











As buyers move
further into the
funnel, drip
content is necessary to keep
them moving.

This might be spec sheets,
product comparisons,
customer testimonials, and
other content that helps
them make a decision. Every
time a customer requests
more information, they are
moving even deeper into the
funnel.

151

Once people have

shown enough
interest, follow up

with a phone call.

These are “hot” leads. By
sending salespeople only
those leads that are most
likely to convert, you are
maximizing the use of their
time and, thereby, your
profitability.

Highly targeted .
direct mail is a great %
way to draw leads

into the top of the funnel.
From there, continue to
feed prospects the right
information, at the right
time, to draw them in

more deeply. Use all of the
channels at your disposal to
drip the right content—little
by little as appropriate to
each stage of the process—
until the prospect is ready
to say yes!
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