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Who	
  is	
  in2communica=ons	
  Inc	
  

in2communica=ons	
  is	
  a	
  marke=ng	
  

communica=ons	
  agency	
  specializing	
  in	
  

inbound	
  marke=ng	
  services,	
  social	
  media,	
  

video,	
  web	
  design,	
  SEO,	
  social	
  media/social	
  

enterprise	
  tools	
  &	
  strategy.	
  	
  



1.   Business REALITY 

2.   Business TRANSFORMATION 

3.   Business VALIDATION 



•  High rep turnover 

•  Declining hardware margins  

•  MPS customer awareness 

•  Limited marketing resources 

•  Inability to measure marketing ROI 

INDUSTRY CHALLENGES 



What’s your 

      MARKETING SPEND? 

What’s your 

      WEBSITE ROI? 

How are you using 

      SOCIAL MEDIA? 



 

 
Stats & Facts 

Business	
  TRANSFORMATION	
  Business	
  REALITY	
  

	
  

	
  

	
  

	
  

	
  

Business REALITY 















SOCIAL	
  

NETWORKS	
  

BLOGS	
  

ONLINE	
  

GAMES	
  

EMAIL	
   PORTALS	
   VIDEOS	
  /	
  MOVIES	
  

SOURCE:	
  	
  THE	
  NELSON	
  COMPANY,	
  NOVEMBER	
  2010	
  





 

 How is Social Media influencing business? 

	
  

	
  

	
  

	
  

	
  

Business TRANSFORMATION 



BUYER 

2.0 

•  Online 

•  Knowledgeable  

•  Demanding 

•  Time constrained 

•  Does extensive research online before engaging with a vendor 

•  Reads online reviews, blogs and engages in social media to 

validate product and services buying decisions 



1950	
  -­‐	
  2000	
   2000	
  -­‐	
  2050	
  

The	
  Power	
  Has	
  ShiWed	
  



CALL 
DISPLAY 

 

Outbound	
  Marke=ng	
  







ARRIVES TOMORROW 

Press	
  Releases	
  May/May	
  Not	
  Influence	
  Customers	
  



Outbound Marketing 

•  Telemarketing 

•  Trade shows 

•  Direct mail 

•  Email blasts 

•  Print ads 

•  TV/radio ads 

 

 

Inbound Marketing 

•  SEO / SEM 

•  Blogging 

•  Social Media 

•  RSS 

•  Free tools / trials 

•  PR / Buzz 

Interruption Permission 

Rethinking	
  Marke=ng	
  Ac=vi=es	
  



Components The	
  Inbound	
  Marke=ng	
  Components	
  



AVG COST / LEAD: $373 

AVG COST / LEAD: $143 

OUTBOUND INBOUND 



OUTBOUND 

INBOUND 





 

 
How are companies leveraging Social Media? 

	
  

	
  

	
  

	
  

	
  

Business VALIDATION 



“70%	
  of	
  consumers	
  perform	
  online	
  searches	
  before	
  

buying	
  products	
  and	
  services”	
  
2010	
  



 KEYWORDS YOUR PROSPECTS ARE SEARCHING ? 

Managed	
  Print	
  Services	
  

Keywords	
  your	
  Prospects	
  are	
  Searching	
  



Keyword	
  Search	
  Ac=vity	
  



Keyword	
  Search	
  Ac=vity	
  



GET FOUND 

CONVERT 

ANALYZE 

QUALIFIED TRAFFIC 

SALES 

SEO, Blog, Social Media,  
Content Creation 

Landing Pages, Lead 
Nurturing & 
Intelligence 

Marketing 
Analytics 

Get Found 

Convert 

Your	
  website	
  should	
  be	
  considered	
  a	
  24/7	
  sales	
  and	
  lead	
  genera=ng	
  machine	
  

The	
  Inbound	
  Marke=ng	
  Methodology	
  





Crea=ng	
  and	
  Publishing	
  Content	
  

•  Focus	
  on	
  customer	
  needs	
  

•  Iden=fy	
  behavior	
  in	
  early	
  stages	
  of	
  the	
  buying	
  process	
  

•  Develop	
  a	
  messaging	
  strategy	
  







Elements	
  of	
  Inbound	
  Marke=ng	
  

Website	
  

•  SEO	
  Op=mized	
  

Website	
  

•  Calls	
  to	
  Ac=on	
  

(CTAs)	
  

•  Landing	
  Pages	
  

•  Keywords	
  

Social	
  Media	
  

•  Twi$er	
  

•  Facebook	
  

•  Blogging	
  

•  Google+	
  

•  Linkedin	
  

Great	
  Content	
  

•  Blogging	
  

•  Whitepapers	
  

•  E-­‐books	
  

•  Videos	
  

•  Lead	
  nurturing	
  

•  E-­‐mail	
  

campaigns	
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The	
  Online	
  Sales	
  Funnel	
  and	
  Buyer	
  Decision	
  Making	
  Cycle	
  +	
  

Great	
  Content	
  	
  



DEALER 2.0 

INBOUND 

MARKETING 
COMPONENTS 

 



OUTBOUND INBOUND 



Thank You ! 

	
  

Please	
  ask	
  for	
  your	
  copy	
  of	
  this	
  presentaQon.	
  



Q & A 


