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Traditional media is under duress… 

 86% of people skip through 

television commercials 

 200 million people have 

registered for the FTC’s “do not 

call list” 

 84% of 25 to 34 year olds have 

left a favorite website because of 

an "irrelevant or intrusive ad“ 

 91% of email users have 

unsubscribed to content they had 

previously opted-in to receive 

 44% of direct mail is never 

opened 
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…while inbound marketing is booming. 

 Increased Budgets.  89% of marketers 

are increasing or maintaining inbound 

marketing budgets  

 Higher close rates.  SEO leads have 

14.6 % close rate, vs. outbound 

sourced at 1.7% (8x).  Link-based 

referral leads are 5x more likely to 

close 

 Inbound cost per lead is 61% lower 

than outbound marketing on average 

 81% of businesses rated their 

company blogs as “useful,” “important” 

or “critical.” An impressive 25% rated 

their company blog as “critical” to their 

business 

 The best platform for B2B companies 

was LinkedIn with 65% of respondents 

acquiring a customer, followed by 

blogging at 55% 

 

About the State of Inbound Marketing Report : Based on surveys conducted each year from 2009 to 2012. The 2012 results are 

based on responses from 972 professionals who were familiar with their business’ marketing strategy. These professionals 

included marketers, business owners, entrepreneurs, and executives at companies of various sizes. 72% were B2B. 
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Yet BANKS still rely on traditional marketing 

 Why? 

 Because they always have 

 Lack knowledge for how inbound marketing works 

 Un-integrated CRM systems and email automation systems 

 Marketing staffs too lean to implement 

 Community relationships favor traditional sales activities 

 Customer privacy and fraud potential are concerns 

 Sales force compensation structures are less commission 

focused than other industries 

 The average age of bank marketers is higher than in other 

industries (i.e. greater comfort with traditional marketing) 
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Early bank adopters have a HUGE 

Opportunity 

 Prospects will come to you when they are actively researching a need that 

they have 

 Your institution will be differentiated in its marketing approach 

 Your customers and prospects will value having access to reliable, non-

salesy information and advice.  

 Your prospects will be more willing to engage in sales conversation 

 The process drives traffic to your existing site or a dedicated microsite with 

SEO, PPC, Blogging, SM and even select outbound channels such as 

direct mail.   

 Delivered via Cloud for secure, simple execution 

 SaaS (Software as a Service) model greatly reduces IT involvement 

 No hard capital investment 

 Nominal monthly service fee 

 Includes marketing automation platform 
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What is Inbound Marketing? 
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Inbound marketing is a holistic, data-driven strategy that involves attracting and converting visitors  

into customers through personalized, relevant information and content –- not interruptive messages – 

and following them through the sales experience with ongoing engagement. 

  

Over the past five years, marketers have witnessed a tectonic shift in strategy, from campaign based 

interruption marketing, to a consistently measured, closed-loop inbound marketing strategy – one that 

pulls interested customers to your institution and creates lasting relationships.  



Simple Content Management System 

• Create a marketing specific microsite or module on your existing site.  

• Creates and updates website pages in moments, without needing a developer 

• Instantly see how effectively website drives visits & leads 

 

 Easily edit pages -

-no coding 

needed 

Keep track of how 

your website is 

doing each month 

Dynamic 

messages advise 

you on what to do 

next 
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See a list of “sweet spot”  

keywords and take action to  

Increase your rank 

See what keywords brought 

In the greatest # of leads 

…and which drive traffic but 

not conversions – attach CTAs 

to those keywords 

View your underperforming  

or costly keywords and 

Find alternatives 

SEO: Optimizes content so leads find you 

The Key Word App 
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SEO: Optimizes content so leads find you 

Link Grader 

 See what websites are linking to your institution and how valuable 

that link is in improving your search engine optimization 

 

See Inbound links for your competitors too 
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Get an explanation on what needs to be improved 

SEO: Optimizes content so leads find you 

Page Grader 

 Track how well your pages are optimized for search, get clear 

instructions on how to improve them 
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Easy blogging 

interface 

Dynamic advice on 

improving your posts 

SEO Optimization 

Blogging Platform 

 Track how well your posts are optimized for search 

 Offers clear instructions on how to improve them 
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Instant Social Media Integration 

 Easily populate and monitor social media mentions across networks 

on your keywords, company name and competitors 
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Social Media Analytics 

 See which channels are bringing in the most traffic and leads.  
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Build landing  

pages in moments 

 

