
Modern 

Inbound 

Marketing
92% of purchase decisions begin by 

researching the product needed online. 



Marketing 2.0

Your customers no longer react to the same old marketing strategy. 
“Pay and Pray” tactics used in the past decades such as television, 
radio, telemarketing and direct mail have transformed. In those days 
a business would pay to place ads everywhere and pray the ad 
landed in front of a potential buyer. 
The ads where all about the product or service being sold. 

The days of the pushy salesperson are over. Consistently striving to 
make a sale, never building a relationship with the buyers. These 
outdated tactics no longer work. No one likes to hear you talk about 
yourself- Don’t be THAT GUY!

Customers have evolved. Your approach must evolve with them. 
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Marketing 2.0

Welcome to the new approach of inbound marketing. Instead of 
randomly looking for prospects, you want to draw them into to you.  

Instead of only using the sales team to attract leads, the entire 
company embraces the culture shift.  Buyers are not looking to be 
told what to buy.  They want to be educated and coddled.  They 
desire to feel they made the decision based on respect.  They want to 
feel they are as equally important to your company as their money. 
They want value BEFORE they do business with you. Welcome to 
Inbound Marketing.
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Inbound marketing offers value PRIOR to the sale. 
Building customer loyalty with each offering.

64% of B2B technology 

buyers say that they read 2-

5 articles or posts before 

committing to a purchase.

Inbound marketing offers 

increased customer value to 

draw prospects on the 

buying journey.



Meet the Modern Buyer

The Modern Buyer is

1. Skeptical: They have fallen for sales gimmicks before. They want 
information they can trust. They want to feel respected and valued. 
These lead to feeling good about their purchase long after they have 
made the purchase.

2. Busy: They value their time. With a busy schedule they don’t want 
to waste time talking to multiple sales people. Straight forward no 
bull, dependable information to save time and money. 

3. Protected: With SPAM filters and Voice mail they have the luxury 
of picking and choosing who they give their time to.  Figuring out 
how to get them to open that email or return the call requires 
delicate marketing. 
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The Modern Buyer 

presents challenges to 

traditional sales and 

marketing teams.



The Challenges of the Modern Buyer

The Modern Buyer presents challenges in a sales 
industry that relies on face-to-face interaction. 

Three Important Challenges

1. How to reach The Modern Buyer?

You reach The Modern Buyer by providing helpful information during 
each stage of the buying process. This is done by optimizing use of 
web properties; blogs, website, social media and search capabilities. 

2. How to nurture leads into sales?  

Knowing when to transition qualified leads into sales. The Modern 
Buyer is skeptical and hesitant of going straight to the sales reps. 
They want time to research at their pace 

• These leads want to be nurtured and educated before they are 
handed to the sales team. They are then considered Marketing 
Qualified Leads

• Sales people should be trained on how to gently move from 
educated lead to encouraged buyer. Without the sales lines, without 
the “push”. Let them still feel nurtured and valued.

• The sales team should have access to view the interactions The 
Modern Buyer has had with your website, your social media and 
search engines. They should be aware of where the prospective 
customer is in their buyer’s journey

3.How to measure ROI? 

ROI can no longer be measured the same old way. Inbound 
marketing, when done correctly shows a simple ROI: Cost to acquire 
new customer, lead or sale is less than customer value. For example if 
it costs $10 to get a new customer and that customer spends on 
average $25, your ROI is $15 times the number of new customers
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The Buyer Persona, or Avatar

To effectively connect with a potential customer, you need to learn a bit about 
them. Face-to-face is a simple and quick way to do that. When you meet a 
person, you can put a face to your client persona. You would have the ability to 
ask questions and get a feel for their likes or dislikes.  

But, when your potential lead is online the ability to connect is limited. There 
are challenges to engaging a prospect that you know nothing about. How can 
you tailor an approach for someone you have never met? By creating a buyer 
persona. This is a fictitious representation of different types of prospects, we 
gather information to understand their motivation and business challenges. By 
utilizing our inbound marketing to present content that reaches our specified 
targets. Therefore, bringing the leads to you.

