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Why Are We Here?
• Learning from Peers

– Share marketing best practices

– Provide real-world success stories

Greetings

#SharpTweet live with us

Who’s In The Audience
• SharpSpring Partner Agencies

• Agencies Considering SharpSpring

• In-House Marketing Professionals



Questions?
• Phone lines are muted

• Submit via:
• Chat Box

• Twitter: #SharpTweet or @SharpSpring 

Webinar Recording & Slides
•Emailed after webinar

Webinar Survey
•We need your feedback

________________________________

Upcoming SpringBoard Live –
Partners Only:
Zapier II – The Sequel

May 6, 2016
11 a.m. – 11:30 p.m. EDT
8-8:30 a.m. PDT
4-4:30 p.m. BST

Bryan Tobin
Usability Manager
SharpSpring

Future Partner Presenters:
Email Nicole Levy at nicole@sharpspring.com

Housekeeping

#SharpTweet live with us



Bryan Tobin
USABILITY MANAGER| SharpSpring 
As Usability Manager, Bryan is responsible for creating content to help users get the 
most out of SharpSpring. This includes maintaining the support forum and creating 
instructional “how to” videos. Working in collaboration with Marketing, Support, and 
Development, Bryan helps create an exemplary experience for every user.

#SharpTweet live with us

Janet Vinci
MANAGING PARTNER| Linkergy
Janet brings over 20 years of marketing and sales experience to Linkergy. Linkergy's
mission is to help agencies generate quicker and better new business results. Janet's 
expertise is in building brands, developing communications and generating results, 
targeting brands on behalf of their clients in today’s most sought-after industries – financial 
services, technology, healthcare, telecommunications, home and retail.

Introductions



Meet  your  presenter
Janet  Vinci

• Managing  Partner,  co-founder  of  
Linkergy,  since  2006
• Clients  include  over  20  agencies  of  
all  sizes  with  a  range  of  successful  
new  business  programs
• Sales  &  marketing  expert
• Worked  in  New  Business  &  
Account  Management   for  small  and  
large  agencies  for  20+  years



A  little  about  Linkergy
Accelerate  growth  with  strategic  
New  Business  &  Lead  Generation

• Specialize   in  generating  New  Business  for  
marketing  service  firms  – the  “Agency  for  
Agencies”

• For  over  10  years,  created  successful  New  
Business  Strategies  for  dozens  of  
agencies  and  generated  measurable  ROI  
client  wins

• Range  of  services  from  a  1  day  In-your-
house  workshop  to  12-month  lead  
generation  programs  for  our  clients



Wonder  Twin  Powers  …  Activate!
Pairing  Content  with  Marketing  Automation  to  Drive  Agency  

New  Business  

Presented  by  Linkergy  



Win  a  free  New  Business  Consultation  

Inert  
photo
graph  
of  the  
gift

Custom  Agency  New  Business  Consult  (3  complimentary  hours)  will  be
awarded  to  one  participant  at  end  of  webinar.  

Must  be  present  to  win.



What  we  know:

Agencies  need  to  get  found by  
prospects,  when  and  where  
they  are  looking  – before  you  

can  get  in  the  room.    
The  critical  element  to  success  
is  your  content  marketing  plan.



What  will  you  learn  today?

How  the  “Agency  Buyer’s  
Journey”  has  changed,  and  
how  to  engage  them  now

How  to  create  the  Right  
Content  (insights  &  assets)
that  moves  the  prospect  
towards  your  agency

How  to  create  a  process  &  
deploy  Content  Marketing  for  
accelerated  growth



Time  for  a  poll!



Some  things  you  might  be  asking  ...
“Why  is  networking  to  drive  NB  not  
as  effective  now?”

“Why  is  no-one  returning  our  calls?”    

“We  have  great  creative  and  awards;;  
why  doesn’t   that  get  prospect’s  
attention?”

“I  can  convert  meetings  to  a  
proposal;;  but  why  can’t  I  get  more  
meetings?”



Any  questions  
so  far?



Why  is  New  Business  so  Challenging?

Your  agency  is  not  in  control  of  when  and  where  a  
prospect  will  engage  with  your  brand

Content  Marketing  created  for  a  specific  vertical  
provides  reason  and  credibility  to  engage  a  
prospect

Create  a  content  plan  &  invest  in  the  resources  &  
assets  to  distribute  content,  monitor  and  engage  
prospects,  qualify  leads,  and  create  a  pipeline



The  Problem:    

Prospects  are  
not  returning  
your  calls  or  
emailing  replies  
about  your  
solutions



The  Cause:    

Buyers  do  not  
know  WHO  your  
agency  is  and  
what  VALUE  you  
bring  to  their  
business



The  Cause:    

The  digital  age  
means  prospects  
can  access  the  
content  they  want,  
when  and  where  
they  want  to



The  new  B2B  Buyer’s  Journey    

---------75  - 90%------------------- of  time  ---10-25%------



The  Net  Effect?

