
E-Commerce 
& Lead Generation



E-commerce and lead generation are two critical components of digital marketing strategies,
each serving distinct purposes but often interconnected to drive business growth.

E-commerce refers to the buying and selling of goods or services over the internet. It involves
creating online stores, optimizing product pages, implementing secure payment gateways,
and providing a seamless shopping experience for customers. Digital marketing plays a crucial
role in driving traffic to e-commerce websites through various channels such as search engine
optimization (SEO), pay-per-click (PPC) advertising, social media marketing, email marketing,
and content marketing. 
Lead generation, on the other hand, focuses on capturing and nurturing potential customers
who have shown interest in a company's products or services. This process involves collecting
contact information from prospects through forms, landing pages, or other lead capture
methods. Digital marketing tactics such as content marketing, email marketing, social media
advertising, and search engine marketing are commonly used to attract and engage leads.
Once leads are captured, businesses can nurture them through targeted communication and
personalized marketing campaigns to move them through the sales funnel and convert them
into paying customer.



1- E-Commerce Marketing
E-commerce marketing refers to the strategies and tactics used to promote and sell products or
services through online platforms or electronic channels. It encompasses a wide range of activities
aimed at attracting potential customers, driving traffic to e-commerce websites, and maximizing
sales and conversions. E-commerce marketing leverages various digital marketing channels and
techniques to reach target audiences, increase brand visibility, and ultimately generate revenue
for online businesses.

Key components of e-commerce marketing include:

Search Engine Optimization (SEO): Optimizing e-commerce websites and product pages to
improve search engine rankings and visibility, making it easier for potential customers to find
and purchase products online.
Pay-Per-Click (PPC) Advertising: Running targeted advertising campaigns on search engines
and social media platforms to drive traffic to e-commerce websites. PPC ads can be highly
targeted based on demographics, interests, and online behavior.



Email Marketing: Sending targeted and personalized email campaigns to subscribers
and customers to promote products, announce sales and promotions, and encourage
repeat purchases. Email marketing is an effective way to nurture leads, build customer
relationships, and drive conversions.
Content Marketing: Creating and distributing valuable, relevant, and informative
content such as blog posts, articles, videos, and infographics to attract and engage
potential customers. Content marketing can help establish e-commerce businesses as
authorities in their industry and drive organic traffic to their websites.
Affiliate Marketing: Partnering with influencers, bloggers, and other websites to promote
products and drive traffic to e-commerce websites in exchange for a commission on
sales generated through referral links.

Social Media Marketing: Leveraging social media platforms such as Facebook,
Instagram, Twitter, and Pinterest to engage with target audiences, promote
products, and drive traffic to e-commerce websites. Social media marketing can
involve organic content, paid advertising, influencer partnerships, and community
building.



Business to Consumer (B2C): In the B2C business model, the business

sells its offerings directly to end-users. Online retailers base their

business on the B2C model.

1.

Business to Business (B2B): A business provides its offerings to other

businesses in the B2B business model. Organizations that offer B2B

SaaS (Software as a Service) products or sell products in bulk follow

the B2B model.

2.

Consumer to Consumer (C2C): In this model, the transaction takes

place between two customers. A user selling their pre-owned goods

to other consumers is an example of the C2C model.

3.

Consumer to Business (C2B): C2B e-commerce takes place when a

consumer offers value to a business. Online portals that provide

freelance services is an example of the C2B business model.

4.

Let’s look at the four types of e-commerce business models in brief:



What Is an E-Commerce Platform?
An e-commerce platform is a software application that enables businesses to set up and

manage an online store.

The application comes with all the necessary tools required to market and sell the products. It

also allows business owners to review the store performance, manage inventory, define product

pricing, and run promotions.E-commerce platforms come in various forms, ranging from

hosted solutions that offer a complete e-commerce infrastructure to open-source platforms

that provide flexibility and customization options for businesses to build and customize their

online stores according to their specific needs. Examples of popular e-commerce platforms

include Shopify, WooCommerce, Magento, BigCommerce, and Squarespace. These platforms

typically offer user-friendly interfaces, integration with third-party applications and services,

mobile responsiveness, and robust security features to help businesses create and manage

successful online stores efficiently.