Buyer personas are established by the type of information a person views 
online as well as his or her hobbies, interests and activities on and off line. An 
example would be if a person reads the blog titled “Healthcare and 
Cybersecurity”.  They then visit the internal link to read “Is your computer 
system HIPPA compliant?”  Then the download a checklist on basic questions 
to see “Is your office in need of Managed IT services?”   

Just by seeing what your prospect has researched we can conclude the buyer 
persona.  This person works in the healthcare industry. They are most likely in 
management, concerned about their cybersecurity and looking for IT services.  
Now we can begin targeting information to attract and convert this prospect 
through social media, emails and your website to help progress your prospect 
through the buyer’s journey.
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The Buyer’s Journey

The buyer’s journey is a predictable advancement for The Modern 

Buyer. Once the buyer persona is established, your online presence 

needs to walk that person through their journey. The goal is to 

attract them and move them from an unknown visitor to a confident 

and educated client that is satisfied and purchases everything your 

business offers. The four stages they will travel through are Attract, 

Convert, Close and then Delight. Each stage requires content and 

processes that build and maintain customer satisfaction.
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A buyer’s journey is the process that a user goes through from 

being unaware of a problem to becoming a customer of a 

company that solves that problem.



The Buyer’s Journey, Step-by-Step

Attract

People come to your site with real problems searching for answers. In some cases, 
they are aware of issues, but they have yet to define the extent of the problem. By 
providing helpful tips or answering most common questions, you draw them in by 
helping to define the problem. This is done through blogging focusing on providing 
solutions. Followed by strategic inbound campaigns that target your prospects 
directly. 
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Convert

Now that you have attracted people to your site it is time to convert them into leads. 
By using information specifically targeted to your buyer persona to help move them 
along the buyer’s journey. Using the persona, we discussed earlier as our example. 
The healthcare office manager is visiting your site and downloads “A guide to being 
HIPPA compliant with your IT.” Once this article is downloaded, nurturing emails are 
automated to deliver relevant content and present the next offer. 

Close

Once your visitor has downloaded an offer and completed a set number of actions, 
they are now a Marketing Qualified Lead. They are now passed from a marketing lead 
to a sales lead. Your sales team will need to be trained how to further nurture and 
handle this lead. The sales reps will need to be able to see the journey the lead has 
made thus far. They should have access to view what emails have been sent and their 
response, what was downloaded and their social media interaction. This allows the 
transfer from marketing team to sales team to flow smoothly. The customer should 
not realize the difference. 

Delight

The journey does not stop there. Your goal is not to make one sale and done. You want 
to keep that customer happy, cross sell them and hopefully get their referral to more 
leads. Nurturing email streams letting them know of additional service or items that 
could benefit them. In this case beginning with a cybersecurity assessment could lead 
to managed IT. From there maybe they are interested in managed print services or 
would be interested in updating their office equipment. These emails link to 
downloadable offers and start the journey all over again. Creating leads inside your 
existing customer base.



The Marketing Funnel

Each step through your marketing funnel should 
lead to the next by offering value along the way. 
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Your funnel consists of many element that include-

• Web site

• Blogs

• Social Media

• SEO

• Landing Pages

• Email Campaigns

• Analytics

• PPC Ads



The Marketing Funnel

1. ATTRACT TRAFFIC BY PROVIDING USEFUL 
CONTENT
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To meet The Modern Buyer, you need to engage with them. You need to go where they are; 

online! Today, people search for information online. There are two important steps to 

accomplish his task.

1. Get found online

2.When they find you, you must provide the useful, valuable information they are looking                      

for.

If these two tasks are not completed, they will leave and not look back. You have one shot.

Luckily, these steps go together. If you have the information ready you just need to be found. 

The Goggle algorithm requires you to provide fresh and relevant content. The more you 

provide, the more you get found. Which leads to being helpful to The Modern Buyer.

Keyword Strategy

To get found online you need to use a keyword strategy. Each Buyer Persona needs a different 

keyword strategy. We take each persona and research different keyword tailored to them and 

implement them into the content we create. Increasing the chances of being found.

