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Inbound Marketing: 
Is It the Right Time for a Marketing Makeover? 

As a marketer or business owner, your goals are clear: you want your prospects to 
find your business online, to like what they see, and to become your loyal 
customers.In business terms, it basically means that you want your prospects to 
become visitors, convert into leads, and then into customers. How can you 
achieve all these?

The answer is quite simple: within 
bound marketing. SEO, content, and 
social media are just a few 
components of inbound marketing 
that can help you react directly to 
your customers’ problems and let 
them know that you are there for 
them, ready to deliver exactly the 
services and products they are 
looking for. Well suited for any 
business environment and able to 
offer organisations something of real 
value, inbound marketing has become 
a powerful tool any company should 
have in its marketing toolbox. 

As you may already know, there are 
many inbound marketing techniques 
you can use to advertise your business. 
But when it comes to choosing the 
best marketing approach, one of the 
most important things you need to do 
is to understand what your prospects 
and customers really want. Then, you 
need to combine various outbound 
and inbound marketing tools in order 
to craft an effective marketing strategy, 
which can help you attract and retain 
customers. Concisely, you need to 
figure out what exactly works for your 
business.

Regardless of how hard you try, you will come to the same conclusion as we 
did: there are no shortcuts in marketing. The only thing you can do to create a 
successful marketing strategy and gain an unparalleled competitive advantage over 
your competitors is to connect different marketing dots in new, unique, and even 
unexpected ways.
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Inbound Marketing versus Online 
Marketing - Is There a Difference? 1

For many people, online marketing, aka Internet marketing, and inbound 
marketing mean the same thing. This is especially because both forms of 
marketing relate to search engine optimisation, email marketing, social media, 
and mobile advertising. But they are completely different. 

The main difference between online marketing and inbound marketing consists 
in the way they approach lead generation and nurturing. Whilst online marketing 
strategies mainly converge to attracting prospects and generating leads, 
inbound marketing focuses on different aspects, including lead generation,  
categorising, scoring, and nurturing. Therefore, inbound marketing is far more 
complex than online marketing.

What many people do not know is that there is much more to inbound marketing 
than implementing a few marketing tactics. Although things such as defining 
customer personas, analysing marketing strategies, reviewing and refreshing 
brands, increasing brand recognition, and opening communication channels with 
customers are critical factors for business success, we cannot stress enough the 
importance of another essential element in inbound marketing: remarkability, also 
referred to as the Purple Cow concept and introduced by Seth Godin back in 2003. 

In this context, remarkability does not involve you, your needs and wants, but the 
needs and demands of your prospects and customers. In fact, being remarkable 
means offering customers the best solutions to their problems, in the form of 
unique, valuable, useful, high-quality products and services. By doing this, you will 
be able to attract and retain new clients, and turn them into repeat customers. As 
surprising as it may seem, this is the quintessence of inbound marketing.
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Quick and Easy Steps to 
Becoming a “Purple Cow” 

Here is how you can be unique and remarkable:

Understand needs
The first thing you need to do to understand the needs of your prospects and 
potential customers is to discover who they are. Once you identify your target 
audience, developing the right products and services for them, and creating an 
appropriate inbound marketing strategy becomes easier. 

Develop appropriate solutions for problems
Probably, you already know that half measures usually do not work. And this 
is because most customers are looking for permanent, complete solutions to 
their problems. Although providing a temporary solution may be good enough 
sometimes, helping people solve their problems for good is what turns them into 
loyal customers.

Exceed expectations
Your competitors may also struggle to offer complete solutions to problems. But 
most of them are unaware of the fact that facilitating access to products and 
services, and creating easy-to--read and easy-to-share marketing messages is 
equally important
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Go beyond the “edge”
Delivering the fastest, the biggest, the easiest, or the best products or services is the 
“edge” that will make you remarkable. It does not matter which “edge” you choose; 
the only thing it really matters is going a little bit beyond it.

Do not try to please everyone
The key to failure – at least in business – is trying to please everybody. Instead, you 
should try to please the people interested in what you offer, ready to invest in your 
products and services, and willing to spread the word about your business.

