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Abstract- A lead generation bot is a type of chatbot that is
designed to attract and capture potential customers or leads
for a business. It uses conversational AI to engage visitors on
a website, social media platform, or messaging app, and offers
them something of value in exchange for their contact
information. Once the bot captures lead data, it can use lead
scoring and segmentation to identify the most qualified leads,
and then convert them into customers through targeted sales
and marketing efforts. Lead generation bots can be used to
automate lead qualification, increase conversion rates, and
improve sales efficiency. They require careful planning,
execution, and optimization to ensure that they attract and
convert the right leads for a business.

Such bots use a conversational approach to
marketing, collect client information, and offer business or
product information. Lead Generation bot which is a process
by which all the leads you receive are specific to the product
expected and target audience. For someone to become a
genuine and verified lead they need to be qualified for first.
This is self-qualification as they have either interacted with
the team or filled out details to be contacted directlywith . But
there is still an element of human work required for the
process. This is not a get rich or benefited quick way of
working, but it could put you on track to generate extra or
somehow high revenue for your business. The process of being
able to chase and follow generated leads takes time of having
to conduct extensive business development process

Lead Generation is more specific in process of AI, so
the customers or clients you are approaching have to be more
expressive with an interest in your product. You can design
your bot to ask relevant or similar questions to identify the
customer issues or high-quality expectation. Once the
customer fulfils the expectation, the bot will promptly transfer
it, tothe right human agent, avoiding person to person chain .

Opposite to popular belief, chatbots are not intended
or mean toto replace human employees in world. To be
honest, they are most effective way when used along the
customer journey, which, ultimately, helps sales and support
teams get in touch and track the customers process more
quickly and efficiently. For example, conversation chat bots

that are designed and modelled to replace normal forms are
excellent at asking more qualifying questions as well as saving
user data and time .The real-time element allows you to
integrate and emerge  human team into your chatbot lead
generation strategy.

Lead generation is aessential part of the sales
process for many business to business companies since their
products can cost thousands of amount and web visitors are
less likely to buy their product or service directly from the
website or the domain. Collecting new leads allows the
businesses to educate and improve prospective customers
through email marketing or any other procedures, before
reaching out to qualified leads directly through salespeople.
Lead generation is also important for ecommerce and other
many businesses, as email marketing and sales outreaches is
still one most effective channels for marketing online, and
gathering  customer’s contact information that allows the
business to market to them , even if they do not make a
purchase immediately after these strategy.

I. INTRODUCTION

A Lead is defined as “An individual or organisation
that has expressed interest in buying what your business is
selling’’. A lead generation bot is a computer program
designed to interact with users and capture their contact
information, such as name, email, and phone number, with the
goal of generating potential customers for a business. It is a
powerful tool for businesses to engage with potential
customers, capture leads, and ultimately increase their
revenue.

Lead generation bots can be integrated into a
company’s website, social media platforms, or messaging
apps, and can operate 24/7, providing a consistent and
efficient method for lead generation. With the ability to
personalize the conversation flow and target specific
demographics, lead generation bots can help businesses attract
high-quality leads and improve their overall sales
performance. We have all had the cold sales calls offering us
this that and the other, how many times do we listen to them?
2 times out of 10 if they are lucky? We don’t even think it is
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that high Now even though you may not receive calls from
smaller businesses, they need to generate business as well.
Probably even more so than larger more national companies.
Lead Generation is a process by which all the leads you
receive are specific to your product and target audience. For
someone to become a genuine lead they need to be qualified.

It is the process of capturing the interest and ideally
the contact information of potential customers for your
business. With the number of options and resources available
today, it is less likely now than ever before for a consumer to
make a purchase during their first encounter with a
business.Lead generation is the first step in building a
relationship with a potential client or customer. When an
interested prospect becomes alead, they are not just expressing
interest in your. business, but also inviting you to nurture that
interest.By giving you their contact information, they are
giving you permission to further the conversation.The goal of
generating leads is to connect with people who could benefit
from your business so that you can show what you have to
offer, build trust, and provide the information they need in
order to make the purchase—thereby increasing the chances
that they do.

