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B2b Content Marketing Institute
"Brandscaping uncovers how unconventional content partnerships
lead to unparalleled marketing success. You'll learn how to
bring together like-minded brands and undiscovered talent to
create content that increases demand and drives sales.
Brandscaping is a big, infectious idea designed to be embraced
by C-suite executives and implemented by savvy marketing
professionals." --Back cover.
Killing your current marketing structure may be the only way to
save it! Two of the world’s top marketing experts reveal the
next level of breakthrough success—transforming your marketing
strategy into a standalone profit center. What if everything we
currently know about marketing is what is holding us back? Over
the last two decades, we’ve watched the entire world change the
way it buys and stays loyal to brands. But, marketing
departments are still operating in the same, campaign-centric,
product-led operation that they have been following for 75
years. The most innovative companies around the world have
achieved remarkable marketing results by fundamentally changing
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their approach. By creating value for customers through the use
of owned media and the savvy use of content, these businesses
have dramatically increased customer loyalty and revenue. Some
of them have even taken it to the next step and developed a
marketing function that actually pays for itself. Killing
Marketing explores how these companies are ending the marketing
as we know it—in favor of this new, exciting model. Killing
Marketing provides the insight, approaches, and examples you
need to understand these disruptive forces in ways that turn
your marketing from cost center to revenue creator. This book
builds the case for, literally, transforming the purpose of
marketing within your organization. Joe Pulizzi and Robert Rose
of the Content Marketing Institute show how leading companies
are able sell the very content that propels their marketing
strategy. You’ll learn how to: * Transform all or part of your
marketing operation into a media company * Integrate this new
operation into traditional marketing efforts * Develop best
practices for attracting and retaining audiences * Build a
strategy for competing against traditional media companies *
Create a paid/earned media strategy fueled by an owned media
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strategy Red Bull, Johnson & Johnson, Disney and Arrow
Electronics have succeeded in what ten years ago would have been
deemed impossible. They continue to market their products as
they always have, and, through their content-driven and audiencebuilding initiatives, they drive value outside the day-to-day
products they sell—and monetize it directly. Killing Marketing
rewrites the rules of marketing—enabling you to make the kind of
transition that turns average companies into industry legends.
This book addresses challenges and opportunities in research and
management related to new advertising and consumer practices in
a converging media society. It specifically relates to the
increasing power of consumers in the (digital) marketing process
and discusses the challenges this may bring to advertisers.
Advances in Advertising Research are published by the European
Advertising Academy (EAA). This volume is a selective collection
of research presented at the 16th International Conference in
Advertising (ICORIA) which was held in Ghent (Belgium) in June
2017. The conference gathered more than 160 participants from
over 30 countries all over the world.
After more than twenty years of living and working with
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entrepreneurs on four continents, Professor Steve Phelan hasn't
seen it all, but he has seen a lot! In Startup Stories, he
distills his wisdom on how to become a successful entrepreneur
into sixteen chapters, supported by the stories of everyday
entrepreneurs he has met over the years.Most books on
entrepreneurship try to teach you how to become an extraordinary
entrepreneur, the next Steve Jobs or Elon Musk. The problem is
there are only 2,000 billionaires on the planet, so the odds are
slim that you will be joining their ranks. Instead, this book
shows you how to make the most of being an everyday
entrepreneur. Everyday entrepreneurs don't make the headlines,
but almost half of the population will be quietly involved in an
entrepreneurial activity at some stage in their lives. This book
is for you. The book begins by framing entrepreneurship as a
series of progressively challenging levels. Personal
entrepreneurs use their entrepreneurial spirit to achieve their
goals while working for others. Nascent entrepreneurs are in the
process of birthing a business. Lifestyle entrepreneurs enjoy
the autonomy of working for themselves but like to keep things
small. Employer entrepreneurs, on the other hand, rely on hiring
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family members and other employees to boost revenues and
results. Growth entrepreneurs would like to grow their business
in a major concern, while super entrepreneurs are already
operating in the billion-dollar range. Dr. Phelan examines the
advantages, challenges, and opportunities of operating at each
level. The result is a very human, very readable book that
combines true stories with sound principles that are guaranteed
to inspire and inform regardless of where you choose to start
your entrepreneurial journey.
Digital Marketing Excellence
Advances in Advertising Research IX
Calculate the ROI of Content Marketing and Never Waste Money
Again
The Definitive Guide to Content Marketing Strategy
They Ask, You Answer
A Strategist's Guide to Digital Change
Killing Marketing: How Innovative Businesses Are Turning
Marketing Cost Into Profit

Scott analyses how the internet has revolutionised
communications and promotions. Told with many compelling
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case studies and real-world examples, this is a practical
guide to the new reality of PR and marketing.
Digital Relevance teaches readers the knowledge,
strategies, and skills need to create content, instantly
engage customers, and compel them to action by sharing
ideas so seamlessly matched to each audience's context that
they can't help but take next steps toward purchase.
