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SMPS CEUs 

Hinge is an SMPS Approved Provider of continuing education 

units (CEUs)! 

 Steps: 
1.  Register to attend our no-cost webinars  
2.  Attend the webinar 
3.  Email: ceu@hingemarketing.com - Subject 

Line: SMPS CEUs webinar credit 
4.  Receive Certificate of Completion after 

attending webinar 
5.  Report your CEUs to SMPS 
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Agenda 

•  How Has Lead Generation Changed?  

•  Top 10 Lead Generation Ideas 

•  Wrap-Up and Questions 
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How has lead generation changed? 
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Traditionally, lead generation has meant cold 
calling, referrals and networking. 
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Potential Clients Go Online To: 

•  Educate themselves 

•  Find providers 

•  Check out firms 
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How do buyers find professional services firms? 
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How do buyers check out professional services firms? 

Over 80% of buyers check out your website before buying. 
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There’s a better way to generate leads. 
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A 360 Degree Approach 
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Firms that generate at least 40%  
of their leads online  

GROW 4X FASTER 
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Firms that generate at least 60%  
of their leads online are  

2X AS PROFITABLE 
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Top 10 Lead Generation Ideas  
to Build Your Brand 
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1. Write something really, really useful 

•  Take an issue that clients or prospects are struggling with, 

and provide guidelines to understand or solve the problem. 

•  Do NOT write content that appears self-serving. 
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Real World Example: Northwood Construction 
Remodeling Costs Guide  

•  Information not typically 

provided by remodeling firm 

•  Most useful information to  

potential clients 

•  Pre-qualifies leads by 

educating 
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Real World Example: LBMC Network Security Guide 

•  Relevant and timely topic 

•  Insight on what to do 

before, during, and after a 

breach 

•  Establishes credibility and 

expertise 
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2. Identify individuals who consult with your target 
audience on higher level issues 

•  They are often asked their advice on implementing 

recommendations 

•  They may not have capabilities to implement themselves, but 

are in a position to recommend your firm 

•  Find them. Establish a relationship. Gain their respect 
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•  Transaction services                    Investment bankers 

•  HR Consultants                            Business strategy 

•  Executive Recruiters                    Private Equity 

•  Technology                                     New Product Development  

Examples 
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3. Cultivate Prestigious Partners 

 

 

Partner with prominent firms or associations to help one 

another reach your respective business goals and leverage 

these relationships to generate leads. 
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Partnership Opportunities 

•  Conduct a research project together. 

•  Host a joint event, either offline or online. 

•  Produce a premium piece of content together. 

•  Share content to each other’s audiences. 

•  Start a special educational program. 

•  Refer prospects when appropriate. 
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Real World Example: RAIN Group & Hinge 
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Real World Example: RAIN Group & Hinge 
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Real World Example: Partner Webinar with David 
Meerman Scott 
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4. Conduct a research study 

•  Conduct a study and make these results widely available 

•  Position yourself as an expert 

•  This works well with partnering 
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Real World Example: Marketing Budget Benchmark 
Study 

Hinge partnered with the Association for 

Accounting Marketing (AAM): 

•   Marketing budget composition 

•  Budgeting process 

•  Recommendations on spending 

priorities 
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5. Offer a free analysis 

•  Analysis of an opportunity that your services are well suited 

to address. 

•  Establish a market relationship with a firm that you can 

provide benefit to. 

•  Sample of what you can do.  

•  Make it a fair trade. 
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Real World Example: Hinge Email 
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6. Develop a Visible ExpertSM 

30	
  

A professional who has attained high visibility and  

reputation for expertise in their industry niche. 
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Extend the Reach of your Experts 

•  Having Visible ExpertsSM in your firm can: 

•  Increase your firm’s visibility 

•  Attract new clients 

•  Increase the fees for your services 

•  Strengthen your firm’s brand 

•  Improve talent recruitment efforts 
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How to Develop Visible Experts 

1.  Select the candidates. 

2.  Assess the candidates. 

3.  Develop the strategy. 

4.  Build tools. 

5.  Develop the skills. 

6.  Increase visibility of expertise. 

7.  Track and adjust. 
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Real World Example: Sylvia Montgomery  

Sylvia is currently a Senior Partner at Hinge and leads the AEC vertical. 
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Featured Articles in Trade Publications 
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Speaking Engagements 
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The Emergence of an Industry Expert 

Before After 

Webinars 0 3 per month 

Speaking 
Engagements 0 14 per year 

Books 0 3 published books 

Direct leads 0 10 per month 
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7. Write a book 

•  This is the crown jewel of all credibility leaders. 

•  Being a published author makes it easier to garner speaking 

engagements. 

•  Consider giving away an electronic copy as well. 
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Real World Example: Spiraling Up 
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Real World Example: Landing Page Optimization 
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8. Try a personalized letter (or express mail package) 
to a carefully researched list 

•  The rise of e-mail means less snail mail 

•  Focus on your target clients 
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Real World Examples 

•  Thoughtful letter “I came across your firm when I was 

researching…” 

•  Send an autographed copy of your book or research to a 

potential connection 

•  Sample or a possible report 
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9. Shoot a video 

•  Do a video case study, then email the link to your list 

•  Open rates and click through rates much higher for video 

•  Post on YouTube and your firm’s website 

42	
  



#HingeLeadGen 

Video Best Practices 

•  Focus on your target audience 

•  Lead with the story 

•  Have others to tell the story for you 

•  Demonstrate impact of your services 

•  Include a call-to-action 
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Real World Example: Cherry Bekaert 
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Real World Example: Quinn Evans Architects 
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10. Turn your website into a lead generator  

•  Content needs a place to live 

•  Convert casual readers into leads with high quality content 

•  Nurture early stage leads 
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Online Marketing Model 
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Real World Example: Art & Logic Guide Offers in Blog 
Posts 
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Real World Example: Hinge LinkedIn Guide 
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Don’t Forget Responsive 

•  The trend towards mobile access means that your firm can’t 

afford to ignore responsive design 
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Free Resources 

Lead Generating  
Website Guide 

Online Marketing for  
Professional Services 

Available at: www.hingemarketing.com/library 

The Visible ExpertSM 
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Free Review of your Lead Generating Program 
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ü  For webinar registrants only!  
  
›  We’ll discuss: 
•  Your firm’s current lead generating program 

•  The capabilities of your sales department 
•  Opportunities to improve your firm’s lead generation 

 
Respond to follow-up email or call: 703.391.8870 
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Thank you! Questions? 
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Connect with Hinge  
 

         www.hingemarketing.com/blog 
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         www.facebook.com/HingeMarketing 
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