Track conversion rates 

and submissions 

Attract quality leads and increase conversions 

Custom Landing Pages & Forms 

 Easily create landing pages and measure their effectiveness over 

time. 
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Attract quality leads and increase conversions 

Instant A/B Testing 

 Create multiple variations of a landing page and test which version does 

better.  HubSpot will automatically tell you when the test becomes 

statistically significant. Then just disable the less effective pages.  
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All visitors 

 view 

Individual company 

view 

Identified person 

view 

Understand the timing and motivations of your leads 

Prospect Intelligence 

 Track what companies are visiting your website and see what 

content brought them in.  Make more informed sales calls and 

marketing decisions. 
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See lead scores and repeat 

conversions. 

Get information on referral 

sources and content 

Gauge lead engagement and 

link directly into salesforce 

Understand the timing and motivations of your leads 

Lead Intelligence 

 Understand how engaged your leads are and what content is 

drawing them in. 
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Help your leads navigate the decision process 

Email Marketing and Multi-touch 

 Use a preloaded template or BKM can customize your own  

 Segment leads and target your emails based on website events 

 

Build and preview 

your emails 

Track and analyze 

your email sends 
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Attach a lead nurturing 

campaign to an eBook 

or other marketing 

offer 

Set custom timing 

and templates for  

campaigns 

Help your leads navigate the decision process 

Lead Nurturing 

 Take email further by setting up lead nurturing campaigns.  Send out a 

series of well-timed emails designed to progressively guide leads closer to a 

decision.   

 

According to Forrester 

Research, companies that 

excel at lead nurturing are 

able to generate 50% more 

sales-ready leads at 33% 

lower cost per lead. 
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Credit Card Rejected 

Downloaded whitepaper 

Mentioned us on twitter 

Mentioned competitor  

Rated mobile app 

Requested a demo 

Signed up for trial 

Submitted support ticket 

Viewed pricing page 

 

 

 

Abandoned Landing Page Follow-up 

Integrates with  

social media 

Sends email, SMS &  

internal notifications 

 

Integrates with other  

email service providers 

Marketing Automation 

 Trigger emails and other communications based on customer behavior on 

and off of your website.  Let the lead activity dictate email timing and 

content, rather than an arbitrary marketing schedule. 
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2 

3 

Analytics Reports 

1 
Visit-To-Lead-to-Customer data 

Competitors 
See comparative analytics 

Sources & Reach 
Understand where your  

best traffic comes from 

Visits 

Leads 

Opportunities 

Customers 
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4 
Event-based 
revenue 
analytics 

5 Time to 
completion 
report 

Linkedin.com 

 

Socialfresh.com 

 

Quora.com 

 

Marketingprofs.com 

 

Techreviews.com 

 

$8991 

 

$5,550 

 

$3,996 

 

$1,589 

 

$1,580 

 

Average time elapsed before the lead decided to 

purchase 

Advanced Analytic Reports 
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Advanced Analytic Reports 

People report 
See a segment of people 
who took a given action, 
trigger emails by 
segment. 

 

Reverse Funnel 
Get an analysis of the 
influential events that are 
leading to conversions on 
your site. 

 

7 

6 
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$ Marketing  

Investment 

$ Revenue 

Brought in 

Marketing 

Results by 

Channel 

Informed 

Sales Team 

Closed Loop Marketing 

 See how specific marketing efforts & channels are 

contributing to the bottom line. 
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About BKM Marketing 

You need an experienced team to win in today’s complex marketing environment. 

Bank marketing has never been more interesting, or more challenging. Low rates. Technological 

mayhem. Big data. Crappy data. Tight credit. Customer inertia. Compliance. Industry consolidation. 

Redundant branch trade areas. Non-bank banks. Etc. Etc. Etc. 

 

Today’s bank marketers wear more hats than ever, and lack the time to train their service partners. We 

hit the ground running.  The team at BKM Marketing has a track record of client-side, consulting, and 

creative agency success. We’d like to share this success with you. 

 

 Strategy based on facts plus some seasoned intuition 

 Database profiling to identify segments that actually respond 

 Creative thinking that talks to people – including people that run businesses 

(We’ve won 16 creative awards in the past 5 years!) 

 Compliance communications created with production cost control in mind 

 Bank merger and system conversion communications that helps retain customers 

 Branch materials that don’t just fill the rack  

 Versatile printing and mailing that can stretch your budget 

 And now…Inbound Marketing for banks that helps you make new friends and 

customers 
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