


G R O U N D  W E ’ L L  C O V E R :   

• B A S I C S  O F  I N B O U N D  
M A R K E T I N G  

• H O W  R F P 3 6 5  D O U B L E D  I T S  
O R G A N I C  T R A F F I C  U S I N G  
C O N T E N T  M A R K E T I N G  

• E X A M P L E S  &  T O O L S )  

W H AT  T O  E X P E C T …



W H Y  S H O U L D  Y O U  
L I S T E N  T O  M E ?  

• My job is essentially 1 thing: 

• Make prospects come to us  

• And I’ve taught myself how to do it



S T E P  1 :  D O N ’ T  
PA N I C

• You don’t have to be an 
expert to be successful  

• It is do-able 

• And there are great tools 
that make it easy



M Y  M A R K E T I N G  
G O A L S

I was hired to do 2 things:  

• To study our “target market” 
 (customers who were high-
value, but not high-
maintenance)  

• Help them find us on Google 
(“Organic traffic”) 



W H AT  I S  I N B O U N D  
M A R K E T I N G ?

• To achieve these goals, I 
bribe customers into coming 
to me 

• I create something valuable, 
that prospects trade personal 
information for 



C H O O S E  
Y O U R  L U R E  

So my job is to:  

•Know what our prospects 
will Google (SEO research) 

•Lure them to our website 
with helpful content



R E E L  T H E M  I N

•I offer something genuinely 
helpful (no pitching 
product) 

• In exchange they trade me 
personal information (title, 
company size) for my offer. 



E X A M P L E

Prospect Googles & finds my blog “Free RFP template.” 

I write a blog for a popular keyword 



C O N T I N U E D

They read it, and want more 

I give them helpful information, and then an offer for “more.” 



C O N T I N U E D

And become a warm lead

In exchange for more (free ebook), they give me information 



S TA N D I N G  
O U T  W O R K S  
You're competing for 
prospects’ attention, so you 
have to stand out from the 
crowd. 

You stand out in 2 ways:  

1. Being helpful (not sales-ey)  

2. Showing up on Google 
searches (SEO), even if 
they’re not searching for you 



O U R  I N B O U N D  R E S U LT S …

5 0 %  I N C R E A S E  I N  T R A F F I C  I N  1  Y E A R



D O U B L E D  O R G A N I C  T R A F F I C



C O N T E N T  I S  
K I N G

• “companies that blog generate 67% more leads 
per month than those that don’t.” (Content)  

• “up to 80% of people ignore Google-sponsored 
ads.” (Content)  

• “75% of users never scroll past the first page of 
search results.” (SEO)  

• “inbound leads cost 60% less than outbound 
leads.”  

• “80% of business decision-makers prefer to get 
company information in a series of articles 
versus in an advertisement.” (Content)  

 - Stats Source  
*23 Reasons Inbound Marketing Trumps 
Outbound Marketing 

http://blog.hubspot.com/insiders/inbound-marketing-stats
http://blog.hubspot.com/blog/tabid/6307/bid/28330/23-Reasons-Inbound-Marketing-Trumps-Outbound-Marketing-Infographic.aspx


G R E AT,  I ’ M  
I M P R E S S E D .

• But how do you actually 
do it? 



S T E P  1 :  W H AT ’ S  
Y O U R  TA R G E T ?

*Hubspot free persona template 

• Before you can do anything 
strategic, you have to define 
your target. 

• In marketing these target 
markets are called “Personas.” 

http://blog.hubspot.com/blog/tabid/6307/bid/28330/23-Reasons-Inbound-Marketing-Trumps-Outbound-Marketing-Infographic.aspx


O U R S  L O O K  L I K E  T H I S

*Hubspot free persona template 

• Their 
demographics 

• Daily frustrations  

• What they read 

• What they care 
about  

http://blog.hubspot.com/blog/tabid/6307/bid/28330/23-Reasons-Inbound-Marketing-Trumps-Outbound-Marketing-Infographic.aspx


I T ’ S  L I K E  
C H R I S T M A S  
S H O P P I N G

• Your ability to give great 
Christmas gifts usually 
depends on how well you 
know the recipient.  

• Marketing works the same 
way. If it’s going to be effective 
you have to know them really 
well. 



M E E T  M R .  
K A I S E R …  

We got to know our target 
market by picking a real 
“ideal customer” and 
shamelessly stalking him.  



D O  S O M E  H O M E W O R K

Did tons of research 
Then called his team and asked more questions: 

-Which trade shows did they go to?  
-What publications were in their waiting room?  

-What blogs did they read?  



P L AY  
D E T E C T I V E  

Research your key clients’ 

• LinkedIn posts  

• Twitter followers  

• Key staff 

• Industry hot topics  

• Key trade shows  

• Industry influencers 



L E A R N  T H E  R I G H T  L I N G O  

80% of consumer spending begins with a search engine, meaning 
if you want to “get found,” you need to know what keywords to 
focus on. 