Raising brand awareness, building trust, establishing
credibility, and ultimately driving revenue, that's what
the top of the funnel is all about. It can be a marketer's
"Paradise City", but without focus, it can quickly become
overwhelming. The one-two punch of social media and content
marketing is a vital part of any successfully integrated
marketing approach. If you are not pairing these two
powerhouses together then you are simply missing
opportunities to grow your business. The tactics and
strategies in this book have come together through a
tremendous amount of research, trial and error, expert
input, and real world applications. From startups to
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enterprise-what's included here works across the board and
can very quickly make an impact. Just like your favorite
double album, this book is separated into four sides, each
one addressing a different aspect of Content and Social: *
Content - Why marketers need to change their mentality from
creating more content, to more relevant content and three
practical ways to create content that delivers a facemelting return on investment. * Social - Using social to
build awareness, trust and drive high quality leads. * All
Together Now - What the future holds for content and social
and what it means for marketers. * The Credits - The
essential resources you need to stay on top of trends in
content and social media. No frills, no fluff, just useful,
practical tactics, strategies and lessons from one modern
marketer to another, with a touch or rock n roll flare.
Carlos Hidalgo provides a clear roadmap and framework on
how B2B organizations can implement change management and
transform their Demand Generation. Case studies and
excerpts from B2B marketing practitioners and ANNUITAS
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clients who have transformed their organizations and how
they accomplished this change are incorporated throughout
the book.
The Complete Guide to Creating Customers with Word of Mouth
How to Gain Insight into your Customer's Expectations,
Align your Marketing Strategies, and Win More Business
The New Rules of Marketing and PR
A Practical Guide to Social Media Marketing and Customer
Engagement
Building a StoryBrand
Planning, Optimizing and Integrating Online Marketing
Epic Content Marketing: How to Tell a Different Story,
Break through the Clutter, and Win More Customers by
Marketing Less
Content, in all its forms, is the single most critical element of any marketing campaign.
Finding a successful equilibrium between content marketing and content strategy is
difficult, but essential. Content - The Atomic Particle of Marketing goes beyond
superficial descriptions of how to produce engaging social media content to offer the
results of many years of deep quantitative research, and hours of interviews with senior
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marketers at some of the world's leading brands. Written by a recognised industry
thought-leader, Content - The Atomic Particle of Marketing explores how content
functions in the broader framework of all marketing, as well as organizational
concerns and IT decision making. It demonstrates the value content brings not only to
"owned" media initiatives, such as a company website or blog, but also the essential role
content plays in all other marketing initiatives, from social media to advertising to
offline channels. It will enable readers to make the organizational, staffing, tools and
process decisions necessary to get content up and running across divisions and
organizational silos. Deeply researched and insightful, Content - The Atomic Particle of
Marketing is, quite simply, the definitive research-based guide to content marketing.
The NEW Rulebook for Entrepreneurial Success What’s the surest way to startup
failure? Follow old, outdated rules. In Content Inc., one of today’s most sought-after
content-marketing strategists reveals a new model for entrepreneurial success. Simply
put, it’s about developing valuable content, building an audience around that content,
and then creating a product for that audience. Notice a shift? Author Joe Pulizzi flips
the traditional entrepreneurial approach of first creating a product and then trying to
find customers. It’s a brilliant reverse-engineering of a model that rarely succeeds. The
radical six-step business-building process revealed in this book is smart, simple,
practical, and cost-effective. And best of all, it works. It’s a strategy Pulizzi used to
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build his own successful company, Content Marketing Institute, which has landed on
Inc. magazine’s list of fastest growing private companies for three years straight. It’s
also a strategy countless other entrepreneurs use to build their own multi-million dollar
companies. Build an audience and you’ll be able to sell pretty much anything you want.
Today’s markets are more dynamic and customers are more fickle than ever before.
Why would you put all your eggs in one basket before securing a loyal customer base?
Content Inc. shows you how to get customers first and develop products later. It’s the best
way to build a solid, long-lasting business positioned for today’s content-driven world.
This is the simple but profoundly successful entrepreneurial approach of one of today’s
most creative business minds. A pioneer of content marketing, Pulizzi has cracked to
code when it comes to the power of content in a world where marketers still hold fast to
traditional models that no longer work. In Content Inc., he breaks down the businessstartup process into six steps, making it simple for you to visualize, launch, and monetize
your own business. These steps are: • The “Sweet Spot”: Identify the intersection of your
unique competency and your personal passion • Content Tilting: Determine how you can
“tilt” your sweet spot to find a place where little or no competition exists • Building the
Base: Establish your number-one channel for disseminating content (blog, podcast,
YouTube, etc.) • Harvesting Audience: Use social-media and SEO to convert one-time
visitors into long-term subscribers • Diversification: Grow your business by expanding
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into multiple delivery channels • Monetization: Now that your expertise is established,
you can begin charging money for your products or services This model has worked
wonders for Pulizzi and countless other examples detailed in the book. Connect these six
pieces like a puzzle, and before you know it, you’ll be running your own profitable,
scalable business. Pulizzi walks you step by step through the process, based on his own
success (and failures) and real-world multi-million dollar examples from multiple
industries and countries. Whether you’re seeking to start a brand-new business or drive
innovation in an existing one, Content Inc. provides everything you need to reverseengineer the traditional entrepreneurial model for better, more sustainable success. Joe
Pulizzi is an entrepreneur, professional speaker, and podcaster. He is the founder of
several startups, including the Content Marketing Institute (CMI), recognized as the
fastest growing business media company by Inc. magazine in 2014. CMI produces
Content Marketing World, the world’s largest content marketing event, and publishes the
leading content marketing magazine, Chief Content Officer. Pulizzi’s book Epic
Content Marketing was named one of Fortune magazine’s Five Must Read Business
Books of the Year.
