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QUICK STORY







2 SALES



WHAT HAPPENED?

-Me

POST-CAMPAIGN ANALYSIS



I SERVED BOTTOM OF THE 
FUNNEL CONTENT TO A TOP 
OF THE FUNNEL AUDIENCE



POST-CAMPAIGN ANALYSIS

I SERVED A SALES MESSAGE TO A ‘COLD’ AUDIENCE

▸ The people who clicked my ad had never heard of my 
startup—do you buy from people/companies you don’t 
know? 

▸ The people who clicked my landed on an e-commerce 
page—very limited content to ‘warm’ them up. 

▸ People who clicked were not searching for my product—
they were looking at pictures of their friend’s kids on 
Facebook. 



Most ads only drive to 

content here (“Buy”)



I CAN LIVE WITH ONLY TARGETING 
33.3% OF MY AUDIENCE WITH A 
SALES MESSAGE.

-You

I KNOW WHAT YOU’RE THINKING



But this is how people search  

(“How do I…, What is…”)



IT GOES TOP -> MIDDLE -> BOTTOM

ISSUES WITH MARKETING ‘OUT OF ORDER’

▸ You’re missing out on 90% of your potential audience. 

▸ You’ve built ZERO trust with the fraction of the audience 
you are marketing to. 

▸ You’re just yet another sales message amidst hundreds of 
others per day consumers see.



DEFINITIONS

WHAT’S IN A FUNNEL?

▸ Top of funnel = People who have a nagging problem or 
slight interest, but no clear direction to solve it. With or 
without urgency. [ToFu] 

▸ Middle of funnel = People who understand their problem 
and are weighing their options for a solution. [MoFu] 

▸ Bottom of funnel = People who are ready to buy. [BoFu]





Campaign vs. Continuum 

@ardath421 | #MuraCon 

T1 T2 T3 T1 T2 T3 
Theme 1: Productivity Theme 2: Efficiency 

Dead Air 

Why should 
I care? 

What 
happens if 

we do 
nothing? 

What are 
our 

competitors 
doing? 

What do I 
need to 
know? 

What are 
best 

practices? 

What are 
my choices? 

How do we 
get 

everyone to 
agree? 

What else 
does it 

impact? 

For longer, more complex sales cycles



HERE’S THE AGENDA

▸ What to write about? (Context, SEO) 

▸ How to write it? (Channel, Format) 

▸ How to optimize for each funnel stage? (Analytics, CRO)

HOW TO WRITE FOR EVEN STAGE OF THE MARKETING FUNNEL



WRITING FOR THE 
TOP OF THE FUNNEL

TAKE IT FROM THE TOP



WHAT SHOULD I WRITE 
ABOUT?

-You

WRITING FOR THE TOP OF THE FUNNEL



WRITING FOR THE TOP OF THE FUNNEL

FIND YOUR CONSUMERS’ PROBLEM(S)

▸ Look at the top-performing pages of your website 

▸ Ask your sales team their FAQ 

▸ Interview your customers (best)



WRITING FOR THE TOP OF THE FUNNEL

FIND YOUR CONSUMERS’ PROBLEM(S) CONT. - THE 5 WHY’S

▸ “I hate my job.” 

▸ Why? 

▸ “Because it’s the primary source of stress in my life.” 

▸ Why? 

▸ “Because my boss is always breathing down my neck.” 

▸ Why? 

▸ “I’m late on my assignments or over my head a lot of times.” 

▸ Why? 

▸ “Because I’m not good at what I’m asked to do.” 

▸ Why? 

▸ “My job doesn’t require me to utilize my natural strengths/what I’m good at.”



WRITING FOR THE TOP OF THE FUNNEL

THIS PERSON IS A GOOD CANDIDATE FOR:

▸ A professional recruiter 

▸ A career coach 

▸ A self-assessment like the Clifton StrengthsFinder



WRITING FOR THE TOP OF THE FUNNEL

DO THE KEYWORD RESEARCH (NOT JUST FOR SEO!)

Topics > Keywords

In-depth guides to keyword research: 

1.http://backlinko.com/keyword-research 

2.https://yoast.com/keyword-research-ultimate-guide/

http://backlinko.com/keyword-research
https://yoast.com/keyword-research-ultimate-guide/


WRITING FOR THE TOP OF THE FUNNEL

DO THE KEYWORD RESEARCH

▸ Browse forums to find out how your audience talks about 
their problems 

▸ Use Google autocomplete to see common phrasing 

▸ Aim for long tail keywords (2-4 word phrases) instead of 
head terms (1-2 words). Less volume, but higher 
conversion.



https://www.hubspot.com/products/content-strategy

https://www.hubspot.com/products/content-strategy


PROBLEM = √ 
KEYWORDS = √ 
CONTENT = ?



WRITING FOR THE TOP OF THE FUNNELTEXT

BLOGGING

▸ Address the problem (no need to solve!) of your target 
audience. 