A very important thing to remember is that doing something remarkable means 
doing something first and best. But considering that what is fashionable today 
becomes unfashionable tomorrow, you need to do something remarkable, to 
reinvent yourself over and over again. This is the only way to remain a “purple cow” 
in your niche.
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Steps to Developing a Successful 
Inbound Marketing Strategy  2

Determine how you will handle leads and customers 
What you are going to do once people will start asking about your products or 
services will make or break your business. Make sure that you choose one or more 
dedicated employees to answer phones, reply to emails, call people back, post 
on forums, etc. Staying connected with your prospects and customers is key to 
success, irrespective of industry.

Implementing all these points can take a lot of time. Fortunately, there is something 
you can do to boost your online presence and achieve spectacular results within 
days. What? Well, you could just use specific marketing automation software 
solutions, such as HubSpot, Pardot, InfusionSoft, Spokal, and Marketo. With these 
tools, you will be able not only to target and engage a high number of people 
across multiple channels, but also to ensure that your marketing strategy performs 
optimally.
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Improve your website 
Developing a successful inbound marketing strategy is almost impossible without 
maximising your website’s exposure.  
 
For this, you should: 

• ensure that your interface is not only appealing, but also easy to use; 
• make contact information visible; 
• use the most relevant searchable keywords for your sector (as an example, the 
most relevant keywords for a web design business are web design service(s), 
best web designer(s)/service(s), and web design name-of-city/name-of-city web 
designer(s), which can be used to advertise a business locally); 

• optimise your website for mobile devices; recent statistics indicate a rapid 
increase in consumer and company adoption of mobile devices. Here are some 
statistics: more than 1.2 million people use their mobile devices to access 
the Internet (source: Trinity Digital Marketing); 15% of Web traffic comes from 
mobile devices (source: Internet Trends 2013); about 50% of people use their 
Smartphones on the way to stores, while 60% of people use their Smartphones 
while in stores to look for information (source: Delloite Digital); about 25% of all 
Internet searches are done via mobile devices (source: The Search Agency).

Additionally, it is vital to update your website with new information regularly and 
monitor it using analytics tools, such as Google Analytics.
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Develop a blog 
A blog allows you to offer your prospects and customers something they are looking 
for: information. Creating unique, valuable, high-quality content is useful not only to 
your customers, but also to you. Why? Because this is one of the easiest ways to 
attract people looking for your products and services, and increase your business’s 
visibility online. 

Use social media 
Today, an increasing number of people are becoming obsessed with social media. 
While marketers use social media sites, such as Facebook, Twitter, Instagram, 
Pinterest, and Google+, to advertise their businesses, regular individuals use the 
same channels to find information, share ideas, and click on appealing ads. Yes, it is 
almost impossible to visit one of these sites without popping into a compelling ad 
along the way. What does this mean to you? It means that you, as a marketer, can 
use social media to communicate with people and build customer trust.
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Generate leads 
About 80 percent of webmasters cite lead generation as a primary goal of inbound 
marketing. Here are a few steps you should take in order to generate valuable leads 
from email newsletters, landing pages, online forums, and social media. 

There are two main types of email newsletters: promotional emails, which inform 
subscribers of new products or products on sale, and “keep-in-touch” emails, which 
offer readers helpful information. To collect visitor details for newsletter delivery, you 
can complement your site with a subscription form that requires subscribers to fill 
in their contact details. To get your website’s visitors subscribe to your newsletters, 
it is important to: offer something in return for signing up (e.g. whitepapers, e-books, 
free access to specific products or services, etc.); make your sign-up form highly 
visible on each page of your site; ask current subscribers to forward your email 
newsletters to their friends and include a link to the sign-up form in each issue; and 
promote your email newsletters in different places, such as forums and social media 
sites 

Sign-up forms can be also combined with landing pages and used to collect visitor 
information when they are buying products or downloading freebies. Using landing 
pages is very important because they target particular leads, taking visitors to the 
products or services they are searching for. Thus, a landing page can help you find 
out exactly what is working and what is not. For instance, if a landing page has a 
high bounce rate, it means that people are interested in your offer, but something 
prevents them from getting it. Although it could be anything, from poor webpage 
design to a bug that causes an error, knowing that there is an issue is the first step 
to identifying and solving the problem.