Prospects  will  …

ü Not  see  your  agency  as  a  
credible  option

ü Disregard  or  ditch  your  
content

ü Unsubscribe  from  your  
content

ü Not  take  your  call



So  how  do  you  get  prospects  “out  of  hiding?”  

Your  agency  is  not  in  control  of  when  and  where  a  
prospect  will  engage  with  your  brand

Content  Marketing  created  for  a  specific  vertical  
provides  reason  and  credibility  to  engage  a  
prospect

Create  a  content  plan  &  invest  in  the  resources  &  
assets  to  distribute  content,  monitor  and  engage  
prospects,  qualify  leads,  and  create  a  pipeline



The  Solution: Intellectual  Capital  &  Content  Marketing

Identify  Growth  
Opportunities

Which  verticals  your  
agency  has  the  most  

experience  in

Which  verticals  
provide  best  growth  

opportunity

Which  prospects  do  
you  understand  best  

- their  “Pain”?

Highlight  
Unique  Agency  
Expertise

Which  customer  
groups  agency  has  
the  most  experience  

with

What  kinds  of  “new”  
technology/services  
do  you  have  deep  
expertise  with?

Lack  of  conflict  
areas;;  build  from  
past  client  
experience

Identify  your  IC  
&  Create  a    

Sales  Platform  



The  Solution:  What  is  Intellectual  Capital?  

Based  on  subject  matter  (category,  customer)  
expertise,  or  proprietary  innovation   such  as  
tools/systems,  or  problem  solving  approach

ü To  enhance  IC  – consider  primary  research  with  
your  prospects  customers,  or  key  opinion   leaders

ü Become  knowledgeable   about  the  trends  and  
changes  with  your  prospects  customers
• “How  to  engage  the  Millennial  B2B  technology  
customer”



The  Solution:  What  is  a  Sales  Platform?  

The  differentiating,  and  disrupting,  reason  for  
prospects  to  engage  with  your  agency;;  provides  a  
framework  for  creating  content  &  sales  assets

ü It  summarizes  what  you  know  about  a  prospect’s  
pain  point,  and  how  you  provide  the  solution

ü It  is  “own-able”  by  the  agency  è different  from  the  
competition

ü It  is  supported  by  proprietary   Intellectual  Capital  



The  Solution:  Example  of  IC  è SP

DEVELOPING  THE  IC

- Grocery  industry  consumers

- Millennial  retail  shopping  habits  

- Conduct  research  to  deepen
knowledge  about  Millennial  
grocery  shoppers  è fresh  IC

CREATING  THE  SP

è Offer:  Receive  a  free        
presentation  of  research  
findings,  and  insights  into  how  
you  can  more  effectively  reach  
Millennial  shoppers
- Digital  &  analog  assets



How  did  this  work  for  an  
agency  – Ariad  Health?  

(Case  Study)



Ariad  Health  

Challenge: Expand awareness and create demand as a 
credible healthcare agency in a highly competitive market

Vertical: Pharma & Biotech Rx Brands 

Agency  Expertise:Create complex analog and digital 
solutions for consumer & B2B customer engagement, with 
knowledge of highly regulated industries



Ariad  Health  

Sales  Platform: The PatientConsumer™ – a new look at 
patient journeys, with insights into how brands can creatively 
tap into the consumer mentality and behavior of patients to 
increase compliance & prescriptions, and ultimately achieve 
better health outcomes 

Intellectual  Capital:  How consumer behaviour impacts 
health decisions - primary research with chronic illness 
patients, general practitioners, and specialists



Ariad  Health  

Awareness/Learn:  Thought leadership via conferences 
and an Email campaign with POV pieces, blog posts related 
to IC, and “sales” oriented content

Evaluate/Trial:  Direct Mail to highest value prospects; 
personal phone and email follow-up; lead qualification

Results:  Over 4 year program = average 25% RR for initial 
meetings; 3.5x ROI on $ program spend; digital content 
library; expanded prospect list; qualified lead pipeline; 
proprietary IC & sales assets 



Hello {$firstname},

Did you, or members of your team, receive the Ariad Health Clarity Award 2015 we sent a few weeks ago?
Hopefully it sparked your curiosity ... wondering what it's all about, and who sent it.

The award recognizes innovative Pharma brands that understand today's patient is also a consumer; brands that
are ready to engage this media savvy, connected and information hungry audience in the most effective way -
beyond traditional DTP and DTC approaches.

Introducing Ariad Health - a boutique agency specialized in helping Pharma brands reach the increasingly elusive
and complex PatientConsumerTM. With extensive experience in HCP, patient, and consumer activation, we are
uniquely positioned to navigate the complexities of the PatientConsumerTM journey. Our proprietary platform
generates exceptional results in generating acquisition, adherence, and retention by ensuring your brand has a
powerful presence at all points in their brand experience, as both patients and consumers.

We'd like to invite your team to receive a customized 60 minute presentation on the PatientConsumerTM approach
and how it can accelerate reaching your brand's goals.

I'll be in touch again soon to chat about next steps; you can also give me a call at (312) 637-1950 or email me to
schedule your presentation.

