An introduction
to content
marketing for
tech companies
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WE HELP NEW ZEALAND’'S SMARTEST TECHNOLOGY
FIRMS FIND AND GROW MARKETS FOR THEIR PRODUCTS.

STRATEGIC MARKETING ADVICE LEAD GENERATION BENCHMARKING



Inbound vs Outbound
Marketing




OUTBOUND

(Interruption)

)

Cold Calling

Cold Emails (SPAM)
Interruptive Ads
Marketer - Centric

INBOUND

(Permission)

SEO

Blogging

Attraction
Customer - Centric



Who is your target
market?




Audience &
personas

* Ask questions to categorise
your contacts into personas

* Ask questions to know more
about the contact's situation

* E.g."What is your biggest
marketing challenge?" or
"What is your current travel
budget?”

* Develop ‘negative personas’

ing Dashboard  Contacts ¥  Content

Owner Ollie

- A

Internal Notes

Roles
Goals

Challenges

Demographics
Age
Income

Education
Location

Story

Story

Owner/founder of a NZ technology company




The Buyer’s Journey




The Buyer’s Journey

Awareness Consideration Decision
Stage Stage Stage

Prospect is experiencing Prospect has now clearly Prospect has now decided
and expressing symptoms defined and given a name to on their solution strategy,
of a problem or their problem or opportunity. method, or approach. Is
opportunity. Is doing Is committed to researching and compiling a long list of all
educational research to understanding all of the available vendors and

more clearly understand, available approaches and/or products in their given
frame, and give name to methods to solving the defined solution strategy. Is

their problem. problem or opportunity. researching to whittle the

long list down to a short list
and ultimately make a final
purchase decision.



Learners ToFu: Top of the Funnel
(Awareness Stage)
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MoFu: Middle of the Shoppers
Funnel

(Consideration Stage)
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(De?igoynegti ) BoFu: Bottom of the
: Funnel
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Create compelling,
useful content




Awareness Consideration Decision

Stage Stage Stage

Free Whitepaper ﬁ
Free Guides & Tip-Sheets
Free eBooks
Free Checklists
Free Videos
Free Kits (combo of v
above)




Anchor content

* |s high quality/premium and
valuable to your target
audience

* Aligns with your business and
the products/services you offer

* Targeted to the RIGHT buyer
persona at the RIGHT time

BUZZWORD
OR
BENEFIT?

What New Zealand IT
leaders think about the
risks and opportunities of
digital in their business.

QUALIT
DIGITAL READINESS STUDY 2016

qual (1§




| Pivot

Talent Management Selutions

WHITEPAPER

AGILE PERFORMANCE
MANAGEMENT

- TEACHING
ELEPHANTS TO
DANCE?
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www.pivotsoftware.com .:. CO N C ENTRATE




A CONCENTRATE EBOOK

HUNTING LIKE A PACK

How online lead generation can transform the
efficiency of you selling your tech product

= CONCENTRATE .
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() Pivot

Free ROI Tool

Building a business case and calculating ROI for remuneration review software.

et free access to the eBook:

First Name Last Mame

Email*

You know automating Job title
remuneration review
processes would deliver value,

but how do you prove it?
Our white paper and Excel-based
calculator will help you build a
watertight case for investment.

- Please Select -
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SPECTRUM » METSERVICE
CASE STUDY

Meteorological Data Backup, Strategy review and Scalable, low

Service of Resilience and implementation of cost, on-demand

New Zealand Busliness Continuity DRaas & laaS. data backup and

(MetService). Planning. recovery. Resilient
business processes,
ready for any natural
event.

Spectrum has the ability and the confidence to challenge

19 preconceived ideas vou may have. They challenged ours and we L)
went with their recommendations. which worked out beautifully.
Mark Huttley, CIO, MetService

THE WORLD’'S COOLEST WEATHER COMPANY

Meteorological Service of New Zealand {MetService), and Its International commercial subsidiary Metraweather, are
acknowledged as Innovators In the provision of weather Information services: As a world-class provider of weather
information, forecasts and Intelligence, MetService is committed to providing its services at all hours of the day,
around the globe.

“An unrelenting approach to accuracy, quality and consistency underpins everything we do - lives and businesses
depend on it is how MetService describes Its mission. Milllons of peopie In New Zealand and around the globe
depend on accurate weather reports from MetService.

Comprehensive, timely and accurate weather intelligence from the organisation also powers a number of local and
International businesses in sectors like aviation, energy. farming and media. MetService’s customers use this weather
Intelligence to keep roads safe, planes In the air and hydro power stations pumping.

MAY 2016 WWW.SCNZ 1
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Attract more leads




Utilise lead
capture forms

* Know who is viewing your
content

* Begin a conversation with
them

* Reinforce the value of the
content you are giving them

RIGHT FROM

THE START

AuCom

MOTOR CONTROL SPECIALISTS

Industry 4.0: The implications for industrial motor control

Read about the implications of industry 4.0 for soft start and industrial motor control in this FREE white paper.

Ll B 1] SR

Download the white paper

First Name Lzst Name
Company Name

Select company typs

Share this offer

Industry is back

t's our time. The world of IT and computing has had sll the business press in recent years, but

industrial appli ns, from manufacturing to pumping. from mining to oil & gas, are starting to

re-emerge as the exciting areas as technologies converge and new opportunities appear

This new era for industrial systems has been called "Industry 4.07. What does this actually mean

and what are the implications for industrial motor control?




Your Website =
Lead gen engine

* Call-to-action (CTA) buttons in
relevant places on your
website

* Homepage promotional
banners

e Catch the people who are
already interested in your
company and what you do

successful outcom

your |IT project

' R 1 h lif ki
We re ready_ eady to meet your challenge with a qualified, capable team accustomed to working on

large and complex projects. Ready to listen to your needs and design a solution to fit
when it's needed.