Copyright ©2014 IMRE Ltd 10

 
 

Coming down to forums, the main advantage of using online forums for lead 
generation is that the people you are about to contact are already looking for your 
products or services. If you decide to participate in forums, make sure that you find 
threads relevant to your niche and provide information in a meaningful way and 
timely manner; always respond queries – it is rude to start a conversation, then walk 
away; make it easy for people to contact you by providing clear details about your 
website (instead of using “Click Here”, provide a brief description of your business 
and site) and even offering an email address; and post links to free resources other 
than your site.

Social media websites have become legitimate lead generation channels. Facebook, 
for example, provides a variety of techniques that you can use to generate leads 
from organic posts, events, tabs, or targeted advertising. Twitter makes available 
lead generation cards that are displayed as tweets, revealing sign-up forms when 
someone clicks on them. Most of these cards are preloaded with users’ names, 
email addresses, and “Twitter handles”. LinkedIn, a professional social network, 
lags between Facebook and Twitter. Making available Lead Collection, sponsored 
updates, and direct ads, LinkedIn is one of the best social media sites for B2B lead 
generation. 

Be consistent 
Regardless of whether you produce a quarterly report or a monthly newsletter, 
consistency can help you build a solid relationship with your current and future 
customers. To be consistent, you just have to make sure that everything you do 
– whether you create content, develop new marketing tactics, or rebrand your 
business – is aligned with your company vision and mission.
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Get listed 
Two other important aspects are to get your business listed on search engines, such 
as Google, Yahoo, Bing, etc., and set up profile pages in Google Places, LinkedIn, 
Twitter, and so on. Ensuring that your website appears in all these places can help 
you expand your presence online, which means that an increasing number of 
customers will find you instead of your competitors. To make sure that people can 
find your site, the information you provide should be accurate at all touch points 
and consistent with your brand. How can you do that? By simply identifying which 
pages, newsletters, links, and ads Internet users access in order to visit your site, 
and then provide information according to your findings. 

Determine how you will handle leads and customers 
What you are going to do once people will start asking about your products or 
services will make or break your business. Make sure that you choose one or more 
dedicated employees to answer phones, reply to emails, call people back, post 
on forums, etc. Staying connected with your prospects and customers is key to 
success, irrespective of industry.

Implementing all these points can take a lot of time. Fortunately, there is something 
you can do to boost your online presence and achieve spectacular results within 
days. What? Well, you could just use specific marketing automation software 
solutions, such as HubSpot, Pardot, InfusionSoft, Spokal, and Marketo. With these 
tools, you will be able not only to target and engage a high number of people 
across multiple channels, but also to ensure that your marketing strategy performs 
optimally.

http://www.marketo.com/
http://www.getspokal.com/
http://www.infusionsoft.com/
http://www.pardot.com/
http://www.hubspot.com/
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Tips to Measuring 
Your Web Presence for Better Result 

Online visibility measurement 
How visible your website is depends on your site’s search engine ranking. Many 
software solutions, ranging from page and link analysers to keyword and ad 
suggestion tools, are ready to help you find out the most popular keywords for 
your practice area along with the keywords your competitors use, the links to 
your site that appear in the first ten search engine rankings, and the websites that 
link to certain pages of your site. You can use the same tools to verify your site’s 
relationship with search engines and even to analyse web traffic in extreme detail. 
But too much focus on keywords, which leads to heavily optimised web pages, will 
be penalised by search engines. Most search engines love subject matter expertise 
along with high-quality content that provides superior user experience. In a nutshell, 
you can use keywords to optimise your website but make sure that you always play 
by the rules.

