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BUILDING A SUCCESSFUL TOP OF FUNNEL MARKETING STRATEGY
With Lucy Kairalla, MBA
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HOW DO POTENTIAL CLIENTS FIND YOU?

SALESPERSON SEARCH ENGINE

PAID

WoR ADVERTISEMENT
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START WITH A CLEAR MESSAGE THEN CREATE
ORGANIZED STRATEGIES AND ACTIONS
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Social Media

BUILDING A ol £y
SUCCESSFUL Publishing articles B
TOP-OF-FUNNEL

Vided Podcast
Digital Marketing Strategy Speaking Engagement

Industry Referrals

REIENEIS

AWARENESS
— Visiting the website

INTEREST
— Navigating pages, visiting blogs

DECISION (left the website)
— Read reviews, visiting social pages

CONVERSION
— Schedule appointment

DELIGHT

— Customer services, staying in
touch, reading blog posts,
becoming a referral source and a

Happy clients loyal customer

PlainLanguageMatters.com Happy clients o

Happy clients
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THE ROLE OF YOUR MARKETING LEADER S
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P « “star employee”
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e dlient testimonials '-'d
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e * webinar KPI: Communicate value, innovation, added benefits, find partnerships

* video content: star employees o Newsletter (nurture)

e ¢ Social media (featured client)
$ * Client training + product value

technical content

* Support branded materials for smooth onboarding process
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THE MOST IMPORTANT PIECE OF DATATO COLLECT

Digital Marketing Strategy

0020
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DOWNLOADABLE PDF OPT-IN
MARKETING QUALIFIED LEAD GENERATOR

YOU HAVE CANCER

Qualify your buyers

Provide content that
offers value

Spend time on the title

Get their emaiil
addresses
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e Social media

e Paid advertisement

e Website

e Employee signature lines

e Email marketing sequence
(nurturing campaign)
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USING IT FOR PAID ADVERTISEMENT

Retargeting

Combines search retargeting and site
retargeting to put your ads in front of consumers
who have shown interest

T in your business.
RETARGETING
ADVERTISING
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VISITS ANOTHER
RANDOM
WEBSITE

. =

4 COOKIES
o — N RECORDED

TH 00l reat et wilh Punilassl Mmeduine & (Ne
ArreTs Aa 8l yeur v wrugries

CLICKED ON
THE AD

LEAVES WITHOUT

TAKING ACTION SEES YOUR ADS

AGAIN

TAKEN TO YOUR
WEBSITE

.

> — N

TH ol reat et wilh Futilarsl Meduime & he
ArreTs e 8l ywr Ayved wrugries

Storiesof ransformation
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Contact us
page

CTA: Book
Discovery call

Pop-up

*+ Download

Lead gen

CRM
Sales is
notified

Sold

HS Nurturing
campaign
4 emails

OPENED
MORE THAN - - -
3 EMAILS

CRM
Sales is
notified



STRUCTURING AN EFFECTIVE EMAIL NURTURE SEQUENCE

Digital Marketing Strategy

Thank you for Problem Overcome Paradigm Ask for the
downloading Solution Objection Shift sale
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CLIENT ACQUISITION AND NURTURING PROCESS CHART

Social media ike what they Filled out contact us form |Receiving blogs, case
SEO ee Downloaded something [studies
uilding trust Accepted cookies .
SEM Youtube valua?ing P Recellvmg latest ne.ws
Friend Investigating Sharing, commenting on
Event social
ents
V Downloading more stuff

Visited our : Engaging/ Became a Referred a
. Took action : :
website Sales client client

Found us!

Clear message

_ _ dded to automation
Client reviews . .
e know who you are
Case studies y

Kk hat
Knowledge base S KIIOW DIEERases

ou visited Endorsing
CTA e know what you are Retention
TRACKING nterested at Tracking engaging Case Study
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“‘We've implemented a new, world-class website, sophisticated marketing
nurture campaigns, a nationally geo-based SEQO presence, a robust social
media campaign, and an amazing SEO optimized knowledge-base. Our sales,
as a result of marketing, has increased from $0 when we started, to
$3,720,000. That, and we’ve added over 300 new customers.

I highly recommend Lucy and her team. They are experts, operate with
integrity, operate with a sense of urgency, and above all else,
they deliver results!”

Travis Dillard — President of Inflow Communications, INC.
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DON'T SPEND ANOTHER MARKETING
DOLLAR WITHOUT A PLAN

Plainl anguageMatters.com

Y ) i arketing rartner .
&) conitedrarmer H Partner semrusy - Analytics

Reach Local Partner Reach Local Partner
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SUSTAINABLE MARKETING ROAD MAP

STRATEGY WEBSITE CONTENT AUTOMATION PROMOTION

D D D D
4 4 4 4 4

Tick Tock Tick Tock Tick
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nomarrea wiene THEIR SEARCH STARTS...
""‘“ SOONER OR LATER THEY GET

INTOUC

— werleao niem TO YOU
=
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