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Difference CADENAS lead vs. classic lead
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Difference CADENAS lead vs. classic lead

CADENAS lead Classic lead, e. g. download product catalog

• Implies concrete need for product • Indicates interest

• Maximum depth of information (surname, first 
name, company, e-mail, phone no., address, 
product, industry, size, position...)

• Through setting a low hurdle, usually little data (e.g. 
surname, first name, company, e-mail)

• Full consent possible,1st step in DOI setup already 
given à increase newsletter distribution list

• Only Transactional Consent→ Going through 
laborious qualification strategy

• Follow-up & pitch very easy, as easy pre-
qualification and concrete story

• Various reasons for download, qualification 
mechanism usually must be installed upstream

• High conversion rate from download to purchase • Difficult to measure and usually low conversion rate
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CADENAS CRM-Connector
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CADENAS CRM-Connector

→ Companies that rely on SSOT

→ Flows and automatic follow-ups

→ Have or are currently introducing stringent lead management

→ Statistics, controlling and forecasts
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CADENAS CRM-Connector
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CADENAS CRM-Connector
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Advantages & Features 



10.04.2024 © CADENAS GmbH | Dipl. Ing. (FH) Jürgen Heimbach 13

Advantages & Features 

• 100% DSVGO-compliant

• View your catalogs and download activities directly in your CRM

• Contacts and activities are updated hourly

• New contacts are automatically imported into HubSpot as conversions and into Salesforce as new leads

• The system recognizes duplicates and assigns new activities to existing contacts (no exchange of personal data)

• Possibility to filter ("blacklist") email addresses and domains

• Supports user-defined contact properties

• Creation of reports and dashboards

✓ All your data in HubSpot, Salesforce MS Dynamics 365, where you want it

✓ Gain better insight into how prospects and customers engage with your CAD content

✓ Never worry about data entry, export/import or missed leads again

✓ Increase efficiency and saves time
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Introduction and objectives of Business Intelligence
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Introduction and objectives of Business Intelligence

• Software application for data collection, analysis and visualization

• Extraction, preparation and presentation of this data

→ Comprehensive insight, identification of trends, patterns and problems

→ Support for well-founded business decisions
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Introduction and objectives of Business Intelligence
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Introduction and objectives of Business Intelligence

• Overcoming obstacles through data analysis and pattern recognition

• Developing customized strategies for sales, marketing and corporate management

• Use BI tools to gain in-depth insights into target groups

• Identifying cross-selling and upselling opportunities to increase customer satisfaction

• Targeted alignment of sales, marketing and strategy activities

• Visualization of market changes over time to adjust corporate strategy

• Supporting the management of market segments to work more efficiently
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Data quality
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Data quality
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Market examples
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Application examples and conclusions
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Application examples and conclusions

• Reflection of the current economic situation of markets

• Use of bar chart races to visualize market changes over time

• Addressing potential customers based on global download statistics

• Objective of the BI tool: Comprehensive and in-depth understanding of the company’s most 

interesting markets and target groups
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Top and bottom markets

exemplary catalog
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Top and bottom markets

exemplary catalog
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Potential new customers
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BCG-Matrix
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Growth markets
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Connect with us

Felix Schulte
Director Marketing & Business Development

Anna Winter
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