Social media measurement 
Merged with web analytics, social media measurement tools can be used to analyse 
the traffic coming from social media channels. With these tools, you can evaluate 
your social media accounts, monitor your top followers, track their activity, identify 
the best time to post messages and ads, and even get detailed information about 
your website’s presence across search engines. Some of the best social media 
measurement tools available today are Google Analytics, SocialBro, IconoSquare 
(formerly Statigram), Hootsuite, and SocialMention.

https://hootsuite.com/
http://iconosquare.com/
http://www.socialmention.com/
http://www.socialbro.com/
http://www.google.com/analytics/
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Quantitative measurement 
A relatively new concept, the quantitative measurement of online presence is 
considered one of the most essential online marketing developments after Google 
AdWords. Special tools, such as Klout, SumAll, CrowdBooster, and TweetStats, allow 
you to analyse your site’s online presence and even quantify your brand’s influence 
across the Web. Most of these tools provide regular reports, whilst enabling users to 
filter data according to their preferences.

Qualitative measurement 
Many web presence analytics tools include traffic quality metrics, such as the 
Bounce Rate and Time on Page/Time on Site in Google Analytics. But if you are 
serious about measuring the quality of your website, there are some additional 
elements you need to consider. In Google Analytics, you can also check the Goal 
Completion rates or Conversion rates to define the quality of your site. These 
rates indicate the completion of any activities that contribute to the growth of your 
business. For instance, once a visitor signs up for your newsletter, the operation 
appears as a goal conversion.

http://www.tweetstats.com/
http://crowdbooster.com/
https://sumall.com/20ft
https://klout.com/home
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Use Your Website to 
Improve Your Digital Marketing Mix 3

Marketing Mix blends seven variables: Product, Price, Promotion, Place, Packaging, 
Positioning, and People, also referred to as the “seven P’s”. Although all these 
variables are very important, Promotion stands out especially because it affects 
business success over the long term. Since the most essential thing for you right 
now is to find out how you can promote your services over the Internet, we will focus 
on the top online advertising elements you can use in tandem with your website.

Email marketing 
Email marketing is one of the most essential inbound marketing strategies you  can 
use to promote your business online. It basically implies obtaining and organising 
customer data in a way that facilitates message delivery to targeted visitors. The 
easiest way to get customer data is to add a subscription form to your website (e.g. 
sign-up box), which visitors can use to sign up for your monthly email newsletter. 
You can also complement this form with special software products, such as AWeber, 
which automatically looks for users who sign in and delivers messages you have 
previously created, at preset times; MailChimp, which allows you to easily manage 
email campaigns; ConstantContact, which can help you acquire new customers 
through social media, emails, and different “events”; and Isomail, which gives you 
access to critical information about your marketing campaign performance.

Affiliate marketing 
You can use your website to look for affiliates ready to promote your business via 
their own websites or blogs. An affiliate hosting your ads, banners, or links can be 
recompensed based on the number of visitors he or she sends in, or when a sale is 
made. To fully benefit from affiliate marketing, it is imperative to offer your affiliates 
better deals than your competitors.

http://www.isomail.co.uk/
http://mailchimp.com/?pid=GAW&source=website&gclid=CJ7Yt47HocACFSKWtAodWBkADA
http://search.constantcontact.com/index.jsp?gclid=CObFqZXHocACFdMbtAodLVYAog&utm_id=GOO-15054&cc=GOO-15054&ef_id=U8eJQgAAAAB1@ucK:20140820094419:s&s_tnt=59616:10:0
http://www.aweber.com/
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Text marketing 
Text messaging or SMS (short message service) is one of the most effective tools 
you have in your marketing toolbox. To make the most of it though, you should 
integrate a SMS gateway application into your website. Then, you can use your 
site to collect mobile phone numbers from visitors (this can be done by including 
a special form for visitors to include their phone numbers), develop a database, 
and utilise a special function, commonly referred to as “email-to-text message”, to 
create SMSs and send them to the people who have chosen to receive SMS updates 
from you.

Blogging 
Blogging involves not just writing content, but also creating a strategy that combines 
other PR initiatives (e.g. press releases and printed materials) with search engine 
optimisation (SEO) and social media marketing techniques. For instance, good blog 
posts with a consistent voice, complemented with relevant keywords, and shared 
across social media networks can help attract both organic and social traffic.

