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Content Marketing Strategy
 - The Ultimate Guide -  - The Ultimate Guide - 

Did you know that 89% of B2B marketers publish content, yet
only 37% have documented content marketing strategies?

 Learn how having a documented content marketing strategy
can impact your business.
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"Content marketing gets
3 times more leads than
paid search advertising."

- (Content Marketing Institute, 2018) 
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What is Content Marketing?

Chapter 1

A strategic approach focused on driving
profitable customer actions.
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 What is Content Marketing?
Content Marketing is a strategic marketing approach focused on creating and distributing valuable,
relevant, and consistent content to attract and retain a clearly defined audience — and, ultimately,
to drive profitable customer action.

The internet-savvy consumer of today, who spends a great deal of time online, creates opportunities
for brands to tap into their prospects’ mind by sharing compelling stories and adding value. 
  

                     

 

Contrary to the past, high volume sales pitches are no longer effective when converting prospects
into buyers. 

Today, the standard consumer is less prone to impulsively buy your product. There needs to be
useful content and knowledge distributed to aid their decision making and solve their problems.
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Rather than interrupting prospects with ads, content marketing utilizes content to empower the
prospect with relevant and useful information, helping to establish trust and nurture an initial
relationship.

When content marketing is done right, it can help brands - both large and small - establish a
personal connection to the brand and drive profitable behaviours.

 
Is Content Marketing a Big Deal?
According to data released by research firm Zenith in 2017, people in North America spent a
whopping 612.4 minutes per day consuming different forms of media.

The increasing content consumption has motivated many brands to invest in content creation and
distribution channels.

  

https://contentmarketinginstitute.com/2016/07/content-marketing-best-brands/
https://www.recode.net/2017/5/30/15712660/media-consumption-zenith-mobile-internet-tv
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According to the latest B2B Content Marketing Study, 91% of the organizations said they were super
committed to content marketing because it works for them. 

But, what are the benefits?

 
Benefits of Content Marketing
Content Marketing is a long process, meaning it takes time for a brand to see benefits from creating
valuable content consistently. That being said, there are still benefits:

1. Generates Search Traffic 
When a brand uses a blog as its primary content marketing channel to create insightful content, it
tends to rank well on search engines and drive search traffic.

According to HubSpot , their inbound traffic grew by a staggering 300% in just six months   by creating
high-quality content including product guides, case studies, eBooks & more.

 

https://contentmarketinginstitute.com/wp-content/uploads/2017/09/2018-b2b-research-final.pdf
http://blog.hubspot.com/marketing/how-we-grew-inbound-traffic-by-300-percent-in-6-months


10/19/2018 Atomic Reach | eBook - Content Marketing Strategy: The Ultimate Guide

http://beacon.by/magazine/v4/96247/pdf?type=print 11/38

2. Creates Natural Engagement 
Content Marketing isn’t just about creating content, it's also about marketing that content.

Brands that invest in social media channels such as Facebook, Instagram and Twitter tend to create
natural engagement when the content they share resonates with their audience.

 
3. Boosts Sales 
What truly makes content marketing unique is its ability to generate marketing-qualified leads
organically. By nurturing these marketing-qualified leads with targeted content, brands help move
interested prospects through the funnel.

According to HubSpot , Fractl saw a 2,956% ROI from a single content marketing campaign.

 
4. Builds Brand Reputation and Loyalty  
In the crowded digital marketing space getting heard isn’t always easy. Content gives brands a
unique opportunity to carve out a niche and stand out. 

With consistency in messaging, brands create a unique identity and build a reputation in their
industry.

 

 5. Promotes Domain Authority 

Developing high-quality content around a specific niche gradually builds domain authority.

By sharing content in different formats across multiple channels, brands eventually become the go-
to source for credible information which boosts their domain authority.

 

 Content Fuels Inbound Marketing 
Now that you have a better understanding of what content marketing is, it's time to dive into
Inbound Marketing.

Inbound Marketing is about creating valuable experiences that have a positive impact on people
and your business. 

Learn how content plays a part in inbound marketing in the next chapter.