Named one of Fortune Magazine’s “5 Best Business Books” in 2015 See your offering
through the buyer's eyes for more effective marketing Buyer Personas is the marketer's
actionable guide to learning what your buyer wants and how they make decisions.
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Written by the world's leading authority on buyer personas, this book provides
comprehensive coverage of a compelling new way to conduct buyer studies, plus
practical advice on adopting the buyer persona approach to measurably improve
marketing outcomes. Readers will learn how to segment their customer base, investigate
each customer type, and apply a radically more relevant process of message selection,
content creation, and distribution through the channels that earn the buyers' trust.
Rather than relying on generic data or guesswork to determine what the buyer wants, the
buyer persona approach allows companies to ask the buyer directly and obtain more
precise and actionable guidance. Buyer personas are composite pictures of the people
who buy solutions, services or products, crafted through a unique type of interview with
the people the marketer wants to influence. This book provides step-by-step guidance
toward implementing the buyer persona approach, with the advice of an internationallyrespected expert. Learn who buys what, and why Understand your buyer's goals and how
you can address them Tailor your marketing activities to your buyer's expectations See
the purchase through the customer's eyes A recent services industry survey reports that
52 percent of their marketers have buyer personas, and another 28 percent expect to add
them within the next two years – but only 14.6 percent know how to use them. To avoid
letting such a valuable tool go to waste, access the expert perspective in Buyer Personas,
and craft a more relevant marketing strategy.
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It’s an exciting time to be in marketing, with an array of equalizing platforms from the
Internet to social media to content marketing, that have reset the playing field for
businesses large and small. Yet, it's also a challenging time, with much work to do and
an ever-changing array of platforms, features, and networks to master--all on tighter
budgets than ever before. Don’t get discouraged, get scrappy!Weaving hacks, tips, idea
starters, and more, chief brand strategist Nick Westergaard has provided in Get Scrappy
a plan of attack for businesses of any size to:• Demystify digital marketing in a way
that makes sense for your business• Do more with less• Build a strong brand with
something to say• Create relevant and engaging content for your social media
platforms• Spark dialogue with your community of customers• Measure what matters•
And moreThe result will be a reliable, repeatable system for building your brand,
creating engaging content, and growing your community of customers. Don’t wait for
marketing to reinvent itself. Instead, proactively reinvent your company’s marketing to
maximize its reach!
Innovative B2B Marketing
Digital Relevance
Practical Content Strategy & Marketing
Lessons for Everyday Entrepreneurs
F#ck Content Marketing: Focus on Content Experience to Drive Demand, Revenue &
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Relationships
How to Create Engaging Content to Win Business and Influence Your Audience
Youtility
This book provides evidence-based answers to the key questions asked by marketers
every day. Tackling issues such as how brands grow, how advertising really works, what
price promotions really do and how loyalty programs really affect loyalty, How Brands
Grow presents decades of research in a style that is written for marketing professionals to
grow their brands.
Attract, engage, and inspire your customers with an "Optimize and Socialize" content
marketing strategy Optimize is designed to give readers a practical approach to
integrating search and social media optimization with content marketing to boost
relevance, visibility, and customer engagement. Companies, large and small, will benefit
from the practical planning and creative content marketing tactics in this book that have
been proven to increase online performance across marketing, public relations, and
customer service. Learn to incorporate essential content optimization and social media
engagement principles thereby increasing their ability to acquire and engage relevant
customers online. Optimize provides insights from Lee Odden, one of the leading
authorities on Content and Online Marketing. This book explains how to: Create a
blueprint for integrated search, social media and content marketing strategy Determine
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which creative tactics will provide the best results for your company Implement search
and social optimization holistically in the organization Measure the business value of
optimized and socialized content marketing Develop guidelines, processes and training to
scale online marketing success Optimize offers a tested approach for a customer-centric
and adaptive online marketing strategy that incorporates the best of content, social media
marketing, and search engine optimization tactics.
Anyone with any kind of digital presence is a publisher. That includes web sites, but also
businesses that blog, are present on social media sites such as Facebook, YouTube or
Twitter, and even companies that publish and disseminate content digitally, such as white
papers, e-books, podcasts, etc. The reason for this shift is clear: it's easier and cheaper
than ever to have a digital presence - and to use your digital profile to market to your
customers and prospects. Doing so reduces, and in some cases, eliminates, the need for
advertising. Why buy media when you ARE the media? But as we all know, with great
power comes great responsibility. What kind of content should you publish? In what
forms, and on what platforms? How do you ensure that you'll keep having things to say,
and how will you say them effectively, in a consistent "voice" unique to your
organization? How will you know if your content strategy is working?