6 Top E-Commerce Platforms

Let’s look at six of the most commonly used e-commerce platforms.
Different platforms offer a different set of functionalities; therefore, not
all these platforms may be suitable for your business. Make sure to
research each of these platforms before zeroing in on one option.

When delving into the realm of e-commerce, selecting the right
platform is paramount to the success and efficiency of your online
business. Among the myriad of options available, six e-commerce
platforms stand out as some of the most commonly used and
trusted by businesses of varying sizes and industries. However, it's
essential to recognize that each platform comes with its unique set
of functionalities and features, making it crucial to conduct thorough
research before committing to a particular option.



1). Shopify - Shopify offers a SaaS E-commerce platform for small businesses, boutique stores, or
artisans. The intuitiveness of the platform makes it very easy to set up and manage an online
store.
Shopify allows you to build an online store and offers features such as social commerce,
Facebook ads, a POS system, etc.
The basic plan starts at $29/month and goes up to $299/month. Shopify enables enterprises to
set up their store through Shopify Gold. Hobbyists can subscribe to their Lite plan ($9/month) to
test the waters.

2). WooCommerce -  Built as an extension of WordPress, WooCommerce is a popular choice for
businesses looking for flexibility and customization options. It offers a wide range of plugins and
extensions to enhance functionality, along with extensive documentation and community
support. WooCommerce allows businesses to create highly customized online stores tailored to
their specific needs and preferences.



4. Magento - Magento is an on-premise, open-source platform that you can install on your
servers. Magento 2 is an open-source variant that is hosted in the cloud.
As Magento is hosted at your location, it provides complete authority over your data. One
downside to it is that you must manage the security updates and other maintenances
required by any on-premise servers. Designed for larger businesses and enterprises, Magento
is known for its scalability, advanced features, and unparalleled customization capabilities. It
offers robust built-in tools for managing complex product catalogs, inventory, and customer
data, making it suitable for businesses with high transaction volumes and specialized
requirements.

3. BigCommerce - BigCommerce is a comprehensive e-commerce platform that
caters to businesses of all sizes, from small startups to large enterprises. It offers a
range of features, including customizable themes, multi-channel selling, built-in
marketing tools, and advanced analytics. With its cloud-based infrastructure and
scalable pricing plans, BigCommerce is an excellent choice for businesses looking to
grow and expand their online presence.



5. Wix - Wix is a website building tool that allows you to set up online stores.
Its drag-and-drop interface makes it easy to develop an e-commerce
website with minimal to no coding requirements. It provides customizable
templates, secure payment processing, inventory management, and built-in
marketing tools. With its user-friendly interface and affordable pricing plans,
Wix is a suitable option for small businesses and entrepreneurs looking to
establish an online presence quickly and cost-effectively.
6. Squarespace - Squarespace is another e-commerce platform in the vein of Wix and suitable for
anyone not looking to get into the technicalities that come with Magento and other comprehensive
platforms. Squarespace allows you to develop aesthetically pleasing websites, but a major
shortcoming of the platform is its limited payment gateways (it currently only supports Apple Pay
and Stripe) and shipping options. Known for its intuitive drag-and-drop website builder,
Squarespace offers an all-in-one platform for building and managing online stores. It provides a
range of customizable templates, integrated e-commerce functionality, and robust analytics tools,
making it an ideal choice for creative professionals, artists, and small businesses looking to
showcase their products and services in an aesthetically pleasing manner.



2 -  Strategies and SEO for E-commerce
In e-commerce, implementing effective SEO strategies is paramount to ensure visibility and
competitiveness in the online marketplace. One crucial strategy is optimizing product pages
with relevant keywords, descriptive titles, and informative meta descriptions to enhance
search engine rankings and attract organic traffic. Additionally, creating high-quality and
unique product descriptions, images, and videos can improve user experience and
encourage conversions. E-commerce websites should also focus on technical SEO elements
such as site speed, mobile-friendliness, and secure browsing to provide a seamless shopping
experience and boost search engine rankings. Moreover, generating valuable content through
blogs, guides, and customer reviews can not only improve SEO but also establish credibility
and trust with potential customers. Utilizing local SEO tactics, such as optimizing Google My
Business listings and targeting location-specific keywords, can further enhance visibility for
brick-and-mortar e-commerce stores. Continuous monitoring, analysis, and optimization of
SEO efforts are essential to stay ahead of competitors and adapt to evolving search engine
algorithms, ensuring sustained visibility and success in the competitive e-commerce
landscape.