 
 
 

http://blog.hubspot.com/marketing/content-marketing-bottom-line
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Content Starts With Inbound

Chapter 2

Inbound Marketing is only as effective as the
content you publish.
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What is Inbound Marketing?
Inbound Marketing is about creating valuable experiences that have a positive impact on people
and your business.  By creating relevant and engaging content, visitors reach your website and
engage with your blog posts, infographics, social media content and more.

According to HubSpot , as many as 61% of marketers say improving SEO and growing their organic
presence is their top inbound marketing priority.

 
Inbound Marketing vs. Outbound Marketing
Unlike outbound marketing, with inbound marketing, you are not just throwing your message out
there and hoping it sticks. With inbound marketing, you are creating content that tries to solve the
common problems your ideal customers will encounter.

Only after establishing a relationship with them do you try to sell them your product. This can seem
like a more calculated process but as HubSpot  states, 75% of inbound organizations believe their
marketing strategy is effective. 

There is proof in the pudding. The content you create gives you the chance to establish credibility
among your prospects, meaning your leads will become returning visitors.

 

The Stages of Inbound Marketing  
 There are 3 stages of Inbound Marketing: Attract, Engage, and Delight. It is a process, however in
order to achieve success you must be consistent.

1. Attract  

Inbound Marketing is only effective if you attract people to your site - but not just anyone, the right
people.

According to HubSpot, 61% of marketers say generating leads from their traffic is their biggest
challenge. Potential leads that may convert into customers. So, how do you draw in these potential
customers? With relevant, high-quality content using channels such as blogs and social.

http://www.hubspot.com/marketing-statistics
http://cdn2.hubspot.net/hubfs/53/assets/hubspot.com/research/reports/State%20of%20Inbound%202018%20Global%20Results.pdf?t=1539641843581&__hstc=20629287.85266cd3ef7c40117e41cc5fc51403f8.1520267800523.1539636212357.1539639429692.274&__hssc=20629287.5.1539639429692&__hsfp=3744618423
https://www.hubspot.com/marketing-statistics
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2. Engage 

The next stage of Inbound Marketing  focuses on bringing value to your visitors. Using your CRM and
other conversion tools, target the content and experience your visitors have to their interests. 

A personalized experience can go a long way. In fact, Pardot  states that personalized email
campaigns receive 29% higher email open rates and 41% higher click-through rates than ordinary
emails. 

This is just one example of tailoring the visitors experience to them at scale. 

3. Delight 

The last (but not least) stage of Inbound marketing is all about customer satisfaction. Providing them
with excellent service and continuously adding value beyond the product that you are trying to sell
so that they can't help but be delighted as they become a customer.

This memorable experience will generate a higher Customer Lifetime Value and the customer may
even become an evangelist of your product or brand, recommending it to other businesses or
providing user-generated content. 

 
Start Blogging
Blogs are the cornerstone of any Inbound or Content Marketing Strategy.

We could go on and on about why they are pivotal in generating leads and about why having high-
quality blog content on your website is great for your customers, your sales process and your SEO.

But, here are our top 4 reasons you need a blog on your business website:

1. Blogging see, blogging do 

If everyone's doing it, you should be too right? As HubSpot states, "55% of marketers say blog
content creation is their top inbound marketing priority."

Most marketers are focusing a large portion of their inbound strategy on blogs because they see
success. 

2. Blogs really do generate leads

According to IMPACT, "companies who blog generate 67% more leads than those who don't
blog." These numbers speak for themselves.

3. Blogs are great for attracting new audiences 

Blogging when done correctly, using thoughtful long-tail keywords, audience and competitor
research, allows you to reach a vast new audience, the billions of people that use the internet. You
can get visitors to your site without them feeling you are trying to sell them something. 

http://www.pardot.com/blog/5-incredible-examples-personalized-marketing/
https://www.hubspot.com/marketing-statistics
https://www.impactbnd.com/blog/blogging-statistics-to-boost-your-strategy
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Would you rather click on a link to "Buy consulting services” or to “Learn how to promote your
business”? Probably the latter because it's bringing you value.

4. Blogs allows you to establish authority

Providing your audience with valuable content means they will trust your brand, coming back time
and time again to get information from you. This generates traffic to your site, and high-quality
content will boost your SEO rankings.

An Inbound Marketing strategy will help you analyze what content your customer wants and provide
them with content that adds value rather than just throwing material out there and hoping it sticks.
After all, research  shows 75% of users don’t scroll beyond the first page of search results .    