21 free SEO & free keyword tools & my favorite keyword tool 

https://blog.bufferapp.com/free-seo-tools
http://keywordtool.io/


W H AT  D O  T H E Y  C A R E  A B O U T ?  
• We researched what content was most popular, who was writing 

it, and who was sharing it.  

• So we’d know who to follow and make friends with.

*The tool we used

http://buzzsumo.com/


W H O  D O  T H E Y  F O L L O W ?
We took the top writers & influencer and set up social media“lists.”  

They served as “watch lists” giving us an idea of industry trends 
and inspiration for our own stuff. 

How to set up Twitter lists How to use Buffer 

https://support.twitter.com/articles/76460?lang=en
https://support.twitter.com/articles/76460?lang=en


W H E R E  D O  T H E Y  G O ?  

We followed our ideal client to 2 industry trade shows, where we 
exhibited and networked. 



B O T T O M  L I N E ,  
AV O I D  “ S P R AY  &  
P R AY ”  

• Don’t “spray”prospects with 
generic marketing.  

• Instead be super- targeted. 

• If it’s relevant, they’ll engage, 
and come back for more.



C O N T E N T  
I D E A S  

Once you’ve gotten know your 
target market’s hot topics and key 
words, provide them with value, like: 

• Your expertise 

• Life hack 

• Lessons from mistakes 

• Data from clients  

Great blog example from comprable 
company

http://www.opgrc.com/blog/


K E E P  I T  S I M P L E

• All messaging - website, blogs, whatever, should be simple. 

• Good rule of thumb is 5th grade reading level or easier. 



W H E N  I N  D O U B T,  
C O P Y  C AT

• We didn’t really know how 
to create content for the 
HR industry… 

• So we just wrote 
summaries of Experts’ 
articles & webinars.  

• And tagged them in the 
social media so they’d be 
forced to share.



F O R M AT S  
Blogs…. eBooks… Webinar… White papers… Case studies… Q&A 

*30 Days of New Content Ideas for Your Business Blog [Infographic]

http://www.impactbnd.com/blog/content-ideas-for-your-brands-blog


T H E N  O P T I M I Z E  T H E  S E O  

Place keywords 
in blog/content 
titles, photos, 
descriptions, 
etc.



W H AT  S H O U L D  
T H E Y  D O  N E X T ?

Give readers something to do,  a 
next step 

• Get in touch  

• Sign up for a free consultation   

• Schedule a demo 

• Sign up for a newsletter/blog list 

• See the website/prodcut



L A S T LY,  P R O M O T E
We researched hot social media hashtags, to ensure we 
were at the top of the feeds. 

Free hashtag research tool 

http://blog.hubspot.com/blog/tabid/6307/bid/28330/23-Reasons-Inbound-Marketing-Trumps-Outbound-Marketing-Infographic.aspx


B U T  R E A L LY,  N O  
N E E D  T O  PA N I C

Start small: 

• Do a little research  

• Pick some keywords 

• Write a blog post (be helpful)  

• Give the reader a next step   



F O C U S  O N  T H E  4  
M A I N  S T E P S

1.Target 

2.Investigate  

3.Create  

4.Bribe 



K E Y  TA K E  
A W AY S

End goal: generate more warm leads 

How? 

• Know what they need (Personas)  

• Know what they’re looking for (SEO)  

• Create content based on that 

• Bribe them  



FAV O R I T E  
T O O L S

Free Inbound Marketing classes  

Best Marketing blogs: Hubspot & ImpactBrand 

Canva is the easiest design tool ever 

For free images: Unsplash, Pixabay, SplitShire, or 
PicJumbo 

Key messaging tips 

Blog title generators 

74 Compelling Fill-in-the-Blank Blog Post Titles 
[Infographic] 

Inbound vs. Outbound infographic  

Optimal times for posting on social media 
(infographic) 

http://academy.hubspot.com/certification
http://blog.hubspot.com/marketing
http://www.impactbnd.com/blog
https://www.canva.com/https://www.canva.com/
https://unsplash.com/
http://www.apple.com
http://www.splitshire.com/
https://picjumbo.com/
http://www.entrepreneurship.org/founders-school/powerful-presentations.aspx
http://www.shoutmeloud.com/blog-title-generator.html
http://blog.hubspot.com/marketing/blog-post-title-templates-infographic
http://blog.hubspot.com/blog/tabid/6307/bid/28330/23-Reasons-Inbound-Marketing-Trumps-Outbound-Marketing-Infographic.aspx
http://blog.hubspot.com/marketing/best-times-post-pin-tweet-social-media-infographic