RSS Feeds 
RSS feeds are a fantastic way to advertise your website and business, implicitly. 
With RSS feeds, you can keep your subscribers up to date on what is happening. For 
example, any information you post on your website or blog will show up on the RSS 
feed, with a brief description.
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Integrating Your Website into Your 
Marketing Mix 

It does not matter what office you have, how clean it is, and where it is located; it 
does not even matter how hard you work if you do not have a website to promote 
your business. For prospects, your website is a way to find out who you are and 
what you do before they call you; for you, it is an incredible marketing opportunity.

You already have an idea of how you can use your site to advertise your business. 
Now, we will focus on how to incorporate your website into your marketing mix and 
fine-tune it for the best results.

Make your website visible on your business cards, brochures, flyers, and any other 
marketing materials you use to advertise your business.

Correlate local and national newspaper, radio, and TV ads with the ones you use on 
your site and over the Internet.

Use your website not only to promote your products and services, but also to 
provide valuable information, such as the latest news pertaining to your sector.

Offering relevant, accurate information will help position yourself as an expert in the 
field and build customer trust.

Websites tend to be quite impersonal; however, email newsletters can help you get 
closer to your prospects and customers.

Use your site to gather visitor information; you can do this by asking your site’s 
visitors to subscribe to your newsletter, reports, forecasts, surveys, etc.

Use a reliable “auto-responder”; this is an email tool that automatically answers 
emails and send follow-up, preset messages. 
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How to Freshen Up 
Your Website Design 4

Over the past few years, we have learned a very important thing: technology trends 
change quickly. Web design is no exception. Although it may be quite difficult and 
time consuming to keep an eye on web design trends, having an up-to-date site 
is critical to create a lucrative inbound marketing strategy and succeed in a highly 
competitive market.

But the good news is that you can remain competitive and attract clients by simply 
watching what is happening in the web design field and paying close attention to 
what your competitors do. Below are a few things you can do to keep your website 
design fresh and sweet. 

Watch trends
The best way to monitor web design trends is to subscribe to websites and blogs 
that present the latest developments in web design.

Subscribe to magazines
Web design magazines provide in-depth insight into web design techniques you 
cannot find over the Internet, helping you broaden your horizons.
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Network with web designers 
You can use social networking communities, such as Facebook and Twitter, to get in 
touch with web designers and “follow” them. 

Join specialty forums 
The best forums for you to join are those that cater specifically the platforms and 
programs you work with.

Check web design galleries 
Web design galleries are perfect inspiration spots for anyone looking for new ideas 
and emerging trends.

Visit competitors’ websites 
Monitor your competitors’ sites and note any new things you observe, including 
changes in colours, apps, features, layout, etc.

Use Google Alerts 
Google Alerts is a useful tool, allowing you to set up alerts to get notified whenever 
certain keywords (e.g. “web design”) appear in news stories.
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Keep Your Website Healthy 

Regular health check-ups help us maintain our well-being, stay fit, and…look 
fabulous. This is also valid for your website. An effective website health check can 
help you understand not only how healthy your site actually is, but also how you can 
improve it. Here are a few things you should consider when checking your site:

How user friendly is it? 
In a nutshell, your website should be easy to navigate and intuitive, which means 
that pages and content must be arranged based on what Internet users are looking 
for (e.g. a person searching for a web designer will want to see the services and 
products the expert provides along with his or her portfolio, unbiased reviews, and 
business partners, if any).

Does it load quickly? 
While people love creative design, make sure your site remains fully functional. 
Simply put, avoid placing large images that increase loading time and overloading 
your pages with too much content that people will never read. If you have to post 
large images on your site, you can use different image compressing techniques to 
reduce loading time.
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Are your main titles and Meta descriptions unique? 
Since a unique title and Meta description can help a particular webpage to rank high 
in search results, managing them the right way is essential. It is important to know 
that the latest Google Metadata character limits are a maximum of 55 characters 
for main titles, and 115 characters for Meta descriptions. Whist it is advisable to 
include the main keyword you are using on a particular webpage in the main title, 
Meta descriptions should contain all keywords, main and secondary, along with a 
marketing message.

