Honeywell

INTEGRATED LEAD GENERATION CAMPAIGNS WILL
PRODUCE 3X MORE LEADS FROM INACTIVE ACCOUNTS!

An integrated lead generation campaign uses two or more tactics at once to promote,
qualify and generate leads. When planning a campaign, don’t forget your dormant or
inactive accounts. Compare* two campaigns and see how you can generate more leads.
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© 2015 sei/Honeywell Partner Concierge. *Sample campaigns targeting DC/Warehouse deployment environment developed and executed for two North America Honeywell partners in 2H '14.
Partner A budget $5,045; includes 894 installed, inactive and dormant accounts, 3 variable data email blasts, landing page and 75 hours telemarketing.
Partner B budget $10,000; includes 2,100 new prospects, 3 variable data email blasts, landing page and 100 hours telemarketing.



