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A B2B organization 
•  High involvement product 

•  Complex sale 

•  Many moving parts 

•  Many people involved in the evaluation  
and selection process 

Who is Widen? 



Who is Widen? 

Digital Asset  
Management 

A comprehensive 
understanding  
of the asset 
lifecycle 

Digital Asset  
Management 

Premedia 



Who is Widen? 



Widen  
Before Inbound Marketing 

“My dad was the first one to give me a phone book 
and told me to start calling. On the first day of work 
for my dad, he randomly selected a business and 
called them, booked an appointment to explore their 
printing needs, and told me that's how it was done. 
So I was given the previous Widen rep's materials 
(phone book, directory listings, etc.) and told to call 
them.  

In fact, I had to go get the company car that the 
previous rep had... since he was fired before I 
started. That was weird.”  

 



•  Buying lists 
•  Making cold calls 

•  Sending cold emails 

•  Making appointments and driving all over 
the state/region 

Widen  
Before Inbound Marketing 



Making the Switch  
to Inbound Marketing 
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“GET US  
EVERYWHERE 
PEOPLE GO  
LOOKING FOR 
DAM” 



Hired an outside 
cold-calling firm to 
make hundreds of 
calls per week. 

Brought the 
outbound call  
effort in-house. 
Started doing 
Google Adwords as 
an inbound tactic. 
 

2006 2007 2008 

Had four 
marketing 
coordinators and 
each chose two 
vertical markets  
to go after via 
outbound 
methods. 

2009 

Google Adwords  
led to analytics and 
a more connected 
way of content 
creation.  

Making the Switch  
to Inbound Marketing 

 



HOW WE MADE  
THE CHANGE 



1.  We changed our 
team structure 



Sales rep 

Sales rep 

Sales rep Sales rep 

Sales rep 

Widen’s Sales Team  
of the past 

INTERNAL STRUCTURE 

Director of sales 
and marketing 

Marketing 
coordinator 

Sales rep Marketing 
assistant 

Senior marketing 



Matthew 
CEO 

Nina 
Biz Dev/Brand 

Chris 
Advisor Mgmt 

Jake 
Marketing/PR 

Al 
Video/Customer  

Danielle 
Graphic Web Design 

Kathy 
CRM/Events 

Craig 
DAM Advisor 

Brenna 
DAM Advisor 

Widen’s Sales and  
Marketing Team Today 

INTERNAL STRUCTURE 



2.  We made DAM 
      the core product 



3.  We put more  
      into marketing 



4.  We created  
      content to  
      drive traffic 















5.  We put systems  
      in place to  
      support inbound 



Source: Marketo 

Widen  
Post-Inbound Marketing 



Widen  
Post-Inbound Marketing 

RESULTS 
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Inquiry Suspect Prospect 
Qualified 
Prospect Custome

r 

Implementing Site Launch 
Maintain 
& Grow Nurturing 

Educatin
g  

Widen  
Post-Inbound Marketing 

WIDEN CUSTOMER LIFECYCLE MAPS 

Widen  
Post-Inbound Marketing 



Timing and positioning  
are critical. 

Lessons Learned 



Lessons Learned 

Surround yourself 
with the right people. 



Lessons Learned 

People won’t buy it 
if they don’t need it. 



Lessons Learned 

Know who 
you’re talking to. 



Lessons Learned 

Be helpful, 
not hypeful. 



Lessons Learned 

Be everywhere,  
so people find you. 



Lessons Learned 

Be prepared to  
change and evolve. 



	  	  

•  Salesforce.com (CRM) 
•  Google adwords (PPC), analytics and webmaster 

tools (IT, Marketing or both) 
•  ExactTarget/EMMA/Constant Contact  

(email marketing) 
•  Compendium (a blogging platform that’s a marketing 

engine) 
•  Marketo, Pardot, Right On Interactive (If what you’re 

selling is high involvement, you need to have a drip 
marketing campaign) 

•  Hubspot (One-stop shop, out of the box) 
•  Wider Funnel 
•  Stream Creative J 

Companies Who Can Help 
You Make This Happen 



Thank you! 
 
 
 
 
Contact Widen: 
marketing@widen.com 
 
See our blog posts:  
blog.widen.com 
 
Join us on LinkedIn: 
Linkedin.com/company/widen-enterprises 

 


