
Dissecting the  
12 key traits of a 
new school event 
marketer




About BrightBull 
An inbound marketing agency 
for B2B, Media & Events 
We work with companies seriously committed to 
growth and transforming the way they approach their 
marketing, lead generation and sales pipelines 

@brightbull 
brightbull.co.uk/blog 

www.twitter.com/brightbull
http://www.brightbull.co.uk/blog


What we’ll cover  

• Exploring the new way of event marketing 
• Going step-by-step through the 12 traits 
• Revealing the signs that you might still be 

stuck in old school marketing tactics  
• Understanding where marketers should be 

focusing their budget and efforts 
• The backbones of any successful modern-day 

event marketing strategy 
• Live polls and questions 



Does it feel like your marketing team is on a 
hamster wheel? 



1. INBOUND is at the heart of your 
strategy. 



1. INBOUND is at the heart of your 
strategy. 

Source: EventBrite 



Inbound for  
events 
About the user/reader/individual 
Not about your event/products/

services 

 

 

 

 

About your event/products/
services 



Old school event businesses 
assume their contacts are 
ready to buy from them. 



 
 
2. Don’t compartmentalise ONLINE + 
OFFLINE 
 
 

Inbound 

Online 

Marketing 

Us 

Outbound 

Offline 

Sales 

Them 



3. CONTENT is fuel for your engagement 
fire. 



3. CONTENT is fuel for your engagement 
fire. 

“Content marketing 
generates 3 times 
as many leads as 

traditional 
outbound 

marketing, but 
costs 62% less.” 

Demand Metric 



Introduc)on	
  
 

”Event 
businesses are 
absolutely rich 

in content, 
they simply 

have not 
repurposed it 

properly”  
 



You need to be prepared 
and comfortable with 

writing content yourself. 



 
4. BUYER PERSONAS are at the root of 
all comms and content. 
 

Who am I? 



 
4. BUYER PERSONAS are at the root of 
all comms and content. 
 

Do you know my: 
* Objectives 
* Pains 
* Challenges 
* Interests 
* How to reach me? 



 
New school marketers speak the language 
of their audience, not their own. 
 

Peter 
Eventrepreneur 

Paul 
The Exhibition 

Director 

Alexandra 
Media Publisher 
Events Director 

Mary 
B2B Marketer 

BrightBull’s Personas 





 
How to create your own personas 

 
makemypersona.com 

buyerpersona.com 

http://www.makemypersona.com/
http://www.buyerpersona.com/


5. Thrive on the power of MARKETING 
AUTOMATION + TECHNOLOGY 



5. Thrive on the power of MARKETING 
AUTOMATION + TECHNOLOGY 

Systems Automation Outsourcing 

Web Updating Data Processing 

Reporting 



Marketing technology landscape 2011 



Marketing technology landscape 2016 



Marketing technology landscape 2016 

h,p://chiefmartec.com/2016/03/marke)ng-­‐
technology-­‐landscape-­‐supergraphic-­‐2016	
  
	
  
Alterna)vely	
  search	
  for	
  	
  
“marke)ng	
  technology	
  landscape”	
  

http://chiefmartec.com/2016/03/marketing-technology-landscape-supergraphic-2016


 
6. Smart about EMAIL. Do not solely rely 
on outbound.  
 



6. Smart about EMAIL. Do not solely rely 
on outbound.  

Won’t do without 
WORKFLOWS / DRIP 
campaigns. 
 



6. Smart about EMAIL. Do not solely rely 
on outbound.  

Relevant emails 
drive 18 times 
more revenue than 
broadcast emails. 

Jupiter Research 

 



 
7. Love DATA + MEASURE everything  
(at the touch of a button) 
 



 
7. Love DATA + MEASURE everything (at 
the touch of a button) 
 



8. They know how to intelligently 
manage their TIME 



 
Search for: 
“Covey time management”  
“Pomodoro technique” 

 
slack.com 
 
   “Tim ferriss email” 

 
Fourhourworkweek.com 

www.slack.com
www.fourhourworkweek.com


 
Download this guide to save time! 

Info.brightbull.co.uk/time-saving 

“time saving guide” 	
  

info.brightbull.co.uk/time-saving


 
9. Know how to seamlessly integrate 
with SALES 
 



 
9. Know how to seamlessly integrate 
with SALES 
 

marketers 
cited 

increasing 
sales as their 

top event 
marketing 

goal.  
Center for Exhibition 

Industry Research 

 83%




 
Your leads are rubbish!!! 
 



 
Agree on what leads are good for them! 
 

Lead 
MQLs 
SQLs 



SQL 

Businesses that use marketing automation 
to nurture prospects experience a 451% 

increase in qualified leads. 
  

The Annuitas Group 



 
10. Masters of SOCIAL MEDIA. 
 

Social media has a 100% higher lead-
to-close rate than outbound 
marketing.  

HubSpot 

Social is a habit 

Thought out system 

Don’t 
broadcast 

Interact 

Embeded in everything 
they do 

Not scared of topics 
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Social media has a 100% higher lead-
to-close rate than outbound 
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HubSpot 
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11. Get their hands dirty – marketing is 
becoming less about marketing 



4 Key areas 

CRM/Data Integrations/ 
Automation 

Writing/
Blogging 

Internal 
Training 



12. They LEAD the events team, not 
follow. They OWN the strategy.  



Next year we need to grow 
our event. 

More attendees and more 
sponsorship. 

 
Sorry marketing spend will 

have to remain the same. In  
fact try to keep spend 

down! 



Next year we need to grow 
our event. 

More attendees and more 
sponsorship? 

 
Sorry marketing spend will 

have to remain the same. 
Try to keep it down please 



Get your workshop guide now 

Be part of this elite tribe of 
new school marketers  
 
Join us at BrightBull’s Accelerator Labs 
Collaborative workshops focused on winning formulas for your event marketing 

http://info.brightbull.co.uk/accelerator-labs-collaborative-event-marketing-workshops


Thank you!

Ricardo@brightbull.co.uk | 0203 603 8388


mailto:ricardo@brightbull.co.uk



