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Learn how to do outbound and inbound B2B lead generation for technology companies to drive 
engagement and improve conversion rates. A plug-and-play B2B lead generation strategy is kind of like 
Sasquatch... Some people have claimed to have seen it. Some say, “Look, I have a picture of it!” But it’s just a 
blurred out mess that you can’t quite make out. And others believe that it’s out there, but have given up 
any hope of lead generation strategies.
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Key Takeaways

This blog post covers essential strategies for B2B lead generation specifically 
tailored for technology companies. Key takeaways include: 1) Clear 
communication is crucial for engaging prospects. 2) Creativity in campaigns 
helps to stand out from the competition. 3) Meeting your audience where they 
are, including the platforms they use, is essential. 4) An omnichannel approach 
enhances outreach effectiveness. 5) Both outbound and inbound lead 
generation tactics have their unique advantages and can be combined for 
maximum impact.
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Clear Communication

The importance of clear communication cannot be overstated. Today’s tech 
jargon can confuse potential customers, making it hard for them to grasp the 
value of your products. Rather than focusing on features and benefits, tech 
companies should explain how their products or services can improve the lives 
of customers in relatable terms. Crafting a clear, plain language message is 
crucial for maintaining prospect interest. Alongside this, a compelling brand 
story makes your brand relatable by solving real problems for clients, which 
helps build a strong emotional connection.
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Creativity in Campaigns

Being creative in your marketing campaigns helps your tech company stand out. 
While traditional methods like webinars and ebooks can still be effective, they 
may not be sufficient to capture the attention of seasoned professionals. To edge 
out the competition, innovation is necessary. Techniques such as using humor or 
taking a sophisticated approach to content can create a more engaging 
experience. Analyzing competitors and then adapting their practices to suit your 
brand uniquely can significantly enhance your marketing efforts.
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Meet Your Audience Where They Are

Understanding where your audience spends their time is vital for effective B2B 
lead generation. This includes knowing which social media platforms and digital 
devices they prefer. By mimicking their behavior and understanding their 
preferences, tech companies can more effectively target potential clients. This 
approach ensures better engagement and responsiveness. Additionally, with a 
significant percentage of B2B searches conducted on mobile, having a 
responsive web design is critical for both user experience and search engine 
optimization (SEO) performance.
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Omnichannel Approach

An omnichannel approach in lead generation involves using multiple channels 
to create a unified customer experience. This method integrates outbound and 
inbound tactics to maintain consistent and effective communication with 
prospects. For a tech company, this could involve combining email campaigns, 
social media marketing, paid ads, and website promotions. An omnichannel 
strategy ensures that prospects have multiple touchpoints, thereby increasing 
the chances of engagement and conversion. Consistency and adaptability in 
communication are key to building trust and fostering long-term relationships 
with prospects.
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Combining Outbound and Inbound Tactics

Both outbound and inbound lead generation strategies offer unique advantages. 
Outbound methods such as cold emailing and Account-Based Marketing (ABM) 
allow tech companies to actively seek out and target potential clients, often 
resulting in quicker lead generation. In contrast, inbound strategies like content 
marketing, SEO, and social media engagement help attract prospects naturally 
over time, building credibility and trust. By combining these approaches, tech 
companies can enjoy the best of both worlds: immediate results from outbound 
tactics and long-term gains from inbound strategies. This balanced approach 
ensures a steady stream of qualified leads.
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