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Did you know that when people visit your website, 95% of them are
merely conducting research? In fact, only 5% of website visitors are ready to buy. However, a 
staggering 70% of those visitors will ultimately buy from you -  or your competition. Once 
someone gets to your website, the goal then is to capture their information – especially their 
email address - and make it so they are more likely to pick you and not your competition when 
they get ready to buy.

 The solution? Add them to your automated email lead nurturing pipeline and cultivate a 
strong relationship with your customers as they move closer and closer to a buying decision.

 
 Gain an advantage over your competition, stay in the minds of consumers, improve your 
brand’s digital presence, and obtain better return on investment (ROI) with an effective email drip 
marketing campaign.
 

Throughout “A Business Owner’s Guide to Lead Nurturing” you will learn the following:

 • Why Lead Nurturing Matters
 • The Elements of Lead Nurturing
 • Tying Lead Nurturing into Your Digital Marketing Strategy
 • Tracking and Measuring Lead Nurturing Effectiveness

      
        Let’s get started!



Lead Nurturing: Why It Matters

Not only is video a great way to take your written content and share it in an easier-to-digest 
way,  but there are a number of statistics that prove that video marketing should be a key part 
of your digital plan.

Below are a few video statistics for 20142

 • Videos are shared 1,200% more than text
 • 80% of internet users remember a video they have watched in the last 30 days
 • 46% of those viewers took an action after viewing a video
 • 64% of people are more likely to buy a product or service after watching a video
 • Emails with videos have a 96.4% higher click-through-rate than those without videos

In short, videos are not only shared more often (increasing your brand’s visibility), but they also 
increase the number of conversions. 

Steps to Creating Effective Videos 

As with any other marketing tactic, it is essential that your videos are high quality and do a 
great job of delivering your message or highlighting your products or services in a format that 
encourages action. Below is a basic four-step process to help you get started with your video 
marketing plan.
  
 S t e p  O n e :  S e t t i n g  G o a l s
 With each video you create, you should always start with a goal. What audience do you   
 want to reach? What do you want them to do? What information do you wish to    
 communicate?

 S t e p  Tw o :  C r e a t i n g  C o n t e n t  

 Once you have a goal, it is time to create valuable content. Your video should provide   
 valuable information and tell a story.  Your videos have to capture your audience’s    
 attention from start to finish.  Make sure your video includes your business’s logo and a   
 call-to-action for best results.

 S t e p  T h r e e :  S h o o t i n g  t h e  V i d e o
 After determining what you are going to say, how you are going to say it, and creating a   
 script,  it is time to shoot the video. Depending on the goal of your video and where your   
 videos will  be displayed, this can range from shooting it yourself to hiring a professional   
 to create a high- quality video.

2 Joseph Morris, “Your Marketing Statistics 2014: You Should Probably Get a Video” 2014

Lead nurturing is the process of supplying your potential customers with a steady stream of  
information that not only convinces them you are the right choice, but moves them closer to  
buying in general. The most common process is to create an automated email drip marketing  
campaign. It’s called “drip marketing” because you are steadily dripping information, bit by bit, 
in a stream of automated emails sent to the email address you have on file. 

 The result: potential buyers learn more and more about you and what you offer, and get 
closer and closer to buying.

 Lead nurturing is important for a variety of reasons. Primarily, with an effective lead nurturing 
program you significantly increase the chances of converting prospects into buyers. This is  
because you are with them every step of the purchasing process, giving them branded information 
and helping them reach a decision as to what they will buy and who they will buy it from. 

 In fact, businesses that uses marketing automation (email drip campaigns) have a 
staggering 451% increase in qualified leads!1

    Here’s a list of other reasons why lead nurturing is important for your business.

  • Convince prospects to become customers
  • Keep your brand on their mind
  • Equate your brand with the solution to their needs
  • Educate an already captive audience to increase conversion
  • Defend your customers from the influence of the competition

 Along with these benefits, automated email drip marketing campaigns address a common  
pain point for any business owner – maximizing your leads with limited time and money 
investment. You get the results without tying up your existing resources and overwhelming your 
sales teams. This process provides warmer leads, as well as, valuable information about the 
person’s specific product or service needs
. 
 For example, Uptick is a marketing agency with a wide variety of services. With our 
automated email drip campaigns, we can track which prospects click on specific links in the 
emails we  
send out and what they look at once they get to our website. If a business prospect spends a 
significant amount of time on our video marketing service, for example, then we can follow up 
with that prospect (and tailor future emails) based on the service we know he or she is seeking.

1 Vocus, “Lead Nurturing Stats Every Marketer Must Know” 2014 
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Need more convincing? Check out these statistics2:

 - Between 35-50% of sales go to the company that responds first.  Automated lead             
    nurturing responds instantly.
 - 79% of leads fail to convert into sales, primarily due to lack of nurturing.
 - Businesses that use lead nuturing experience a 20% increase in sales opportunities.
 - Nurture leads spend approximately 47% more with the company than non-nurtured leads.

In short, lead nurturing is important for increasing your conversion rates and obtaining warmer leads.

Elements of Lead Nurturing  

 Now that you understand how important automated email marketing lead nurturing is for 
your  business’s ability to not only obtain more qualified leads, but also turn more prospects into 
buyers, let’s look at some of the key elements of an effective lead nurturing campaign. 

 K n o w  Yo u r  A u d i e n c e
First, it is essential that you not only know your target market, but you also understand what will 
resonate with your audience. For example, a gym will often find that before and after pictures  
combined with powerful, real stories touches their audience better than highlighting the 
equipment in the gym. A real estate company that can share real examples of saving home 
sellers thousands of dollars and explain how they help them save will have better results than a 
real estate company that talks about local real estate statistics. 

The goal is to connect with your target on an emotional level. 

 O u t l i n e  Yo u r  C a m p a i g n s  
Once you know your target audience, you have to create your campaign outlines. It is important 
to outline what information is important for each email of the campaign and how frequently you 
plan to send out each subsequent emails. You can even customize the campaigns to send out 
different emails based on the specific action performed by the viewer.

 C r e a t e  C o m p e l l i n g ,  W e l l - W r i t t e n  C o n t e n t
After the outline is done, it is time to create the content for each email. It is very important to note 
that the quality and readability of the emails you send out are crucial. In fact, we highly 
recommend that you hire a copywriter or content marketing agency to create the copy for you for 
best results. Tell stories, provide helpful information, and always provide contact information in 
case they wish  to learn more or buy your products or services. 
 
As with any marketing tactic, the best results come from tracking and measuring.



Conclusion 

Get the most out of your lead by capturing email addresses and sending out automated, 
personalized drip campaigns that keeps your brand on the mind of prospects and increases 
conversion rates. 

Get a bigger ROI with a comprehensive digital strategy that is designed to replicate the  entire 
sales process, helping you to grow your business by utilizing your biggest digital asset – your 
website. 

Ready to start nurturing your leads and seeing the results? 

Take the Next Step
If you are interested in taking the next step to gain more customers 

and  generate more content marketin


