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Introduction

We created this book for a couple of reasons. The most important one is to give away as much
of our experience as we possibly can to give you a head start. One of our company mentors
calls it “sending the elevator back down”.

The second reason is to give you a bit of insight into what we do for each and every one of our
clients. The 22 steps, and the sub-steps in these pages are sort of like a checklist that we
follow when designing the marketing strategy for our clients.

We are painstaking in our efforts. We go the extra mile every time. Each marketing plan is like
a snowflake. It is completely customized to your business.

Lead generation has changed more in the last two years than in the previous decade.
Artificial intelligence, privacy updates, and shifting buyer behavior have reshaped how people
discover, evaluate, and commit to brands.

This playbook was built to give entrepreneurs and marketing professionals a real-world
framework for thriving in this new environment. Each of the 22 steps that follow blends current
data with practical “how-to” execution.

The philosophy behind Trace White Communications is simple: clarity creates customers.
When you know exactly who you serve, how you help, and what problems you solve, lead
generation becomes predictable—not painful.

I hope you enjoy this book.

Liam Byrne

CEO, Trace White Communications Inc.
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Step 1 — Define Your Ideal Buyer Persona

Stat / Fact: Fifty percent of marketers say personalized content is the most effective way to
generate high-quality leads (Dripify 2025 Report).

How to Do It

1.

Interview your best clients.

Schedule short 15-minute calls with three to five customers who love your service. Ask
why they chose you, what hesitations they had, and what success looks like for them.
Record or transcribe their answers so you can quote real language later in your
marketing.

Create detailed persona documents.

Use a template or spreadsheet to note age range, industry, role, goals, pain points, and
preferred content sources. Give each persona a name—‘Marketing Mary,” “Founder
Felix.”

Analyze your analytics data.

Open Google Analytics or your Customer Relationship Management system, and find
which audiences convert most often. Look at location, device type, and time on page to
see who engages deeply.

Write for their voice.
Reuse the phrases your customers used in their interviews. If they say “grow
booked-out weeks,” use that exact phrase in your ads and website.

Revisit quarterly.
Every three months, check if your buyer personas still match the reality of your best
customers. Update and retire personas as your business evolves.

Step 2 - Identify One or Two Core Marketing Channels

Stat / Fact: Sixty-eight percent of marketers say social media marketing has helped them
generate leads (Wiser Notify 2025).

How to Do It
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. Audit your traffic sources.

In Google Analytics, go to Acquisition — Traffic — Source/Medium. Export the data and
see which channels drive the most form fills or sales calls.

List your top five channels.
Include search engines, LinkedIn, Instagram, email, events, and referrals. Mark which
ones produce quality leads (not just volume).

Pick two to master.
Choose the platforms where your ideal audience is most active and where you enjoy
creating content. Commit to 90 days of consistent posting or ads.

Set simple measurement goals.
Use a spreadsheet to track weekly impressions, engagement, and inquiries from each
channel. If a channel doesn’t improve after 90 days, pause it.

Invest deeply, not widely.
Reallocate your budget and time to the top-performing channels. Depth beats breadth in
2025.

Step 3 — Develop a Clear Positioning Statement

Stat / Fact: Brands that publish consistent content generate sixty-eight percent more leads than
those without a content strategy (DesignRush Study).

How to Do It

1.

2.

3.

Craft your core sentence.

Write: “We help [who] achieve [what result] through [how you do it differently].”
Example: “We help small construction firms book more projects by building trust-first
marketing funnels.”

Test it with real people.
Send three versions to existing clients or your email list and ask, “Which description
sounds most like what we actually do for you?” Keep the winner.

Add it everywhere.
Place your positioning statement in your website header, social media bios, and email
signature. Consistency builds recognition.
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Use it to filter ideas.
If a new offer or campaign doesn't fit your positioning statement, it's probably a
distraction.

Re-evaluate annually.
Market needs change. Schedule a yearly “position audit” to keep your statement
relevant.

Step 4 — Build a Lead Magnet That Solves a Specific
Problem

Stat / Fact: Content marketing produces three times more leads than outbound advertising
while costing sixty-two percent less (DesignRush Report).

How to Do It

1.