Does it work on mobile devices? 
With more and more Internet users embracing “mobility”, it is imperative to ensure 
that your site works well on all mobile devices.

What is your PageRank? 
A number ranging from zero (the lowest) to ten (the highest), Google PageRank 
indicates a website’s importance across the Internet.
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Is your website optimised for relevant search terms? 
In order to optimise your site for specific search terms or queries, you have to 
include them in the page URL, browser page title, on-page title, and within the page. 
As the content you make available on your website is intended for humans, in the 
first place, then for search engine crawlers, you must integrate keywords seamlessly 
within your posts and use keyword variations to make your web pages sound more 
natural to readers.

Is your website content really unique? 
Never, under any circumstances, copy content from other websites. All search 
engines love unique content, which delivers true value to readers. Although some 
webmasters affirm that there is no penalty for duplicate content, the truth is that 
search engines rarely show multiple duplicate pieces of content. Since search 
engines do not know which content versions to include in search results, a site with 
duplicate content may suffer ranking and traffic losses. One way to avoid posting 
duplicate content on your site is to use plagiarism checkers, such as Copyscape.

http://www.copyscape.com/
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Create Killer Content People 
Will Love to Read  5

“Content is king”. We have all heard this “saying” hundreds of times until now. 
However, only a few people actually know what it means. You will be one of them as 
soon as you read this section.

Content will continue to be a key element of inbound marketing, regardless of how 
much the Internet will evolve. However, you must know how to adapt your content 
strategy to the latest trends in order to offer your prospects exactly what they 
expect.

Before going any further, there is one thing you need to keep in mind: your content 
must be unique and relevant to compel organic sharing.

Does it seem easy? Well, it is NOT. In fact, offering prospects unique, relevant 
content is more difficult than ever before. Why? Maybe because Internet users are 
already accustomed to getting high-quality, informative content presented in truly 
unique, surprising, mind-blowing ways.

What about the content you are posting on your blog? Does it inform, inspire, or 
entertain? Does it fascinate readers so that they cannot help but remember who you 
are and what you do?

If it does at least one of the above, chances are that your audience will love what 
and how you write. If it does not, there are a few things you can do to improve your 
writing and content marketing strategy.
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How to Make Content Go Viral 

There is a reason why people choose to press that Facebook, Twitter, LinkedIn, or 
Google+ button on a webpage. And no, it is not because the buttons are cute (even 
though they really are); it is rather the content. It seems that a certain type of content 
gets liked, tweeted, commented on, blogged about, and republished over and over 
again, creating quite a buzz. A very interesting aspect is that you can interweave 
content creation with the Purple Cow concept. Being remarkable refers not only 
to developing exceptional products and services, but also to creating unique, 
interesting, high-quality content, which delivers true value  
to readers.

However, making something go viral is a daring dream…but a daring dream that can 
become reality. Here is how:

Pay attention to the ideal length for blog posts 
According to industry experts, blog posts should not exceed 1,600 words (seven 
minutes of reading). A line of text should be about 12 words, while a paragraph 
should include around 4 lines. Additional guidelines are: Facebook posts should 
range between 100 and 140 characters and Tweets should include between 120 
and 130 characters.
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Choose the right format
Since most people skip long, blocky paragraphs, you should use sub-headers and 
bulleted lists to make content more readable.

Opt for an easy tone
An easy tone will always attract readers and engage visitors. What does it mean 
to use an easy tone? It simply means to be courteous yet informal, to be direct yet 
avoid jargon. 

Be smart
A strategy the best writers adopt nowadays is posting content of contrarian nature. 
For instance, you could write a post on the reasons why people should NOT build 
their own websites.

Find successful websites
Check websites and blogs that rank high in search results. See what they are doing 
and create a similar strategy, relevant to your niche.
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Build links 
Although content is a component of link building, you should never write content 
for the sole purpose of building links. When writing content, include relevant links 
towards other pages or your website (backlinks or inbound links) and other sites 
(external links or outbound links). However, you should never force link building; 
link only to relevant pages or sites so that your site’s visitors will move around in 
a logical, structural manner. Additionally, make sure that you write content that 
people will love to share and link to. This will help you build links naturally, which will 
optimise your search engine ranking and increase traffic to your site. 

