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. FORWARD DIGITAL CONSULTANCY FZCO QUESTION 01

WHAT IS LEAD GENERATION

What is lead generation, and what
counts as alead?

Strip away the jargon and lead generation is one thing: turning a
stranger's attention into permission to follow up.

IN ONE SENTENCE

A lead is a person who has shown enough interest to hand over a way to

reach them. Lead generation is the system that creates those people on
purpose, predictably, and at a cost you can measure.

The word "lead" gets stretched until it means nothing. A like is not a lead. A
page view is not a lead. A phone number typed in by someone who only
wanted a free brochure and will never answer is, at best, half a lead. You pay
for all of them the same way, but only some turn into revenue.

A real lead A vanity lead

Asked for something tied to buying m Clicked, then vanished
Gave accurate contact details ® Entered a fake number for a freebie
Matches who you actually sell to = \Wrong country, budget, or fit

Expects to hear from you m Forgot you exist by the time you call

THE POINT

Cheap leads that never convert are the most expensive kind. Aim for the
lowest cost per qualified lead, not the lowest cost per lead.
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. FORWARD DIGITAL CONSULTANCY FZCO QUESTION 02

WHY IT BEATS REACH

Why does lead generation beat
chasing reach?

Reach tells you how many people saw you. Lead generation tells you
how many raised their hand. Only one of those pays salaries.

It is tempting to celebrate impressions, followers, and views. They feel like
progress and they look good on a slide. The problem is that attention without
intent is just noise you rented. What matters is what they intended to do at the
moment they saw you.

"The question is hot Meta or Google. It is what your buyer
was trying to do the second your ad appeared."

People argue platforms when they should be reading intent. Someone typing
a query into Google has already decided they want something. Someone
scrolling a feed was looking for nothing in particular. Both behave differently,
and the numbers show it.

3-4x

Higher click-through on

7%+ <2%

Click-through on high- Typical social click-
intent business search through with no active
categories intent

search ads vs social,
across comparable
industries

RULE OF THUMB
Search captures demand that exists. Social creates demand that does not.
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. FORWARD DIGITAL CONSULTANCY FZCO QUESTION 03

HOW IT WORKS

How does lead generation actually
work?

Every working system, whatever the industry, moves a person through
the same five stages. The funnel is just a map of that journey.

1. Attention Stranger sees your offer
2. Interest They click to learn more
3. Capture They give you their details

4. Qualify You confirm they are a real fit

5. They become a

Convert customer

The mistake almost everyone makes is pouring money into stage one while
ignoring stages four and five. You can buy all the attention you want, but if
there is no system to qualify and follow up, the leads leak out of the bucket
faster than you fill it.

WHERE DEALS ARE LOST

Speed to first response is the single most controllable lever in the funnel. A

lead contacted within minutes behaves like a different person than the
same lead contacted the next day. The interest is perishable.
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. FORWARD DIGITAL CONSULTANCY FZCO QUESTION 04

B2B VS B2C

B2B vs B2C: why the playbooks differ

Selling to a business and selling to a consumer share the
same funnel shape, but almost nothing else. Treating
them the same is why plenty of campaigns quietly fail.

B2C lead generation B2B lead generation
= Short decision window, often Long, considered, often months
emotional

A committee decides, not one person

® One person decides .
perso ¢ Lower volume, far higher value per

® Higher volume, lower value per lead lead

® Social and discovery do the heavy Search and proof-driven content do
lifting the work

® Speed and simplicity win Trust and patience win

The practical consequence is in how you measure success. A B2C campaign
can be judged in days. A B2B campaign judged on the same timeline looks
like a failure, because the buyer is still circling. The leads that eventually close
often look quiet for weeks first.

A COMMON, COSTLY ERROR

Running a B2B offer with B2C expectations. You ask "why so few leads this
week" when the buying cycle simply has not finished. Judge B2B on
pipeline quality, not weekly lead count.
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. FORWARD DIGITAL CONSULTANCY FZCO QUESTION 05

THE LANDING PAGE

What does a lead generation landing
page need?

The page where the lead is captured does more work
than the ad that sent them there. A great ad pointed at a
weak page is money set on fire.

01 One promise, repeated. The headline must match the ad that brought them.
A mismatch breaks trust in two seconds.

02 One action. Remove the navigation and the "explore more." Give them a
single thing to do.

03 A short form. Every extra field costs you leads. Ask only for what you need
to follow up.

04 Proofinview. A number, a result, a recognisable logo. Something that says
others trusted this and were right.

05 Speed. A page that loads slowly on a phone loses people before they read a
word. Assume mobile first.

06 A reasonto act now. Limited spots, a deadline, a bonus. Give a reason not to
close the tab.

THE FIELD-COUNT TRADE-OFF

Fewer fields mean more leads but lower quality. More fields mean fewer

but better. The right answer depends on whether your sales team is
starved for volume or drowning in junk.
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. FORWARD DIGITAL CONSULTANCY FZCO QUESTION 06

AUTOMATION

How do you automate lead
generation?

