You have probably met success in your B2B appointment setting campaign, and that surely
is a good thing for you and your business. With today’s highly competitive business
environment, doing your best to generate a lot of qualified sales leads is very important. And
once you have reached the pinnacle of your success, you would want to sit back and see how
well you have done things.
Well, if you can afford to sit back. You see, markets and trends change all the time, and even
a successful company can be pulled down from the top if they are not careful. And they will
never learn about it until it is too late. Now, what could these silent B2B lead generation
killers be?
First of all, there is hubris. I know, it is normal for many of us to rest on our laurels. I
mean, we did work hard to reach our goals, so it is only natural that we want to enjoy the
fruits of our success. Now this is where the problem comes in. We think that we have done
so well, that tend to think that we need no improving anymore. But that is far from the
truth. Markets and buying habits can be unpredictable. Even if you can predict it, you still
have to adapt to the changes. Not doing so will not just be detrimental to your marketing
team’s ability to generate B2B leads, it would also let your competition beat you as well.
Second of these would be laziness. Conducting B2B appointment setting campaign is hard,
there is no doubt about it. The trouble here starts when we think that we have found the
‘magic formula’ that will solve all of our sales leads problems. Unfortunately, this is
something that is not that likely to happen at all. If you want your telemarketing team to be
more successful in converting sales leads prospects into actual close deals. You have to
constantly challenge yourself, to be better than before. That is the secret to being really
successful. Here, it is not just your body, but also your mind, that has to work overtime.
Lastly, and one most common to business executives than the rank and file, would probably

be absenteeism. You see, there are just so many things to do, so many opportunities to
explore, that you might find yourself getting stretched thin. You know that quality means a
lot in your business operations. And if you cannot oversee it properly, then the quality would
drop. This, in turn, would reduce the demand from your sales leads prospects. When that
happens, well, you have just lost a sale. Better be around and see things than go chasing
business opportunities that you would be unable to handle.
In any case, if you can avoid these three serious B2B lead generation campaign killers, then
you will be able to manage things well. It is a necessary action to take in order for your
business to survive now and tomorrow.

