
INBOUND MARKETING

Introduction 

The inbound methodology is the method of growing your organization by
building meaningful, lasting relationships with consumers, prospects, and
customers. It’s about valuing and empowering these people to reach their
goals at any stage in their journey with you.

Why? Because when your customers succeed, you succeed
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What is inbound marketing? 

Inbound marketing, in simple terms, is the process of helping potential
customers find your company. This frequently happens before the
customer is even ready to make a purchase, but making contact early can
turn into brand preference and, ultimately, leads and revenue. Inbound
marketing is a strategy that utilizes many forms of pull
marketing—content marketing, blogs, events, search engine optimization
(SEO), social media, and more—to create brand awareness and attract new
business. Whereas outbound marketing seeks out customers, inbound
marketing focuses on visibility, so potential buyers come to you. Instead
of “renting attention,” companies employing inbound marketing focus on
new methods geared toward building awareness, developing
relationships, and generating leads.

These methods make you attractive to customers because they don’t
make people feel like they’re being sold to. The content provided by
inbound marketing is educational, entertaining, and welcomed by
consumers. When done correctly, inbound marketing can return
dramatically better results than traditional marketing that disrupts
prospects rather than giving them an open invitation to engage. When
consumers find your company this way, it has a stronger influence on their
future marketing decisions and their feelings toward your business in
general. The best part? Inbound marketing consists of entirely organic
leads, so it relies on brains rather than budget.

Inbound marketing has the powerful ability to put customers in the
driver’s seat, connecting you with people who are genuinely interested in
what you have to say. Aside from lead conversions and customer
retention, inbound marketing can do wonders for social media shares,
brand awareness, and search engine optimization efforts. A robust
inbound marketing program allows customers to engage with your brand
at any time. This allows you to generate qualified leads for much less
money than traditional marketing. As the creation of data continues to
increase—according to IBM, we create 2.6 quintillion bytes of data per
day—information abundance and attention scarcity will only continue to
climb. The empowered buyer has all the information they need to make a
buying decision at their fingertips any time, any place. Detail specs,
pricing, and product/service reviews are right in their pocket, not to
mention social media’s impact on information sharing. In order to be
successful in this evolving landscape, visibility through inbound marketing



is key.

"Inbound marketing is so powerful because you have the power to give
the searcher/consumer exactly what answers they are looking for at the
precise point that they need it. That builds trust, reputation, and
authority in whatever niche you are practicing this form of marketing in.”

– Joshua Gill, Inbound and SEO Marketing Consultant, Inbound Authority

Common problems that inbound marketing can solve

When it comes to implementing a long-term strategy, inbound marketing is
an investment that will help you increase brand awareness, preference, and
ultimately, revenue.

Problem: I need to increase my brand awareness. Up to 93% of buying cycles
start with an online search. If your company appears at the top of search
results, or is active on a searcher’s social network, you can organically
increase your brand awareness. To do that, you must make sure you have the
right content and messaging in place to show up in these key inbound
channels.

Problem: I want to improve my brand preference. By educating, entertaining,
and interacting with potential customers before they are thinking about
making a purchase, you build trust and increase the likelihood that they will
choose you when they are ready to buy. Never underestimate the impact of
becoming a familiar face.

Problem: I need to generate more leads but have less to invest. Inbound
marketing is a long-term investment that builds on itself over time. Your
results will multiply many times over as you become more adept at creating
and curating content that naturally attracts organic leads.

Problem: I’m not sure I have the staff or budget to do inbound marketing.
Like many things, the more you put into inbound efforts, the more you’ll get
out of it.  But, if you have a good strategy in place that outlines key themes,
content, and distribution, you can make sure to avoid wasted efforts.

ROI of a successful inbound marketing program

Inbound marketing is unique in that it generally has less of an up-front
cost than other marketing efforts, and it can have a seriously impressive
ROI when used correctly.
Inbound marketing brings leads to you. Inbound marketing generates



three times more leads per dollar than traditional methods (Content
Marketing Institute).
Inbound marketing is easy on your budget. Businesses that mainly rely
on inbound marketing save more than $14 for every newly acquired
customer (Hubspot).
Inbound marketing has a proven ROI. Forty-four percent of brands that
use marketing automation software see ROI within six months, while 75%
see ROI after one year (Groove Digital Marketing). 

 

© 2021 Digitsmark. All Rights Reserved.

      

https://www.instagram.com/digitsmark/
https://twitter.com/digitsmark1
https://www.linkedin.com/in/digitsmark/
https://joudtech.sa/
https://joudtech.sa/
https://www.facebook.com/digitsmarksa
https://joudtech.sa/

