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Ways

to Strengthen

your

firm

create evergreen content
Longer content about issues that will remain relevant for years helps your
content stay higher in search rankings.
(Source: http://searchengineland.com/seo-user-science-behind-long-form-content-230721)
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Optimize your Website for Voice Search Visibility
Globally there are more than 2 million devices equipped with Google Assistant,
Siri, Cortana and Alexa. Traditional search is still king, but voice search is growing.

58%
of consumers

have used voice
search within the
last year

46%
of voice search

users look for a
local business
daily

27%
visit the website
of a local
business after
conducting a
voice search

76%
of smart home

speaker users
conduct local
searches at least
once a week

53%
of smart home
speaker users
perform local
searches daily

Source: BrightLocal Study
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Create a Memorable Brand
“A useful framework for understanding the duality of human decision
making comes from Jonathan Haidt’s metaphor of the elephant and its rider.
The rider is the conscious, rational mind while the elephant represents the
unconscious, emotional mind that cannot be controlled by the rider’s sheer
force. In the world of B2B buying, the rider is the buyer trying to make a
rational decision but often inﬂuenced by gut feelings and emotions (the
elephant)—whether consciously or not.”
(Source: “From Promotion to Emotion” white paper from the CEB Marketing Leadership Council.)

Impact of B2B Brand Connections
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Source: CEB/Motista Survey
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Explore account
based marketing

Use automation
and segmentation

More and more B2B organizations are using
marketing automation tools. According to a
recent study, 78% are using marketing
automation, primarily to improve lead
nurturing and lead generation.

Response rates from
ABM accounts:

47%

Online activity from
ABM accounts:

39%

Number of new
contacts in ABM
accounts:

36%

Internal stakeholder
feedback:

36%

78%

Participation in all
marketing activities:

25%

$

(source: https://blog.kissmetrics.com/account-based-marketing-no-brainer/) *Account-based marketing targets speciﬁc
companies as potential clients rather than an entire niche industry.
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(Source: http://www.marketingprofs.com/charts/2016/31276/
how-b2b-companies-are-using-marketing-automation)

Focus on the client experience
Emails that respond directly to a person’s needs
are the most likely to be opened and shared. The
same holds true for content on your website and
social networks. Make sure your clients and
prospects can ﬁnd what they need when they
need it.
(Source: https://www.marketingsherpa.com/article/chart/viral-email-tactics)
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