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I HAVE A CONFESSION.

I used to sell through cold 

calls.



The world is 
changing 

fast.









Now, 75% of us use a DVR.









Now, we have 







Now, a 
brilliantly 
obvious 
observation…



Most companies 
are stuck and 

in time. 





ROI = 0



ROI < 0









86% 
skip TV ads

91% 
unsubscribe
from email

200M
on the 
Do Not Call list

44% 
of direct mail is never 
opened

BROKEN.

THE OLD
MARKETING PLAYBOOK

IS



They like to educate themselves

rather than speak with a sales person

60% of the sales cycle is over 

– before a buyer talks to your 

salesperson. 

Corporate Executive Board: bit.ly/zub217



Your consumer has changed, They 
are in control.



Inbound updates the playbook based on the way 
people buy today.

Your

Content

Get Found Online:
• Website pages

• Blog articles

• Social media messages 

• All optimized to drive qualified 

constituents to your site.



Understand Your Buyers:
• Personalize your marketing 

• Identify buyer needs

• Understand what content 

pulls constituents through 

sales funnel

Inbound updates the playbook based on the way 
people buy today.

Get Found Online:
• Website pages

• Blog articles

• Social media messages 

• All optimized to drive qualified 

constituents to your site.



Content + Context =



So what is inbound Marketing?





So…how do I do it?



1
BUYER PERSONAS

KNOW YOUR 
BUYER PERSONAS11 Define your Persona



@HubSpot

What is a Buyer Persona?



@HubSpot

What is a Buyer Persona?

Semi- fictional representations of your ideal customer

based on real data and some select educated 

speculation about customer demographics, behavior 

patterns, motivations, and goals.



@HubSpot

Fictional characters 

that represent your DREAM customers

Buyer Personas ARE



CORPORATE CATHY
• Director of Marketing Operations

(VP Marketing , Product Marketing)

• Large company (500-2,000 employees)

• Marketing team of 15+

Goals:

• Demand/pipeline generation

• Campaign execution and coordination

Challenges:

• Working with sales

• Data & technlogy overload

• Selling to IT, Sales, Execs

Loves HubSpot because:

• Integration with all of her systems

• Homebase for marketing with takeaways

• Easy to execute on campaigns

• Stay at the forefront of marketing



@HubSpotspecific real people

Buyer Personas are NOT…



@HubSpot

Buyer Personas are NOT…

influenced by changes in 

technology



@HubSpot

Buyer Personas are NOT…

Target markets



@HubSpot

Buyer Personas are NOT…

Professional roles



@HubSpot

Buyer Personas ARE…

Common behavior patterns



Buyer Personas ARE …

Shared pain points



Buyer Personas ARE …

Universal goals, wishes, dreams



Buyer Personas ARE …

General demographic and biographic 

information



Buyer Personas ARE …

Not just fluff!



Not optional,       

very

necessary!



of European marketers are focused on 

reaching the right audience, and 

converting them into leads.23%

of European marketers are 

focused on reaching the right 

audience, and converting them 

into leads.

23%

Resource: http://offers.hubspot.com/2013-state-of-inbound-marketing-europe



makemypersona.com



1
BUYER PERSONAS

KNOW YOUR 
BUYER PERSONAS12 Create some content



Close

Recycle

Curated

Created

CoMarket

Resources

Required

Expected Results

YOUR CONTENT TYPES



Close

Recycle

Curated

Created

CoMarket

Resources

Required

Expected Results

YOUR CONTENT TYPES



Close

Curating Industry News



Close

Recycle

Curated

Created

CoMarket

Resources

Required

Expected Results

YOUR CONTENT TYPES



Close

Thought Leadership



Close

Recycle

Curated

Created

CoMarket

Resources

Required

Expected Results

YOUR CONTENT TYPES



Blog & eBooks Tools Photos Videos & Podcasts Presentations

RECYLCE IN LOTS OF 

FORMATS



Close

Recycle

Curated

Created

CoMarket

Resources

Required

Expected Results

YOUR CONTENT TYPES



Close

Think 

Partnerships



ASSETS MEAN YOU OWN YOUR MARKETING

Vs

70%
of our blog leads are 

from OLD articles



3
Create Marketing 

Assets
Create a Content 

Machine23
Context to 

Personalise your 
Funnel3

USE CONTEXT

TO PERSONALISE



PERSONALISE YOUR MARKETING

Attract Convert Close Delight

Strangers Visitors Leads Customers Promoters

Corporate Cathy



CONTEXT TO PERSONALISE

DelightI’m a lead
I’m a new 

visitor



CONTEXT TO SELL MORE

Delight
I am ready to 

be called



CONTEXT TO DELIGHT CUSTOMERS

I’m already a 

customer



4
MEASURE LIKE a 

BOSS
Act like a Sales team

4
Act like a Sales team

4



Align Your Marketing & Sales

£

Demo

£

Trial

£

Contact Sales

£

IMA



Expected Results & ROI



A Few Statistics…(not from HubSpot)

 Inbound leads cost 60% less than outbound leads

 Websites that blog generate 67% more leads per month than those 

that don’t

 80% of decision-makers prefer to get company information in a 

series of articles versus in an advertisement

 Blogs give websites 434% more indexed pages and 97% more 

indexed links

Sources:

http://socialmediab2b.com/2012/03/b2b-social-media-leads-infographic/

http://www.contentplus.co.uk/

http://www.searchenginejournal.com/

http://contentmarketinginstitute.com/what-is-content-marketing/

http://socialmediab2b.com/2012/03/b2b-social-media-leads-infographic/
http://www.contentplus.co.uk/
http://www.searchenginejournal.com/
http://contentmarketinginstitute.com/what-is-content-marketing/


Attracting Visitors

Average Customer ROI after using     Software for 1 Year

3.5x 
Average Increase in 

Monthly Website Visitors

Converting Leads

6.1x
Average Increase in Monthly Leads

Closing Customers

69%
Report Growth

in Revenue

Source: MIT Sloan graduate student study available at HubSpot.com/ROI



HubSpot customers see early results grow over time

Source: MIT Sloan graduate student study available at HubSpot.com/ROI
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2.37x

6.12x

32.94x

13.75x

Months after implementing HubSpot software







Getting going…or going faster



Build a culture of experimentation



Inbound marketing moves 

at a very fast rate.

10 years ago – Just buy links

5 years ago – Just have a blog

3 years ago – Just guest post

Today – Put a big subscriber pop 

up on your blog!



Get stuff out the door



Get buy in from your team



Are you the executive sponsor?



AT THE END OF 
THE DAY…



Don’t be 

this kind of 

company



Be this

kind of 

company