  

 
 
Inwards and Upwards
A successful inbound marketing strategy is built on the philosophy of adding value. Establishing
your brand as an authority is difficult, but a worthwhile task that can be fruitful if executed
successfully. 

But, how do you determine what a success is? With metrics that actually matter.

http://www.slideshare.net/HubSpot/marketing-charts-graphsdataapril2010slideshare
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Which Metrics Matter?

Chapter 3

As a marketer you have access to many different
metrics, but not all of them are relevant.



10/19/2018 Atomic Reach | eBook - Content Marketing Strategy: The Ultimate Guide

http://beacon.by/magazine/v4/96247/pdf?type=print 19/38

The Content Marketing Metrics That Matter
 As a marketer, you and your team have access to a number of different data points. Some are useful
when indicating how your content is performing, and some are not. 

Content Consumption or Engagement metrics are basic parameters to measure the success of any
content marketing strategy.

These metrics act as the ideal KPIs when the primary objective of your content marketing is to expand
your audience, boost conversions, or another objective.

Below are some examples of metrics that content marketers measure:

 
1.  Website Traffic  

If you’re a website owner or blogger whose content marketing ROI depends on the volume of traffic,
your key consumption metrics might include pageviews, sessions, time on page and bounce rates. 

While there a ton of tools that offer your these data points, the best place to start is Google Analytics. It
not only offers you critical insights into the consumption data, but it also lets you create custom
reports as per your needs.
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2. Sales Lead Quality

Using predictive analytics and other automation tools, marketers are able to identify and quantify the
quality of their sales leads. Based on visitors who convert into leads by engaging with content, it is
important to monitor the quality of the leads

3. Downloadable Assets

Downloadable assets such as case studies, eBooks, and whitepapers are another way to keep track of
content conversion metrics.

There are many tools that let you keep track of the number downloads. However, if you’re using gated
content, simply measure the form completion as your conversion.

 
How to Measure Content Marketing ROI 
 Measuring content marketing ROI accurately is tough. However, the following approach will help you
uncover your content marketing ROI.

 
 Step #1: Calculate Your Total Spending on Content Creation

How much do you pay for content creation? Calculate the total costs of the content created including
the salaries of both in-house content creators as well as freelancers. If you have invested in visual
media such as images, infographics, and videos, add those costs too.
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Step #2: Calculate Your Total Spending on Content Distribution
Typically, the cost of content distribution would include the tools used and time spent in the content
distribution, which may include everything paid promotion to content outreach campaign.

Now, add the cost of content and that of distribution to arrive at an estimated combined cost of your
content.

 

Step #3: Calculate Sales Generated from Your Campaign(s)  

Sales and Revenue are the most obvious metrics to determine your content marketing ROI. 

However, it’s not always easy to draw a direct connection between content and sales. Pulling sales
reports from your CRM and analyzing how content directly or indirectly influenced the purchasing
decisions of your buyers can be an effective indicator of content marketing ROI.

 

Step #4: Calculate Your Content Marketing ROI 

Now that we have calculated everything from content creation to revenue generation, let’s follow
this simple formula from Convince and Convert: 

Content Marketing ROI (%) = (Return — Investment) / Investment x 100%

Assuming the our content creation expenses are $1,500 and the leads generated are worth $4,500, the
content marketing ROI would be (($4,500 — $1,500) / $1,500) x 100% = 200%.

While the calculation above is a simple formula to determine the content marketing ROI, in reality,
many content marketing benefits are realized in the long run.

Therefore, one can’t always factor in the short-term benefits alone.

http://www.convinceandconvert.com/content-marketing/the-formula-to-calculate-content-marketing-roi/
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Content Should Be Strategic

Chapter 4

Publishing content for the sake of it is not
effective, you need to be strategic.
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What is a Content Strategy?
It is best defined as the "creation, publication, and governance of useful, usable content.” 

To break it down further, your content strategy is the foundation that guides your content marketing
program. After all, content marketing generates 3 times more leads than paid search advertising
(Content Marketing Institute, 2017 ).

A documented content strategy ensures that the content you create will be useful in achieving your
objectives, and that your audience will find it useful, engaging and unique.