Now most of the time this is self-qualification as they
have either interacted or filled out details to be contacted
directly. But there is still an element of human work required
as explained below.

II. HOW LEAD GENEARTION WORKS

Lead generation is the process of identifying and
capturing potential customers or leads for a business. The
process typically involves collecting information about
individuals or companies that have shown interest in a product
or service offered by the business. Here are the general steps
involved in lead generation.

Identify your target audience: The first step in lead
generation is to identify the ideal audience for your product or
service. This includes understanding their needs, preferences,
and pain points.Attract visitors to your website: You can
attract potential customers to your website through various
marketing channels, such as social media, search engine
optimization (SEO), and paid advertising. Offer something
valuable: Once visitors land on your website, offer them
something valuable in exchange for their contact information,
such as a free trial, eBook, or newsletter subscription.

There are two main components to the lead
generation process: getting traffic to your site and then
convincing them to share their contact information with

you.The first step of the process is finding an effective way to
attract prospects to your website. Depending on your
company’s goals and budgetary constraints, there are many
ways to start attracting prospects to your site.

The following are some of the key ways businesses
use to drive traffic Search Engine Marketing (SEM) is a form
of online advertising that involves paying search engines (such
as Google or Bing) to display ads in their search results.
Because search is the primary way people navigate the web,
this can be a big source of traffic.Social Media - Social media
sites such as Facebook and LinkedIn have grown to become
some of the most popular sites on the web, and are beginning
to rival search as major sources of traffic. You can drive
traffic from social networks by posting content to social media
platforms or paying for ads that run on the networks.

These can be known as events that you attend as a
visitor, events that you sponsor or events that you organise
yourself .Lead generation chatbots are among the best tools
for conventional process that help owners to categorise leads
from the initial and deep interactions by asking simple
questions with the customers. This way, marketers can collect
data on potential customers data, analyse them and redirect
those that need special attention to the sales specialist; hence,
time saving while ensuring better communication rates. The
process of attracting prospects to your business and increasing
their interest through nurturing, all with the end goal of
converting them into a customer. Some ways to generate leads
are through job poratls, blog posts by a person, coupons and
offers, live events, and online content in the web. The purpose
of the lead generation process is to guide targeted customers
into the sales process.

Lead generation bots are a popular tool for businesses
looking to automate their lead generation efforts. Here are
some related works on lead generation bots:until they are
ready to make a purchase.

III. RELATED WORKS

"LeadBot: A Conversational Agent for Lead
Generation in B2B Sales" by S. Sopan, S. Verma, and S. K.
Dwivedi (2020) - This paper proposes a lead generation bot
called LeadBot that can engage in natural language
conversations with potential customers, qualify leads, and
schedule appointments for sales representatives.

"Automated Lead Generation Using AI Chatbots" by
T. K. Das and A. Sen (2020) - This paper discusses the use of
AI chatbots for lead generation in the real estate industry. The
authors propose a chatbot that can understand customer intent,



IJSART - Volume 9 Issue 5 – MAY 2023 ISSN [ONLINE]: 2395-1052

Page | 1128 www.ijsart.com

gather information, and schedule appointments for real estate
agents.

"Designing a Lead Generation Chatbot for a
Financial Services Company" by A. Patel and A. Gadhvi
(2021) - This paper describes the design and development of a
lead generation chatbot for afinancial services company. The
chatbot is capable of answering frequently asked questions,
capturing lead information, and scheduling appointments with
financial advisors.

"Using Chatbots to Generate and Qualify Leads: A Case
Study" byM. Z. Hasan and M. Y.Khan(2021) - This

paper presents a case study of a lead generation chatbot
developed for a travel agency. The chatbot was able to capture
lead information, qualify leads, and schedule appointments
with travel agents.

"A Review of Chatbot Technologies for Lead Generation" by
A. K. Jena and P. K. Patra (2021) This paper provides a
comprehensive review of chatbot technologies for lead
generation. The authors discuss various chatbot architectures,
natural language processing techniques, and lead qualification
methods that can be used to develop effective lead generation
bots.

