
How to find 

dollars you didn’t 
know existed

Don’t let dollars slip 
through your fingers



• 16 Year Newspaper Advertising Executive with 

Knight Ridder, McClatchy, Gannett

• 2X INMA Award 1st place winner for Best 

Advertiser Results

• Springfield Business Journal’s 40 under 40

• June 2014 – youngest, and one of the most 

tenured, Ad Directors in Gannett (6 years)

• Top performing Ad Director over 2 years 

combined 2012/2013.

• Certified HubSpot Partner Agency

• Something many don’t know about me: I am a 

local Springfield painter and juried artist

Proud Founder of InboundStar.com Marty Goodnight

marty@inboundstar.com

www.inboundstar.com

417.771.7350

mailto:marty@inboundstar.com
http://www.inboundstar.com


SOURCE: Pew Research Center, Search Engine Use 2012

FACT: 

86% of consumers stated that 

using a search engine allowed 

them to learn something new or 

important that helped him/her 

increase his/her knowledge 



FACT:

Today, prospects have made 

60% of their purchase 

decision before even talking to 

a sales rep

SOURCE: Corporate Executive Board



Most Advertise with Us Links



Rate

s
so 

soon?



And this is what prospects see



Really?



The Wrong Result

No value 

Price objections

Finding information 

is difficult

Data overload

No education



No thanks, I think I’ll Bounce.



Bounce rate: An Internet marketing 
term used in web traffic analysis. It represents 
the percentage of visitors who enter the site 
and “bounce” (leave the site) rather than 
continue to view other pages within the same 
site. 

How much can you afford for 

prospects to “Bounce?”



Q: How many views do you 
have?

Q: Rates before value?

Q: Is there a compelling 
story?

Q: How would you rate the 
experience prospects 
have?

Q: Would you recommend 
a prospect visit your 
Advertise with Us page?

Pop Quiz



• Close Rate

• Average 

Transaction

• Average Frequency

How could you 

increase your:

within your 

current scope?



Sell your value better at a point 

where your prospects are

considering you

Inbound 

Marketing!



Point your prospects towards 

educational resources where 

your value is demonstrated

Amazing 

Content!



Let’s 
review…

The common 

sales funnel



1 New Sale

3 Presentations

5 Needs Assessments

15 Meaningful Contacts

45 Basic Contacts

??? Prospects

Average Weekly Transaction = $1,000

Average Weeks Per Year = 3

1 New Sale = $3,000



Where does the “Advertise with Us” 

prospect fall in this sales funnel?

1 New Sale

3 Presentations

5 Needs Assessments

15 Meaningful Contacts

45 Basic Contacts

??? Prospects



Where’s the rest of the pipeline? 

How much is that worth in opportunity?

… to other 2 presentations 

that could have been sales?

… to the other 2 needs 

assessments that could 

have been presentations?

… to the other 10 

meaningful  conversations 

that could have been needs 

assessments?

What Happened…



What is Inbound Marketing?

Inbound marketing refers to marketing 

activities that bring visitors in, rather than 
marketers having to go out to get prospects' 
attention. Inbound marketing earns the 
attention of customers, makes the company 
easy to be found, and draws customers to the 
website by producing interesting content.



http://youtu.be/evL5jaZx8vk
https://www.youtube.com/watch?v=evL5jaZx8vk

http://youtu.be/evL5jaZx8vk
https://www.youtube.com/watch?v=evL5jaZx8vk


The Inbound Methodology



The Buyers Journey



Inbound Methodology Converts leads

Blog 

Call to Action
Landing Page

Form Submission



Premium Content
Thank you page

Content Delivery

Prospects want relevant content



Consideration 

Content Offer

Thank you page

Content Delivery

Decision

Content OfferSmart Forms

Content and the Buying Journey



Advertise with Us IS Inbound

• Educational content

• Positive customer 
experience

• Lead generation

• Pipeline development

• Value is established

• Track sales and ROI



Increase Your:

