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 Media Companies: Leverage Inbound 

 Engage Audience and Increase Advertiser Revenue 
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I HAVE A CONFESSION. 
 

I used to sell through cold 

calls. 



2. What is INBOUND? 



MANY MARKETERS AND COMPANIES CREATE 

SUCKY EXPERIENCES. 



BUYERS ARE SICK OF MARKETING INTERRUPTIONS 

86%  
skip TV ads 

91%  
unsubscribe 

200m 
Say DO NOT CALL 

44%  
of direct mail is never 

opened 



Your consumer has changed, 

They are in 
control. 



Inbound Marketing =  
Persona driven Content + Context 



1 
BUYER 

PERSONAS 

Understand 

Your Audience 



MARKETING MARY 
• Professional marketer (VP, Director, Manager) 

• Mid-sized company (25-200 employees) 

• Small marketing team (1-5 people) 

 

Goals: 

• Support sales with collateral and leads 

• Manage company communications 

• Build awareness 

 

Challenges: 

• Too much to do 

• Not sure how to get there 

• Marketing tool and channel mess 

Loves HubSpot because: 

• Easy to use tools that make her life easier 

• Learn inbound marketing best practices 

• Easier reporting to sales and CEO 



Talk to your prospects, 

customers, and sales team 

The biggest 

problem our 

prospects have 

is… 

 



 Listen on 

Social Media 



 Use Lead 

Intelligence 



Cool! 

Good to 
know! Yes! 

Awesome! 

 

Form fields 



Create content that 
adds value,  
answers questions, 
solves a pain point, or 
just entertains.   



But I don’t have to     
 explain that to you. 
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2. 
Challenges Facing Media 

Companies 



Challenges? 

1  Lack of Warm Leads for Sales 

2   No Differentiation from Other Media Companies 

3    Fragmentation of Consumption  

4    Traditional Dollars = Digital Dimes 

 

 



Solutions! 

1 Help sales people: create content, generate leads 

2 Deliver more than clicks and impressions, generate leads  

3 Understand audience demographics, interests and behavior 

4 Serve audience with smart content, engage, turn into loyalists 

5 Replace lost revenue streams by offering marketing services  

 

 



3. 
Inbound Strategy  

           for Media Partners 



I talked to one of our                 
   Media Partners. 
 

He improved his CPL by 50% 

in          6 

months.  



“With an inbound strategy in place our trade publishing company 

has become recognized as a reliable source for the highest 

quality leads in our target markets.  

 

 We have been able to increase our CPLs by 50% in 6 months and 

can now engage our customers in longer term contracts, all which 

drives more profitability and predictability for our business.” 

Seth Nichols - CEO of Longitude Media 

  



How did he do this? 

He improved his CPL by 50% 

in          6 

months.  



Inbound Strategy for Publishers 

1 Be the best marketing partner 

2 Fair Trade with your audience 

3 Automate sales of leads to your advertising customers 

4 Use Marketing Metrics to prove the value of your leads 

 



Be the best marketing partner! 

 

Have a director of content who:  

– Manages the development of content  

– Maps the marketing content to the buyer’s journey.  

– Maintains a content calendar 

– Identifies content for re-packaging, and delivery across multiple channels 

Train “Ad Sales” teams to understand the value of content 

Have your marketing and sales team own your audience database. Tie this to 

revenue 

 



Fair trade with your audience 

 
Think less about traditional demographics and more about  

– the buyer’s journey  

– advertiser sales funnel trigger information. 

Consider the value of your content assets to guide what information you ask 

your audience at what time. 

Use progressive forms to collect more data over time 

Once you gather this information from readers, you have successfully created 

leads.  

 



Automate sales of leads to your customers 

 
Automate the visibility and promotion of relevant content  

Set up alerts for purchase intent using triggers like: 

– Pages viewed 

– Content downloaded 

– Video’s viewed 

Generate reports to track where your audience is in your sales funnel 



Marketing Metrics to prove value of your leads 

 

 Audience that shows purchase intent has a higher value 

Use this part of your audience as your primary target for promotional events 

– Increase their performance 

– Justify your higher cost per lead 



QUESTIONS? 



THANK YOU 
#HubSpotICMA 