SEO for e-commerce is a strategy that helps web retailers rank higher in search engine results. A
well-designed and optimized website with high-quality content will rank better in search engines
such as Google, increasing your store’s visibility and driving traffic.
In other words, SEO for e-commerce concentrates on optimizing your site, which makes it easier
to get leads and conversions.

However, unlike SEO for content-focused websites,
SEO for e-commerce is more than just adding
keywords, writing blog posts, and gaining links. You
need to understand how search engines work and
what they reward.
That means having a working knowledge of SEO for
e-commerce, considering Google’s guidelines,
analyzing buyer intent, and implementing it
strategically.



SEO for e-commerce is a strategy that helps web retailers rank higher in search engine
results. A well-designed and optimized website with high-quality content will rank better in
search engines such as Google, increasing your store’s visibility and driving traffic.

In other words, SEO for e-commerce concentrates on optimizing your site, which makes it
easier to get leads and conversions.

However, unlike SEO for content-focused websites, SEO for e-commerce is more than just
adding keywords, writing blog posts, and gaining links. You need to understand how search
engines work and what they reward.

That means having a working knowledge of SEO for e-commerce, considering Google’s
guidelines, analyzing buyer intent, and implementing it strategically.

What Is SEO for E-Commerce?



SEO for e-commerce is a complex field. With tens of
millions of online retail sites in existence, it’s not always
easy to make your site stand out.

While increasing your SEO rankings might seem like a
huge challenge, you can make a positive start by
applying the best practices I outline below.

If you haven’t optimized your e-commerce website at all,
I highly recommend working through this guide in order. If
you have optimized your site in the past, then feel free to
implement my advice as you wish.

Why Is SEO Important for Ecommerce Websites?

https://digitalintheround.com/how-many-online-stores-are-there/
https://neilpatel.com/blog/seo-developers/
https://neilpatel.com/blog/seo-developers/


SEO is important for ecommerce sites because it helps them get more traffic and drive sales.

When your online store appears higher in search results, more people see your products.

This leads to more sales over time.

It’s as simple as that.
Some of the other benefits of using SEO for ecommerce websites are that:
It’s a cost-effective way to reach your customers without paying for ads
It builds trust and credibility for your brand, as people tend to trust organic results more
than paid ones
It gives you a competitive edge over other online stores that may not be optimized for
SEO

Why Is SEO Important for Ecommerce Websites?



There are two main categories of lead generation:  

Inbound lead generation is when you generate content (e.g.,
blogs, newsletters, and other gated content) that encourages
potential customers to reach out to you. 

Outbound lead generation is when you actively identify and
reach out to prospects—many of whom have little to no
knowledge of your company—with things like cold email
outreach and direct mail. 

3 - Lead Generation

Lead generation is the continuous process of attracting potential customers and
capturing their information, all with the end goal of turning them into actual customers. 



Lead generation is the process of attracting and converting potential customers or clients
(known as leads) into someone who has shown interest in your company's product or
service. These leads are individuals or businesses that have expressed interest by providing
contact information or taking some other action, such as filling out a form, subscribing to a
newsletter, or requesting more information.

The goal of lead generation is to nurture these leads through various marketing strategies
and tactics until they are ready to make a purchase or engage with your business further.
This process typically involves identifying and targeting specific demographics or
audiences, creating compelling content or offers to attract leads, and utilizing various
channels such as websites, social media, email marketing, advertising, and networking to
reach and engage with potential customers.

Lead generation is a crucial aspect of marketing and sales efforts for businesses of all sizes,
as it helps to fill the sales pipeline with qualified leads, increase conversion rates, and
ultimately drive revenue growth.



How lead generation works

There are two main components to the lead generation process: getting traffic to your site and then
convincing them to share their contact information with you.
The first step of the process is finding an effective way to attract prospects to your website.
Depending on your company’s goals and budgetary constraints, there are many ways to start
attracting prospects to your site. 

