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The Three 
essenTials 
of content 
marketing

as a B2B marketer you need a way to 
stand out from your competitors and 
develop a relationship with potential 
buyers - this is where content marketing 
comes in.  Providing customers with 
relevant and valuable content helps them 
understand your offering, connect them 
to your brand.

This guide will give you insight into what 
content marketing is, what it is not and 
why it should be on your radar.
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content marketing is…
a way to connect and converse with people about your product or service

Traditional marketing is dying. its efficacy is decreasing rapidly: people 
skip ads on TV, barely glance at print advertising and are rapidly becoming 
immune to pushy online offers popping up in their social media feed. 
outbound marketing is still effective in some circumstances, but too often it 
has low response rates and lacks the measurability companies now require 
to gauge the success or failure of their return on investment.

By contrast, content marketing works at a more meaningful, personal and 
conversational level. it is about creating and distributing valuable, relevant 
and timely content to generate sustainable demand. it is any type of 
marketing that involves the creation, publishing and sharing of content in 
order to create awareness, interest and action amongst a target audience.

a way to attract prospective buyers

Be relevant by doing interesting things that people want to share, like and 
comment on. (Jeffrey Rohrs)

Providing buyers with valuable content helps them understand your story, 
educates them about your offering and stimulates them to do business with 
you at some point in their journey. The key challenge here is knowing how 
to get your content in front of the right people at the right time. Content 
marketing can be used to support your customers in different stages of their 
purchase journey. for example,  an infographic explaining how your industry 
solves a particular problem will be suitable for people in the awareness 
phase, while a buyer’s guide is suitable for people who are further down the 
funnel looking to make more informed purchasing decisions.

a way to educate your audience

Teach a man to fish and he will buy his bait and tackle from you.

one of the purposes of marketing content is to educate your audience. 
Writing an eBook, publishing articles about buyer pain points or creating an 
explanatory infographic connects you to your audience through the value of 
the information you provide – and at the same time it shows your brand to be 
a reputable thought leader. The key here is relevancy. What you say needs 
to resound with your audience, and improve their knowledge of the subject 
you want them to identify your business with.2 WhaT is ConTenT MarKeTinG

“content creators successfully convert 
29% more organic traffic into leads  ”1
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Content marketing is not about making 
explicit statements about what your product 
is or does, nor is it advertising statements 
that talk about benefits. studies show 
we are exposed to an average of 3000 
advertisements every day. advertising is 
ubiquitous: at the bus stop, in cinemas, at 
the petrol station, even in your home – and 
buyers are becoming immune. This has 
caused a resurgence in content marketing 
because people want deeper levels of 
engagement. They want to understand the 
authenticity and personality of your brand 
and move beyond purely transactional 
relationships. if your marketing can service 
this desire your business will operate at a 
distinct competitive advantage.

it is not a stimulus response model

a stimulus speeds up the actions, feelings 
or thoughts of the buyer. The traditional 
go-to stimulus response model deploys 
loud volume and bright colours to badger 
the audience into a buying decision. This 
is a method seen regularly in TV and 
radio adverts promoting electronics and 
supermarket goods. 

or a transactional process

Transactional marketing refers to 
marketing focused solely on the 
sale itself. This means advertising 
campaigns or direct marketing whose 
only goal is to make a one-off sale. 
Think about a catalogue sent in the 
mail advertising an end of season 
sale.

or product and price driven

The four Ps (price, promotion, place 
and product) are the bread and butter 
of any marketing graduate. however, 
content marketing is not focused on 
these age old foundations. rather, it is 
focused on attracting consumers and 
maintaining a relationship with them to 
generate interest, and down the track, 
trigger a purchasing response and 
hopefully a sustained demand.

ConTenT
MarKeTinG
is noT a 
CaMPaiGn, 
BUT raTher a 
CoMMiTMenT
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to build relationships, loyalty and brand 
connection

Content marketing is a great way to establish 
a long term relationship between your brand 
and the consumer. flaunt what you know 
and you will engage people, demonstrate 
credibility and take people with you on your 
journey.  

to fill your pipeline with leads

social media is a key part of the modern 
lifestyle and a key component of content 
marketing. Used properly, it can boost the 
number of leads your pipeline receives by 
amplifying the reach of your brand. studies 
show that 67% of companies find customers 
via facebook and 53% find them via Twitter3.

WHY iS it 
gooD to 
USe...

it’S gooD to be 
Different

Costing 61%  less than 
outbound marketing, 
the focus is to create 
content that is unique and 
memorable. The more 
meaningful your content, 
the more traction your 
website receives2.

When entering a new market or connecting with a specific target market

Content marketing legitimises your business story in the market place. research shows that 70% of consumers prefer 
to get to know a company by reading articles rather than ads4. Content marketing provides a means of presenting your 
brand and offering your audience an insight into your know-how and your industry specialisation. additionally, you can 
use content marketing to grab the attention of a specific target market by offering specialist information or solutions to 
problems that arise in that market.
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RESOURCES

find out more about content 
marketing at:

www.aamplify.co.nz

content marketing 
for b2b SaLeS anD 
LeaD generation

like what you have seen 
so far? 
Then www.streetwise.marketing 
is for you. Packed with ideas 
and resources to help you get 
streetwise to content, it will 
teach you how to leverage 
content to generate inbound 
leads and word of worth 
referrals.

http://www.streetwise.marketing