Choose one clear problem.
Review your customer interviews and identify a recurring pain point—something they
Google at 2 a.m. Example: “How do | get consistent inquiries without paying for ads?”

Decide on the format.
Options: checklist, calculator, template, mini course, or email series. Keep it something
they can consume in under 15 minutes.

Create the content.
Write it in Google Docs or Canva. Use short sentences and visuals for clarity. Add your
branding and a clear call to action for next steps.

Build a landing page.
Use tools like ConvertKit or Carrd to create a simple page with a headline (“Get the Free
Checklist”), brief benefits, and an email form.

Deliver automatically.
Connect your form to your email system so the resource is sent instantly. A fast delivery
builds trust from the start.

Step 5 — Create a Simple, High-Converting Landing Page
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Stat / Fact: Ninety percent of marketers use content marketing, but only about half say their
landing pages convert well (EmailToolTester Survey).

How to Do It

1.

Start with a benefit-driven headline.
Write the headline from your customer’s point of view: “How to Book More Clients
Without Cold Calls.” Keep it under 12 words.

Add one strong visual.
Use a photo of the lead magnet mock-up or a relevant image showing success. Avoid
generic stock photos.

Limit your form fields.
Ask for name and email only. More fields lower conversion rates. If you need extra info
later, collect it after trust is built.

Include social proof.
Add two short quotes from happy clients or mention a metric like “Trusted by 500
businesses.” Visual trust signals matter.

Test and refine.
Each month, duplicate your page and test a new headline or button color. Use free tools
like Google Optimize or ConvertKit A/B testing to see what wins.

Step 6 — Publish Educational Content Weekly

Stat / Fact: More than seventy percent of companies say regular blogging now produces
measurable lead growth (Databox 2025).

How to Do It

1.

Plan one pillar topic per week.

Open a simple spreadsheet and list ten problems your audience searches for online.
Use tools such as Answer the Public or Google Autocomplete to discover phrasing.
Choose one topic per week.

Outline before writing.
Use a four-part framework: Problem — Mistake — Fix — Next Step. It keeps every
article clear and actionable.

Write in your audience’s language.
Reuse the phrases they used during persona interviews. Short sentences and simple
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words improve comprehension.

4. Publish consistently.
Use a calendar reminder or automation (e.g., Notion or Trello) to ensure one new post
every seven days. Consistency trains both readers and algorithms to expect value.

5. Promote each post.
Share on LinkedIn, email your list, and post snippets to communities. One piece of
content should create five touchpoints.

Step 7 — Use the 3-to-1 Rule for Content

Stat / Fact: Seventy-six percent of marketers rely on educational content as their primary lead
driver (Inbeat Agency Report).

How to Do It

1. Map your content mix.
In your planner, label three ideas “educational” (tips, tutorials, insights) for every one
“promotional” (offer, case study).

2. Batch-create educational pieces.
Reserve one morning per week to film or write value-first material so promotions never
outweigh teaching.

3. Measure balance monthly.
Review your last twelve posts; adjust if more than twenty-five percent are direct pitches.

4. Link promotion to value.
When you do promote, connect it to the lesson: “Here’s how we solved this exact
problem for a client.”

5. Reward engagement.
Offer a free resource or thank-you message to people who comment or share. This
builds goodwill and organic reach.

Step 8 — Mix Formats for Maximum Reach
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Stat / Fact: Visual content improves persuasion by forty-three percent over text alone (Sixth
City Marketing 2025).

How to Do It

1. Choose two companion formats per idea.
Example: a blog post + a carousel, or a webinar + a one-page summary. This multiplies
touchpoints without new writing.

2. Create visuals efficiently.
Use Canva or Figma templates. Stay within your colour palette (#4AB3F4 accents,
clean backgrounds).

3. Film short clips.
Record 30-90 second vertical videos summarizing one point from your article. Upload
natively to each platform for better algorithm reach.

4. Add captions and branding.
Captions improve watch time; consistent fonts and colours make every piece instantly
recognizable.

5. Track which format converts.
Compare link clicks and inquiries from each content type, then prioritize what performs
best.

Step 9 — Repurpose Content Across Platforms

Stat / Fact: More than eighty percent of marketers now use artificial-intelligence tools to
repurpose and adapt content across channels (Typeface Al Report 2025).