Kind regards,

Janet

Janet Vinci Program Director
Ariad Health PatientConsumer360
t. 312 637 1950
www.ariadhealth.com

CONFIDENTIALITY NOTICE: The information contained in or attached to this message is intended only for the use of the
individual or entity to which it is addressed. It may contain information that is privileged, confidential and protected from
disclosure. If you have received this communication in error, please notify us immediately by replying to this message and
deleting it from your computer. Thank you.

 

 

 

https://ariadhealthus.marketingautomation.services/email/edit/136...

1 of 2 3/2/16 2:08 PM

Ariad  Health  
Content examples



TO  SUM  UP:

Intellectual  Capital
+

Compelling  Sales  Platform
+

Targeted  Content  Marketing  via  email,  TL,  blogging,  etc.
=

Pipeline  of  prospects  primed  for  the  agency’s  sales  message

ê
Leads  to  qualified  meetings,  proposals,  

and  new  business  wins.



If  you  create  it,  they  will  come  …

Your  agency  is  not  in  control  of  when  and  where  a  
prospect  will  engage  with  your  brand.

Content  Marketing  created  for  a  specific  vertical  
provides  reason  and  credibility to  engage  a  
prospect.

Create  a  content  plan  &  invest  in  the  resources  &  
assets  to  distribute  content,  monitor  and  engage  
prospects,  qualify  leads,  and  create  a  pipeline



Now  that  you’ve  created  the  content  …

Ø Who sees  the  content,  and  when?

Ø Where does  it  live?  

Ø How  is  it  distributed and  monitored?

Ø What  is  the  process  for  follow-up?  



You  need  a  list  of  contacts  &  CRM
Create  a  list  of  contacts  at  key  target  
brands  

Be  sure  to  house  these  contacts  in  a  CRM



Content  Calendar  for  Buyer’s  Journey
Content/Stage January February March

Aware/Learn -Grocery  
customers  eating  
out,  not  in

-Millennials go
digital  for  grocery  
convenience

- #  of  shopping
occasions  down  
&  why

- Agency  
speaking  at  Food  
Marketing  
Conference  –
our  takeaways”

Video testimonial  
– client  provides  
input  on  agency  
value/outcomes

Evaluate/Trial Grocery  Case  
Study  – How  
XYX found  
revenues

White  Paper  –
“How  Grocers
can  win  the  BB  
online”  



How  to  monitor  prospect  engagement

Ø Invest  in  a  marketing  automation  system

• House  content  and  target  segments
• Reports  on  email  
opens/clicks/bounces

• Monitor  lead  scores  for  prospect’s  
online  behavior (opens,  web  visits)

• Create  “drip”  content  workflows



SS  Screen  grab  of  Ariad  
Email,  Workflow
Lead  Score

SharpSpring – Email  Report



SS  Screen  grab  of  Ariad  
Email,  Workflow
Lead  Score

SharpSpring – Lead  Score  Report



SS  Screen  grab  of  Ariad  
Email,  Workflow
Lead  Score

SharpSpring – Workflow



Summary  – Challenge  &  Solution

Your  agency  is  not  in  control  of  when  and  where  a  
prospect  will  engage  with  your  brand.

Content  Marketing  created  for  a  specific  vertical  
provides  reason  and  credibility  to  engage  a  
prospect.

Create  a  content  plan  &  invest  in  the  resources  &  
assets  to  distribute  content,  monitor  and  engage  
prospects,  qualify  leads,  and  create  a  pipeline



Now  you  know:

Agencies  need  to  get  found by  
prospects,  when  and  where  
they  are  looking  – before  you  

can  get  in  the  room.    
The  critical  element  to  success  
is  your  content  marketing  plan.



Next  Steps  …  what  to  do  now?
Agency  team  creates/approves  New  Biz  
Strategy
• Identify  growth  verticals
• Align  w/  agency  expertise
• Create  Intellectual   Capital

Create  a  Thought  Leadership  &  Content  
Marketing  plan
• Identify  content  that  moves  prospect’s  through  Buyers  
Journey,  faster

Systemize  program  with  right  tools  for  success

• Create  prospect  target  list
• Develop  content  and  sales  assets  &  calendar
• Use  CRM/M.A.  to  house,  deploy,  monitor   and  nurture  and  
qualify  new  opportunities



Thank  you  for  participating  today



Questions?



With SharpSpring:
Questions? 
Email sharpspring@sharpspring.com

Want to see more?  
Request a demo on www.sharpspring.com

SharpSpring 
Partners: 
Got a great success story?

Email ideas to nicole@sharpspring.com

With Janet:

Janet Vinci
Managing Partner
Linkergy

Phone: (312) 422-0255

Email: jvinci@linkergy.com

Web: www.linkergy.com

#SharpTweet live with us

Continue The Conversation

With Bryan:

Bryan Tobin
Usability Manager
SharpSpring

Email: bryan@sharpspring.com

Web: www.sharpspring.com



Thank You


