
Strategic Plan
I N B O U N D  P L A Y G R O U N D  A R E A



Why Inbound 
Marketing Solutions?

Traditional 
Marketing

Inbound 
Marketing

Build Awereness
Builds Engaged & 
Loyal audience

Inbound marketing is a two-way dialogue. The 
creation and sharing of useful, compelling and 
relevant content to targeted audiences increase 

sustainable attraction, engagement, and retention. 
Inbound marketing strategies costs significantly 
less than traditional marketing over time. 

W I N N I N G  M A R K E T I N G  S T R A T E G Y

Interruption-Based Permission-Based

Two Way 
Communication

One Way 
Communication

Customer Connects 
via Print, TV, Radio, 
Banner ad, etc.

Customer Connects via 
Search Engine, Referrals, 
Social Media, etc.

High Cost 
Spending

Educates & Entertains 
Customers

Converts Customers 
into Quality Leads

Low Cost 
Spending

VS.

Accept Decline



Inbound Strategy
E S S E N S I A L  M A R K E T I N G  V A L U E S

Understand the Core Problem, then 
solve it in a remarkable way.

Company position. 
Brand strategy and 

managment.

Deliver complete 
inbound marketing 
campaign.

 Catalog ideal 
character persona. 

Set attraction matrix.

Review existing plans. 
Revise goals with 

staged KPIs.

Neo-persona narrative 
rewrite and integrated 
reslease schedule.

Complete website, 
landing, and CTA audit 
and review. 

Craft and execute 
micro-target inbound 

campaigns.

Micro-competitor 
audit. Macro-market 
competitive analysis.

Initial 
Discussion

Strategy Creation
and Delivery

Persona
Development

Content
Audit

Define Goals 
and KPIs

Website
Audit

Campaign
Creation

Competitive
Audit
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Inbound Goals and KPIs

Inbound Goals

Inbound KPIs

T H E  S I M P L I F I E D  P R O C E S S

Inbound goals and KPIs setting are an essential part of a marketing campaign success.

- Inbound Sales Revenue 
- Leads Generation
- Website Traffic Statistics
- Click Rate

- Keyword Ranking
- CPC Conversion
- Reach & Engagement
- Conversions Rate

- New Customers
- Monthly Revenue
- Customer Retention

- Business Growth
- Market Share
- Lower CPA

Inbound 
Development Plan

01

Specific

Measurable

Achievable

Reasonable

Timebound

Determine which inbound marketing objectives you 
would like your strategy to achieve. Inbound goal 
examples include:

Key Campaign 
Success

Inbound KPIs allow evaluation of inbound campaign 
data, drive key decisions, and improve inbound 
marketing efforts. Guesswork eliminated. 
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Define Inbound Audience

Create Tactical Plan

AwarenessPersona Consideration Decision

What is your Buyer Persona?
Real data about your existing customer.

Keyword When Searching?
Keywords used when searching.

Audience Questions?
Typical audience questions.

Demographic?
Where they live, work, or socialize.

Psychographic?
Personality, values, interests, and lifestyles.

Behaviour?
Buying tendencies of consumers.

02

03
Proven tactics must drive marketing program success to generate high quality leads.

The more precise your target, the more effective your campaign.

Inbound conversion path:

Search Blog Landing 
Page

CTA Conversion 
Form

Download
Content

Share heart of 
brand benefits 
and solutions to 
audience problems.

Define the ideal 
customer that 
would supercharge 
your business.

Nurture prospects. 
Demonstrate 
relationship and 
commitment.

Secure trust 
leading to 
genuine purchase 
decisions.



Don’t be 
afraid to get 
creative and 
experiment 
with your 
marketing.

Mike Volpe, CMO of HubSpot