Christoph Trappe's third content book focuses on how you can create the content
performance culture you need to drive results in your organization. Included are
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philosophy and tips on how to maximize content like through podcasting and easy-toproduce video.
Welcome to the Funnel
Startup Stories
Developing Marketing Content and Strategies that Drive Results
The Big Marketing Activity Coloring Book
The Content Formula
Get Content Get Customers: Turn Prospects into Buyers with Content Marketing
Unleashing the Power of Partnerships
Talk Triggers is the definitive, practical guide on how to use
bold operational differentiators to create customer
conversations, written by best-selling authors and marketing
experts Jay Baer and Daniel Lemin. Word of mouth is directly
responsible for 19% of all purchases, and influences as much as
90%. Every human on earth relies on word of mouth to make
buying decisions. Yet even today, fewer than 1% of companies
have an actual strategy for generating these crucial customer
conversations. Talk Triggers provides that strategy in a
compelling, relevant, timely book that can be put into practice
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immediately, by any business. The key to activating customer
chatter is the realization that same is lame. Nobody says "let
me tell you about this perfectly adequate experience I had last
night." The strategic, operational differentiator is what gives
customers something to tell a story about. Companies
(including the 30+ profiled in Talk Triggers) must dare to be
different and exceed expectations in one or more palpable ways.
That's when word of mouth becomes involuntary: the customers
of these businesses simply MUST tell someone else. Talk
Triggers contains: • Proprietary research into why and how
customers talk • More than 30 detailed case studies of
extraordinary results from Doubletree Hotels by Hilton and
their warm cookie upon arrival, The Cheesecake Factory and
their giant menu, Five Guys Burgers and their extra fries in the
bag, Penn & Teller and their nightly meet and greet sessions,
and a host of delightful small businesses • The 4-5-6 learning
system (the 4 requirements for a differentiator to be a talk
trigger; the 5 types of talk triggers; and the 6-step process for
creating talk triggers) • Surprises in the text that are (of
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course) word of mouth propellants Consumers are wired to
discuss what is different, and ignore what is average. Talk
Triggers not only dares the reader to differentiate, it includes
the precise formula for doing it. Combining compelling stories,
inspirational examples, and practical how-to, Talk Triggers is
the first indispensable book about word of mouth. It's a book
that will create conversation about the power of conversation.
The Content Formula answers the biggest question currently on
marketer's minds: what is the ROI of content marketing?This
book provides a step by step guide for marketers, and is divided
into three parts: how to build the business case for content
marketing, how to find the budget to establish a new content
marketing program, and how to measure content marketing
success in business terms.
Think of the last great article you read or the last great speech
you heard. Chances are, if you remember one key message, you
also remember one compelling story. That's because the best
content starts with a story. When it comes to marketing, the
best business content starts with a story the audience cares
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about, not the brand's message about what it wants to sell
them. In Brand, Meet Story, Heather Pemberton Levy describes
the Story Comes First method, a practical approach that
combines techniques from journalism and fiction writing to
help brands tell stories that put the readers' interests first.
Whereas most brand marketers create content to sell their
product, service or technology, the Story Comes First method
turns this approach on its head to create content with the
"human moments" that truly engage an audience. Filled with
examples from Levy's experience creating content marketing
programs, trade books, and hundreds of articles for a variety of
B2B and B2C brands, the book shows readers a step-by-step
approach to create content designed to deliver business results.
Brand, Meet Story explains the key ways to uncover what your
audience cares about and how to turn brand messaging into
stories that matter. Levy inspires readers to develop a
compelling voice that will carry the brand tone and values
across all channels, and helps them turn their ideas into
engaging, story-driven content their audiences will read, love,
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and share.
Design, activate and measure a clear social media strategy
which is directly accountable to your wider business objectives
and engages with an integrated customer engagement strategy.