▸ Pretend you are writing a long email to a friend—that’s the 
tone you want.  

▸ Use your keyword (and synonyms of the keyword) a few 
times in your blog post.



WRITING FOR THE TOP OF THE FUNNELTEXT

BLOGGING, CONT.

▸ Format for scanning—use short sentences and section 
headers every 200 words or so.











HOW ABOUT AN 
EXAMPLE?







Don’t forget the CTA!



THAT’S HOW YOU WRITE 
FOR THE TOP OF THE 
FUNNEL



WRITING FOR THE TOP OF THE FUNNELTEXT

WHAT DID WE ACCOMPLISH

▸ We will generate traffic through 
organic search by using 
appropriate keywords. 

▸ We introduced ourselves as 
subject matter experts. 

▸ We built trust with our audience by 
providing value before we asked 
for it.



BUT WE HAVEN’T MADE ANY 
MONEY YET!

-You

I KNOW WHAT YOU’RE THINKING



WRITING FOR THE 
MIDDLE OF THE FUNNEL

THINGS ARE  
GETTING SERIOUS



HOW DO I KNOW WHEN 
SOMEBODY IS IN THE MIDDLE 
OF THE FUNNEL?

-You

WRITING FOR THE MIDDLE OF THE FUNNEL



WRITING FOR THE MIDDLE OF THE FUNNEL

USE EMAIL ‘GATES’, RETARGETING, OR REGISTRATIONS

▸ Conversion - Your MoFu content should usually require an 
email address in exchange—think premium content guides 
(PDF’s), webinar registrations, etc. This accomplishes two 
things:  

▸ You now know exactly which stage they’re at in the 
marketing funnel 

▸ You have their email address for future marketing efforts



WRITING FOR THE MIDDLE OF THE FUNNEL

SHOW THEM OPTIONS FOR SOLVING THEIR PROBLEM

▸ Consideration - Now that your audience understands their 
own problem, it’s time to show them a range of ways to 
solve it. Remember, people want to see the full spectrum 
of solutions; not just yours. 



WRITING FOR THE MIDDLE OF THE FUNNEL

EXAMPLES OF MOFU CONTENT

▸ Guides 

▸ Checklists 

▸ Ebooks 

▸ Case Studies 

▸ White papers 

▸ Calculators, spreadsheets (not written) 

▸ Webinars (not written)



HOW ABOUT AN 
EXAMPLE?





WRITING FOR THE MIDDLE OF THE FUNNEL

WHAT TO WRITE IN YOUR EMAILS

1. Ask a question 

2. Post a link to a blog post/web page that has the answer





WRITING FOR THE MIDDLE OF THE FUNNEL

HOW TO NURTURE YOUR LEADS WITH MOFU

▸ Segmentation - Since you have a lead in your pipeline, 
should you just blast them with all your content? Definitely 
not. Instead, let them self identify based on their reactions 
to your emails (delete, open, click) and use that info to 
understand what to send them next. You’ll need some sort 
of marketing automation tool to accomplish this, but you 
can start by sketching out a lead nurturing workflow with 
pen and paper. 



https://invisiblesellingmachine.com/



WRITING FOR THE MIDDLE OF THE FUNNEL

WHAT DID WE ACCOMPLISH?

▸ Converted web visitors into leads 
by offering premium content in 
exchange for an email address 

▸ Segment our leads with email and 
marketing automation 

▸ Continually provide value by 
helping our leads sort through 
their options for solving their 
problems 

▸ Reminder—Use landing pages!



WRITING FOR THE 
BOTTOM OF THE FUNNEL

TIME TO DANCE



WRITING FOR THE BOTTOM OF THE FUNNEL

THEY’RE INFORMED, THEY’RE QUALIFIED

▸ Offer branded product literature (offline purchases) 

▸ Schedule a demo 

▸ Free trial/offer 

▸ Create sense of urgency (scarcity)



WRITING FOR THE BOTTOM OF THE FUNNEL

ATTENTION > INTEREST > DESIRE > ACTION (AIDA)

https://copyhackers.com/2015/10/copywriting-formula/



WRITING FOR THE BOTTOM OF THE FUNNEL

PROBLEM > AGITATION > SOLUTION (PAS)

https://copyhackers.com/2015/10/copywriting-formula/



WRITING FOR THE BOTTOM OF THE FUNNEL

CREATE A SENSE OF URGENCY 



WRITING FOR THE BOTTOM OF THE FUNNEL

CREATE A SENSE OF URGENCY CONT.



WRITING FOR THE BOTTOM OF THE FUNNEL

CREATE A SENSE OF URGENCY CONT. AGAIN



THAT’S IT.



Persona #1 Persona #2 Persona #3

ToFu

MoFu

BoFu

6 9 8

3 1 0

1 1 2

ORGANIZE YOUR CONTENT






