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Typical Problem We Solve

1 Wearenot generating
enough qualified leads.

2 Ourlead quality is weak.

3 We are spending money on
marketing but are not sure
what is working.

A Website traffic is not turning
into enough inquiries.

5 Our outbound or GTM
programs aren’t working
as well as we expected.

6 our marketing efforts feel
fragmented and disconnected.

7] We have leads, but too
many go nowhere.

8 We need senior marketing
guidance and fresh ideas,
but not another full-time
executive,

Solution Approach

Build a targeted demand generation program
using the right combination of paid media,
search, content, lead magnets, landing pages
and outreach.

Tighten audience targeting, offers, messaging,
intent signals and qualification so marketing
produces prospects with greater sales potential.

Improve campaign tracking, attribution, funnel
reporting and lead-source analysis so investment
can shift toward stronger-performing activity.

Improve landing pages, website persuasion,
offers, calls to action and lead-capture paths
to increase conversion.

Refocus outreach around tighter targeting,
personalized messaging, stronger trust-building
content, and more relevant follow-up based on
buyer needs and signals.

Connect audience, media, content, conversion,
follow-up and measurement into a coordinated
lead generation program.

Improve lead scoring, nurturing, follow-up
workflows and sales handoff so more inquiries
have an opportunity to become pipeline.

Assess current activity, identify practical
growth opportunities and execute the
initiatives with the strongest potential.

ACCELERATED LEAD GENERATION

Practical solutions for companies that need more
qualified leads, better conversion, and
clearer marketing performance.

Why NuSpark

30+ years of lead generation experience across
B2B and B2C. Strategy is built around business
goals, not a predetermined channel or platform.

Senior-level judgment and hands-on involvernent.
Paul works directly on targeting, messaging,
media and optimization.

Accountability is part of the engagement.
NuSpark has always focused on measurable
response, conversion and ROI.

Direct-response thinking. The goal is not simply
a better-looking website; it is a website that
generates more business.

Experienced oversight matters. Paul works
directly on audience selection, messaging, offers,
sequencing, and optimization so outreach feels
relevant and credible—not automated for
automation's sake.

One experienced strategic partner. NuSpark
can manage the pieces together instead of
forcing you to coordinate multiple vendors.

Marketing does not stop at the form fill.
MuSpark locks at what happens after the
lead arrives.

Direct access to Paul Mosenson.
Mo junior account team between strategy
and execution.

Paul Mosenson, Founder

Paul Mosenson is a B2B lead generation strategist with more than 30 years of experience helping

companies reach the right audiences, generate qualified opportunities, and improve marketing performance.
He combines media strategy, demand generation, targeting, content, conversion, technology, and analytics
into practical programs built around business results.

Paul brings a personal commitment to every engagement, with a strong attention to detail, a passion for
helping clients grow, and hands-on invelvement from strategy through execution. He also brings deep

Al expertise, using today's tools to improve research, messaging, targeting, content development, campaign
efficiency, and decision-making without losing the human judgment that drives strong marketing.

Paul also brings extensive B2C experience, with many years managing media buying, analytics, custorner
acquisition, and lead generation campaigns across consumer markets. That experience includes integrated
campaigns across digital, search, television, radio, and other paid media channels, with a consistent focus
on measurable response and conversion.

@

NuSpark

For an initial discovery call and needs assessment:
pmosenson@nusparkmarketing.com
nusparkmarketing.com
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Category

Capability

Company Benefit

Strategy & Planning

Strategic lead generation planning

Clarifies where growth opportunities are
strongest

Strategy & Planning

Go-to-market planning

Aligns audience, messaging, channels, and
follow-up

Strategy & Planning

Al-assisted marketing support

Speeds research, analysis, content, and
campaign execution

Strategy & Planning

Digital lead generation management

Coordinates campaigns around qualified
inquiries

Strategy & Planning

Global lead generation

Expands acquisition into additional markets

Strategy & Planning

Content development

Creates relevant content that educates
prospects and builds credibility

Demand Generation

Lead magnet creation

Gives prospects a reason to engage before
they are sales-ready

Demand Generation

Lead funnel development

Improves movement from initial response to
opportunity

Demand Generation

Webinar lead generation

Creates education, engagement, and follow-
up opportunities

Reaches defined business audiences

Paid Media B2B digital media buying efficiently
. . . ., Targets buyers across LinkedIn, Meta,
Paid Media Social/platform lead generation YouTube, and other platforms
. . .. Generates leads from targeted content
Paid Media Content syndication
downloads
. . . . Places offers within relevant publisher
Paid Media Native advertising .
environments
Re-engages prospects after an initial
Paid Media Retargeting gages prosp

interaction

Search Marketing

Paid search lead generation

Captures prospects actively searching for
solutions

Search Marketing

Google Performance Max

Extends lead generation across Google using
audience and first-party signals

Search Marketing

Google Discover campaigns

Reaches prospects through interest-driven
mobile discovery

Website & Conversion

Website conversion optimization

Converts more existing website traffic into
inquiries

Website & Conversion

Landing page development

Matches audience, message, and offer to
improve response

Website & Conversion

Trust & proof optimization

Strengthens credibility with messaging,
proof, and reassurance




Category

Capability

Company Benefit

Sales Support

Human-led SDR outreach

Adds personal prospecting and follow-up
capacity

Sales Support

Sales enablement

Improves messaging, preparation, and
prospect conversations

Sales Support

Personalized video outreach

Adds a human and differentiated sales touch

Sales Support

Trade show lead generation

Extends event value before, during, and after
the show

Signals & Intent

Buyer intent identification

Finds companies showing indications of
active interest

Signals & Intent

Company trigger monitoring

Identifies business events that may create
timely opportunities

Signals & Intent

Website visitor identification

Reveals companies visiting before they
complete a form

Signals & Intent

LinkedIn engagement signals

Identifies prospects showing relevant
LinkedIn activity

Signals & Intent

Signal-based outreach

Uses buyer activity and timing to prioritize
engagement

Improves targeting, messaging, and response

Outbound Cold email optimization .
potential
Outbound Multi-channel sales outreach Coordinates emai, LinkedIn, and other
prospect touches
Outbound LinkedIn outreach programs Engages selected decision-makers directly
Outbound Account-based marketing Concentrates activity on priority accounts

Contact Management

Contact data enrichment

Improves prospect data quality and
targeting

Contact Management

Email verification

Protects deliverability and improves
database quality

Contact Management

Lead scoring

Helps sales prioritize prospects with
stronger potential

Measurement & Optimization

Marketing attribution

Identifies channels and campaigns
contributing to conversions

Measurement & Optimization

Funnel performance reporting

Shows where prospects advance, stall, or
disappear

Measurement & Optimization

Pipeline and advertising analysis

Identifies where opportunities are being
created or lost

Measurement & Optimization

Performance optimization

Redirects investment toward stronger-
performing programs




Category

Capability

Company Benefit

B2C Lead Generation

Campaign tracking

Measures response and performance
across consumer campaigns

B2C Lead Generation

B2C media buying

Coordinates consumer acquisition across
paid media

B2C Lead Generation

Television and streaming

Builds broad reach while supporting
measurable demand generation

B2C Lead Generation

Radio and audio campaigns

Uses audio media to generate response
and acquisition

B2C Lead Generation

Customer proof programs

Uses testimonials, reviews, and results to
strengthen trust

B2C Lead Generation

Customer engagement programs

Supports retention, repeat business, and
lifetime value

SaaS Growth

Saas acquisition programs

Supports SaaS-specific prospect
acquisition and buyer journeys

SaaS Growth

SaaS retention analysis

Identifies adoption issues and churn risks