Managing Content Marketing: The Real-World Guide for
Creating Passionate Subscribers to Your Brand
Optimize
Smarter Digital Marketing for Businesses Big and Small
A Revolutionary Approach to Inbound Sales, Content
Marketing, and Today's Digital Consumer
Think Like a Publisher - How to Use Content to Market Online
and in Social Media
Talk Triggers
Content Rules
Learn how market-leading companies such as Google, Cisco and
Salesforce, have revolutionized their sales and marketing functions
through sales enablement, and harness their experience to accelerate
your own company's growth
The revolutionary guide that challenged businesses around the world to
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stop selling to their buyers and start answering their questions to
get results; revised and updated to address new technology, trends,
the continuous evolution of the digital consumer, and much more In
today’s digital age, the traditional sales funnel—marketing at the
top, sales in the middle, customer service at the bottom—is no longer
effective. To be successful, businesses must obsess over the
questions, concerns, and problems their buyers have, and address them
as honestly and as thoroughly as possible. Every day, buyers turn to
search engines to ask billions of questions. Having the answers they
need can attract thousands of potential buyers to your company—but
only if your content strategy puts your answers at the top of those
search results. It’s a simple and powerful equation that produces
growth and success: They Ask, You Answer. Using these principles,
author Marcus Sheridan led his struggling pool company from the bleak
depths of the housing crash of 2008 to become one of the largest pool
installers in the United States. Discover how his proven strategy can
work for your business and master the principles of inbound and
content marketing that have empowered thousands of companies to
achieve exceptional growth. They Ask, You Answer is a straightforward
guide filled with practical tactics and insights for transforming your
marketing strategy. This new edition has been fully revised and
updated to reflect the evolution of content marketing and the
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increasing demands of today’s internet-savvy buyers. New chapters
explore the impact of technology, conversational marketing, the
essential elements every business website should possess, the rise of
video, and new stories from companies that have achieved remarkable
results with They Ask, You Answer. Upon reading this book, you will
know: How to build trust with buyers through content and video. How to
turn your web presence into a magnet for qualified buyers. What works
and what doesn’t through new case studies, featuring real-world
results from companies that have embraced these principles. Why you
need to think of your business as a media company, instead of relying
on more traditional (and ineffective) ways of advertising and
marketing. How to achieve buy-in at your company and truly embrace a
culture of content and video. How to transform your current customer
base into loyal brand advocates for your company. They Ask, You Answer
is a must-have resource for companies that want a fresh approach to
marketing and sales that is proven to generate more traffic, leads,
and sales.
Finally: a real-life, practical industry guide on content strategy and
marketing. Practical Content Strategy & Marketing is your go-to guide
on a practical content strategy and marketing education, created by
author Julia McCoy as a written accompaniment to her new course, the
Content Strategy & Marketing Course (www.contentstrategycourse.com).
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If you run a business, or if you’re trying to break into a top-dollar
content marketing career, you need to know the practical concepts
involved in content strategy and marketing. The “how,” the “why,” the
“where” of content. Content marketing itself involves so many
platforms, formats, content types, strategies, tools—and to get the
most ROI from your approach to content marketing and strategy, you
have to know how to do the most important content marketing practices.
Forget FOMO and trying to figure out too many things. This guide will
teach you the most important foundations and skills you actually need
in order to get far in our booming industry of content marketing. For
the first time in the industry, Practical Content Strategy & Marketing
lays the “hows” of content marketing and strategy out, in a step-bystep approach, book form. Each section has written exercises built to
solidify what you’re reading and learning—you’ll be able to fill these
out with a pen. Don’t be afraid to mark up this book! Why is this book
different? You’re not going to find corporate, birds-eye, mumbo-jumbo
fluff in this content marketing guide. Quite the opposite. The author,
Julia McCoy, won her way to the top (awarded as the top 33rd content
marketer in 2016) the hard-knocks way. She dropped out of college and
built a content agency, Express Writers, on nothing but $75 and the
tenacity to go and follow her dream and see it through. Five years
later, Julia’s business has served over 5,000 clients and employs over
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40 team members, and her content consistently ranks at the top of
Google and among the highest-shared for guest publications. Her go-to
marketing strategy? A practical, hands-on content marketing approach
that has ended up bringing her 99% of the clients her agency currently
works with. With Julia as your guide, learn the principles and
physical “how-to” behind these six key cores of effective content
marketing: Module 1: Core Foundations of an ROI-Based Content Strategy
Module 2: Audience Persona Discovery, Sales Funnel Content Mapping, &
Style Guidelines Module 3: Understanding Keywords, SEO Opportunities,
& Creating Keyword Reports Module 4: How to Build Content Cores (Your
Content House) for an Authority Presence Online Module 5: Practical
Content Creation (Your Site & Guest Blogging) Module 6: Content
Promotion, Setting a Budget, Preparing Your Editorial Calendar, &
Maintenance Along the way, you’ll get to build a working content
strategy from the ground up, using the Brand Strategy Exercises in
each module. Have your pen and thinking cap ready—and a brand you want
to build an entire working strategy for! Practical Content Strategy &
Marketing is a field guide for the smartest content marketers who know
that strategy is the key to thriving in our world of new marketing
through content. Bonus: leading business marketing expert Mark
Schaefer joins Julia to write the foreword, and guests Sujan Patel,
Michele Linn, Steve Rayson and more appear in guest lessons throughout
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the book.
Now in its fifth edition, the hugely popular Digital Marketing
Excellence: Planning, Optimizing and Integrating Online Marketing is
fully updated, keeping you in line with the changes in this dynamic
and exciting field and helping you create effective and up-to-date
customer-centric digital marketing plans. A practical guide to
creating and executing digital marketing plans, it combines
established approaches to marketing planning with the creative use of
new digital models and digital tools. It is designed to support both
marketers and digital marketers, and students of business or marketing
who want a thorough yet practical grounding in digital marketing.
