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What is Inbound Marketing?
Instead of the old outbound marketing methods 

of buying ads, buying email lists, and praying for 

leads, inbound marketing focuses on creating 

quality content that pulls people toward your 

company and your services, where they naturally 

want to be. 

Source: Hubspot



What is Inbound Marketing?
By aligning the content you publish with your 

customer’s interests, you naturally attract inbound 

traffic that you can then convert, close, and 

delight over time.

Source: Hubspot
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Why Change The Way  
We Market?
• The Internet

• Customer-centric economy

• Customers seek to be more educated

• Increased competition in the marketplace

• Develop and nurture leads more effectively

• The world is changing…adapt or die
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Your Website
The core of your marketing program

1



Your website should be 
more than an  

online brochure



Apart from design, branding, color, 
functionality and clear navigation, 
a well-executed website should 
contain…



• Dynamic, relevant content (a blog, video, 

infographics, newsletters, white papers, how-tos 

and other offerings)

• Calls-to-action (CTAs) and landing pages

• Forms for gathering lead data

• Forms for RSS (Really Simple Syndication) 

subscription to a blog and/or newsletter

• Keywords built in to your website’s copy



Your website should be 
responsive



53%
of web visitors access 
the internet via mobile 
device only

Source: Statista
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A Blog
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Why Blog?
• It helps drive traffic to your website

• It helps convert that traffic into leads

• It helps establish authority

• It produces long-term results

• It helps you understand your audience’s needs

• It encourages interaction

• It provides enough space to tell a story



Businesses that regularly 
blog receive 55% more 

web traffic and 70% more 
leads than businesses 

that do not.

Source: Hubspot
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Landing Pages
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Why Create Landing 
Pages?
The purpose of a landing page is to encourage 

the visitor to complete a form (lead data) in 

exchange for the offer (an ebook, how-to, checklist, 

infographic) as described on the landing page.



Landing Page Anatomy
• A photo or graphic of the offer
• A brief description of the offer (bulleted copy 

works well in this case)
• A form (don’t ask for too much information)
• Use the ABCs: Attract attention with compelling 

copy; sell the Benefits of the offer; and Close with 
a call-to-action asking the visitor to complete the 
form

• Less is more (don’t make them scroll)
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Email 
Program
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Why Send Email?
Think of this as your online newsletter. Emailing 

allows you to regularly communicate with your 

leads and customers. You should send one email 

newsletter per month to help interact and build 

relationships with your leads and customers. Email 

newsletters should be summaries of recent content 

you created (with links back to your website) and 

should include at least one CTA.



The Subject Line
• Avoid sales or overused words 

• Include localization 

• Use different subject lines 

• Keep subject lines short 

• Tone down promotional emails 

• Subject lines framed as questions often  

perform better.



Bright Idea
Segment your email lists. Spend a 
little time in your CRM to segment 
your lists by industry, lead type 
or whatever makes sense for 
your business. Tailor your emails 
to that audience. You will have a 
higher success rate.
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Social Media
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Why Social Media?
• Social media attracts attention and encourages 

readers to share your content across their social 
networks

• It’s an effective tool for directing readers to your 
website



Social Media Facts

67
58
percent

percent

75
million

of Americans use social media

of Americans using social media are  
using Facebook

Americans check their social media 
channels several times each day

Source: Edison Research

1.8
billion

people worldwide use social media
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Search Engine
Optimization
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SEO, or Search Engine Optimization, 
encompasses both the technical and creative 
elements required to improve rankings, drive 
traffic and increase awareness in search engines.

There are two types of SEO: on-page SEO and 
off-page SEO.

What Is SEO?

Source: Moz



95% of the U.S. internet browsing 
population accesses search 
engines such as Google, Bing 
and Yahoo! every month



Yes! Keywords are the search terms someone 
types into a search engine when they are looking 
for specific information. People are constantly 
using keywords—whether they are searching for 
a specific product or service, or just browsing to 
conduct personal research.

https://adwords.google.com/KeywordPlanner

Do Keywords Matter?



Long-tail searches are performed to produce 
better results than using just one keyword. 

For example, a search for “construction” will 
result in millions of page results, while a search 
for “construction medical office Wisconsin 
Dells” results in a much smaller—and specific—
number of page results. 

The majority of searches performed are long-tail 
searches.

How Do Humans Search?
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Analytics
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• Bounce rate

• Blog post views

• CTA click-thrus

• Landing page conversions

• Email click-thrus

• Social media reach

• Traffic sources

• Alignment with goals

Metrics To Analyze:



Google Analytics is implemented with “page tags,” 
aka a tracking code—a snippet of JavaScript code 
that you add to every page of your website. 

The tracking code runs in the client browser when 
the client browses the page, collecting visitor data 
and sending it to a Google data collection server. 

You can view this data on your Google Analytics 
dashboard.

Visit google.com/analytics

Use Google Analytics



• Set sales and marketing goals

• Identify your audiences

• Plan to create content that aligns with the  

buyer’s journey

• Align your plan with the inbound marketing 

methodology

Before You Start:



The 3 Stages: From Prospect to Client

The prospect has a problem 
or is presented with an 
opportunity. He or she is 
performing educational 
research to more clearly 
understand, frame and give 
a name to their problem or 
opportunity.

The prospect has now clearly 
defined and given a name to 
their problem or opportunity. 
He/She is committed to 
further researching and 
understanding all of the 
available approaches 
and methods to solve his/
her defined problem or 
opportunity.

The prospect has now 
decided on a solution 
strategy, method or 
approach. He/She is in 
the process of compiling 
a long list of all available 
vendors and products in 
their given solution strategy. 
The prospect is performing 
further research to whittle 
the long list down to a short 
list to, ultimately, make a 
final purchase decision.

Awareness
Stage

Consideration 
Stage

Decision
Stage

The Buyer’s Journey
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Source: Hubspot



Bright Idea
Use a sales and marketing 
automation platform to integrate 
your marketing functions: website, 
blogging, emailing, social media, 
SEO, analytics and CRM.



Don’t hesitate  
to call or email:

Lorraine Cline
Cline Design, LLC
42 Shaw Hill Road
Andover, NH 03216

tel 603.648.2110
lorraine@clinedesign.com
www.clinedesign.com