• Close Rate

• Average Transaction

• Average Frequency

Methodology + Content

THROUGH your 
Advertise with Us Page



The difference Inbound 

makes
Springfield News-Leader

http://www.news-leadermedia.com

Riverside Press

http://www.enterprisemedia.co

TN Media – The Nashville Tennessean

http://www.tnmedia.com

San Diego Union-Times:

http://www.utsandiego.com/utads/

MSpark: 

http://www.mspark.com

Dallas Morning News 

http://dmnmedia.com

The Orange County Register

http://www.freedomnewsgroup.net/media-kits

http://www.news-leadermedia.com
http://www.enterprisemedia.co
http://www.tnmedia.com
http://www.utsandiego.com/utads/
http://www.mspark.com
http://dmnmedia.com
http://www.freedomnewsgroup.net/media-kits


Looks Matter

• Separate URL

• Customer facing

• Compelling, open 
design

• Easy navigation

• Vary your calls-to-
action

• Pictures of people and 
don’t push product

• Vary content offer 
format



Be Smart

• Market to your 

buyer

• Walk the talk

• MQL goals

• Share testimonials

• Promote value

• Thought leadership



Get Leads

• Provide 

educational 

content

• Put your media kit 

behind a form

• Conversion path

• Accountability

• Nurture leads



Build a robust Pipeline

• Monthly traffic
• Lead Count
• Presentation Count
• Closing Rate
• Average Transaction
• Average Frequency
• Reverse your math
• Drive visitors



What you can do right now

1. Make experiences 
positive

2. Measure Advertise 
with Us page traffic

3. Value proposition

4. Put your media kit 
behind a form

5. Remove rates



What you can in the next 90 Days

1. Stand alone URL

2. Outline prospect 

purchase path

3. Sales team 

responsibility

4. Client/prospect database

5. Learn about marketing 

automation



What you can do this year
1. Develop content for all buyer journey stages

2. Create forms for each content offer

3. Build social media presence

4. Direct outbound efforts to inbound efforts

5. Begin driving traffic to your new site

6. Make money



Learn More:
White Papers:
Turn your Advertise with Us page into your Top Performing Sales Prohttp://www.inboundstar.com/turn-your-
advertise-with-us-page-into-your-top-performing-sales-pro
8 Best Advertise with Us Pages and Why They are So Darn Good:
http://www.inboundstar.com/8-best-advertise-with-us-pages-media-sites-are-using-to-generate-local-leads

Website: www.inboundstar.com
Blog: http://www.inboundstar.com/blog
Newspaper Advertising Ideas:http://www.inboundstar.com/blog/inbound-marketing-strategies-that-drive-
newspaper-advertising-ideas
Inbound Explained in 1 Minute:
http://www.inboundstar.com/blog/how-inbound-marketing-in-springfield-works-explained-in-1-minute

LinkedIn for InboundStar: https://www.linkedin.com/company/inboundstar
LinkedIn for Marty Goodnight: https://www.linkedin.com/in/martygoodnight
Google+: https://plus.google.com/+Inboundstar/posts
Twitter: @inboundstar
Facebook: https://www.facebook.com/pages/InboundStar/1543050619244095
Email: marty@inboundstar.com
Phone/text: 417-771-7350

http://www.inboundstar.com/turn-your-advertise-with-us-page-into-your-top-performing-sales-pro
http://www.inboundstar.com/8-best-advertise-with-us-pages-media-sites-are-using-to-generate-local-leads
http://www.inboundstar.com
http://www.inboundstar.com/blog
http://www.inboundstar.com/blog/inbound-marketing-strategies-that-drive-newspaper-advertising-ideas
http://www.inboundstar.com/blog/how-inbound-marketing-in-springfield-works-explained-in-1-minute
https://www.linkedin.com/company/inboundstar
https://www.linkedin.com/in/martygoodnight
https://plus.google.com/+Inboundstar/posts
https://www.facebook.com/pages/InboundStar/1543050619244095
mailto:marty@inboundstar.com

