
T
H

E

GREATEST
LEAD GENERATION
TIPS, TRICKS & IDEAS
For Cybersecurity Companies
UPDATED: June 2018

© Marketing Envy 2018



Marketing Envy Founders

Over 30 <gulp> years combined experience 
with tech start ups and multi-national brands

Google, Facebook, Ubuntu, Fuji-Xerox, HP Scitex, Cloudyn, 
PlainID, Illusive Networks, Medivizor, Forter, Coronet, CyberInt, 
Aqua Security, SecDo, Minerva Labs, Clicktale, SecuredTouch, 

Indegy, 5th Dimension, Luminate Security 

Billy Cina Amit Lavi
Billy@MarketingEnvy.com
@billycina

Amit@MarketingEnvy.com
@amitlavi



TABLE OF CONTENTS

INTRODUCTION   //  4

THE MECHANICS OF LEAD GENERATION //  5

CHAPTER 1:  CONTENT AND OFFERS   //  6

CHAPTER 2:  CALLS-TO-ACTION   //  22

CHAPTER 3:  LANDING PAGES   //  27

CHAPTER 4:  FORMS   //  31

CHAPTER 5:  ACCOUNT BASED MARKETING  //  36

CHAPTER 6: MULTI-CHANNEL LEAD GENERATION // 39

CONCLUSION   //  47



ȰLEADS ARE THE METRIC THAT, 
AS MARKETERS, WE RELY ON. 
BECAUSE LEADS MEAN MONEY.ȱ
Generating leads - both high in quantity and quality - is a marketerȭs most important objective.      
A successful lead generation engine is what keeps the funnel full of sales prospects while you 
sleep. Surprisingly, only 1 in 10 marketers feel their lead generation campaigns are effective. 
What gives?

There can be a lot of moving parts in any lead generation campaign and often itȭs difficult to 
know which parts need fine-tuning. In this guide, we will expose the top 25 techniques 
marketers should utilize to increase leads and revenue. These tactics have been tested in 
countless campaigns, working with some of the most impressive cloud and cybersecurity 
companies.  

- KIPP BODNAR

~1500 
Cybersecurity 
companies

~500,000
CISOs and Security 
team leads targeted

5
Marketing touchpoints (minimum) 
required to grab attention



THE MECHANICS OF LEAD GENERATION
Before we dive into the 25 tips, we should first cover the mechanics of lead generation. The best lead generation 
campaigns contain most, if not all, of these components. From a tactical perspective, a marketer needs four 
crucial elements to make inbound lead generation happen. These include:

OFFER CALL-TO-ACTION LANDING PAGE FORM

An offer is a piece of content 
that is perceived high in 
value. Offers include 
eBooks, whitepapers, free 
consultations, coupons and 
product demonstrations.

A call-to-action (CTA) is 
either text, an image or a 
button that links directly to a 
landing page so people can 
find and download your 
offer.

A landing page, unlike 
normal website pages, is a 
specialized page that 
contains information about 
one particular offer, and a 
form to download that offer.

You canȭt capture leads 
without forms. Forms will 
collect contact information 
from a visitor in exchange for 
an offer.

The tips in this eBook will cover each of these elements so that each component is fully optimized to help you generate the most
leads for your business. Now then, letȭs get started.



CHAPTER 1
CREATING IRRESISTIBLE OFFERS



If you look at the principle of supply and demand, youȭll notice that when supply is limited, demand goes up. Scarcity has a 
psychological influence on us, making us want something even more if there isnȭt enough to go around. Scarcity is great because 
it creates a fear of shortage, and thus a sense of urgency.

Limited Time Offers
Limited time offers are among the most popular in the scarcity category. For example, provide a free proof of concept for anyone
who meets you at RSA or BlackHat, or a special discount for Black Friday/Cyber Monday purchasers.