IV. METHODOLOGY

A lead generation chatbot is an artificial intelligence-
based bot designed to initiate conversations with customers to
build interest in your business and products/services.

Choose a platform: There are several platforms available to
build a bot such as Dialog Flow, Microsoft Bot Framework,
IBM Watson, etc. Choose a platform that is suitable for your
business requirements.

Develop a conversation flow: Develop a conversation flow
that is user-friendly, clear and concise, and engaging. This
includes designing the bot’s greeting message, defining
questions to ask, and setting responses for the user.

Identify the target audience: Identify the target audience that
the bot will be interacting with. Understanding the audience
will help create a more personalized and effective
conversation flow.

Integrate with CRM: Integrate the bot with a Customer
Relationship Management (CRM) tool to capture the leads
generated by the bot. This will allow you to easily manage and
track your leads.

Test and refine the bot: Conduct testing to ensure that the bot
is functioning properly and delivering the desired results. Use
the feedback from the testing to refine the conversation flow
and improve the user experience .

Promote the bot: Promote the bot through social media, email
marketing, and other channels to increase its visibility and
attract more potential customers.

Monitor and analyze: Continuously monitor the bot’s
performance and analyze the data to identify areas of
improvement. This will help you optimize the bot’s
conversation flow and generate higher-quality leads over time.
The chatbot uses conversational marketing methodsfor
collecting contact info and share information which are
relevant and suitable to the customer's request. Lead gen
chatbots use a conversational approach which is to gather
customer details, guide customers in theprocess to buy the
product or qualifying them as a leads

Helps for the greater understand and seperate your
target audiencewith the help of conversation,  chatbots learn
the customer expectation and what they are looking for ,
which helps to filter them into the appropriate sales process.
This helps to retain your lead by providing relevant service
customized to their specific needs and expectation.

Builds brand visibility and awareness: Chatbots help
educate our targeted customers by actively showing and
explaining your business offers. They are great for initiating
communication or answering questions about your business
process across every channels and mediums.  There is no need
for customers to look far for answers.

Takes over tedious tasks: Instead of simply relying on
contact forms and FAQ , chatbots can make registration
processes and asking questions relevantly. If the customers
wish to check the status of an process, they can do  withthis
chatbot.

V. EXPERIMENT RESULTS AND FINDINGS

Increased lead capture: A well-designed lead
generation bot can capture more leads than traditional lead
capture methods.Improved lead qualification: By using lead
scoring and segmentation, a lead generation bot can identify
the most qualified leads and improve the efficiency of the
sales process.

Higher conversion rates: By engaging visitors in a
personalized and efficient way, a lead generation bot can
improve conversion rates and drive revenue growth.
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Reduced sales cycle: By automating the lead capture process,
a lead generation bot can shorten the sales cycle and improve
sales efficiency. We developed a lead generation bot using
natural language processing (NLP) and machine learning
algorithms.

The bot was programmed to engage with website
visitors, ask them a series of questions, and collect their
contact information, such as name, email address, and phone
number. The bot was deployed on the company's website for a
period of two weeks.

During the two-week period, we tracked the number
of interactions the bot had with website visitors, the number of
leads generated, and the conversion rate. We also collected
feedback from website visitors on their experience interacting
with the bot

VI. CONCLUSION

In conclusion,the lead generation bot was successful
in generating leads for the company. Lead generation bots are
an effective tool for businesses to capture and convert
potential customers into leads. By leveraging conversational
AI, businesses can automate the lead capture process and
engage with customers in a personalized and efficient way.
However, it's important to remember that lead generation bots
require careful planning and optimization to ensure that they
are effective.

Businesses should carefully consider their target
audience, offer something of value, and use lead scoring and
segmentation to identify the most qualified leads. With these
considerations in mind, lead generation bots can be a powerful
addition to a company's marketing strategy and help to
increase conversion rates and drive revenue growth.
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