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SMPS CEUs

Hinge is an SMPS Approved Provider of continuing education units 

(CEUs)!

Steps: 

1. Register to attend our webinars  

2. Attend the webinar 

3. Email: ceu@hingemarketing.com  
Subject Line: SMPS CEUs webinar credit 

4. Receive Certificate of Completion after 

attending webinar 

5. Report your CEUs to SMPS

mailto:ceu@hingemarketing.com


Workshop Instructor

Elizabeth Harr 
Partner, Hinge Marketing 
eharr@hingemarketing.com 

Connect with me on LinkedIn:  
in/eharr 

Connect on Twitter: @ElizHarr

mailto:eharr@hingemarketing.com?subject=


The Visible Expert

A professional who has attained high visibility and 
a reputation for expertise in their industry niche. 



Phase 1.  
The Strategy

Phase 2.  
The Build

Phase 3.  
The Rollout
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What We’ll Cover Today
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What is Content Marketing? 

Developing Your Content 

Content Marketing and Your New Business Pipeline 

Understanding Content Formats 

Using Offers to Transition  

Tips to Make Content Development Easier 

Promoting Your Content
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What is Content Marketing?



Employing educational content that is useful and 
relevant to your target audiences for the 

purposes of developing new business.

What is content marketing?



What Does Content Marketing Accomplish?

• It demonstrates expertise  

• It allows prospects to sample your thinking and approach 

• Search engines love original content 

• It helps qualify and nurture leads and build your brand 

• It’s less expensive than traditional outbound marketing 

• It works around the clock and around the globe 

• Online leads from content drive growth and profitability



86%
Source: B2B Content Marketing: 2015 Benchmarks, Budgets and Trends — North America by Content Marketing Institute

of B2B organizations practiced  
content marketing in 2015.



Content marketing helps generate referrals 
from people you haven’t even worked with.



Where Do Non-Client Referrals Come From?

Comes from your 
reputation, expertise, 
and visibility

Comes from someone 
you’ve met before

Source: Referral Marketing for Professional Services Firms



Developing Your Content



What is Important to  
Your Clients?



What is Important to  
Your Clients?

What Services Are  
Important to Your Firm?

Focus on These Issues





Example: Symco & Co.



• Issue 1: How to obtain working capital for your mid-size company  

• Topic A: 6 Working Capital Requirements Every Mid-Size Company Owner 

Should Know  

• Topic B:  5 Mistakes Banks Make When Helping Mid-Size Firms Obtain 

Working Capital Financing  

• Issue 2: Managing business growth for mid-size companies 

• Topic A:  Why Redefining Business Processes is critical for sustained growth 

• Topic B:  How to Incorporate Profit Improvement into Your Growth Strategy  

•  

Example: Symco & Co.



Content Marketing and  
Your New Business Pipeline



A new business pipeline (or funnel) is a systematic process 
for identifying, nurturing, and closing new business. 

What is a new business pipeline?



Use your content to reach prospects  
at different stages of their buying process.



Stage 1 
Attract Prospects 

Stage 2 
Build Engagement

Stage 3 
Turn Opportunities  
into Clients

People begin 
referring you 
to others

Prospects find 
your content 
online and begin 
to trust your 
expertise

You become 
the obvious 
choice



Use different content formats at  
different stages of your new business pipeline. 



Stage 1 
Attract Prospects 

Stage 2 
Build Engagement

Stage 3 
Turn Opportunities into Clients

Blog Posts 
Articles 
Videos 

Webinars 
Executive Guides  
White Papers 

Educational Emails 
Ebooks 
Research Reports

Credentials Presentations 
Assessments 

Demos 
Consultations

Slideshares 
Speaking Engagements 
Case Studies



Understanding Content Formats





• Attract visitors to your site through SEO 
• Sharing on social media 
• Nurturing existing leads 
• Attracts links 
• Builds visibility of your expertise 

• Open 

• Regularity is important for readers and SEO 
• Should be optimized for keywords 

Blog Posts

Uses

Access

Important 
Considerations





• Builds links for SEO 
• Builds visibility of your expertise 
• Attracts new audience 
• Sharing on social media 
• Draws referral traffic back to your site 

• Open 

• Use niche publications to reach highly targeted audience 
• Use broad publications to build visibility  
• Should be optimized for keywords

Guest Posts & Articles

Uses

Access

Important 
Considerations



Your Business Report Card 
Working from Instinct vs. Working from Insight 
Why There’s No Success in Succession and What To Do About It 
Why Hiring a Consultant is Good Business 
What Makes the Best Consultants Tick 
What is Strategy?



• Builds credibility and trust 
• Speaks to your expertise 
• Tangible evidence of prior success 
• Humanizes your firm and services — prospects can relate 

• Open 

• Use numbers, facts and specifics — not fluff 
• Put in easy-to-read format

Case Studies

Uses

Access

Important 
Considerations



• Builds credibility 
• Humanizes your firm 
• Makes content easy to digest 
• Can be used for blog posts, firm overview, testimonials, etc. 