The following are some of the key ways businesses use to drive traffic:

Search Engine Marketing (SEM) - SEM is a form of online advertising that involves paying search
engines (such as Google or Bing) to display ads in their search results. Because search is the
primary way people navigate the web, this can be a big source of traffic.
Search Engine Optimization (SEO) - Search engine optimization is similar to SEM, in that it
involves getting traffic from search engines, but rather than paying search engines for ads, SEO
involves optimizing your website for search engine algorithms so that it appears higher in the
organic search results.



Social Media - Social media sites such as Facebook and LinkedIn have grown to become some of the
most popular sites on the web, and are beginning to rival search as major sources of traffic. You can
drive traffic from social networks by posting content to social media platforms or paying for ads that run
on the networks.

Display Ads - This type of advertising comes in various forms such as video, image, audio or text. These
ads can be purchased on relevant websites in order to drive that traffic to your own site, usually via Pay-
Per-Click (PPC) models.

Offline Events - Online marketing can often begin offline. Events such as industry conferences and
meetups can be good ways to network with potential new customers, inform them about your brand,
and get them to your website. These can be events that you attend as a guest, events that you sponsor
or events that you host yourself.

Once visitors start arriving to your site, the next step is to convert them into leads via an online form. This
can be done in using many different lead generation tactics but involves getting users interested in your
product or service and getting them to submit their contact info, often through the use of an incentive
(known as a “lead magnet”).



Here are common marketing strategies businesses leverage to generate leads:

Content - Providing high-quality content in exchange for contact information is a common practice in
lead generation. This content can be anything from a white paper, case study or infographic to an
ebook or exclusive video. The idea is to entice potential customers in your target audience with a piece
of content that is relevant to your business and require them to provide their contact info before they
can get access to the content.

Webinars - A webinar is a live video session that your visitors can view and participate in. Webinars
typically last between half an hour to an hour and provide information and educational material about
a specific topic. Because webinars are interactive and require a big investment in time, they can be a
great way to not only create a lead but also to educate and convert them.

Landing Pages - The best lead generation tool of all is your product. If you have a compelling product
that solves a major pain point, visitors will want to provide their contact information even without any
incentives. Presenting your product in the most attractive way is often done through landing pages or
sales pages, which help educate and convert prospective customers. Landing page optimization is the
key to making sure you are getting the most out of these pages.

https://www.optimizely.com/optimization-glossary/landing-page-optimization/


Once a lead is created, if the customer is in the target market, the lead becomes a Marketing
Qualified Lead (MQL) and the digital marketing team will begin nurturing the lead via marketing
campaigns. This nurturing process typically involves marketing automation campaigns to specific
email lists to follow-up with content that helps to educate and persuade the prospects to eventually
mature into sales leads.
After a lead has been nurtured, a prospect can be convinced to make an inbound purchase on the
website or by reaching out to a salesperson, turning them into a sales qualified lead. In enterprise
sales, it is often the sales team that reaches out to the prospect to close the deal.

How to improve your lead generation

Aside from driving more traffic to your site, there are many ways in which you can optimize your
website in order to drive more leads.
Since content is often a key incentive for driving leads, experiment with different pieces of content,
call-to-action placement and lead magnets to determine what type of content performs best. This
typically involves identifying your key buyer personas, and creating content that would be compelling
and useful to drive quality leads.



Beyond incentives, often a key part of the conversion funnel that can be optimized is the lead
form. Although it is beneficial from a business standpoint to collect as much information as
possible about a prospect, more form fields lead to a reduction in form submissions. Experiment
with different form lengths to see what is optimal in terms of lead capture and lead information.  
There are many other aspects of a site that can be optimized as well, from having a clear call-to-
action to making the site distraction free and easy to navigate so that users can easily get to the
content that you want them to. Exploring the data in an analytics platform can be helpful to
visualize how potential leads are navigating around your site. For more lead generation
inspiration, see our post on 50 B2B lead generation ideas.

How to use A/B testing to improve lead generation

A/B testing allows you to test out different changes on your site to segments of your traffic in
order to determine whether they have a positive impact on your conversion rate on not, and
what the impact will actually be. Testing allows you to make data-driven decisions about
changes to your site, rather than just going with your gut.