Automation does not replace good marketing. It removes the gap
between a lead raising their hand and a human responding, which is
where deals quietly die.

The gap that costs you

When a lead comes in at 11pm and nobody sees it until
morning, the interest has cooled. When the same lead
gets an instant reply and a clear next step, the
conversation stays warm. Automation closes that gap
every time.

B Instant acknowledgement. The lead hears back within seconds, so they know
they reached a real operation.

B Routing. The lead lands with the right salesperson automatically, not in a
shared inbox nobody owns.

B Follow-up sequences. If the lead goes quiet, a planned series of nudges runs
on its own, on schedule.

B Cleanrecords. Every lead, message, and outcome is logged so you can see
what is leaking.

THE HONEST WARNING

Automation amplifies whatever you already have. Automate a strong

process and you scale results. Automate a broken process and you scale
the mess faster. Fix the workflow first, then wire it up.
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. FORWARD DIGITAL CONSULTANCY FZCO QUESTION 07

WHAT IT COSTS

What does lead generation cost in the
UAE?

The honest answer is "it depends," but that is not good enough. Here is
what it actually depends on, so you can judge any quote you are given.

B Who you target. Audience type can swing cost per lead more than the country
you advertise in. A narrow, high-value audience costs more per lead and is
usually worth it.

B How premium the offeris. Luxury framing carries a real premium. In our data,
premium positioning can multiply the cost per lead several times over versus a
mainstream offer in the same market.

B How fresh the campaignis. Brand-new ad accounts run more expensive for
the first month or two before they settle. Judge a campaign after it matures,
not in week one.

B How long the creative has run. See the warning below. This one quietly
wrecks budgets.

THE FATIGUE TAX

Campaigns that are never refreshed get more expensive on their own. In

our data, the cost per lead on a tired campaign drifts up by roughly a third
between its early and later stages. A creative refresh every few months is
not a luxury. It is cost control.

What should you expect to pay an agency, separate from the ad budget? In
the UAE, a credible retainer covering both search and social management
generally starts in the mid four figures per month in dirhams, and rises with
scope. Anything far below that usually means something is being cut.
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. FORWARD DIGITAL CONSULTANCY FZCO QUESTION 08

THE METRICS

The metrics you should actually track

You do not need the whole dashboard. You need five numbers and what
each one is quietly telling you.

01 Click-through rate. Of the people who saw your ad, how many clicked. A
weak humber means the message or audience is wrong. Fix this before
anything downstream.

02 Conversion rate. Of those who clicked, how many became a lead. This is a
verdict on your landing page.

03 Cost perlead. What you paid for each contact. Useful only when you also
know the quality.

04 Return on ad spend. For every dirham spent, how much came back as
revenue. This is the number that matters to the bank.

05 Qualified lead rate. How many leads were genuinely worth your sales
team's time. This separates busy marketing from marketing that pays.

READ THEM TOGETHER

Each number alone can be gamed or misread. Read as a set, they tell you
exactly where the money is working and where it is leaking.
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. FORWARD DIGITAL CONSULTANCY FZCO QUESTION 09

AGENCY OR IN-HOUSE

Hire an agency, or build it in-house?

There is no universal answer, only a clear way to decide. It comes down
to volume, speed, and what your time is worth.

Hire an agency when

Build in-house when

® [eadgenisyour core, forever You need results in weeks, not

advantage

® You have the volume to keep a
specialist busy

® You can afford the 6-to-12 month
learning curve

® You want the knowledge to live in
your walls

quarters
You want proven systems on day one

You would rather not manage hiring
and tools

You value an outside view across
many markets

Whichever route you choose, judge the work the same way. The questions to

ask any agency or in-house hire:

B Can you show results in my industry, with real numbers?

B How do you define a qualified lead, and how do you measure it?

B What happens to a lead in the first five minutes after it arrives?

B What do | own if we stop working together?

THE TELL

A strong partner talks about qualified leads and revenue. A weak one talks
about likes, reach, and impressions. Listen for which language they reach

for first.
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You have the questions
answered.
Now see your numbers.

This guide was built on data from 4,196 campaigns across 17
industries. The next step is simple: find out what these
benchmarks look like for your business, specifically.

BOOK A FREE STRATEGY SESSION

A 30-minute working call. We look at your funnel, your numbers, and where
the leaks are. No pitch deck, no pressure.
calendar.app.google/f7MsVipEAk9jbDxc9

OR JUST START A CONVERSATION

Tell us what you are trying to grow and we will tell you, honestly, whether we
are the right fit.

Forward Digital Consultancy FZCO - IFZA Business Park, Dubai Silicon Oasis, UAE
+9714 439 6279 - info@fwddigi.com - fwddigi.com/ae
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