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Romans 12:2 "Don't be conformed to the patterns of this world, but be transformed by the renewing of
your minds so that you can figure out what God's will is - what is good and pleasing and mature."

Lead Generation Campaigns for your
Auctions
Do you have a digital marketing strategy but aren’t getting the leads you thought you would from it?
While marketing campaigns are great at creating brand awareness and generating content for your
bidders, you might need a more specific lead generation campaign to bring in new customers. In this
newsletter, we will review what a lead generation campaign is, what a lead is, the different types of
leads, as well as give some examples on what a lead generation campaign can look like!

What is a lead?
In order to understand what a lead generation
campaign is, it is important to know what a lead
is! A lead is a person who shows interest in your
company and your services in any way, shape or
form. There are different types of leads:
marketing qualified leads, product qualified
leads, sales qualified leads, and service qualified
leads, to name a few! Three common types of
leads that will mostly likely interact with your
auction company are marketing qualified leads
(MQLs), service qualified leads (SQLs), and

product qualified leads (PQLs).

Marketing Qualified Leads
A marketing qualified lead is a person who
shows interest in your company, product, or
service after interacting or engaging with
anything in your marketing campaign. This can
include interacting with paid ads, organic social
posts, landing pages, email newsletters,
postcards, and more! An example of a marketing
qualified lead would be someone who click on a
social media post about an upcoming auction or
a potential customer who filled out a form that
indicates their interest in selling their item in an
upcoming auction. Most of the time, MQLs
require a bit more interaction and research
before they are ready to fully engage and
partake in your product or service.

Service Qualified Leads(SQLs) and Product
Qualified Leads (PQLs)
Service and product qualified leads are people
who have indicated that the would like to learn
more and are ready to be contacted by the sales
team and have expressed interest that they
would like to become a paying customer. A
person who has tried a free trial and is ready to
commit and be upgraded to a paid version is an
example of a product qualified lead (PQL). An
example of a Service Qualified Lead (SQL)
would be if a customer has already subscribed to
you for free, but has indicated they would like to
upgrade their services and become a paying
customer.

Lead Generation Campaigns
A lead generation campaign is a specific
marketing effort that is intended to bring in leads.
This is done through nurturing potential
customers with the goal of turning them into a
lead and then eventually a paying customer. A
lead generation campaign doesn’t have to cost
money, it can be through any channel, like email
newsletters, your blog posts, or social media.
However, incorporating paid advertising into your
lead generation campaign will help your
campaign be more successful. Whatever you
choose to use, it should direct visitors to a
landing page, where they can download more
information, fill out a form, and have their
information passed along to the appropriate
channel.
A typical lead generation flow looks like this:
1. Visitor discovers your company from your marketing efforts like paid advertising, blog posts, or
social media.
2. Visitor is interested and clicks on a call-to-action button (either on your ads, in your blog posts,
on your company Facebook page, etc)
3. The call-to-action button brings the visitor to a landing page where they can receive valuable
content and leave their information via a form they fill out in exchange for the valuable content.
Want to learn more about lead generation campaigns or want help creating and implementing a lead

generation campaign for your website? Send us an email, give us a call, or contact us today!

Use Facebook Events for your
Auctions!
Have you tried creating Facebook Events to help
market your auctions? Events are a great way to
help spread word about your auctions - you can
post in the event page to give updates and even
invite people to the event! Facebook events can
help you separate your auctions so that you can
reach the best, most ideal audience for the items
you have selling!
When creating an event, be sure to include:
Good, clear photos
important information, like dates, times,
and directions
any flyers or brochures you might have
A link to your website or the auction page
Learn more about creating Facebook Events
for your Auctions!

JUST IN CASE YOU MISSED IT!

The Importance of Mobile Usability
for Your Auction Site and Software
Platform

Learn to Love Big Data
Have you ever heard the term “Big Data”
sounds like something made up right? We
know…but it’s real! Big data by definition in
the dictionary is, “extremely large data sets
that may be analyzed computationally to
reveal patterns, trends, and associations,
especially relating to human behavior and
interactions.” Although companies have
been marketing minded for years not, big
data did not really make its large entrance
into the marketing world until about 2 or 3
years ago, changing search engine
optimization for forever!

Is your online and live auction website
mobile responsive? Can bidders easily
navigate through the site, effortlessly
browse images that fit the dimensions of
their screens, and effectively place bids?
Can YOU efficiently manage your current
auctions from your phone, make last
minute updates to lots and track bidders
without becoming overly frustrated that
you’ve pressed the wrong part of the
screen for the fifth time in a row?

Read More...
Read more...
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