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Content in a crisis
Delivering content when your customers need it most







1. Remain laser focused on your customers
2. Offer unique value, with no expectation of return
3. Be prepared to adapt your content, fast



What is inbound?
Inbound vs outbound



Inbound marketing is a business methodology that attracts 
customers by creating valuable content and experiences tailored 
to them. While outbound marketing interrupts your audience with 

content they don’t want, inbound marketing forms connections 
they’re looking for and solves problems they already have.



The Flywheel Model
A different philosophy for your marketing





Creating buyer personas
Who is your business targeting?



Buyer personas are fictional, generalised representations of your ideal 
customers. They help you understand your customers (and prospective 

customers) better, and make it easier for you to tailor content to the 
specific needs, behaviors, and concerns of different groups.



Persona Name (e.g. Accountant Anne)

• Roles
• Goals
• Challenges
• Age
• Income
• Education
• Location
• Story



Developing the 
buyer’s journey

What interactions do your customers make before the purchase



The buyer's journey is the process buyers go through to become 
aware of, consider and evaluate, and decide to purchase a new 

product or service.



Prospect is experiencing and 
expressing symptoms of a 

problem or opportunity.

Prospect has now clearly 
defined and given a name to 
their problem or opportunity.

Prospect has now decided on 
their solution strategy, method 

or approach.



Building a 
content strategy
The foundation of your inbound marketing



Content Marketing is a strategic marketing and business process 
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.



Content Audit

1. Content title
2. Buyer’s journey stage
3. Type of content
4. Which buyer persona is it targeting



• How to choose the perfect 
wine for every meal

• 7 tips for a bigger tax 
return this year

• The biggest mistakes 
business owners make 
when it comes to their 
website.

• How we turned this 
business into 6 figures with 
Xero.

• How to prepare for a new 
website build.

• Frequently asked 
questions about wedding 
photo shoots

• Free consultation offer
• Live demonstration
• A free trial
• Some kind of offer to 

purchase



Creating a blog post
What makes a good blog?



Blogging Best Practices

1. Pick a topic and title
2. Format the post
3. Promote offers on your blog to increase lead generation
4. Optimise the post



Brainstorm a List of Topics

1. What are the most frequently asked questions you hear? 
2. What do our buyer personas need help with? 
3. What do you wish people knew about our industry? 
4. What are industry bloggers, social media, and your competitors 

talking about?



Post Formatting

1. Write a captivating introduction.
2. The body of your blog post is where your readers will derive 

the most value. 
3. Mention your keyword at a normal cadence.
4. Use white space, sub-headers, bullet points and bolding.





Use your blog to strategically promote your 
current offers

You can add offers to:
1. The end of your post
2. After the first few paragraphs of your post
3. In a pop-up



Optimise your post for search engines

1. Title
2. Headings
3. Body
4. URL
5. Alt-text / image file name
6. Meta description



Topic Clusters & 
Pillar Posts

Why the search engine optimisation game has changed



Human search behaviours have changed, and so have the 
technologies used to interpret and serve up search results. 

Optimising blog content to rank for long-tail keywords is no longer 
the best way to rank in search engine results







Social Media Promotion
Amplify and extend your content production



“Don’t throw good money 
after bad content”



On average, the best times to post on Instagram 
across industries are 1 p.m, and 5 p.m., during lunch 

and the end of the typical work day, respectively.



On average, the best time to post on Facebook across 
industries is 9 a.m., when people are just starting work 

and going online for the first time.



Conversion Strategy
Reaching your goals



A conversion is defined as a moment when a 
website visitor takes a desired action.





Understanding Lead 
Nurturing

Why is it so important?



The purpose of a lead nurturing strategy is to help your 
company create meaningful relationships with people at 

any point in their journey with you.





A Customer Marketing 
Approach

Putting your customer in the centre



Buyers used to decide primarily on what the company had 
to say, but now they primarily decide based on what the 

company’s customers have to say



Tools Available For Free

• Contact & company database
• Pipeline management
• Prospect tracking
• Meeting scheduling
• Live chat
• Email marketing
• Ad management
• List segmentation
• Chat bots
• Reporting



www.pixeld.com.au/chamber


