
 

Demand Generation Marketing Strategy: Fueling 

Your Sales Pipeline 

Today's business world is very competitive, so having a unique service is not enough to stand 

out. You need to have a clear plan to get the people you want to engage and interest you. A 

company's demand generation marketing strategy includes all the things it does to get people 

excited about and interested in a product. As a salesperson, your main job is to turn possible 

customers, or prospects, into paying customers. 

 
 

How Demand Generation Marketing Is Different from Account-Based Marketing 

(ABM)? 

 

Account-based marketing (ABM) and the demand generation marketing are two different ideas. 

It is very important to know the difference between account-based marketing (ABM) and 

demand generation marketing (DG). Even though their main goal is to increase sales, they are 

focused on different groups of people. 
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• Expanding your target audience to get potential buyers interested and aware of how the 

service or product you're offering can help them is what demand creation is all about. 

• ABM, on the other hand, is a very specific method. You should only read this message if 

you are one of the very few people who think your services are the best. 

 

Creating A Successful Demand Generation Marketing Strategy  

 

With the goal of increasing demand, a well-thought-out marketing plan should include the 

following: 

 

• Ideal Customer Profile:  Before you can create demand, you should first figure out who 

your ideal client is. This includes the things people buy, who they are, and the things that 

hurt them. 

• Create Interesting Content: Share information with your audience about the problems 

they're having and how your product or service might be able to help them. This will 

help you create interesting content. This knowledge could be shown in several different 

ways, such as through electronic books, webinars, blog posts, and infographics. 

• Use Multiple Marketing Channels: Use several different marketing platforms to make 

your campaigns more interesting. There are many ways to reach your target group, both 

online and off. Some examples are industry events, email marketing, search engine 

optimization, and social media marketing. 

• Track Results: It is very important to keep an eye on and assess the outcomes of efforts 

to create demand. It is very important to look at key performance factors like customer 

acquisition costs (CAC), website traffic, and lead generation to see what is working and 

what needs work. 

• Care About Your Leads: When you get insights, you shouldn't just throw them away; you 

should treat them with care. Lead nurturing is a great way to keep brand knowledge high 

and move prospects along the buying journey. 

 

Benefits of Well-Defined Demand Generation Marketing Strategy 

If you define your demand creation marketing plan well, it could help your brand become more 

well-known and trustworthy. In addition to these, it will: 

• Make sure that the sales team always has access to high-quality leads. 



• By making the sales process run more smoothly, deals can be closed faster. 

• Finally, set up your group with the goal of making it last for a long time. 

 

Conclusion 

Creating a demand generation marketing strategy is an ongoing process. Your company can 

make sure it has a steady flow of sales and grow by constantly changing with the market and 

making your strategy better. 

 

Contact us: -  

Icumulus Demand Generation Agency 

Email: consultant@icumulus.com.au  

Visit: -  https://icumulus.ai/  

Address: Level 4 117 Harrington Street 2000, NSW Australia 

Phone Number: +61 2 7202 0251 
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