How to Do It

1. Build a repurposing checklist.
After publishing a blog, schedule tasks: convert to carousel, video, quote graphic, and
email. Keep the checklist in your project manager.

2. Automate repetitive tasks.
Use tools such as OpusClip for video trimming or Repurpose.io for cross-posting. Set
once; approve each output manually to maintain quality.
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Keep messaging unified.
Maintain the same headline and promise everywhere so audiences recognise the
thread.

Add platform-specific links.
Use tailored Call to Action links: Linkedln — free resource; YouTube — description link;
email — reply CTA.

Audit performance quarterly.
Compare engagement metrics across platforms and stop distributing to places that yield
little return.

Step 10 — Optimize for Trust Metrics

Stat / Fact: Seventy-four percent of companies say trust-driven content directly increased lead
quality (Saga Pixel 2025).

How to Do It

1.

Show real proof.
Gather before-and-after data from client projects. Display it visually—bar charts or
screenshots—instead of generic praise.

Humanize your brand.
Post behind-the-scenes photos, founder stories, and team wins. Audiences connect with
people, not logos.

Collect testimonials systematically.
After every project, send a short form asking: “What result are you most proud of?”
Compile answers into graphics or short clips.

Add trust signals on every page.
Include security badges, partner logos, and privacy statements. Visitors often decide
within seconds whether your page feels legitimate.

Engage transparently.
Reply to comments—even complaints—politely and quickly. Visible responsiveness
boosts public trust and search ranking.
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Step 11 — Set Up an Email Welcome Sequence

Stat / Fact: Forty-eight percent of marketers say email remains their most effective
lead-generation tool (EmailToolTester 2025).

How to Do It

1.

Map a five-email sequence.

Draft five short emails: (1) Deliver the promised resource, (2) Share a helpful insight, (3)
Tell a success story, (4) Offer a quick tip, (5) Invite them to take the next step (call or
product demo).

Use automation software.

In ConvertKit or MailerLite, create an automated workflow that sends these emails every
two to three days after sign-up. Test it using your own email to make sure delivery is
instant.

Personalize lightly.
Use merge tags for their first name and mention the specific resource they downloaded.
Avoid sounding robotic; keep it conversational.

Add a clear call to action in each email.
One link per message. For example: “Book your free strategy call here.” Simplicity
improves click rates.

Review performance monthly.
Check open rate (above 40% is solid) and click rate (above 5% is good). Rewrite or test
subject lines if numbers drop.

Step 12 — Use Artificial Intelligence for Lead Scoring

Stat / Fact: Companies that implement automated lead scoring improve conversion rates by
around twenty-five percent (Clearout Al Report 2025).

How to Do It

1.

Choose a scoring tool.
Most Customer Relationship Management systems such as HubSpot or Pipedrive
include built-in artificial-intelligence scoring. If not, try standalone tools such as Clay or
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LeadSquared.

Define your “qualified lead.”
Decide which actions signal interest: visiting your pricing page, opening multiple emails,
or scheduling a call. Assign points to each.

Train the model.
Import past lead data. Label which ones became customers. The artificial intelligence
will learn patterns that predict future success.

Route high scores automatically.
Create a rule: when a lead score reaches a threshold (e.g., 80 out of 100), alert the
sales team or send an automated email invitation to book a call.

Audit monthly.
Review 20 recent “high-score” leads. If they are not converting, adjust the criteria.
Artificial intelligence improves only with feedback.

Step 13 — Automate Follow-Ups

Stat / Fact: Automated follow-up systems reduce average response time by thirty to forty
percent, increasing conversion probability dramatically (LeadSquared Sales Study 2025).

How to Do It

1.

Map your follow-up stages.
Example: Day 0 — “Thanks for reaching out,” Day 2 — “Any questions?” Day 5 — “Would
you like a demo?” Write these as templates in your own voice.

Set up automation.
Use tools such as Instantly.ai or Zapier to trigger these emails when someone submits a
form or downloads a resource.

Include a personal touch.
Use first names and specific references. Example: “I noticed you downloaded our Lead
Magnet Checklist — how did it work for you?”

Stop automation after engagement.
Set a rule to pause follow-ups if the person replies, books, or unsubscribes. This
prevents awkward double messaging.
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5.