What is the lead generation process?

There are four main steps when it comes to the lead generation process. These steps ensure
your marketing and sales teams are the most prepared to embrace consumer interest and
follow up on leads.

Step 1. Gather information - Before launching a lead generation strategy, or even a
campaign, it’s important to gather as much information about your audience, so you know
how to best serve them when you’re guiding them through the sales funnel.
Step 2. Develop standout content- Great content increases your brand awareness and helps
encourage consumer consideration for your brand and products. Content does this by
reaching a wide audience. Once your brand develops the content, then you will select
channels to help promote that content to reach and engage customers. Those channel
marketing strategies may include search engine marketing (SEM), SEO, audio marketing, video
marketing, display advertising, and interactive marketing. Once your brand generates buzz,
you want to make sure you’re capturing the contact information of those prospective
consumers.

https://advertising.amazon.com/library/guides/brand-awareness?ref_=a20m_us_lbr_gd_ldgn_gd_brdaw
https://advertising.amazon.com/library/guides/search-engine-marketing?ref_=a20m_us_lbr_gd_ldgn_gd_sem
https://advertising.amazon.com/library/guides/audio-marketing?ref_=a20m_us_lbr_gd_ldgn_gd_aamkt
https://advertising.amazon.com/library/guides/video-marketing?ref_=a20m_us_lbr_gd_ldgn_gd_vdomktg
https://advertising.amazon.com/library/guides/video-marketing?ref_=a20m_us_lbr_gd_ldgn_gd_vdomktg
https://advertising.amazon.com/library/guides/display-advertising?ref_=a20m_us_lbr_gd_ldgn_gd_dispad
https://advertising.amazon.com/library/guides/interactive-marketing?ref_=a20m_us_lbr_gd_ldgn_gd_intrctvmktg


Step 3. Create a lead generation database. - Once you’ve set up a mechanism like a web form or
landing page to collect leads, it’s important to organize that information in a safe and secure
database. The security of your customers’ information is incredibly important, and you want to
make sure those insights are stored securely to maintain customer and brand trust.

Step 4. Prioritize your leads. - Consumers’ interest can vary in your products and services, so it’s
critical to set up a vetting system that helps you prioritize your leads. By qualifying and ranking your
leads, you can quickly launch into action to help secure sales.



Lead generation strategies

The work of marketing and sales teams strengthen lead generation strategies. These teams
work to implement tool and strategies that help generate leads but also impact your
overall business marketing strategy.

Content marketing - Content marketing is an effective way to drive lead generation.
Not only does it increase brand awareness but also the types of content your brand
creates, like blog posts and videos, which can be shared across your digital channels to
keep your audiences engaged. For example, if audiences visit your website and see
fresh content, they will expect to see new information whenever they visit the site.
Channel optimization - Having an optimized website is important for driving lead
generation. Adding landing pages can help your brand tell its story and create an
emotional connection with consumers. That connection can help inspire consumers to
move through your sales funnel by engaging with your content and ultimately making
purchases.



Customer testimonials - Reviews, ratings, and testimonials on your website can help
build trust with potential customers. Consumers value customer feedback and
comments, and featuring customer testimonials on your website could help boost your
brand’s credibility.

Email marketing - Staying top of mind is a big priority for most businesses, and email
marketing is a great way to do that. Even customers who love your brand may need a
gentle reminder to visit your website. To have a successful email marketing campaign, it’s
important to share relevant information to your customers while also delivering fresh and
engaging content.

Digital and social media ads - Digital ads on and off your website can help your brand
reach a larger audience while also increasing your brand’s perception. Using digital and
social media ads can also help your brand connect with relevant audiences while
directing consumers through your sales funnel.



4- Techniques and tools for generating leads

Generating leads is a crucial aspect of any business, and employing effective techniques and
tools can greatly enhance success in this endeavor. One widely used technique is content
marketing, which involves creating valuable and relevant content to attract potential leads.
This can include blog posts, videos, whitepapers, and more, strategically distributed across
various platforms to reach target audiences. Another powerful technique is search engine
optimization (SEO), optimizing website content to rank higher in search engine results and
increase visibility to potential leads. Social media platforms also play a vital role, offering tools
for targeted advertising, engagement, and community building to connect with prospects.
Additionally, email marketing remains a staple, utilizing automation tools to send personalized
messages and nurture leads through the sales funnel. Employing customer relationship
management (CRM) systems helps in organizing and tracking leads effectively, enabling
businesses to prioritize and follow up on promising opportunities. By integrating these
techniques and tools into their lead generation strategy, businesses can foster meaningful
connections with prospects and drive sustainable growth.