 
Here's 5 Steps To Get Started:
1. Define a Goal

Do you want more website traffic? More email sign ups? More leads from your website? Your goals
should be specific, measurable, attainable, relevant and time-based (SMART). 

 
 
Once you have defined your goal, each piece of content can be created with that goal in mind and aim
to help you achieve it.

2. Develop a Persona 

Before you start creating your content, you have to think about what type of content you want to
create; to do that you have to understand who you are creating for.

You need to know your audience inside and out; who they are, what they like, what they hate, how they
learn and where they are spending their time online.

http://contentmarketinginstitute.com/2017/10/stats-invest-content-marketing/
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Your buyer persona is the ideal person that you want to reach with your content. This persona is
fictional, but serves as a representation of your ideal audience. Ensure you use all the data you have
available to you.

3. Conduct a Content Audit 

A primary benefit of conducting a content audit is that you will determine what pieces of
content are resonating best with your audience and why. Then, you can filter through previously
published content and see where you need improvement and optimization.  
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While a content audit can be a tedious process when done manually, the results and the impact it has
on your content are more than worth the investment.  

4. Do Keyword Research 

By doing keyword research, you can uncover the volume of searches for a specific keyword or phrase
and discover whether or not it is worth creating content around. 

 

 With that being said, you also need to target keywords that are attainable. 

If you don't have an established domain or have just started blogging, targeting keywords that are
highly competitive means you will probably get very little organic search traffic from that content.

5. What types of content will you produce? 

Many content creators stick to the standard blog posts, but there are so many different types of
content out there that can be effective.

Establish what kind of content has worked best in the past and try to maintain that trend. However, if
your audience is made up of visual learners, use videos or infographics to capture their attention. 

If your goal is to generate leads, create downloadable assets such as eBooks, whitepapers, podcasts or
case studies. 

 

The Topic Cluster Model 

Now, you’ve got your keywords and you know what types of content you want to create. So, it's time to
brainstorm content ideas and structure. An example is the Topic Cluster Model.
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To do this, start by creating a pillar page. A pillar page is a piece of long-form content based on a
selected keyword or phrase. From that piece of content you then link to supporting content on related
subtopics. 

Here is an example:

Keyword for a Pillar Page: Content Marketing

Related subtopics:

Blogging
Content Strategy
Buyer Personas
Content Marketers
Sales Funnel
Top of Funnel Content

 

Plan Twice, Publish Once
The most effective content marketing programs start with a plan and a strategy. Publishing without
planning will not bring you the results you had hoped for. 
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High Quality Content Is Key

Chapter 5

Content that meets an editorial benchmark
generates 32% more conversions. But, how?
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What is Content Scoring?
Shockingly, a whopping 55% of B2B marketers say they are unclear on what content marketing success
or effectiveness looks like. (Content Marketing Institute, 2015)

Without focusing on quality-based performance metrics, seeing a return on your content marketing
efforts is next to impossible. 

 Content Scoring  is, "the process of assessing and quantifying the true potential of content by tracking
how individual content pieces perform in generating and converting leads. " 

As stated previously, we know that content that meets an editorial benchmark generates 32% more
conversions. 

 

The Value of High-Quality Content
Quality and Consistency are two key factors to strive for when creating content.

As more and more brands understand the value of content marketing, it is becoming difficult to
penetrate the market and attract the attention of an audience. Establishing a value proposition and
sticking to it is key to the success of any content marketing strategy. Don't try to do to many things at
once, focus on one thing and do it really well.

As stated by TechiPedia, consistent brands are worth up to 20% more than those that are not
consistent.

The same applies to the content you create - you need to have a unique, but consistent tone of voice
that encompasses your brand.

It’s easy to create blogs, ebooks, emails and other content marketing materials in the digital age.
Anyone can do it, but that doesn't mean that anyone should. As ideas are generated quickly, a lot of
content gets published without thought. Meaning content is often put out that is not consistent with
the brand message and ends up doing more harm than good.

If you’re not consistent, you're missing out on a great chance to connect with your audience and build
a strong relationship with them. You can touch on all of their pain points and develop trust with them.
This is crucial in ensuring they return to your brand over and over again.