Track outcomes.
Monitor how many follow-up sequences result in calls or replies. Use that data to refine
timing and tone.

Step 14 — Add Interactive Lead Capture Points

Stat / Fact: Forty-four percent of marketers using interactive content report higher conversion
rates compared with thirty-nine percent who do not (Siege Media Strategy Study 2025).

How to Do It

1.

Choose an interactive format.
Examples: “What Type of Entrepreneur Are You?” quiz, “Marketing ROI Calculator,” or
“Website Health Assessment.”

Use no-code tools.
Build it using Typeform, Outgrow, or involve a low-cost freelancer for design. Keep
questions fun and quick (five or fewer).

Gate the results.
Show a “Get My Results” form that collects name and email before displaying
personalized results.

Provide instant gratification.
Show results on screen and send an email copy immediately. People value speed.

Segment leads by response.
If someone’s score indicates they need advanced help, route them into a higher-intent
email sequence or a sales calendar.

Step 15 — Integrate Your Customer Relationship
Management System and Analytics

Stat / Fact: Marketers identify data visibility as the top predictor of campaign profitability;
integrated analytics improve accuracy by over thirty percent (DesignRush 2025 Lead Gen
Trends).
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How to Do It

1. Select one central Customer Relationship Management system.
Choose HubSpot, Zoho, or Pipedrive and commit to it. Migration pain is temporary;
long-term tracking is priceless.

2. Connect every data source.
Link your forms, email marketing, calendar bookings, and ad platforms. Most Customer
Relationship Management systems have direct integrations or Zapier connectors.

3. Tag all incoming leads.
Create fields such as “Lead Source,” “Campaign Name,” and “Date of First Contact.”
Tagging allows accurate reporting later.

4. Build an analytics dashboard.
In Google Data Studio or within your Customer Relationship Management analytics
view, display metrics: leads per channel, conversion rate, and average sales value.

5. Review with your team monthly.

Pull up the dashboard, identify which channels produce quality customers, and adjust
budgets accordingly. Data should guide decisions, not guesswork.

Step 16 — Run a Weekly Email Newsletter

Stat / Fact: Email newsletters remain one of the top-performing organic channels, with average
return on investment exceeding 3 600 percent (Taboola 2025 Marketing Hub).

How to Do It

1. Choose a consistent day.
Pick one day—such as Tuesday mornings—when your audience is likely to check
emails. Consistency builds anticipation.

2. Craft a repeatable structure.
Use the same framework each week: short story — lesson — resource — call to action.
Readers quickly learn what to expect.

3. Keep the design clean.
Use a plain template with your brand colors and logo at the top. Overly graphical emails
often hit spam filters.

4. Add value before pitching.
Share an insight, a tip, or a quick win before asking for anything. Give 80 percent
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education, 20 percent promotion.

5. Analyze engagement.
Track open and click-through rates in your email platform. Remove inactive subscribers
every few months to maintain deliverability.

Step 17 — Host Free Webinars or Live Trainings

Stat / Fact: Eighty-eight percent of marketers report that video and live events generate
higher-quality leads than static content (DesignRush Lead Gen Study 2025).

How to Do It

1. Select a focused topic.
Narrow the theme to a single problem—e.g., “How to Double Your Qualified Leads
Without More Ad Spend.” Niche topics outperform general talks.

2. Use areliable platform.
Host via Zoom Webinar, StreamYard, or Google Meet. Test microphones, slides, and
screen-share beforehand.

3. Promote strategically.
Announce the event two weeks ahead via social, newsletter, and partners. Offer a
replay link to capture late sign-ups.

4. Deliver value first.
Spend 80 percent teaching, 20 percent pitching. Show real examples and quick wins
viewers can apply immediately.

5. Follow up fast.
Send thank-you emails within 24 hours containing slides, replay, and a simple call to
action to book a consult or demo.

Step 18 — Build a Case Study Library

Stat / Fact: Ninety-two percent of buyers trust peer recommendations and detailed case studies
more than advertisements (Saga Pixel 2025).
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How to Do It

1.

Select your best success stories.
Identify three clients who achieved measurable results—percentages, revenue, or time
saved.

Gather permission and data.
Ask clients if you can share outcomes; anonymize if needed. Pull screenshots or charts
to visualize improvement.