Content Creation

Where the rubber meets the road! We create content that would be useful to each of your 

buyer personas. We use this content in your blogs and share it across your social media 

channels. We will also create downloadable content to attract and entice those personas into 

becoming leads. If you are trying to appeal to your Healthcare persona you want a topic that 

would draw them in. “Is your printer HIPPA compliant?”, could be sent as a downloadable 

white sheet to target your persona. 

Social Media

We will assess which social media is the best suited for your business market. Putting useful 

content on your business social media sites and advertising to draw customers to you allows 

you to get your brand in front of potential personas. We also build your brand by engaging 

with companies and influencers in your market on platforms like LinkedIn, Facebook and 

Twitter.  We teach your staff how to correctly engage with your followers.

Researching and reaching out to groups your buyer persona participates in actively.

Following strategic local companies and decision makers to increase your social reach.



The Marketing Funnel

2. Target your prospect avatars directly
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Targeting people based on their interests and demographics to reach your 

potential customers is a science.  

Using different strategies and different tools is important but can become 

overwhelming.  One of the biggest advantages of paid ads with platforms like 

AdWords and Facebook is that they allow you to target all levels of the 

inbound funnel. 

Paid search ads are great, but limited by the number of people who are 

actually searching for your product or offer.

Paid advertising on Facebook is one of the most immediate and the most 

effective way to drive high quality traffic to your business.

When you combine an 

enormous user base, incredible 

targeting options, and a variety 

of ad objectives, it becomes 

clear why Facebook ads are truly 

a powerful tool for marketing 

both B2C and B2B.

All of this paid marketing drives traffic to a specific landing page 

(typically not your web site). The sole purpose of the lead landing page 

is to give some type of value in exchange for contact information (lead) 

or money (a sale).



The Marketing Funnel

3. CONVERT VISITORS TO LEADS
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Once your useful content has been found, it is time to convert the traffic into Marketing 

Qualified Leads (MQLs)

Visitor Information

DO you know who comes to your site? Who is looking at your content? We can actually 

retarget those visitors by installing a ‘pixel’ on your web site and landing pages. 

Downloadable Content

To capture a lead, you must provide useful content that users can download in 

exchange for their contact information. Your customer gets information pertinent to 

their problem and you get their information to further them into the buyer’s journey.

Build out Calls-to-Action (CTAs)

As your visitor searches further into your website your goal is to convert them to a 

lead and then a customer. Calls-to-Action are text or images that draws the visitor to 

take action, by clicking to download or request a demo. You must present a good 

reason for your prospect to want to act. 

Build out Landing Pages

Your CTAs lead your customer to a Landing Page. This page is where your prospective 

lead exchanges their information to receive your offer. There is only one purpose for 

this page, collect info. They are more than willing to give their contact information in 

exchange for a compelling offer for useful content. 



The Marketing Funnel

4. TRANSFER LEADS TO SALES TEAM

Cowboy Marketing Ebook

Nurturing 

When the Buyer’s Journey begins, your prospect is not ready to buy. Sending them 

straight to the sales team would scare them off and waste your sales teams time. Start 

the journey by sending nurturing emails with additional content. As they gain more 

knowledge and the interest grows, increase the value of the content targeted toward 

them. This will begin to build their trust in your company.  

Segment Your Leads

Different Buyer personas are experiencing different issues, different problems to solve. 

Your database is not a “one stop shop cure all.” By taking and segmenting your contacts 

into usable segmented lists you can target their decision-making process. Sending 

specific content to will guide your prospect into a tailored sales funnel. It will make 

them feel like your focus solely on them.

Campaigns

Strategically plan out your marketing attempts. Don’t fly by the seat of your pants. Plan 

out events, communications, invite people to engage with you. Work smarter, NOT 

harder! Planning campaigns and offers so your prospects and clients build trust and 

respect with you. 

Campaigns are trackable, you can view your successes and less then successes to see 

the effective process for conversions. Then we fine tune and duplicate what works with 

data backing that strategy.

