
Intro to 
Survey-Based 
Demand 
Generation

Accelerate the sales 
process and drive revenue 

with high-quality leads, 
ready to engage with your 

sales team.



Google...IBM...
Dell...Salesforce... 
What do they have in common besides the fact they’re hugely 
successful companies? 

They each use SimplyDIRECT survey-based demand generation 
to identify real buyers, get them to engage with their sales teams, 
and drive revenue.

The move to survey-based demand generation has been gaining 
momentum within marketing organizations seeking a more effective 
way to deliver high-quality, sales-ready leads.

Though it may be new to you, survey-based demand generation 
has been delivering results for quite some time. It was pioneered 
by SimplyDIRECT and, for more than two decades, has been 
deployed by marketing organizations at many of the world’s top 
companies.  

In this ebook, we’ll tell you how these companies  
do it, what survey-based demand generation is  
all about, and how you can get in on the action.

Let’s get started!
 

You’re in great company
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The black 
hole at the 
top of the 

funnel
This is how one marketing director at an enterprise  
software company described their top-of-funnel leads.  

Marketing teams spend a great deal of time and money  
on generating top-of-funnel leads. These are typically  
form submissions that provide just the basic info such  
as company size, industry, job title, etc. What these leads 
don’t provide is what your salespeople truly need – the 
information that identifies who is in the buying process,  
what their pains and needs are, and if they want to engage 
with a salesperson.  

“We generate thousands of MQLs 
with whitepaper offers and webinars, 
but we have little to no info to tell us 
if they’re even looking for a solution. 
Salespeople don’t want to call them. 
SDRs search endlessly for the gold 
nuggets with minimal luck. And the 
leads end up in a black hole.”
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This is where survey-based  
demand generation comes in.

Survey-based demand generation enables you to bypass  
the top of the funnel by helping you: 

	■ �Identify the decision-makers at companies that need  
your product or service and are ready to engage with  
sales – now.  

	■ �Understand each prospect’s challenges, needs  
and buying intent, to help you have meaningful sales  
conversations and accelerate the sales process. 

	■ Deliver the high-quality sales leads that actually  
get your salespeople excited!

You can move from basic lead forms with minimal insights  
to real prospects that are in the process of finding a solution 
like yours – and who want to have a conversation.  

Intro to Survey-Based Demand Generation  |  simplydirect.com  |  4



The seller’s dilemma
Salespeople go into most prospect meetings blind – 
they have little information about the prospect’s pain 
points, problems they’re trying to solve, and where  
they are in the customer journey. 

Sales outreach starts with a qualification call where 
the salesperson or SDR asks lots of questions, often 
giving the prospect little opportunity to control the 
conversation or get the information that they need, 
leaving the prospect with little motivation to move 
forward. 

Survey-based leads eliminate the need for 
uncomfortable discovery calls to determine where  

the buyer is in the journey. The survey responses  serve 
as the roadmap for sales, empowering sales teams with 
the information they need – the prospect’s hot buttons, 
pains, challenges, buying intent, where to provide value 
and to move the prospect through the funnel. 

By utilizing the research-based leads, you can  
overcome the biggest sales and marketing  
challenge – getting a qualified prospect to agree  
to talk to you.
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Survey-based demand generation employs 
targeted research to generate sales-ready 
leads. The deliverable is a detailed lead report 
on each prospect that provides the information 
you need, such as: 

	■ Information about the prospect’s pain  
points and challenges 

	■ Insights on how you can help solve them  

	■ Intent data and what they’re seeking in  
a solution 

	■ Permission to be contacted by your  
sales team

Survey-based leads are as close to ready-
to-buy as you can get – short of the leads 
contacting you themselves. 

Here is SimplyDIRECT’s step-by-step approach 
to a survey-based lead generation campaign:

The SimplyDIRECT 
survey-based demand 
generation process
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1
Build 
custom 
lists 

2
Create/ 
send 
surveys

3
Collect 
responses

4 
�Follow-up/ 
book 
meetings

5 
�Receive 
pulse reports 
and nurture 
content

Steps



Step 1: 
Build custom lists

Working with your team, we build a highly 
targeted list that can include your existing 
contacts along with new and accurate 
custom-researched contact lists of prospects 
responsible for purchasing the type of product 
or solution you offer, based on third-party 
intent data. Using your criteria, we identify  
the right contacts at your target companies 
and build a database that is 100% verified  
and guaranteed. 

Step 2: 
Create/send surveys

Once your target audience is segmented into 
categories, SimplyDIRECT works with you to 
develop a comprehensive prospect survey 
with questions your sales and marketing 
teams want answers to, such as: what keeps 
prospects up at night, where they are in 
their buyer journey, what they’re seeking in a 
solution, and more. We then send invitations 
to executives in your target companies to 
participate in the survey. We offer an attractive 
gift incentive, which has shown to drive very 
high response rates.   
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Sample survey questions

SimplyDIRECT works with you to define  
a survey that leads to highly-qualified,  
sales-ready leads. Here are survey 
questions for a provider of a solution to 
manage ESG (environmental, social and 
governance) initiatives.