Write with a story arc.
Format each case as Challenge — Process — Result — Lesson. Readers follow
narrative better than bullet points.

Design for easy reading.
Use one-page layouts with visuals. Tools like Canva or Visme make polished designs
simple.

Publish and reuse.
Add the case studies to your website, proposals, and social posts. Link each result to an
inquiry form.

Step 19 — Leverage Social Proof Everywhere

Stat / Fact: Seventy-nine percent of consumers trust online reviews as much as personal
recommendations (DesignRush 2025 Study).

How to Do It

1.

2.

Collect testimonials systematically.
After each project, send a short three-question form asking about outcomes. Compile
responses monthly.

Show faces and names.
Testimonials with photos or job titles convert up to 20 percent better. Ask permission to
include both.

Display proof in multiple places.
Add quotes to landing pages, email signatures, and checkout pages. Sprinkle social
proof instead of stacking it all in one place.
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4.

5.

Highlight numbers where possible.
Example: “Grew monthly leads by 142 percent in 90 days.” Specifics sound authentic.

Encourage third-party reviews.
Ask satisfied clients to post on Google Business Profile or Linkedln Recommendations.
External validation builds trust signals.

Step 20 — Offer a Low-Commitment Entry Offer

Stat / Fact: Businesses with a “tripwire” or low-barrier entry offer see four times more initial
conversions (LinkedIn B2B Institute 2025).

How to Do It

1.

Define an intro offer.
Examples: $99 audit, 30-minute consult, or mini blueprint service. It should solve a small
but painful problem.

Frame it as a test drive.
Use language like “Try our strategy session risk-free” to reduce hesitation.

Automate booking and payment.
Use Calendly and Stripe integration so customers can book and pay in two clicks. Ease
increases conversion.

Deliver massive value.
Over-deliver so buyers see the ROl immediately. Turn first-time clients into fans.

Upsell organically.
After delivery, say: “If you'd like us to implement this system for you, here’s what it looks
like.” Natural progression feels helpful, not pushy.

Step 21 — Analyze Monthly and Adjust

Stat / Fact: Two-thirds of marketers report resource allocation as their main bottleneck; regular
analysis solves this (Siege Media Strategy 2025).
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How to Do It

1. Build a simple dashboard.
In Google Data Studio or Excel, track leads, conversion rates, and cost per acquisition.
Visual data beats rows of numbers.

2. Review with your team.
Hold a one-hour meeting each month to ask: “What worked? What failed? What will we
test next?”

3. Eliminate poor performers.
Pause campaigns with weak returns and reallocate budget to your top channels. Small
shifts compound over time.

4. Document lessons learned.
Keep a running log of insights so new team members avoid past mistakes.

5. Tie metrics to decisions.
Never change tactics on gut feel alone. Let the data decide your next move.

Step 22 — Double Down on What Compounds

Stat / Fact: Nearly half of B2B marketers plan to increase content budgets toward proven
channels showing compound growth (Content Marketing Institute 2025).

How to Do It

1. Identify your compounders.
Review analytics to see which content or channels grow month over month—such as
organic blog traffic or newsletter sign-ups.

2. Allocate resources strategically.
Put more time and budget into these high-ROI activities before experimenting
elsewhere.

3. Repurpose top performers.
Expand winning posts into videos, guides, or webinars. A hit topic can generate value
for months.

4. Build systems, not spurts.
Automate what works so it keeps producing without constant effort — for example,
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evergreen email funnels or ongoing search ads.

5. Reassess quarterly.
Growth compounds only if you keep feeding the machine and prune what no longer
delivers.

Conclusion — From Chaos to Consistency

Lead generation in 2025 and 2026 rewards clarity, consistency, and connection.
The businesses winning today are not those shouting the loudest but those teaching the
clearest and responding the fastest.

Implement these twenty-two steps one phase at a time. Start with your buyer personas and lead
magnet, then layer automation and analysis once the foundation is strong. Within weeks, you'll
see a predictable pipeline and a brand people trust.

Contact Trace White Communications

el Email: liam@tracewhiteinc.com
€5 Web: tracewhiteinc.com

Helping brands grow through clarity, strategy, and human connection.
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