Sales Training

Enable your sales team by equipping them with knowledge gained through the buyer 

journey and handing them a lead that has a sincere interest. Train them how to use the 

info gathered to this point to continue to nurture into the sales process. Providing them 

proper training to convert their views from push to pull tactics.  Their sales approach 

should evolve to meet the evolved Modern Buyer.



The Marketing Funnel

5. SELL, DELIGHT, REPEAT
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Your business has more than one product or service. Why not offer these additional 

items to increase the happiness of your established happy customers? However, we do 

not want to overwhelm them. So we take into consideration what we learned to get 

them this far. We repeat the process using your own customer database to increase 

your sales. With a Nurturing Post Sale automated marketing campaign your clients will 

learn there are more options for what you offer. A 100% sold client buys everything you 

offer that pertains to them. You create a 100% satisfied customer that in turn advertises 

for you through word of mouth.

Nurturing Post Sale Campaigns

The sales rep is not the only one in charge of staying in front of your customer. The 

entire organization should embrace this new approach for changing visitors to leads- to 

customers- to loyal users. Nurturing campaigns including case studies and valuable 

articles communicated through emails and social media content are used to reassure 

your customer of why they made this decision.  But it also provides the way to offer 

new opportunities for additional sales or service. 

Event Promotion

Many business owners offer in store events to showcase their products or sales event. 

While others may attend trade shows to promote their businesses. Inbound marketing 

can also be used for these. Bring awareness of the event or the trade show. Invite 

prospects. Advertise the event, and offer learning opportunities. Getting the word out 

to your community or prospect reach can bring a value to you the business.  Allowing 

people to get the word out to increase attendance.





INBOUND MARKETING TEAM
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Having a successful inbound marketing program requires a trained 

group of marketing experts. Here is a breakdown of our Inbound 

Marketing Team

Account Manager: 

Just as management keeps your business 

running smooth, the Account manager 

ensures things stay on task.  Campaigns are 

scheduled and executed on time and 

projects are on task and optimized to 

ensure the best response. A campaign is 

composed of many independent parts that 

must come together strategically for your 

benefit. Concise content, appealing 

graphics, evaluating effectiveness, 

tweaking if needed, segmenting the data 

and building the back end to a website’s 

nurturing campaigns. The account manager 

has a full plate.

Social Media Director:  

Social media is a fundamental piece of the 

content and inbound marketing strategy. 

When the content is created it needs to be 

strategically shared. This person is the 

online voice of authority to the buyers. This 

person is vital to the process, engagement 

is a must for your social network. Not only 

do they schedule the release of relevant 

content on your social media pages, they 

are continually looking for ways to engage. 

They seek the groups your persona is active 

in, they follow other industry influencers, 

interact with client’s social channels, and 

more.  

Content Writer:

This role is the lifeline for the entire 

Inbound effort. Content must be clear and 

concise. Writing the digital personality and 

voice of your business. This is a skill and not 

an easy task. These writers are responsible 

for knowing marketing and sales to attach 

the appropriate tone to each piece of 

content.  Content includes: blogs, emails, 

landing pages and downloadable offers. 

Graphic Designer:

Content is not the only thing used to attract 

visitors. Without connected images to draw 

the eye in, your messages could be 

overlooked. This role not only creates 

related images to coordinate with your 

Blogs, they create CTAs the are visually 

stimulating and effective, they format 

eBooks and downloadable content and 

create factoids to draw attention to your 

social channels creating a visually appealing 

campaign.  



GETTING STARTED
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A successful Inbound Strategy begins with a solid foundation. We start by 

identifying your key buyer personas and we assess your website. If you have 

an existing website we will make sure it is properly formatted, if you do not 

have a website we begin by getting that built for you. The last step for your 

foundation is training your sales team. 

Build your Buyer Personas/ Customer 

Avatars

These are semi-fictional representation of 

your ideal customer. These Are based on 

market research and data from your existing 

customers. There are different persons 

created for different levels of targets within 

your organization. Each person has a 

different challenge, different need and 

focus. Building a strategy to meet each 

persona needs will increase the number of 

leads and potential deals. 