1.	� Are you already tracking ESG data? 

2.	� How do you track your ESG initiatives? 

3.	� How do you prioritize your ESG 
initiatives? 

4.	� How do you make strategic decisions 
related to which ESG initiative(s) to 
prioritize?

5.	� What challenges do you anticipate in 
achieving ESG initiatives?

6.	� What portfolio management solution 
capabilities do you need to add to help 
your ESG initiatives succeed?

7.	� When will you evaluate your portfolio 
management method for ESG planning, 
managing, and reporting?

8.	� Which function will evaluate the portfolio 
management method that supports ESG 
planning, management, and reporting?

9.	� How do the ESG/Sustainability Office 
and (Enterprise) Program Management 
Office work together on ESG initiatives?

Every responder opts-in to be 
contacted.

	■ Guaranteed responder quality - only senior-
level responders at your target accounts.

	■ Guaranteed survey response rates -  know 
in advance how many leads you will get.

	■ Responders answer all survey questions.

	■ Intent data helps you focus on the 
companies searching for your solutions now.

	■ Survey is sent by SimplyDIRECT’s Gatepoint 
Research subsidiary, which increases 
candor in responses.



Step 3: 
Collect responses

We employ web, phone, direct mail, and email-
based data collection to allow prospects to use 
their preferred response method. Responders are 
guaranteed to answer all survey questions – and 
every lead agrees to be contacted by someone 
from your sales team. A robust lead report for 
each responder includes a treasure trove of 
actionable insights to use in sales outreach and 
also to inform marketing programs and materials.     

Step 4: 
Follow-up/book meetings

Detailed surveys give your sales team deep 
intelligence on each prospect that they couldn’t 
get from traditional lead forms. They can 
use these insights to define sales strategies, 
conduct highly targeted communications, and 
for personalized conversations that resonate 
with each prospect’s pain points and needs. 
Sales can also share survey data and insights for 
outreach to several contacts in one organization, 
for a value-added approach that augments your 
account-based marketing strategy. SimplyDirect 
provides free sales training to position your sales 
team to leverage survey data and get the most  
out of their follow-up activities.
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Step 5:  
Receive Pulse Reports  
& nurture content

Once a survey campaign is complete, you 
get a pulse report that graphically displays 
the survey responses. The pulse report is 
a compelling market research report of the 
survey findings that provides multiple points  
of value for both sales and marketing:

�	� Salespeople use the pulse report to  
drive substantive conversations with new 
prospects and re-engage inactive prospects.  

	� Marketers extract extra value from the 
pulse report to create new content to help 
generate additional sales opportunities. 
SimplyDIRECT can also provide a range of 
custom deliverables based on your survey 
data, such as ebooks, infographics, web 
content and whitepapers. Marketers can  
use this content in a range of ways:

	■ 	 Offer in lead generation programs

	■ 	 Re-purpose into blog posts and e-books 

	■ 	 Publish it on the website  

	■ 	 Generate media interest

	■ 	 Offer back to survey participants 

	■ 	 Use in social media channels

“Besides getting a solid lead, 
the information SimplyDIRECT 
delivers lets us extract a lot 
of value from the campaign, 
giving us content we can 
use to generate additional 
opportunities.” 

-	� JENNIFER MCMAHON 
	 SR. MARKETING LEADER  
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“The pulse report proved to 
be a phenomenal tool for my 
sales team–reps could tweak 
their conversations with C-level 
execs based on pain points, 
and help pull people through 
the pipe.” 

-	� TERRY HUNT 
	 VP, MARKETING

Sample Pulse Reports

We invite you to click here to  
view sample Pulse Reports.

https://simplydirect.com/content-creation/pulse-reports/


1.	�� Capture valuable 
prospect insights

�	� Through surveys, 
you can learn about 
your prospects’ 
challenges, needs 
and buying intent, 
to help you tailor 
your sales and 
marketing efforts. 

2.	� Generate hot 
sales-ready 
leads and sales 
meetings

	� Identify companies 
that have interest 
in your product or 
services and have 
opted in to speak 
with your sales 
team.

3. 	�Enable more 
productive sales 
conversations

	� Robust, research-
based lead profiles 
help sales focus on 
the best accounts  
and strengthens 
sales conversations. 
Deep insights into 
prospect needs 
and buying intent 
arm salespeople 
with the information 
they need for 
meaningful, 
effective sales calls.

4. �	�Enhance your 
marketing efforts

	� Leverage survey 
insights to 
create marketing 
programs, 
messaging and 
content that 
resonates with 
prospective 
customers.  

5.	� Improve your 
marketing ROI

	� More sales 
meetings with 
highly qualified 
prospects means 
more closed deals  
from your 
marketing efforts.

6.	� Accelerate the 
sales process

	� Speed up the sales 
process and get 
more prospects to 
the final stage by 
understanding their 
needs and hot  
buttons from the 
start. 
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Survey-based demand  
generation benefits both 
sales and marketing
After completing the surveys, leads are fully qualified and have opted-in to hear from a salesperson. Survey 
results become high-quality leads for your sales team, and insights for your marketing team to leverage.

