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WinGreen’'s Value Proposition

Improving sales results

| More leads = Better top line

| Better quality leads = Better close ratio
| Lower cost per lead = = Better bottom line
How?

| Fixed -price, turnkey, online lead generation
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Conventional Lead Generation

Attributes Examples
| Interrupt -based | Direct mail
High activity, low response Cold calling
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| Unknown lead quality | Trade shows
| High cost per lead | Print advertising
| iSpi kyo resul ts | Mediaadvertising
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21st Century Lead Generation

Attributes Examples

| Prospects opt in | Online marketing
Al Nt erestedo | e a dl sTargeted email marketing
Low-activity, high response | Content promotion

| Custom landing pages

| Search marketing
| Pay per click advertising
| Organic search

| Lead nurturing
| Web visitor intelligence

|
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| 75% lower cost per lead

| Reaktime measurable results

|l iSmoothod resul ts
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Sales Funnelnomics

Target Contacts 1 O y O'O O

Interested 2 0 0
Pre - Qualified 2 0
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Sales Pipelines
Running Dry?



