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• Attract: More leads for less
• Convert: Personalized automation



1. The Evolution of Marketing



Marketing has been around for a 
long time



In 1741 This is what an Ad looked like...



Let’s go to 1965.



Jump to 1965.







Ads moved online in 1994.



This banner ad appeared 

from AT&T in Hotwire 

Magazine in 1994



It had a CTR of 44%....



Fast forward to 2018.







And no one 

wakes up and 

says

“I want to see an ad.”



“Let’s make an ad.”

So why do marketers 
wake up and say







Today’s buyer has all the power.



The old playbook is 

Broken





We Have a Lot of Noise to Compete With









Your customers have never had 

more options



Marketers are the ones 
tasked with driving growth.



How do we achieve that growth?



Without bombarding our audience with 
information?



Technology has changed how people search and buy, 
but marketing has not caught up.

INTERRUPTIVE

SPAMMING

MARKETER-CENTRIC

HELPFUL

ATTRACTING

CUSTOMER CENTRIC





Personalisation

Valuable, Relevant Content



Targeted content results in a 19% 
lift in conversions & sales 
opportunities.



2. Inbound Marketing



Cold Calling
Cold Emails (SPAM)

Advertising

OUTBOUND

Interruption

Seller-centric

Calling with Context
Relevant Emails

Content & Free Tools

INBOUND

Attraction

Buyer-centric



Convert Leads

Close Customers

Attract Visitors

The Inbound Funnel



Convert Leads

Close Customers

Attract Visitors

Attract



Blog Posts &

Web Content

Photos &

Infographics

Videos &

Podcasts

Presentations

& eBooks

Software

& Tools

Attract with content



Content Distribution



Connect with prospects FASTER

What Makes Quality Content?



Inspiration x Empathy x Utility = Quality 

Content



In other words, you don’t determine what 
quality content is, your audience does.







Every piece of 
content is an 
opportunity to
get found.



And get found again and 
again.



You don’t need to create more 
content, to generate more leads 
from your content



3. HubSpot Case Studies



HubSpot

Experiment 

Time!



Convert Leads

Close Customers

Attract Visitors

Attract



Optimising the Past



Who wouldn’t want to fix 

the past?



• 76% of our monthly blog views come from old posts.

• 92% of our monthly blog leads come from old posts.

• 46% of those new blog leads come from just 30 posts.



We should search 

optimise high 

conversion posts.

We should conversion 

optimise high search 

posts.



Conversions

Traffic  

Conversion Optimise
These Posts:

Search Optimise These 
Posts:

Conversions

Traffic  



How We Conversion Optimise:

• Identify high traffic posts
• Identify keywords they ranked 

for / were found by
• Update CTA with exact keywords
• Add “above the fold” CTA
• Link to relevant lead gen offer or 

create offer if none exists

Conversions

Traffic  





Above the fold, text CTA

Match CTA to keywords
Link to relevant offer



Conversion Rates Before & After Post Update

+240
%



At scale, conversion optimisation doubled 

leads from high-traffic posts 





How We Search Optimise:

• Identify posts with “page 1 
potential”

• Update post
• Apply basic SEO best practices
• Republish as new

Traffic  

Conversions
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Monthly Views from Organic Search Before & After Post Update



Convert Leads

Close Customers

Attract Visitors

Convert



What if we invested 
the same resources 
into converting 
leads, as we do 
acquiring them?



451%
Increase in qualified leads when businesses use marketing automation to nurture 

prospects

Annutas Group



Move people through the funnel

Surface qualified demand

Educate the prospect

Be personal

Be helpful

Be human (at the right time)

Lead Nurturing Should:



Move through 
the funnel

Helpful+ 
personal



Human at the 
right time



HubSpot

Experiment 

Time!



Autoprospecting



Meet Brian:
• Sales Expert

Spends his time:
• Searching in CRM for good fit 

leads
• Copy & pasting prospecting 

emails
• Personalising emails
• Hitting voicemail
• Emailing back and forth to 

arrange meetings
• Running Demos



Meet Brian:
• Sales Expert

Spends his time:
• Searching in CRM for good fit 

leads
• Copy & pasting prospecting 

emails
• Personalising emails
• Hitting voicemail
• Emailing back and forth to 

arrange meetings
• Running Demos
• Selling



Relevant Automated 
Emails on Behalf of Sales 

Reps



Less Time Spent Trying to Connect With Prospects

Happier, More Productive Sales Team

More Time Spent Selling



Marketing sending 
automated emails on behalf 
of sales reps??



No trigger

Personal?

Follow up?



Sneaky!



Seller -centric



Consult your sales team

Add Value

Trigger Based



Prospect Fills out a 
Form



From sales rep

Calendar Link

Trigger based



No more back and 
forth with prospects!





Personal

Relevant

Adds Value



3x more meetings with automated (self serve) approach

20% faster meeting bookings = Reduced Sales Cycle



KEY TAKEAWAYS

3

Optimise your old 
content for more 

leads

4

Invest in automation 
to convert leads

1

The old play       book 
is 

dead

2

No one wants 
to see 

content that isn’t 
valuable



Thank you.


