Lead
Nurturing

How to nurture leads that were not
ready to buy yet
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Overview

The client runs a Business English Language Learning Service in the highly
demanding Japanese market. They offer both in-person and mobile courses for
busy Japanese business professionals.

Although many prospects were interested, few were ready to buy. Macro created
a lead nurturing campaign with a series of emails that engaged and encouraged
known qualified leads to become sales qualified leads (SQLSs).
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Macro Capabilities ‘ I
+ Lead Management in CRM ‘
+ Nurture Campaign Set-up ‘ ‘

+ Content Creation
+ Email Design
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