Website set up optimization

With each implementation of new 

technology, you need to get things set up 

properly. To get your marketing automation 

to perform at optimum level you need a 

website that is optimized for SEO. We may 

optimize your existing website, or we may 

recommend a complete website renovation.

Build your first campaign

Inbound marketing campaigns can take any 

where from a week to a month to build. 

They will then need to be constantly fine 

tuned to maximize ROI. 

We get started right away on your first 

campaign. This may change or evolve over 

time, however it will be the foundation for 

all future inbound campaigns.

Train the sales team. 

Sales tactics have drastically changed in the 

past few years. In order to evolve with our 

new The Modern Buyer, your sales team 

needs to be trained on the newest 

strategies and technologies to find and 

connect potential leads researching your 

services or products online. By training your 

sales team on these tools and updating 

their approach will generate more qualified 

leads through researching and sharing 

content you are providing. 
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A successful Inbound marketing strategy requires consistent activity. Below is 

a typical marketing month.

ATTRACT 

Blog Articles The blog is the center of your inbound strategy. Each blog has the buyer persona 

in mind. Blog articles should be created for each buyer persona and include keywords, 

hyperlinks and anchor text.  

Social Engagement Each social media platform should have a purpose. These sites should not 

be used in the same context that personal pages are used for. They should be filled with 

relevant content. This creates a credibility factor for you and your company. To create an 

effective and meaningful social presence, you must be active in groups related to your buyer 

personas and engage with your prospects when appropriate. We work with your sales team to 

provide constant engaging content.  

CONVERT 

Campaigns Each month, we will launch a new campaign targeted at one of your Buyer 

Personas.  Campaigns will have an end goal and target specific personas. This campaign may 

include a downloadable offer with content that will be useful your targeted buyer persona the 

campaign was designed to attract. Each offer will include a landing page, a call-to-action, an 

upsell and a follow up email drip.

CLOSE 

Lead Nurturing Emails When a prospective lead downloads an offer does not mean they are 

completely on board, they may not be ready to have your company contact them quite yet. 

Nurturing campaigns are a large buying cycle, where your prospect just wants to research. 

Using the consumer information, the prospect traded in exchange for the offer allows us to 

follow up. Timely emails containing more offers or further content relevant to their persona, 

continues to walk them through the sales process and buying decision. Their responses and 

further interest indicates that they are ready to speak to a sales person.  

DELIGHT & CROSS SELL 

Marketing Qualified Leads Your sales team can prioritize the inbound leads by where they are 

in their sales process. This will determine how your sales reps act. If the lead is highly motivated 

reps know to act quickly where if they are simply looking they will not engage aggressively. 

Retargeting Campaigns Capturing the prospect’s information and tracking 

their movements through your marketing funnel lets us retarget non buyers



COMMUNICATION IS THE SECRET TO SUCCESS
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COLLABORATION 

The activities laid out in this outline that we perform together must be performed on a 

regular basis to achieve your business goals. This isn’t a one-time task, we will require 

your assistance with various activities including but not limited to: 

Meekly marketing chats where you will provide us with-

• Blog subject matter 

• Company calendar of events (trade shows, planed sponsorships, etc)

• Customer Avatar information

• Approval of blog posts weekly

• Downloadable content materials

SALES TRAINING 

Access to your sales team to educate them on working with inbound lead. Team must 

be willing to listen and implement strategies in order to have a successful outcome. The 

marketing team will conduct workshops to explain best practices on working with new 

leads that involved the new approaches to qualified leads. 

SALES REPORTING 

To create an accurate ROI and to optimize our efforts we need to be able to access sales 

reports and follow leads through to close. If the information is inaccessible, we won’t be 

able to show an accurate ROI and determine the tactics that were most effective in 

generating leads. To ensure your privacy, we will execute a non-disclosure agreement 

prior to working on the project. 

FOR MORE INFORMATION OR TO SCHEDULE AN INBOUND MARKETING OVERVIEW, 

CONTACT US.

Set up a time for us to chat with the link below-

https://cowboymarketing.youcanbook.me/


