B2B LEAD GENERATION
AGENCY: BUYER’'S GUIDE

A management summary for choosing the
right agency

Choosing a B2B lead generation agency is a commercial decision, not just
a marketing decision.

The right agency should help your business attract better-fit prospects,
improve lead quality, support long or complex buying journeys and give
your sales team stronger opportunities to follow up.

Use this summary to compare agencies consistently, align your
management team and focus the decision on the areas that matter most:
B2B expertise, lead quality, proof, reporting, team fit and commercial
accountability.

B2B lead generation usually requires a specialist approach because

the buying journey is often longer, higher value and more complex than
consumer marketing. The goal is not more marketing activity. The goal is
better conversations with the right companies.
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What to prioritise when comparing

agencies

Before comparing prices or deliverables, assess whether the agency

understands your market, your buyers and your sales process.

Look for an agency that can clearly explain:

»

B2B market fit: Has the agency worked with complex, technical,
professional, niche or long-cycle B2B markets, and can it show
relevant proof from similar sales challenges?

Buyer and lead-quality understanding: Can the agency explain your
target buyers, buying committee, pain points and what makes a lead
commercially useful beyond a form fill?

Strategy and channel integration: Does the agency diagnose the
problem before recommending channels, and can it connect SEQ,
paid media, content, LinkedIn, automation, CRM and reporting into
one lead generation system?

Lead nurture and team alignment: Can the agency support buyers
before and after enquiry, while working effectively with your
marketing team, sales team, leadership and subject matter experts?

Reporting and commercial accountability: Does the agency report on
lead quality, conversion quality, pipeline influence and optimisation
actions, not just activity metrics such as traffic, clicks or rankings?

Experience in
complex B2B markets

Understanding of your
buyers and commercial
model

Essential

Criteria for
choosing a
B2B agency

Campaign strategy
around buyer intent and
commercial value

Ability to support
both lead capture and
lead nurturing
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A strong agency should
be able to explain how
its recommendations
will create better sales
opportunities, not just
more marketing activity.

Lead-quality definition
and qualification
process

Fit with your internal
sales and marketing
teams

Reporting on pipeline
influence and
commercial
outcomes

Relevant proof from
similar industries or
buying journeys
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Agency comparison scorecard

Use this scorecard to compare shortlisted agencies.

Rate each area from 1 to 5.

1 = weak or unclear

3 = acceptable but needs clarification

5 = strong, specific and commercially relevant

B2B expertise

Buyer understanding

Lead quality
Strategy

Channel integration

Lead nurture

Proof

Reporting

Team fit

Commercial accountability

Relevant experience in complex, technical, professional, niche or /5

long-cycle B2B markets

Clear view of priority buyers, decision-makers, pain points and sales /5
triggers

A practical definition of fit, intent, need, value and sales usefulness /5
Diagnosis before tactics, with clear priorities and rationale /5
Connected use of SEO, paid media, content, LinkedIn, email, /5

automation, landing pages and CRM

A plan for what happens after the first enquiry or conversion /5
Relevant case studies with commercial outcomes, not just activity /5
metrics

Visibility of lead quality, conversion quality, pipeline influence, sales /5

feedback and optimisation actions

A clear process for working with marketing, sales, leadership and /5
subject matter experts

Focus on ROI, opportunity creation, wasted spend reduction and /5
contribution to sales outcomes

Total Score /50

Note: Use the score as a discussion tool, not the only decision factor.

A high score helps indicate fit, but the best choice should also reflect

trust, communication style, practical capability and confidence in the

team.
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Red flags to watch for

Be cautious if an agency:
» Talks about lead volume without defining what a qualified lead
means for your business

» Recommends channels before understanding your buyers, sales

process and commercial priorities

» Relies on generic case studies that do not show commercial
outcomes

» Avoids discussion about CRM, reporting, sales feedback or what
happens after enquiry

» Promises fast results without explaining the conditions required to
achieve them.

The biggest red flag is an agency that sounds impressive but cannot
clearly explain how its work will create better sales opportunities.
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Five questions to ask shortlisted agencies

Use these questions to test whether an agency can connect marketing

activity to commercial outcomes.

1. How do you define a qualified B2B lead?
Look for an answer that includes fit, need, intent, value, timing and

sales usefulness.

2. Which buyer segments would you prioritise first, and why?
Look for evidence that the agency understands your best-fit
customers, not just broad audiences.

3. How will you support buyers who are not ready to speak with
sales yet?
Look for a practical approach to content, remarketing, email nurture,
automation and sales enablement.

4. What will you report on each month beyond clicks and traffic?
Look for lead quality, conversion quality, sales feedback, pipeline
influence and optimisation actions.

5. Which case study is most relevant to our sales cycle or audience?
Look for proof from a similar business model, buyer journey, market

complexity or commercial challenge.

Strong answers should be specific, commercially grounded and

relevant to your market.

»

\ 88 Dashboard

Q3 MARKETING PERFORMANCE

PIPELINE INFLUENCE

$3.15M

+18.2% vs Q2 1

COST PER QUALIFIED LEAD (cPQL)

$210!

7.4% s Q2
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Next step: compare agencies against the
right criteria

Choosing a B2B lead generation agency is easier when your team
agrees on what matters most.

Before shortlisting or appointing an agency, use this guide to compare
each option against:

» B2B market experience

» Buyer and lead-quality understanding

» Strategy and channel integration

» Lead nurture and team alignment

» Reporting and commercial accountability

» Relevant proof from similar sales challenges

The right agency should be able to explain how its work will help
create better sales opportunities, not just more marketing activity.

The Lead Agency works with B2B organisations that need to improve
lead quality, support complex buying journeys and connect marketing
activity more clearly to pipeline and sales outcomes.

The Lead Agency has supported B2B organisations including

BlueScope Distribution, Siemens, Advent One, ICS Consulting, PSC
Insurance and SatVUE. .V‘\gé\“ﬂ
To discuss how this applies to your business, contact
The Lead Agency. ‘
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