


“Content marketing is the strategic marketing approach 
of creating and distributing valuable, relevant and 
consistent content to attract and acquire a clearly 
defined audience – with the objective of driving 
profitable customer action.”

-Joe Pulizzi, Content Marketing Institute

What is Content Marketing?



Content Marketing is nothing new…

 John Deere launched magazine 
called “The Furrow” in 1895

In 1904, Jell-O distributed free 
copies of a recipe book that 
contributed to sales of over        
$1 million in two years



Don’t just sell your product. Give 
your clients information and they 

will reward you with their 
patronage!



Five Steps: Content Marketing
STEP I: Getting Started

STEP II: Crafting Your Strategy

STEP III: Creating Captivating Content

STEP IV: Content Distribution & 
Implementation

STEP V: Measurement



STEP I: Getting Started

Define your goal(s). 
• Brand awareness?
• Growing prospect pool?
• Converting prospects to clients?
• Client retention?

Define your target audience. 
Based on your goal(s), who are the people who will be 
attracted and most engaged with your content? 



STEP II: Crafting Your Strategy
Identify your top 
competitors
How do you rank compared to 
them?

What content are they sharing 
and how frequently on social 
media, newsletters, website, 
etc.?



STEP II: Crafting Your Strategy (cont.)

Surveys 

• Written and Mailed

• An easy to use email 
survey tool (i.e. Survey 
Monkey



STEP II: Crafting Your Strategy (cont.)
Web Analytics
If you are more technically savvy, use Google 
Analytics. It’s free! Ask your website host to turn it on 
for you

Key metrics to review for content: 
• Top visited content
• Behavior>Site content>All pages



STEP III: Creating Captivating Content

• What kinds of questions do they have time and time again?
• What is your unique value proposition? 
• What are your brand attributes? 
• And what is your company's personality? 



STEP III: Creating Captivating 
Content (cont.)

Create content that engages prospects or clients.
• Be authentic
• Be useful
• Be entertaining 
and use emotion



STEP III: Creating Captivating 
Content (cont.)

 Video



STEP IV: Content Distribution & 
Amplification

Increase the value 
of your content 
AND REACH THE 

LARGEST AUDIENCE 
POSSIBLE BY 

AMPLIFYING IT on 
channels where 

your potential 
clients are already 

engaged.



BLOG
• CONTROLLED

branding

• Increases client 
ENGAGEMENT

• AUTHENTIC content 
increases SEO

• THOUGHT
leadership



Social Media
PAY TO PLAY
• Boost Posts
• Advertising

#HASHTAGS
• Search what’s 

being used
• Determine topic 

engagement

TAG, TAG, TAG

Engagement



Enewsletters
• Clients, prospects, OR BOTH?

• EMAIL SIGN UP should be easy.

• Be SHORT, SWEET, AND TO THE 
POINT.

• EASY FUNCTION to unsubscribe.

• Test subject lines for 
EFFECTIVENESS.

• FREQUENCY with less content wins!



Webinars
• INCREASE Client RETENTION.

• LEAD GENERATION through 
webinar registrations.

• Positions your organization as a 
THOUGHT LEADER.

• DRIVE TRAFFIC BACK to your 
website with the webinar 
download. 



Website
• MOBILE OPTIMIZED

• Social sharing is EASY AND 
IDENTIFIABLE

• JOIN our Newsletter

• DON’T WORRY about the 
scroll



STEP V: Measurement
How?

• Survey (again and again!)
• Email Statistics (including open percentage, 

click thru rate)
• Web & Social Analytics (this time key metric to 

review is Acquisition>Overview)
• Action (track buyer behavior via your CRM)



Recording

18

Click here for the audio recording.

https://www.dropbox.com/sh/oosa4hwljznvcej/AAADQgUIi-bnFyZouXn8YWRDa?dl=0