#1
Use the Element of Scarcity



Limited Quantity Offers
When something is of limited quantity, it suddenly becomes more unique or exclusive. In some studies, limited quantity or 
supply offers have outperformed limited-time offers. Why? Because itȭs hard to tell when an offer of limited quantity will 
suddenly become unavailable, while a time-based offer has a known end time. Limited quantity offers are great for not only 
getting people to say Ȱyesȱ to your offer but to avoid procrastination completely. For example: Provide limited time beta access 
for 50 engineers who connect their cloud accounts to your service. Another example, ȰSign up this week to receive 10 extra 
container security scansȱ.

Limited Time and Limited Quantity
A powerful combination that can be used for high profile releases of new product and features.  When executed well, it should
also increase shares on social media. 

#1
Use the Element of Scarcity



Itȭs a natural tendency for humans to copy one another, even without realizing it -- we like to be a part of 

tribes and social communities. So when we notice our social circle is doing one thing, we tend to follow suit. 

One great way to make an offer more valuable is to show that other people are participating in that offer.

Proof in Numbers

When possible, indicate how awesome an offer is by mentioning                                                                

the number of people who have purchased, downloaded, 

signed up, or donated.

Examples include:             

Just make sure your claims are not only true, but believable.

#2
The Bandwagon Effect

Å Webinars: When promoting a webinar, write how many have signed up 
in the past to that webinar, or so far to the webinar.

Å Blog subscription & social sharing:  Write under your blog Subscribe 
button the numbers of signups. See this example from Splunk.



In May 2017, WannaCry was the latest in the long string of high-profile cyberattacks to splash doomsday scenarios all over 
the news. Ashley Maddison, Target, Sony, Tesco, and Yahoo, among others, have caused quite a stir across the cybersecurity 
community. But WannaCry stood out even among those breaches due to its immense reach and massive scale, impacting 
over 10,000 organizations and 200,000 individuals in over 150 countries.

#3
Leverage Newsjacking

Feelings of panic, helplessness and vulnerability run high, and many companies 
are willing to invest heavily for just a little piece of mindȣ. not to mention in 
order to comply with the tightening regulations.

Riding fear is valid. Simplistic, but valid. Following the attack, many 
cybersecurity vendors have jumped on the bandwagon with slogans like: ȰWe 
will equip you better to handle the next attempted attack.ȱ ȰPreempt WannaCry 
attack,ȱ ȰAssess the damage,ȱ and so on. There are, of course, some short-term 
gains from this type of campaigns.

When something is buzz-worthy, it creates high demand. In situations like this, 

you can align offers with Ȱwhatȭs hot.ȱ Companies will often leverage 

newsjacking for this type of technique, and it works very well for offers, too.



There are pros and cons to leveraging newsjacking for marketing gain. 

#3
Leverage Newsjacking

Advantages
ÅEstablishing yourself as an integral part of the 

ecosystem
ÅSpreading awareness
ÅPressure to invest in cybersecurity

Dis-Advantages
ÅDiverting Valuable Resources
ÅCalculating real ROI
ÅSelf-righteous claims are risky

The complete post of the debate can be found here 
(click on image):

See examples of newsjacking on the next slide.

https://blog.marketingenvy.com/using-newsjacking-for-your-cybersecurity-lead-generation


Leverage Newsjacking
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Brian Halligan, HubSpot CEO and co-founder, once said that, Ȱyou can have a great offer with a bad title and no one will 

download it. But if you have an amazing title, suddenly everyone wants it.ȱ  Yes - people do judge a book by itȭs cover. If your 

offer is a piece of content, such as a whitepaper, eBook, or presentation, put effort into creating an amazing title.

For an experiment, we changed the title of an eBook and ran an A/B test to see which one would perform better. We took the 

original title: ȰThe Productivity Handbook for Busy Marketersȱ and changed it to: Ȱ7 Apps That Will Change the Way 

You Do Marketing.ȱ

As you can see, the revised version outperformed the original by 776% at generating leads (first-time submissions). Not only 

that, but it resulted in more customers as well. If youȭre struggling to come up with the perfect headline, try using the 

Headline Analyzer Tool by Advanced Marketing Institute or read: 7 Proven Headlines that Convert.