“Five leads have already converted to 
sales as strong opportunities, several 
with multibillion-dollar companies.” 
- �INFOR



Generate sales-ready 
leads

��Deliver qualified leads 
shopping for solutions 
like yours and who  
opt-in to hear from  
your sales team. 

Enhance account-based 
marketing efforts

Energize your account-
based marketing initiative 
by surveying into white 
space accounts.

Re-activate existing 
leads

Re-engage your existing 
leads with “harvester” 
surveys, pushing them 
further down the pipeline 
and maximizing your 
initial marketing spend.

Gain target account 
insights

Augment your current 
target account profiles 
with valuable insights and 
intent data.
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Survey-based 
demand 

generation 
use cases

SimplyDIRECT provides several types of 
survey programs, each tailored to help your 

organization accomplish its goal.

“We are already seeing returns 
on meetings set above 20% 
and only halfway through our 
campaign.” 

– ORIGINAL SOFTWARE



Case 
Study 1

“We’re out there hunting elephants,” says Terry Hunt, Director of 
Marketing Programs for E2open, describing the challenge his team 
encounters when their targets are mega-sized and very few. 

Harder still is driving engagement with the senior-level VP and C-level 
contacts. “We needed to shake the tree harder to get these individuals  
to respond.” 

E2open recognized they needed to move beyond just blasting  
out marketing communications. So, they turned to SimplyDIRECT  
survey-based demand generation.  

“The survey performance was amazing,” says Hunt. “130 people  
responded to the campaign, a response rate of 6 percent. And 
SimplyDIRECT got us into an incredible 8 out of 13 high-priority  
accounts—a 62% penetration rate. We were able to have conversations 
at senior levels and ultimately reset revenue forecasts with a newly  
fortified pipeline.”     
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Before engaging SimplyDIRECT, the Kronos vertical demand team 
focused primarily on generating top-of-funnel leads through outbound 
activities. 

“We’re relatively good at getting lots of names at the top of the funnel, 
but the reality is that even with best practice conversions, only around 
10% of them will become marketing qualified leads,” explains Jackie 
Terry, Director of Vertical Demand Programs. Her team was spending 
a lot of time filtering. What they really wanted was to get more, high-
quality leads.  

Kronos employed SimpyDIRECT survey-based demand generation to 
drive high-quality leads at scale, with great success. 

“With SimplyDIRECT, we were able to get leads further down the funnel 
faster,” says Terry. “And, best of all, the program has resulted in an 
estimated $6.8 million in pipeline opportunities.”

(Formerly Kronos)
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Case 
Study 2



Case 
Study 3

Eloqua expanded their targets to include large enterprises, which introduced 
significant new sales and marketing challenges, from longer sales cycles 
and a broader pool of buyers to the need to create more compelling sales 
pitches. 

The company realized it needed to develop an entirely new outbound 
prospecting methodology. An experiment using appointment-setting failed 
because they, too, were flying blind with poor data and limited knowledge  
of the targeted account’s needs. 

Eloqua engaged SimplyDIRECT because their demand generation  
solution unified both fresh contact data with account intelligence. 

Powerful Results 

The intelligence discovered from using SimplyDIRECT’s surveys  
was exactly what Eloqua had hoped for: 

	■ Well-qualified, senior-level leads were added directly to the  
sales pipeline. 

	■ Significant revenue potential was added to the pipeline due to  
the size of the accounts targeted. 

	■ Many initial calls started as warm calls, accelerating sales cycles. 

	■ Sales confidence was much higher than when cold calling  
into enterprise accounts. 
 

“We were very pleased with the amount of complete information provided  
via the surveys”, said Michael Martin, Field Marketing Manager at Eloqua. 
“Given the quality of the contacts, every survey was valuable.”

(Formerly Eloqua)
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SimplyDIRECT makes it each to try survey-based demand 
generation. Our pilot program is easy to set up and includes

	■ 100 research-based leads 

	■ 100% opt-in to be contacted by your sales team  

	■ Access to real-time lead portal

	■ Integration with your CRM and/or marketing  
automation system

	■ Custom pulse report

	■ ABM sales training

We invite you to contact us today to learn more about 
Survey-Based Demand Generation with SimplyDIRECT,  
as well as our pilot program.

Test drive survey-based  
demand generation 
with the SimplyDIRECT 
pilot program
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About SimplyDIRECT

Since 1997, SimplyDIRECT has conducted survey-
based demand generation programs for many of 
the top companies throughout North America. 
SimplyDIRECT and its research division, Gatepoint 
Research, leveraged custom-built lists and surveys 
deployed into a client’s target accounts. The result: 
actionable sales intelligence revealing an account’s 
needs, pain-points, plans and trends. As a cutting-
edge ABM provider, SimplyDIRECT has worked with 
over 500 organizations, ranging from IBM, Oracle 
and Microsoft to hundreds of start-ups.

We invite you to learn more at 
www.simplydirect.com.

SimplyDIRECT is “my #1 
program in terms of opportunity 
conversions.” – AKAMAI

https://simplydirect.com/#!/contact
https://simplydirect.com/#!/contact