Starting price - $19 per agent/month (Billed annually)1.
Free trial - 14 Days 2.
Features -3.
Prospecting credits
Enrichment credits
Email sequencing
Lead scoring
Pipeline and lead management

Lead generation software to capture leads

Zendesk Sell

Zendesk Sell is a web-based and mobile customer relationship management (CRM) tool that
helps sales, marketing and support teams collaborate and align on all lead and customer
needs. Its features include email automation and tracking, custom dashboards and lead
scoring.



Discover new leads, increase deal won rates with complete, contextual customer profiles,
and personalize mass outreach to maximize sales outcomes. Zendesk Sell offers built-in
sales engagement tools, including lead gen, prospecting, and enrichment solutions.
Use prospecting or enrichment credits to build out lead lists and
automate outreach to streamline your prospecting process.
Prospecting credits allow users to identify fresh prospects and
add contextual information to their databases. Enrichment
credits rely on existing prospect information to acquire additional
details that support sales.

These CRM features let your salespeople ditch tedious
prospecting and administrative tasks and get back to crushing
their quotas. Zendesk Sell lets agents create targeted prospect
lists for multiple channels and build custom templates to create a
surplus of leads and engage contacts with a personalized touch.



Starting price - $21.90 per user/month1.
Free trial - 14 Days 2.
Features -3.
Prospecting credits
Email sequencing
Lead scoring
Pipeline and lead management

Pipedrive

Pipedrive enables sales teams in small businesses to: Streamline processes and consolidate
sales data in one unified CRM sales tool. Automate follow-ups and ensure timely responses to
leads. Keep an eye on sales achievements and assess team performance for ongoing
improvement.



Pipedrive is a lead management and CRM platform for sales teams that includes
pipeline management and code-free development.

If you purchase its LeadBooster add-on for an additional $32.50 per month, you will also
gain access to the Pipedrive prospect database, which makes outbound lead
generation simple.
Pipedrive also has a mobile sales app, making this lead gen software a viable solution
for traveling salespeople. Whether your sales team is hitting the road or sitting in a
cubicle, they can talk to customers via live chat and collect prospects’ information from
web forms and chatbot conversations.



Starting price - $0 per user/month1.
Free trial - 14 Days 2.
Features -3.
Email sequencing
Lead scoring
Pipeline and lead management

HubSpot Marketing Hub

Pipedrive enables sales teams in small businesses to: Streamline processes and
consolidate sales data in one unified CRM sales tool. Automate follow-ups and ensure
timely responses to leads. Keep an eye on sales achievements and assess team
performance for ongoing improvement.



HubSpot Marketing Hub is a marketing software for
growing teams. The platform contains a lead
management system with contact and campaign
management functions.

The Marketing Hub helps businesses capture
inbound leads with website forms, pop-ups, live
chat, and chatbots with their lead capture tool. It
also offers a free plan with some limited lead gen
features.
According to HubSpot, the tool can also integrate
with your preferred customer relationship
management (CRM) software, email system, and
customer data platform (CDP).



Starting price - $0 per user/month1.
Free trial - Unavailable2.
Features -3.
Email sequencing
Lead scoring
Pipeline and lead management

Agile CRM

Agile CRM is an all-in-one customer relationship management software that streamlines
sales, marketing, and service in a single platform. Businesses can integrate marketing
automation with CRM, social suite, telephony, and web analytics through this CRM.



Agile CRM is a customer relations and auto-dialer program for small to mid-sized
sales and marketing teams.

Sales teams can use Agile CRM to capture and nurture leads. With a user interface,
custom workflows, and functionalities like finding unknown email addresses and
monitoring lead activity on social media, it’s versatile enough for businesses to customize
it to their specifications.