#4
Focus on Creating An Amazing Title



#5
More Content Equals 
More Leads

The more content, offers, and landing pages you 

create,  the more opportunities to generate leads.



Not all offers are created equal. Some Ȱformatsȱ perform better than others at converting leads. For example, whatȭs more 

valuable, a whitepaper or an eBook?

Below are the type of offers, in order of performance, that generate the most amount of cybersecurity leads.

Itȭs important to test different types of offers with your audience to determine what works for you. While eBooks score high 

on our list, you may find that reports, videos or other formats perform better.

#6
Use High-Value Offer Formats

ÅeBooks or Guides

ÅPresentations

ÅResearch & Reports  State of Inbound Marketing)

ÅWhitepapers

ÅKits (multiple offers packaged together)

ÅLive Webinars

ÅOn-demand Videos

ÅBlog (including offers in the navigation or sidebar)

ÅBlog posts (if there is a CTA in the post)

ÅMiddle-of-the-funnel offers: Demo Requests, Contact Sales, RFP, 

etc (more sales-ready offers).

http://www.hubspot.com/state-of-inbound-marketing/


The most common offer I see on most websites is ȰContact Us.ȱ Sure, you want all your prospects to talk to sales, but not 

everyone is ready. As you know, buyers are more likely to do their own research before even engaging with a sales rep. And, 

every prospect is at a different stage of exploration. Some may need more education than others. Thatȭs why itȭs important to 

develop different offers at different buying cycles. 

Someone at the top of the buying cycle may be more interested in an informational piece like a guide or eBook, whereas 

someone more committed at the bottom of the cycle might be more interested in a free trial or demo. You donȭt need to pick 

and choose; create offers for each phase, and include a primary and secondary CTA to these offers on various pages 

throughout your site. For example, a company such as Portnox, a network security company, created the following content 

for each stage: 

ÅEarly stage: a blog post detailing the needs for standards in IoT security 

ÅMiddle Stage: Whitepaper about what youȭd need to consider before a 

Network Access Control Solution 

ÅReady Stage: Product landing page with details about the advantages of

their new IoT security solution

#7
Create Offers For Different Buying Stages

Early Middle Ready



#7
Create Offers For Different Buying Stages
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#7
Create Offers For Different Buying Stages

Early Middle Ready

Early Middle Ready
Early Middle Ready



#8 
Repurpose Your Content for Different 
Personas

For SecurityFor DevOps
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Companies that blog 6-8 times per month double their lead volume. 

ÅKnow your audience

ÅSet SMART KPIs 

ÅSet relevant CTAs

#9 
Blogging That Brings in the Leads



A professional image is necessary, but 

you still want to avoid the dreaded 

corporate gobbledygook. What is 

gobbledygook you ask? Great question.

These are jargon terms and phrases 

that have been over-used and abused 

rendering them meaningless (youȭll 

find them mostly in the high-tech 

industry, but everyone is an offender at 

one point or another). These words are 

meant to add more emphasis of a 

particular subject, but instead, they 

make your eyes roll.

#10
Avoid Corporate Gobbledygook

Avoid these words when describing your offers :

ÅNext Generation

ÅFlexible

ÅRobust Encryption 

ÅScalable

ÅHermetically sealed

ÅCutting edge

ÅGroundbreaking

ÅBest of breed

ÅEasy to deploy

ÅMission critical

Read how CISCO 
keeps their content  
mostly jargon free 



.

CHAPTER 2
CALLS-TO-ACTION THAT ROCK



Calls-to-action do best Ȱabove the foldȱ - the space where your web page is viewable to the user without having to scroll 
down.  According to heat map analysis, anything Ȱbelow the foldȱ will only be viewed by 50% of people who visit your page. 
Doubling impressions on your CTAs can significantly increase your lead count. 

#8
Place Your CTA Where the Eye Can See

Notice the placement of the 
primary CTA on CyberIntȭs landing 
page.  