• Open 

• Make sure it looks and sounds professional 
• Keep videos under 5 minutes 
• Incorporate other footage besides talking heads 
• Optimize for SEO by using keywords in title and tags, add transcript   

Videos

Uses

Access

Important 
Considerations





• Builds credibility 
• Humanizes your firm 
• Allows for face-to-face interaction 
• Builds visibility  
• Demonstrates your expertise 

• Depends on event 

• Understand the audience’s roles and needs 
• Keep presentation engaging with different visuals, examples, research, etc. 
• Offer access to more content and way to follow-up

Speaking Engagements

Uses

Access

Important 
Considerations



• Sharing on social 
• Tends to visual learning types 
• Easy to digest 
• Format to repurpose content 
• Increase visibility of your expertise 

• Open 

• Use visuals to illustrate your points — keep text minimal 
• Keep in mind there is no speaker — have someone unfamiliar with the 

content run through it first 
• Optimize for SEO by using keywords in title and tags, add transcript   

Slideshares

Uses

Access

Important 
Considerations



• Appeals to certain learning styles 
• Allows for interaction with Q&As 
• Demonstrates expertise 

• Requires registration 

• Make sure it looks and sounds professional 
• Encourage interaction 
• Include offer at the end for deeper engagement 
• Include examples, visuals, research, etc.

Webinars

Uses

Access

Important 
Considerations



• Premium content to deepen engagement 
• Help qualify people 
• Exchange for contact information 
• Typically at the issue level 
• Demonstrates greater depth of expertise 
• Used to educate during business development 

• Requires registration 

• Title is key — optimize title and landing page, but not content 
• Appearance matters 
• Focus on simplifying complex issues 
• White papers can be more technically focused 
• Typically under 30 pages 
• Should contain an offer for deeper engagement

Executive Guides & White Papers

Uses

Access

Important 
Considerations





• Primarily for lead nurturing 
• Can personalize offers 
• Expose leads to other services or areas of expertise 
• Can also be used with existing clients 
• Provides continuity of contact/visibility 
• Can push different content formats as they come out 

• Requires registration 

• Consider blog round-ups for content 
• Consider your needs when choosing a CRM 
• A good list can open up partnership opportunities 
• Fine tune frequency of emails — too many vs. not enough  
• Balance offers and educational material

Educational Emails

Uses

Access

Important 
Considerations





• Premium content to deepen engagement 
• Help qualify people 
• Exchange for contact information 
• Typically at the issue level 
• Demonstrates greater depth of expertise 
• Used to educate during business development 

• Requires registration 

• Title is key — optimize title and landing page, but not content 
• Appearance matters 
• Focus on simplifying complex issues 
• Typically 30 pages to book length 
• Often free or free preview 
• Can be positioned as full length book 
• Consider print on demand and distribution through book channels 
• Consider combos of formats 
• Should contain an offer for deeper engagement

Ebooks

Uses

Access

Important 
Considerations





• Premium content to deepen engagement 
• Help qualify people 
• Exchange for contact information 
• Draws more links and shares 
• Can be used in blog posts, articles and other content 
• Solidifies expertise 
• Validates assumptions 

• Requires registration 

• Consider partnering relationships 
• Can be recurring content (annually, quarterly) 
• Appearance matters 
• Emphasize interpretation and analysis - not just reporting

Research Reports

Uses

Access

Important 
Considerations



• Convert engaged prospects into opportunities  
• Allows you to understand their situation 

• Requires registration 

• Beginning of business development process 
• Provide a benefit to the prospect 
• Listen first, then educate

Assessments/Consultations

Uses

Access

Important 
Considerations





Using Offers to Transition



Topic to topic

Types of Offers

• Allows prospects to move  
through the funnel 

• 4 types: 

• Topic to topic 

• Visitor to lead 

• Lead to engage 

• Engage to opportunity

Visitor to lead

Lead to engage

Engage to  
opportunity



Offer Strategy

• Each piece of content should have an offer for the next-highest level of 
engagement 

• Top of the funnel content can have topic-to-topic offers 

• Don’t waste offers 

• One offer, multiple opportunities









Tips to Make  
Content Development Easier



Who Should Write the Content?

• Subject matter expert (SME) 

• Marketing person 

• Professional writer 

• Combination of these



Finding Efficiencies 

• Schedule and prioritize 

• Create a content calendar for planning 

• Repurpose content



Guide

Blog Posts

Webinar

Rethinking Referral Marketing: Understand 
Your Target Audience

Rethinking Referral Marketing: Develop a 
Strategy

Rethinking Referral Marketing: Demonstrate 
Your Expertise

Research Report



Promoting Your Content



How to Promote Your Content

• SEO 

• Social sharing 

• Lead nurturing 

• Marketing partnerships 

• Paid advertising



How?
Register at: http://goo.gl/0hSSfr

Join our next hands-on Visible Expert Workshop: 
The Visible Expert Website

Discover how to make your website a thought leadership platform, 
a lead producer, and a powerful catalyst for growth. 

Wednesday, January 20 at 1:00pm EST

http://goo.gl/0hSSfr


Contact Info

Connect with Hinge  

www.hingemarketing.com/blog 

www.twitter.com/HingeMarketing 

www.facebook.com/HingeMarketing 

www.linkedin.com/companies/Hinge 

www.hingemarketing.com 

703.391.8870 

Elizabeth Harr 
Partner, Hinge Marketing 

eharr@hingemarketing.com 

Connect with me on LinkedIn:  

in/eharr 

Connect on Twitter: @ElizHarr

mailto:eharr@hingemarketing.com?subject=

