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About HiP

• NY-based B2B Demand Generation Agency
• Offers a suite of outbound marketing and data services
• Specializes serving clients in the marketing, technology, and 

professional services industries

“
”

HiP has helped our team at Influence & Co. bridge the gap between 
the long-form marketing content we’re producing and a new audience. 
Their team has helped us better leverage our content and attract more 
attention from our target audience. HiP is an essential part of our 
marketing strategy, and they are a pleasure to work with.

Taylor Bell
Creative Director
Influence & Co.
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Services

Lead 
Generation

Engagement 
Data

Historical 
Behavior Scoring
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Lead Generation

• HiP creates highly-targeted, top-of-funnel leads from a given white
paper, ebook, professional report, or webinar

• Leads are provided on a cost per lead (CPL) basis
and delivered in regularly scheduled batches via API
or .csv files and

• List management and CAN-SPAM compliance
handled for the client

• HiP’s certified design and copywriting team develops
campaign content, consisting of the email(s), landing
page(s), and conformation page(s).  They act as
brand stewards, working to client specifications and
securing all necessary approvals before the first
send.
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Engagement Data

• Engagement other than form completions (i.e. clicks and opens) is typically 
discarded after a campaign

• Both clicks and opens have potential value as members of a brand’s defined 
target audience who have interacted with the brand’s asset.

• Engagement data taps into this value by matching these 
records to HiP’s database and appending information to 
make these near-misses CRM-compatible and prime for 
retargeting.

• HiP is able to provide added insight to contact records, 
including contact information, device/technology 
information, and past behavior.
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Historical Behavior Scoring

*HBS may be added to either a lead generation or engagement data campaign.

• Individual campaigns are effective in capturing opens, clicks, and form 
completions, but ultimately, these behaviors are only a single data point.

• Context separates those with serious purchase behavior from those just 
browsing.

• HiP’s Historical Behavior Scoring (HBS) service provides context
to campaign by pulling from a lengthy record of past
engagement at a contact level.

• Based on this record, HiP creates a concise and comparable
numeric score based on the type, frequency, recently of
engagement with similar offers over a given period.

• HBS allows companies to accelerate lead nurture by better
understanding where contacts stage of the buying process
when they enter their marketing funnel. 
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Process 

Define Target Audience

Query Database for Audience Counts

Quote CPL Based on Counts

Create Derived Content Package (Email, Landing Page, Confirmation Page)

Run Multi-Broadcast Automated Email Campaign

Call Verification of Lead Information

Lead Delivery
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Key Features

B2
B 

Da
ta
Content Creation

Autom
ation
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B2B Data

• HiP features a proprietary B2B database of over 45 million
records

• Available data includes contact information, job/company information,
device/technology usage, and historical email behavior

• HiP possesses contacts in a wide variety of
companies and industries, ranging from small
businesses to Fortune 500 corporations.

• The database is subject to rigorous data quality
standards.  It is automatically filtered to remove
inactive or undeliverable email addresses. It is also
routinely processed by third-party hygiene and
deliverability services.

,formation, 
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Content Creation

• For each campaign, HiP creates one or more derived content
packages to deliver the asset(s).  The package consists of an email,
landing page, and confirmation page for each asset.

• Content is created by HiP’s in-house design and
copywriting team.  All members of the team are
certified as part of the MECLABS® Email Messaging
Certification program

• All content generated by HiP is:
• Approved by the client
• Responsively designed
• Litmus® tested for browser and email client compatibility
• Compliant with current industry best practices
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Marketing Automation

• HiP generates leads and engagement data through a series of
multi-broadcast email campaigns, executed through its custom
marketing automation platform.

• Contacts who have engaged with an offer (in any form)
are excluded from future broadcasts of that campaign,
again to avoid fatigue of the audience.

• HiP is careful to schedule broadcasts in such a way as
to minimize inbox clutter, avoid conflicts with related
offers, and give broadcasts the best chance to
resonate.

• Broadcasts of the same offer are spaced appropriately to prevent unnecessary
audience fatigue.

11



Call Verification

• All HiP leads pass through its in-house Call Verification (CV)
team.

• The CV process allows HiP to deliver the most
accurate, up-to-date, and valuable data available.