Make it better 
Update your blog with fresh, relevant, accurate information regularly. For this, you 
can check high-authority sources and use your blog to provide valuable information, 
such as market analyses, trends, predictions, etc.

Make content available on mobile devices 
According to a study conducted earlier this year, the number of Internet  
users using their mobile devices to go online has doubled since 2009.  
And guess what? This number will continue to rise. Thus, making your content 
mobile friendly is important to grab more market share.

Listen to your readers 
Since your readers decide on your blog’s “viral worthiness”, you should listen to 
them. Reading their comments and asking for their feedback can help you improve 
your content.
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Keeping Website Content Up to Date 
Is More Important Than You Think 6

Just like people, search engines love fresh, interesting content. Furthermore, search 
engines would love to see the content on your website and blog grow and improve. 
How can you please both your readers and search engines? That is simple: by 
updating your content on a regular basis.

Why is this important?
First, your site visitors will keep coming back to your site, knowing that they always 
find something new and interesting to read. Second, search engines will “crawl” 
your website more often, increasing its overall ranking. However, this will happen 
only if your content complies with their requirements. Basically, what you need to 
know is that posting fresh content on a regular basis (twice a week, for example) will 
determine search engines to prioritise your website for certain search queries. The 
more search engines recommend your site, the better it is for its ranking.
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To meet readers’ demand for fresh, accurate, high-quality materials, blogging 
has become more important than ever before. According to industry watchers, 
businesses that blog have about 90 percent more inbound links than those that 
do not. That is because their content is linked to blog posts on other websites and 
shared across social media networks, generating even more links and interest 
(which means more business and money, implicitly).

You already know what you have to do for your content to go viral. But there is more. 
To provide the value your prospects expect, your blog posts must also speak their 
language; only then they will happily digest and share what you write. Prospects 
trust expert opinions more than mediocre, amateur content or indistinguishable ad-
speak. As an expert in your field, you most probably know what we are talking about.

In conclusion, posting fresh, relevant, and accurate content regularly will help  you 
establish a vibrant online community, giving your clients a voice they will be proud to 
identify with, whilst driving more traffic to your site.
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How to Keep Content Up to Date 

Posting new content on a regular basis is not enough to keep current users 
returning to your site and attract new ones. Let us take a look at all the things you 
need to do in order to make the most of your content marketing strategy.

Check previous posts
Although most people read the latest posts, some will dig deeper into your blog. For 
instance, if one of your readers wants to find out what to look for when building a 
new site, he or she may come across different blog posts you have written over the 
years. Since the older posts may include outdated, incomplete information, there is a 
chance for that person to build a completely ineffective website. To avoid misleading 
your readers, you need to check your content regularly, replacing outdated 
information and irrelevant topics with new ones.

Diversify
A great idea would be to use a variety of content mediums, including blog posts, 
infographics, videos, interviews with industry experts, and even success stories.



Copyright ©2014 IMRE Ltd 29

Use Templates 
Templates are some very useful tools that can help you with your content creation 
process, whilst giving your webpages a more organised, unified look. The only thing 
you need to do is to select a template that fits your site and insert content whenever 
you want to post something new. 

Automate
A series of tools can be used to import data from different sources, work on and 
save various content versions, and even repurpose existing content for republishing. 
Additionally, these tools can be set up to look for the latest content trends, find out 
new topics of interest for your audience, create content calendars, and publish new 
content according to your calendar. These solutions can also be integrated with RSS 
feeds, which automatically inform subscribers about the latest posts.

Engage users
By having conversations with your readers and answering their questions, you will 
not only get new, original content ideas, but also expand your reach across social 
channels.
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Capitalising on Social Media Marketing: 
Is It a Wise Move? 7

Social media – what a mind-blowing phenomenon! But creating a social media 
sensation is not that easy! Not at all. Regardless of whether we talk about Facebook, 
Twitter, Pinterest, Instagram, LinkedIn, or Google +, the main questions are: How can 
you use social media websites to build brand awareness? How can you get people 
recommend your business to their friends?