 
How To Score Your Content 

1. Establish Which Metrics Matter

What engagement metrics have the greatest impact on your business? Those with fewer points will be
less important than those more.

 

http://blog.hubspot.com/customers/benefits-high-quality-content-consistency-brand
http://www.techipedia.com/2011/consistent-branding/
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2. Measure Performance

Measure how your content is performing, is it meeting or exceeding the goals you set?

3. Evaluate

What is making specific content perform well and others not? 

This is often a daunting task but should be looked at objectively so you can identify trends within your
high-quality content and replicate what performs well in future.

4. Repeat

Rinse and repeat. Content Marketing is an ever-changing world, you should measure and analyzes
results from previous campaigns and apply your new knowledge to future scoring.

 

 High Quality Content Is Everything 
Content Scoring is the key that unlocks content with high conversion rates. After analyzing over
6,966,455 blog posts, we've uncovered that content which meets an editorial benchmark or score
generates 32% more conversions.

The better you know your audience, the better you can influence their experience with your content
and persuade them to buy into your brand.

The only way to judge and predict how your audience is going to behave is by consistently assessing
how your content is performing and making changes to it according to your findings.

This is why content scoring is much more effective than other vanity metrics in helping you get the
best ROI on your content.



10/19/2018 Atomic Reach | eBook - Content Marketing Strategy: The Ultimate Guide

http://beacon.by/magazine/v4/96247/pdf?type=print 30/38

The Tools Yo u Need For
Content Success

Chapter 6

We've compiled a list of tools to help you
streamline your content marketing strategy.
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The Tools For A Successful Content Marketing Strategy: 
Here are 10 tools (in no particular order) content marketers need for success:

1. Ahrefs 
 A toolset for SEO & marketing running on Big Data, they cover backlink checking, competitor analysis,
keyword research and more. 

Ahrefs allows you to search by topic or domain and see what content is performing best across the
web and identify what competitors' content is performing well.

                              

2. HubSpot's Idea Generator 

  Next time you're having a mental block when thinking of content ideas, head over to HubSpot's Idea
Generator .

You add up to 5 different nouns, click the button, and it sends you back some excellent blog topic ideas
that will help get your creative juices flowing.  
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3. CoSchedule's Headline Analyzer 
Your headline is your first and only chance to get users to engage with your content, CoSchedule’s
Headline Analyzer  can help. It scores your headline and gives feedback like increase the # of
uncommon words, increase the # of power words etc.  
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4. Giphy 
GIPHY is an online database that allows you to search for animated gifs. Adding gifs into your social
media or blog post could be a great way to keep your audience's attention as most people prefer visual
content and need text content broken up to be able to consume it all.

  

 
5. Hello Bar 
Hello Bar  is a tool that helps you create enticing messages on your website, aiming to convert visitors.

From exit pop-ups to content upgrades, you can target your message towards specific users who visit
your website which will make the experience feel personalized and will grow your subscriber list.
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6. Easel.ly

This content creation tool can help you produce stunning infographics with its easy to use
interface. They have many templates to choose from which you can tailor to your needs, adding in
charts, text, images and changing colours and fonts to match your brand.

                   

7. Beacon

This tool allows you to easily create a professional lead magnet in less than 10 minutes. Integrating
with your CMS, Beacon  helps you convert blog posts into lead magnets, therefore generating more
leads. 
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8. Rybbon 

Redefining customer appreciation, this digital gift management solution  makes it easy for businesses
to digitally surprise and delight customers with various e-giftcards from Visa, Amazon, Starbucks &
more.

 

 
9. Monday 
This one is not so much a content creation tool, but instead an organizational tool. But, if you can't
keep your projects organized they will never get done. Using Monday  gives you a simple way to get an
overview of all the content you and your team are working on, what deadlines are coming up, who to
contact, etc.
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10. Disqus

The internet's favourite comment plug-in makes it easy for publishers and content marketers to fuel
colourful discussions, efficiently moderate comments, and build engaged communities.

  

 

The More The Merrier
There are many more than just these 10 tools out there that can bring you success. 

What other content marketing tools have you used? 
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talk to a context expert

Get a Free Content Audit

Atomic Reach is a Content Intelligence Platform used by
marketers to generate more leads from their content.  

https://www.atomicreach.com/book-a-demo/

