
THE BBD BOOM 
Hierarchy  
of Leads

Existing  
customers

Sales to existing customers close up to 14x  
more often than sales to new prospects

Previous  
customers

Previous customers are already qualified and  
up to 8x more likely to close than new leads

Key website  
forms

Contacts Us and Demo Request forms indicate a 
timely interest and should be followed up quickly

Old  
opportunities

The timing may not have been right previously,  
but these opportunities already have established 
need and authority

New content  
downloads

Those engaging with your content right now  
are expressing an immediate interest that should 
be followed up

Social media 
hand-raisers

We’ve had many a good lead come from LinkedIn 
messages, so it’s important to pay attention to 
social media

Anonymous  
website visitors

Use HubSpot’s Prospecting Tool to find out what 
companies have been viewing your website and 
how often

Social media  
audience

Social media is just one place people can opt-in to  
hear from you by adding, liking, following or subscribing

Cold prospects People who have never interacted with your brand 
are the least likely to convert

Not all leads are equal, so which 
ones demand your focus?

Leads can come from all kinds of 
sources, from form fills to social 
media to purchased data. It can 
be hard to know which leads 
deserve the most time and resource 
allocation, so we’ve created this 
infographic to help you focus in 
on the right prospects. From the 
numerous but largely unprofitable 
leads at the bottom to the rare but 
ideal ones at the top, here are the 
types of leads your brand generates.

Want more high-quality leads? Visit bbdboom.com/want-more-leads

https://www.bbdboom.com/
https://www.bbdboom.com/want-more-leads