• Callers make no mention of the client or asset.  In
many cases, reps simply interact with a gatekeeper
to get the required information.

• CV reps call each business number and confirm the information in the 
lead record, including phone number, company, and job title.

ion in the ion in the
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FAQ

Can HiP deliver our leads 
directly into our Marketing 
Automation System?

Yes, HiP can integrate with 
Eloqua, Marketo, and 
HubSpot, among others. We 
can deliver leads directly 
into your marketing 
automation System.

Once we’re ready – how long 
will it take HiP to get us our 
first batch of leads?

HiP is able to turn your 
content into a campaign proof 
of concept within 48 hours. 
These go to your team for 
approval. Once approved, we 
schedule and execute a 
broadcast. If you signed on 
Monday you could have leads 
by Friday.

Does HiP’s Call Verification 
team soften up my leads?

No. The HiP CV team is just 
validating the digital contact 
record. No mention of your 
brand, product, or service.
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FAQ

How does HiP protect our brand?

HiP safeguards your brand throughout 
the lead generation process. We follow 
your brand guidelines and remain 
totally CAN-SPAM compliant. We 
strategically broadcast your assets to 
avoid unessisary audience fatigue. We 
can also suppress against partners 
and competitors to further optimize 
your outcomes.

What is HiP’s custom data and how is it 
used for lead generation?

HiP’s database not only contains 
proprietary data but also contact-level 
historical intent data and technology 
usage data. We track each point of 
engagement on all outbound campaigns, 
then to layer this information into our 
database.  There it is weighted by type, 
frequency, and recency of engagement. 
This allows us to tell a rich, historical 
story on a portion of our leads.
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Clients

HiP serves brands and agencies in a wide variety of industries, including, but not limited to, IT 
hardware, IT software, marketing, business development, human resources, healthcare, and finance.
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Portfolio

HiP creates unique 
content to accompany 
each asset it delivers.

From copywriting to 
design, every asset 
is created with 
conversion in mind.
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https://www.hipb2b.com/clients/portfolio/


Client References

HiP continually takes steps to meets or exceed client expectations. Three notable 
examples of this are highlighted in the following case studies.
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https://www.hipb2b.com/wp-content/uploads/2015/01/HiP-Case-Study-Adobe.pdf
https://www.hipb2b.com/wp-content/uploads/2015/02/HiP-Case-Study-PointAcross.pdf
https://www.hipb2b.com/wp-content/uploads/2015/11/HiP-Case-Study-Influence-Co..pdf


Thought Leadership

HiP prides itself as a content leader in the demand generation industry. HiP maintains a “Knowledge Base” 
of compelling assets, in addition to running a very active blog.  Examples from both areas are below.

8 Easily-Avoidable Email Marketing 
Missteps (and how to Avoid Them)

7 Lessons on Writing Tantalizing Subject 
Lines from Newspaper Headlines

What is a Lead? What is a Prospect? 
What’s the Difference?
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https://www.hipb2b.com/wp-content/uploads/2015/01/Ebook-The-Comprehensive-Guide-to-Lead-Generation.pdf
https://www.hipb2b.com/wp-content/uploads/2015/01/HiP-White-Paper-Outbound-and-Inbound-Lead-Generation.pdf
http://www.hipb2b.com/blog/8-easilyavoidable-email-marketing-missteps-avoid/
http://www.hipb2b.com/blog/lead-prospect-whats-difference/
http://www.hipb2b.com/blog/7-lessons-writing-tantalizing-subject-lines-newspaper-headlines/


Contact

Phone:PPPPPPPPPPhhhhhhhhhhooooooooooonnnnnnnnnneeeeeeeeee::::::::
1.518.512.0975

Email:
Opportunities@hipb2b.com

HiP B2B, LLC 
2500 Pondview Suite 200
Castleton-on-Hudson, NY 12033

Social:SSSSSSSSSSoooooooooooccccccccccciiiiiiiiiiaaaaaaaaaaallllllll:::::::::
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https://www.linkedin.com/groups/Content-Marketing-Email-Marketing-Marketing-3787724
https://twitter.com/HiPB2B
https://www.facebook.com/HiP.B2B.LLC