What we do

We focus on ensunng your Meet the team and discover Get in fouch with us to chat
IT project gets results iife at Qual IT about your project

Who we are

Got Performance Anxiety?

o Download our whitepaper to learn the importance of performance testing

Y-




Leverage social
networks

e Reach untouched audience
groups

* A completely free way to
promote your content

* High quality leads from a
captive audience

Home Profile My Network Leaming

My Groups Discover

g@ Canterbury Development C

Unlisted + 648 members

3 Start a conversation with your group

Enter a conversation title

Conversations Jobs

Greg Riach
General Manager - South Island

Qual IT @QuallT_NZ - Sep 24
wat How can you ensure business analysis contributes to |.T. project
success? #ltsuccess hubs ly/H04s7w50

quat (1§

ABUUI THI> GRUUF

Canterbury Development Corporation is working
strategically to accelerate growth and transform the
economy in Christchurch, New Zealand.

MEMBERS 648 members

s 5003 ¢

How can Christchurch companies ensure business

analysis contributes to IT project success?

Itis the crucial gap between “working as intended”, and delivering something that makes a difference
to 2 business, that Business Analysts (BAs) traditionally strive to narrow. Download the white paper to

learn more about the role of BAs in modern businesses
http://hubs.ly/H04s7TDO

Creating more BA superheroes
a“al Wha ealand IT leaders think about the risks and opportunities
ofd lin their business.

James Ormsby 2d
National Business Development Manager - Qual IT Solutions

How can you ensure business analysis contributes to | T project success? Download our
latest white paper to understand the role and benefits of Business Analysts within modem
businesses.

- Creating more BA superheroes
ual l' hubs.ly < What Mew Zealand IT leaders think about the
risks and opportunities of digital in their business.

Like - Comment * Share - @7




ing Dashboard  Contacts

Engage with

Owner Ollie & Addpersona (] Printpersona. 7 Editpersona @ Dek
X % Owner/founder of a NZ technology company
. Internal Notes
* Leverage the databases you
have already built

Demographics

Age
Income

* Make the emails personal for St
ory
better engagement e

* Access partner organisations
and networks. eg Project
Management Institute for IT
Testing, NZICA for accounting
software vendor




Measuring and
proving success with
content marketing




Tracking traffic

* How many people are visiting
your website each month

 Where are they coming from
eg. social media, Google
searches, direct visits etc.

 Where is the world your
audience is based

 What pages are they visiting
the most

Overview

Sessions ¥ VS Select a metric

Hourly = Day Week Month

@ Sessions
200
100
Jul 15 Jul 29 Aug 12 Aug 26 Sep9
M New Visitor B Retumning Visitor
Sessions Users Pageviews Pages / Session Avg. Session Duration
4,993 3,996 8,593 1.72 00:01:37
st A AN ARSI AN e - L oA A I
Bounce Rate % New Sessions Source Visits o Contacts
75.87% 78.67%
Orc ic Searc
o Organic Search 4678 0.9% 41
Acqguisition
Default Channel Grouping
Sessions v Reteral 594 1.2% 7
Soc vedi:
4,993 socalteda 1.339 1.3% 7
% of Total: 100.00%
4 993)
Email Marketing 1 205 129 5
1. Direct 1,642 (32.89%)
. i Paid Search .
2. Organic Search 1,565 (31.34%) 166 0.6%
3. Referral 999 (20.01%) pirect Trafic
' Direct Traffic 3,461 2.2% 76
4. Social 499 (9.99%)7 A5 29
5 Email Marketing Dashboard ~
This year Show entire year Compared to last year = Set as default + Add
6. (Other)

L1 Marketing Performance

11,534

v 12.34%

345

v 66.17%

Include offline sources

30

4 T7.15%

Show goal line @&




Converted leads

* Who has engaged with your
content

* How many people have
downloaded it vs. the quality
of those that have - are they
good leads?

* Opportunity to re-engage to
push further down the sales
funnel

o;e. CONCENTRATE

THE 2015 MARKET
' MEASURES REPORT

E WY

Bringing Knives to a Gunfight?

Download report

Improving the sales efficiency of New Zealand Technology First Name Last Name
companies.
New Zealand's technology landscape is a remarkable picture of innovation and entrepreneurial Email*

courage, producing world leading technology solutions across a range of industries and
applications. To maximise this we need to arm ourselves more effectively in the digital battle

for leads, where we lag best practice City*

The latest edition of the annual national study that benchmarks the
sales and marketing activity of New Zealand's technology
“l 24 < companies and contains important insights about our passive - Please Select - v

Market Measures 2015 Report

Job Title*

downloaders a
1':.'5:.:‘5 507 contacts
o MName Email Lifecycle Stage Company Name
s N 2C.... Lead
B contact has filled out MMeasures Report -
download 2015. ar... Lead
and...
240.. Lead
or...
jm... Lead
1ail.... Lead

m Marketing Qualified L... ¢

Recent Com

Market Me

Market Me

Market Me

Market Me

Market Me

Market Me



Conversion
ratios

* What percentage of your
visitors are converting?

* What adjustments can you
make to increase the ratios?

* High ratios show that your
audience is right, your message
is right, and your content is
seen as valuable

Source Visits

rganic =earcn

25,363

3,260

Email Marketing _
= = 1.562

Paid Search 14 361

2. 0%

Contacts
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Achan Bedi Claire Ellena
achan@-concentrate.co.nz claire@concentrate.co.nz
linkedin.com/in/achanbedi linkedin.com/in/claire-ellena
www.concentrate.co.nz www.concentrate.co.nz
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