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About me

● Sunderland fan

● Two children

● Director of Digital 22

● Background in SEO / 
organic growth

● Rolled out inbound 
marketing strategies 
for 81 companies in the 
last 6 years



A process to market effectively across the full buyer's journey

What is inbound marketing?

The 
process

The 
tactics



How to get 
ahead of the 
competition

1. Think holistically

2. Make it personal

3. Be the source of 
knowledge on a ‘topic’



#1 Think 
holistically



The danger of siloed channel 
working - expecting them all to 

drive decision action



How do we take 
a holistic view?



Just doing any one channel 
will reduce the impact

Have a ‘what’s next’ 
approach?



Build a 
funnel for 
analysis and 
expectation

You don’t 
always have to 

put more in 
here

Double here, 
and you double 

here



The Full Buyer’s 
Journey

AWARENESS
TOP OF THE FUNNEL

CONSIDERATION
MIDDLE OF THE FUNNEL

DECISION
BOTTOM OF THE FUNNEL

Key to MQL generation

Key to driving traffic

Key to SQL generation



Want a strategy that resonates with your audience, marketing that provides 
them with value, a website which drives optimal results using data and a 
funnel full of prospects?

We get to know your 
Business inside out

We research your market 
and audience

We develop a strategy 
that gets results

We setup your 
technology, HubSpot 

and others
+

Design and build the 
website based on the 

strategy

We produce and deploy 
marketing across multiple 

channels that resonate 
and fills your funnel

+
Undertake website 

improvements which highly 
impact your goals. Such as 
CRO, expansion and value 

adding.

We evaluate what 
works and what didn’t to 

improve the next plan

We create a holistic plan 
for the next 3 months that 

hits your goals

Key area #1 people miss.

Speak to customers!

Key area #2 people miss



#2 Make it 
personal



Be the personality / company people 
know within your industry

= Trust
(The most critical element of getting someone to take action on your digital marketing)



One way to build 
trust...
Have a ‘video 
first’ approach



https://drive.google.com/file/d/0B9TB8u8wPabLM1hYSEVjaG1VMlU/view?usp=sharing&resourcekey=0-vFSpSue-vnDDKhB7ej6afg


“Start geeking out hard on 
video opposed to text. Use 
video everywhere within 
your business”

Brian Halligan - CEO & Co-founder HubSpot



1. Sales

2. Marketing

3. Client Service

‘Video first’ 
company



Sales1



Solution: Re-humanising the sales process

STAND OUT IN THE INBOX

ESTABLISH A CONNECTION TO BUILD TRUST

● Avg we had 7 - 10 touchpoints 
in the sales process before we 
met the prospect

● Used personal video to convey 
authenticity, trust, and boost 
response rates by 5x

● Putting a face to our name 
created an instant H2H 
connection. 



Marketing2



“I recorded this webinar invite video for 
you. See you at the Be Brilliant club!”

Network comms



“I recorded this request video for you. 
We’d love for you to speak at our event!”

https://hello.digital22.com/watch/yCyTK6QcTe9fK3fhCZ8X85


Client Service3



“I recorded this report video for you.
To show your ROI for the month!”

Purpose

Delight the client, highlight 
improvements and ROI

Approach

Show monthly progress, keep it 
clear simple, highlight next 
steps and ideas

Use Cases

Show real time live dashboards 
and stats



What happens if you get it right...
The transformation we’ve seen first hand by fully embracing video

DOUBLED 
website 

traffic

63% increase 
in FORM 

SUBMISSIONS

FASTER hiring 
of new staff

HAPPIER 
team with 

eNPS scores 
of +63

Cut meeting 
agendas IN 

HALF

SHORTER 
sales cycles

10% more 
price guide 

DOWNLOADS



#3 Be the 
source of 
knowledge on 
a ‘topic’



Search has changed

● Queries are becoming longer and more complex

● We ask much more ‘conversational’ questions

● We rely on search engines to understand context

● Started with Google Hummingbird in 2013

○ Google started delivering results that 

understood semantics and intent

○ The first real move from keywords to topics

Searches by keywords

Searches by volume



● Will continue in this direction as we force search engines to be more ‘human’
● Therefore; how we think about, plan and structure content needs to change...

So marketers need to adapt



Topic Cluster: A selection of 
content grouped together to own 
a topic in search engines...



Pillar Page: The focal point of the 
Topic Cluster. It broadly answers 
every question* on the topic...

* every question your persona needs answering



Topic cluster

Pillar page

Cluster 
content 
(blogs)

Internal links



Before and after







- Help your personas - answers their questions

- Improves user metrics / keep people engaged

- Attracts links

- Rank higher / get more organic traffic

- Find gaps in content strategy

- Give your content purpose 

- Helps sales - great to send to prospects before calls



What happens if 
you get it right...



First year of inbound



Recap... 1. Think holistically

2. Make it personal

3. Be the source of 
knowledge on a ‘topic’



Q&A