Starting price - $25 per month1.
Free trial - 7 days2.
Features -3.
Email sequencing
Lead scoring
Pipeline and lead management

CallPage
CallPage is the #1 tool to generate more sales calls & leads from your website. We are
the industry leaders in providing automatic callback solutions. We enable businesses
to generate up to 75% more inbound calls from their website visitors.



CallPage is a sales call platform for small and medium-sized companies with
outbound lead management features, including auto-dialer, live chat, and lead
capture.

The platform promises automated callbacks in 28 seconds or less through its click-to-
call widget, which makes it possible for customers to instantly receive a call from a
business representative to convert inbound sales leads.



Starting price -$0 per month1.
Free trial - Available2.
Features -3.
Email sequencing
Lead scoring
Pipeline and lead management

AeroLeads

CallPage is the #1 tool to generate more sales calls & leads from your website.
We are the industry leaders in providing automatic callback solutions. We enable
businesses to generate up to 75% more inbound calls from their website visitors.



AeroLeads is an outbound prospect generation program that allows users to find
personal and business contact information.

AeroLeads can integrate with the CRM of your choice, and also offers a Chrome extension
and prospecting plugin to simplify finding phone numbers and email addresses.Its database
currently has more than 650 million emails and the AeroLeads system regularly validates
them to reduce prospecting time.



Starting price -$147 per month1.
Free trial - Available2.
Features -3.
Email sequencing
Lead scoring
Pipeline and lead management

LeadFuze

LeadFuze is a B2B lead generation software that allows you to search for prospects
and automatically find their emails, domains, and social media profiles. You
already know that sending cold emails can be a great way to initiate sales
conversations with potential customers.



LeadFuze is a contact finder for salespeople, recruiters, and marketers. The software’s
automated lead generation system includes features like lead verification and
segmentation.

LeadFuze users can adjust filters to perform a market-based search and find hyper-specific
leads based on factors such as industry or number of employees. Or, they can conduct an
account-based search to find contact details for specific customer segments.



Starting price -$0 per month1.
Free trial - 14days2.
Features -3.
Email sequencing
Lead scoring
Pipeline and lead management

LeadsBridge

LeadsBridge bridges the gaps of your Marketing & Advertising tools thanks to over +370
integrations with CRMs/Email Software. LeadsBridge is a lead generation platform that
facilitates seamless integration between various marketing tools and platforms, enabling
businesses to automate processes, capture leads from different sources, and streamline
their marketing efforts efficiently.



LeadsBridge is a lead generation program for advertising agencies, retailers, financial
services, and real estate businesses. It includes social media marketing tools and offers
more than 380 integrations.

These integrations allow businesses to capture leads from various sources and upload that
data to the CRM of their choice. LeadsBridge is primarily a marketing automation tool,
assisting users with email workflows, lead qualification, and segmentation to help businesses
make the most of inbound leads.



Starting price -$16 per month1.
Free trial - Unavailable2.
Features -3.
Email sequencing
Lead scoring
Pipeline and lead management

OptinMonster

OptinMonster allow you to convert website visitors into subscribers and customers by
helping you grow your email list and increasing your sales. is a versatile lead
generation software that helps businesses convert website visitors into subscribers or
customers through customizable opt-in forms, pop-ups, and other engagement
tools.



OptinMonster is a marketing-based lead generation tool for small businesses, bloggers,
marketing agencies, and e-commerce websites

OptinMonster also shares its path to success and provides the necessary tools to help
customers follow it, too. The platform includes everything from landing pages and
message personalization with behavior automation to campaign reporting and analytics.



Starting price -$199 per month1.
Free trial - 14 days2.
Features -3.
Email sequencing
Lead scoring
Pipeline and lead management

Dealfront

Dealfront is a comprehensive sales engagement platform designed to streamline
lead generation, prospect management, and deal tracking. It offers features such as
pipeline management, email automation, and analytics to empower sales teams in
closing deals efficiently.



Starting price -$0 per month1.
Free trial - Unavailable2.
Features -3.
Email sequencing
Pipeline and lead management

Sumo

Sumo is an email marketing tool for e-commerce businesses that offers
integrations for Mailchimp, Shopify, and Campaign Monitor.
The company offers a free email capture tool to help salespeople connect with key
decision-makers—even on a tight budget.


