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true north
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‘\.\ north according to the earth's axis, not magnetic north.
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TRADITIONAL INBOUND

Cold Calling Content
Cold Emails (SPAM) Tools
Advertising Freemium

Interruption Attraction

Seller - Centric Buyer - Centric

...the Internet has turned what used
to be a controlled, one-way
message into

a real-time dialogue
with millions.

DANIELLE SACKS
THE FUTURE OF ADVERTISING
FAST COMPANY, NOVEMBER 17, 2010
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This |
IS your new business card
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Google search I'm Feelind Lucky \
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Old purchase journey

CONSULT CONTACT

SEEANAD RECEEA  LOOKATA  a 1800  VISITA S CUSTOMER
MAILER CATALOG STORE s SERVIGE
TRADITIONAL BEHAVIORS

SIGN UP
FOR
LOYALTY
CARD

Sales Demo: 1996

Please tell me
about your product.
You have my

undivided
attention.




9/13/16

.....oou.-.o-.....
) TR *e, e ’
- g = : . % * hd -
O USE *e,
oy »
ASK Lee . TR
J sgggc;n QUESTION IR
»»° PRODUCT
.
3 SIGN UP
- ~ T
- Py [ SMAIL_
:. : REC LOOK AT A R CONTACT SI(;}N uP
» (EERANARY (Epgnen CATALOG C cUs LoSh,
o. CARD
'._ 3
.
% VISIT A
3 sTo8 evecceg,
®¢ TRACK
PURCHASH
. °® ECOMMERCE BEHAVIORS
et 2 @ SOCIAL WEB BEHAVIORS
"’0000000-00".
Sales Demo: 2016
[ ]
Search “Reviews
Does their blog for Company Do | know
make them look XYz e anyone who
smart? . works there?
. : .
. ° °
° ° °
: o °
BN
You .
W Tube =
e A ‘
. —s 0
L] ° °
L] ° °
L] ° °
. . .
. Is there a demo .
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What's it like?
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4,031 Audited (68%) \
No Webform (29%) ‘:

» Bad Webform (1%)
g'm = No Website (2%) ‘3
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The Leaky Funnel Syndrome
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Inbound
marketing is a
fundamental shift
in how we relate
to potential
customers
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(It's not as
easy as it looks.)
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Top Challenges for
B2B Content Marketers

Why Create Content? Blogging = ROI

Percent of marketers who demonstrated inbound ROI

90%

80% -
70% -
60% -
50% -
40%
30%
20% -
10%
0% -

75%

82%

o
1

Daily

» Percent of marketers who couldn't demonstrate inbound ROI

71%

| 14%

2-3 times per week
Blogging Frequency

67%
’ 57%

Weekh: Mordy

Source: HubSpot

15



9/13/16

Inbound Methodology Visualized as a Sales Funnel

ATTRACT

CONVERT

CLOSE

DELIGHT
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Key Points:

v Inventory all of your content
v Plotit along the buying process of your prospects

Online communities 0000000000000 00000000000000RORONS

Search engines LA L] 0000000000 ORGRNY
eHooks L oo

Email newsletters o0

Editorial articles oo

White papers ] . o

Podcasts o000

Case studies 000000000000 000000000000000000000000000000
Online videos G00000000000000000000000000

Webcasts LL LI AL L)

Virtual trade shows o000 o0ee

Product Titerature LAl

Trial software

Online vendor demos

Awareness I [

17
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Not relevant to
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Great Content Is:

1. Informative

2. Fact-based

3. Borrows from book formatting:
* Headings, Block Quotes,

Sections
4. Brief
5. Images

6. Conversational

19
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(Micro) Publish Everything!

* Blog * Press Releases

* Podcasts  Slide Share Decks
* Videos e Testimonials

* Photos * FAQs

* Presentations * Checklists

* eBooks * Research

20
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Getting Started —

read “Inbound Marketing” by Brian Halligan and Dharmesh Shah :331‘]1\10

ukeTING |

s GOOGLE,
0 BLOGS

score yOUr website on
— https://website .grader.cq

L e

(‘80

THIS SITE IS GOOD

create NEW, relevant content

— Ask five customers (face to face, phone, email, any way you want): what one thing is
keeping you up at night about your business? Make your responses into short-form blog

posts or whitepapers.

Test, analyze, adjust, and repeat

21
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Create
content

. people
want.

And talk
about it.

A lot.

22
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Rock
your keywords.
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46

YOU ARE HERE

23
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5 Evolve. Adapt.

24
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