



Follow Up With Confidence

• Lead Insights for Prospect, 
delivered in real-time

• Prospect background, skill set, 
history and social media

• Company Insights for Company, 
News & Competitors

• Follow-up emails prebuilt 
for Sales Reps to respond



Lead Insights: Background & Social Media

Prospect 

Social Media 

& Interests

Prospect 
Insights &  
Background 

Job History 

& Experience



Prospect Activity: Campaign Interest & History

All Campaign 
Exposure

Show Prospect 
Interest Levels 
in Content

Campaign 
History



Company Insights: Details, Summary & News

Affiliated 
Companies

Company 
Insights & 
Overview 

Latest News 
& PR

Competitors



Access to Resources5



Access to Resources for Follow-up:
Battle Cards, Call Scripts, Campaign Overview & Past Activities

Campaign Assets, 
Call Guides & 
Follow-up Training

Prospect 
Activities, 
History and 
Scoring



TakeawaysKey



1. Timely Follow-Up: 
Following up within minutes of receiving leads to maximize 
conversion chances.

2. Real-Time Lead Distribution: 
Instant distribution of leads greatly enhances Sales’ response 
times.

3. Sales Team Training & Accountability: 
Involving Sales in campaign training fosters alignment and 
ensures priority of resources.

4. Comprehensive Prospect Insights: 
Detailed information about prospects/companies allows Sales 
Reps to “follow-up with confidence”.

5. Sales Resource Accessibility: 
Battle cards and call scripts should be easily accessible.



Tools We Use:

Partner Marketing Automation, 
Real-time Lead & Company Insights, 
sending emails, landing pages & reporting.

Prospect Contact Details, 
Intent and background.

Prospect job history, 
experience, background and 
interests.

Prospect Intent and Intent 
History.



Q & A

Submit questions in the panel on the 
right side of your screen.

For more information contact:

Jeff Holmes
CEO & Creative Officer
jeff.holmes@3marketeers.com
408.293.3233 Main
408.222.0400 Direct

Beryl Israel
VP, Client Services
beryl.israel@3marketeers.com
408.293.3233 Main
408.222.0401 Direct

3marketeers.com
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