Written by two highly experienced digital marketing consultants, the
book shows you how to: Draw up an outline digital marketing plan
Evaluate and apply digital marketing principles and models Integrate
online and offline communications Implement customer-driven digital
marketing Reduce costly trial and error Measure and enhance your
digital marketing Learn best practices for reaching and engaging your
audiences using the key digital marketing platforms like Apple,
Facebook, Google and Twitter. This new edition seamlessly integrates
the latest changes in social media technology, including expanded
coverage of mobile technology, demonstrating how these new ways to
reach customers can be integrated into your marketing plans. It also
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includes new sections on data analytics, clearly demonstrating how
marketers can leverage data to their advantage. Offering a highly
structured and accessible guide to a critical and far-reaching
subject, Digital Marketing Excellence, Fifth Edition, provides a vital
reference point for all students and managers involved in marketing
strategy and implementation.
How to Attract and Engage More Customers by Integrating SEO, Social
Media, and Content Marketing
Content Inc.: How Entrepreneurs Use Content to Build Massive Audiences
and Create Radically Successful Businesses
New Models, Processes and Theory
An Unofficial, Practical Guide to Selling and Developing B2B Business
on Linkedin
The Content Strategy & Marketing Course Guidebook
Content Inc
Global Content Marketing: How to Create Great Content, Reach More
Customers, and Build a Worldwide Marketing Strategy that Works

Content Inc.: How Entrepreneurs Use Content to Build Massive Audiences and Create Radically
Successful BusinessesMcGraw Hill Professional
More than half-a-million business leaders have discovered the power of the StoryBrand
Framework, created by New York Times best-selling author and marketing expert Donald
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Miller. And they are making millions. If you use the wrong words to talk about your product,
nobody will buy it. Marketers and business owners struggle to effectively connect with their
customers, costing them and their companies millions in lost revenue. In a world filled with
constant, on-demand distractions, it has become near-impossible for business owners to
effectively cut through the noise to reach their customers, something Donald Miller knows firsthand. In this book, he shares the proven system he has created to help you engage and truly
influence customers. The StoryBrand process is a proven solution to the struggle business
leaders face when talking about their companies. Without a clear, distinct message, customers
will not understand what you can do for them and are unwilling to engage, causing you to lose
potential sales, opportunities for customer engagement, and much more. In Building a
StoryBrand, Donald Miller teaches marketers and business owners to use the seven universal
elements of powerful stories to dramatically improve how they connect with customers and grow
their businesses. His proven process has helped thousands of companies engage with their
existing customers, giving them the ultimate competitive advantage. Building a StoryBrand does
this by teaching you: The seven universal story points all humans respond to; The real reason
customers make purchases; How to simplify a brand message so people understand it; and How
to create the most effective messaging for websites, brochures, and social media. Whether you
are the marketing director of a multibillion-dollar company, the owner of a small business, a
politician running for office, or the lead singer of a rock band, Building a StoryBrand will
forever transform the way you talk about who you are, what you do, and the unique value you
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bring to your customers.
Professional services marketing is undergoing a revolution. More and more, firms are being
found and vetted online, and traditional techniques for generating leads and nurturing prospects
are growing less effective. In this groundbreaking new book readers will understand the
changing landscape and how to lay the foundation for a powerful online marketing program.
Based on primary research of over 500 professional services firm executives, this book offers
easy-to-understand, practical advice, as well as real-world examples of firms that are using
online marketing today to build their businesses.
F#ck Content Marketing isn't a book forcontent marketers.Instead, it's for everyone in the
organization who needs better context and direction for how to drive demand, revenue, and
relationships with content. Truly effective companies (and marketers) create content
experiences, drawing the customer into an immersive infinite scroll that mirrors the consumer
experience of Netflix, Spotify, and other billion-dollar brands.Randy Frisch will push you to
rethink how you approach content for complex buyer journeys. The current mindset is all about
volume-the more content created, the better. But the reality is that almost 70 percent of content
created within an organization is never used, and there's little point investing in content
marketing if you're not leveraging the assets you create.In this book, Frisch unpacks the Content
Experience Framework, arming your organization to deliver personalized experiences that
leverage your content to engage your audiences at scale-as well as identify and ramp up the key
players in your organization who need to own this process.
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Content Performance Culture
Brand, Meet Story
Get Scrappy
Content Marketing
How Brands Grow
Buyer Personas
Social Media Strategy

6 Books in 1 Generate high-impact marketing campaigns
There's more to a successful campaign than spinning the
marketing wheel of fortune and hoping for the best. This allencompassing guide shows you how to develop and execute
winning plans that result in growth and revenue every time.
Get ready to incorporate tried-and-true marketing methods
that will put your small business on top. 6 Books Inside...