There are a number of inbound marketing strategies you can use to advertise your 
business. So, why choose social media? Do you really need it?

Surprisingly, you DO. When used strategically, social media can give you a high level 
of direct engagement, similar to the one you can get via site’s comments, but at a 
much larger scale.

Think about it! With more than 1.2 billion members and 421 million active users, 
respectively, Facebook and Twitter give you access to hundreds, even thousands 
of potential customers. Since there are more than 200 social networking websites 
across the Internet, your marketing possibilities are virtually endless. But just 
thinking, “I need to get more social media followers” is quite useless if you do not go 
further than that. What does going “further than that” mean? The answer is simple: 
figure out who you are trying to reach, what social media channels are best for your 
business, what kind of content you should create, and how much time you should 
dedicate to your social marketing strategies; and then, take action.

Knowing what you need to do in order to capitalise on your social media presence 
is critical. But even more important is to develop a social media strategy, connect 
it with your inbound marketing campaigns, and then analyse how it is going to 
translate into sales and further business expansion.
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Tips to Capitalising 
on Social Media Marketing 

Although engaging with potential customers on Facebook or Twitter is a viable 
alternative to market your business online, you should not rely solely on social 
media. In fact, industry experts recommend businesses to incorporate social media 
tactics into their inbound marketing strategy and use them simultaneously with 
other marketing techniques for the best results. Having said that, here are a few 
social media advertising techniques you can use with inbound marketing.

Advertise with Facebook 
Thanks to a series of new tools and capabilities, Facebook can now be used to 
target certain demographics, such as potential local customers. You can also utilise 
Facebook tools and tweak its settings to drive more targeted traffic to  your site.

Diversify 
Everyone has heard of Facebook and Twitter. But they are not your only options. 
Today, LinkedIn, Pinterest, StumbleUpon, reddit, and many other social media 
platforms can be used to get more traffic and find new customers.

Post 
It is important to post new stuff as often as you can, even daily. Any prospects who 
see that you are consistently offering valuable, free information will want to check 
your site.

Interact 
Interacting with the people who read your posts can be tiring and time consuming; 
but it is well worth the effort. Responding to your “followers”, who took the time to 
comment on your tip, video, or article, and doing it in a timely manner is one of the 
few things you can do to gain them as customers.
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Seven Key Takeaways 
for Your Inbound Marketing Strategy 

Even if you have some experience, developing an effective inbound marketing 
strategy can be challenging. To help you out, here are a few takeaways we would like 
to highlight.

Direction 
As soon as you establish a particular direction you wish to follow, you have great 
chances to develop a more unified marketing strategy, so there are no disturbing 
discrepancies regarding ideas and content presentation style.

Website 
The second thing you need to do to position yourself as an expert in your field is to 
ensure that you have a professional looking website.

Blog 
Adding a blog to your site is imperative not only to attract clients, but also to offer 
them one of the most valuable things in the world: accurate, timely information.

Target audience 
Knowing who your potential customers are can help you understand what services 
they expect from you, and how you can meet and even exceed their expectations.
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Community 
Participating in local activities is an excellent way to build brand awareness and 
advertise your business. You could consider volunteering, such as teaching a 
class for free, sponsoring or hosting events, and joining groups that have the same 
interests as you.

Local media 
If you are running a local business, promoting it locally is as important as advertising 
it across the World Wide Web. To do this, you should use specific traditional 
marketing methods, including print, radio, and TV advertising.

Email marketing 
Email marketing can help you achieve incredible results. The easiest way to 
ensure that only the customers and leads who have expressed their interest are 
receiving your emails is to have a form that visitors can use to sign up for your 
email newsletter. To discover the best practices in email marketing, we invite you to 
download our guide, “Understanding email deliverability”.

http://blog.imre.uk/a-simple-guide-to-best-practices-in-email-marketing/

