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Introduction
Lead generation and demand generation are two 
distinct yet interrelated aspects of a successful 
marketing strategy. This guide aims to clarify the 
difference between the two, explore their respective 
goals and tactics, and provide actionable advice on  
how to effectively incorporate both into your  
marketing efforts.
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Lead Generation
Focus: 
The primary objective of lead generation is to attract potential customers and add them to 
your sales pipeline.

Goal:
Collect contact information from prospects, allowing your sales team to follow up and convert 
them into paying customers.

Tactics:
a. Gated content: Create high-quality, valuable content like eBooks, whitepapers, and webinars 
that require users to provide their contact information in order to access the material.


b. Landing pages with forms: Design and optimise landing pages that include forms to capture 
prospect information in exchange for valuable content or offers.


c. Email campaigns: Develop targeted email campaigns to nurture leads, providing them with 
relevant content and offers that encourage them to engage further with your brand.

Demand Generation
Focus:
Demand generation is centred around creating interest in your product, service, or brand.

Goal:
Drive product or problem awareness and increase brand recognition to generate a buzz 
around your offerings.

Tactics:
a. Content marketing: Produce and distribute engaging content like blogs, videos, and 
podcasts that showcase your expertise and address your target audience's needs and 
interests.


b. Social media: Utilise social media platforms to share content, interact with your audience, 
and amplify your brand's reach.


c. PR & influencer outreach: Collaborate with industry influencers, journalists, and bloggers to 
expand your reach and credibility within your target market.

In a nutshell
Lead generation focuses on capturing leads, while demand generation is about creating 
interest in your products or services. A successful marketing strategy requires a combination 
of both approaches.
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How to incorporate both in your marketing strategy
Create demand first:
Start by building awareness around your brand, product, or service through demand 
generation tactics. Educate your target audience on the problems you solve, and establish 
your brand as a trusted source of information.

Capture higher quality leads:
Once you have generated interest in your brand, employ lead generation tactics to collect 
contact information from genuinely interested prospects. These leads are more likely to be 
engaged and receptive to your sales efforts.

Nurture and convert:
Continuously nurture leads with targeted content and personalised communications, guiding 
them through the buyer's journey until they are ready to make a purchase.

Measure and optimise:
Regularly assess the effectiveness of your lead generation and demand generation efforts by 
tracking key performance indicators (KPIs). Use data-driven insights to refine your strategies 
and tactics, ensuring maximum results.
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Conclusion
By understanding the difference between lead 
generation and demand generation and incorporating 
both into your marketing strategy, you can create a 
comprehensive and effective approach to reaching your

target audience, capturing high-quality leads, and 
ultimately driving sales.
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