Setting Up Your Marketing Foundation Getting Started with
Your Campaign Content Is King: Content Marketing Using
Social Media Incorporating Traditional Marketing Measuring
Results
Perhaps no function in the business organization has been as
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fundamentally revolutionized as marketing. The social and
mobile Web has completely changed the speed, efficiency, and
ease with which consumers can engage with each other and has
had a tremendous impact on brands. This new engagement of
the consumer with keen awareness of their relationships and
emerging social networks now correlates to every single
aspect of our business. So, yes, marketing has changed. The
question is what are we going to do about it?Content and
Subscription: The New Marketing OpportunityAs growth of the
social and mobile Web changes the methods of communication,
the old lines of hierarchical relationships between business
and consumer blur substantially. As consumers publish and
share their opinions (both good and bad) with increasing
ease, they can become more persuasive than even the
company's voice itself. Every one of these groups becomes a
powerful ally or enemy depending on what we do. All of them
will be constantly in flux developing levels of trust and
requiring varying levels of transparency to filter content
and determine buying decisions. They will expand and
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collapse with great velocity, and it will all happen with or
without our participation.Content marketing has been around
for hundreds of years. But the application of a specific
strategic process around content marketing is still new. The
amount of budget that is allotted for new content creation
is going to become a significant part of your "new media"
budget. And subject matter experts in the organization are
going to have new responsibilities. It's a transformative
new process and it won't happen overnight. But it can, and
should, happen. Get Content Get Customers showed us the
light but there's been no book to show us the way. There is
an ancient Chinese proverb that says a "crisis" is simply an
"opportunity riding the dangerous wind." As marketers we now
have the opportunity to develop new processes with our
marketing strategy, power them with content, and ultimately
keep that wind at our back.Successful programs will focus on
creating a thoughtful strategy and process to foster this
content marketing. This book is a detailed "how-to" to build
that successful content marketing process.
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Reach more customers than ever with TARGETED CONTENT Epic
Content Marketing helps you develop strategies that seize
the competitive edge by creating messages and “stories”
tailored for instant, widespread distribution on social
media, Google, and the mainstream press. It provides a stepby-step plan for developing powerful content that resonates
with customers and describes best practices for social media
sharing and search engine discoverability. Joe Pulizzi is a
content marketing strategist, speaker and founder of the
Content Marketing Institute, which runs the largest physical
content marketing event in North America, Content Marketing
World.
Connect to customers with compelling content! The rules of
marketing have changed. Instead of loud claims of product
superiority, what customers really want is valuable content
that will improve their lives. Get Content Get Customers
explains how to develop compelling content and seamlessly
deliver it to customers— without interrupting their lives.
It’s the new way of marketing, and it’s the only way to
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build a loyal, engaged customer base. “Pulizzi and Barrett
have taken integrated marketing communications to the next
level. . . . Every marketer, large or small, can use this
text to build better ongoing customer relationships.” —Don
Schultz, Professor Emeritus-in-Service, Integrated Marketing
Communication, Northwestern University “Deftly navigating
the worlds of PR, advertising and marketing, Joe and Newt
prove that the real secret to great marketing is not a
brilliant tagline, but creating compelling and useful
content.” —Rohit Bhargava, Senior Vice President of Digital
Marketing, Ogilvy 360 Digital Influence, and author of
Personality Not Included “Get Content Get Customers provides
a play-by-play for any marketer who is serious about
breaking away from the pack.” —Greg Verdino, Chief Strategy
Officer, Crayon, LLC
How the World's Leading Companies Use Technology to
Accelerate Growth
The Content Trap
Why Smart Marketing Is about Help Not Hype
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Driving Demand
Proven Tactics to Turn Your Social Media and Content
Marketing Up To 11
Transforming B2B Marketing to Meet the Needs of the Modern
Buyer
Explains how to use the art of storytelling and the science of journalism to form an
authentic message for a company's product and a successful social networking site that
can reach a wide audience.
Neal Schaffer helped revolutionize the way professionals utilize LinkedIn with his awardwinning book Windmill Networking: Understanding, Leveraging & Maximizing
LinkedIn. He now does the same to enlighten companies how to develop business on
LinkedIn with Maximizing LinkedIn for Sales and Social Media Marketing. Thought
Linkedin was just for job seekers? Think again. Linkedin is the most important
destination for your sales and social media marketing efforts if your company is selling
products and services to other businesses. When looking at Linkedin's extensive
functionality from a sales and marketing perspective as presented in this book, you'll soon
understand how you can create new business from your Linkedin activities. After reading
this book you'll learn how to master the Linkedin platform to develop business, including
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how to create a sales-oriented profile and connections policy to attract more leads,
become an industry thought leader by establishing your own community within the
lucrative Linkedin demographic, set up your Linkedin Companies Page to improve your
reputation--and drive more traffic to your website, and optimize your Linkedin presence
as part of your social media optimization efforts. This practical guide, supplemented by
more than 15 case studies, will teach you and your employees everything you need to
know on how to successfully develop leads and business on LinkedIn.
