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Panel Discussion
Lead Generation

The Smart Path to Attracting High-Value, High-Intent Leads
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Which factor most strongly indicates a high intent lead in your
organisation today?
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Could you briefly share your role and scope, and how lead
generation fits into your overall marketing and commercial
responsibilities?



What channels or tactics have you seen most effective for
attracting high value leads especially in complex B2B or APAC
markets?



Once leads are generated, how do you rank or prioritise them or
structure a lead scoring model to ensure high-intent prospects
receive timely follow-up before interest fades?



In B2B and niche industries where lead volumes can be limited,
existing customers often represent significant cross-sell or
upsell opportunities. How do you identify these opportunities and
nurture existing customers as high-value leads?



Looking ahead, what do you think will separate average lead
generation strategies from truly high-performing ones in the next
2—-3 years? (Al, privacy, first-party data, intent data, sales-
marketing alignment, etc...)
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