The difference between helping and selling is just two letters If you're wondering how to
make your products seem more exciting online, you're asking the wrong question. You're
not competing for attention only against other similar products. You're competing against
your customers' friends and family and viral videos and cute puppies. To win attention
these days you must ask a different question: "How can we help?" Jay Baer's Youtility
offers a new approach that cuts through the clutter: marketing that is truly, inherently
useful. If you sell something, you make a customer today, but if you genuinely help
someone, you create a customer for life.
Innovative B2B Marketing is a clear, practical guide that demystifies modern aspects of
B2B marketing, including marketing models, processes and thought leadership pieces.
New customer buying habits, the digital era and the new industry landscape (influenced
by the application economy) have all had a great impact, with marketing professionals
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consequently facing a shift away from traditional practices. The focus of Innovative B2B
Marketing is to cut through the noise and make sense of the new models, methods and
processes that have recently emerged in the B2B marketing sphere. Authored by Simon
Hall, an ex-CMO who brings over 20 years' senior level experience as one of the leading
voices in the B2B sphere actively working with the CIM, the IDM, and other major
associations, Innovative B2B Marketing brings together a wealth of insight and
information sourced from the author's own first-hand experience. Featuring real-life
examples from diverse sectors, plus topical discussion points and problems from key B2B
marketing forums and associations, marketers will find new approaches, models and
solutions to help deal with any B2B marketing challenge.
Maximizing Linkedin for Sales and Social Media Marketing
Small Business Marketing Strategies All-In-One For Dummies
How to Create Killer Blogs, Podcasts, Videos, Ebooks, Webinars (and More) That
Engage Customers and Ignite Your Business
How to Use News Releases, Blogs, Podcasting, Viral Marketing and Online Media to
Reach Buyers Directly
Clarify Your Message So Customers Will Listen
Online Marketing for Professional Services
What Marketers Don't Know
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“My favorite book of the year.”—Doug McMillon, CEO, Wal-Mart Stores Harvard
Business School Professor of Strategy Bharat Anand presents an incisive new
approach to digital transformation that favors fostering connectivity over focusing
exclusively on content. NAMED ONE OF THE BEST BOOKS OF THE YEAR BY
BLOOMBERG Companies everywhere face two major challenges today: getting
noticed and getting paid. To confront these obstacles, Bharat Anand examines a
range of businesses around the world, from The New York Times to The Economist,
from Chinese Internet giant Tencent to Scandinavian digital trailblazer Schibsted,
and from talent management to the future of education. Drawing on these stories
and on the latest research in economics, strategy, and marketing, this refreshingly
engaging book reveals important lessons, smashes celebrated myths, and reorients
strategy. Success for flourishing companies comes not from making the best content
but from recognizing how content enables customers’ connectivity; it comes not
from protecting the value of content at all costs but from unearthing related
opportunities close by; and it comes not from mimicking competitors’ best practices
but from seeing choices as part of a connected whole. Digital change means that
everyone today can reach and interact with others directly: We are all in the content
business. But that comes with risks that Bharat Anand teaches us how to recognize
and navigate. Filled with conversations with key players and in-depth dispatches
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from the front lines of digital change, The Content Trap is an essential new
playbook for navigating the turbulent waters in which we find ourselves. Praise for
The Content Trap “A masterful and thought-provoking book that has reshaped my
understanding of content in the digital landscape.”—Ariel Emanuel, co-CEO, WME |
IMG “The Content Trap is a book filled with stories of businesses, from music
companies to magazine publishers, that missed connections and could never escape
the narrow views that had brought them past success. But it is also filled with stories
of those who made strategic choices to strengthen the links between content and
returns in their new master plans. . . . The book is a call to clear thinking and
reassessing why things are the way they are.”—The Wall Street Journal
Engage Customers Around the World with Cross-Regional Content Marketing
Technology has virtually erased national borders, forever transforming the way we
reach and engage customers, as well as the way we search for and consume content.
Global Content Marketing takes you step-by-step through the process of creating
and refining your strategies to meet this new reality. LEARN HOW TO: Create
content that engages people--regardless of their country and culture Identify key
actions and strategies to apply to your projects Connect "dots" that others don't see
and connect them in ways you never thought of before "Content marketing across
geographies is a diff erent animal. In this smart, practical, and authoritative book,
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Pam Didner has tamed this animal for all of us." -- DOUG KESSLER, Creative
Director, Velocity "A valuable guide to developing and distributing your global
content effectively." -- NANCY BHAGAT, former VP, Global Marketing Strategy,
Intel, and current Divisional CMO, TE Connectivity "This book is the blueprint for
engineering a modern scalable content marketing operation." -- PAWAN
DESHPANDE, CEO, Curata “Finally the book that explores all critical aspects of
global content marketing! Whether you are a small business or a Fortune 500
company, it is essential to understand the 4P’s developed by Pam Didner. Read it
and take your content strategy to the whole new level." -- EKATERINA WALTER,
author of Think Like Zuck and coauthor of The Power of Visual Storytelling
Brandscaping
Power to Consumers
Content - The Atomic Particle of Marketing
Effective Sales Enablement
How Entrepreneurs Use Content to Build Massive Audiences and Create Radically
Successful Businesses
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