








How Does Everyone Feel About This So Far?



What I personally want to accomplish with this 
meetup

● Wordpress knowledge
● Marketing techniques
● Design Theory
● SEO
● SEM
● Industry tools
● Security
● Social Media
● Paid Ads

● Networking Opportunity
● Community Involvement
● Skill Development
● Personal Growth
● Social Interaction
● Collaborative opportunities
● Support System

Tangible Intangible



Results from Interest Sign Up Form

Many of you filled out an interest form that included a 
short survey of the topics you are most interested in. The 
following is the collective results.

Marketing Techniques 17%
Social Media 17%
Web Design 13%
Search Engine Optimization 13%
WordPress 10%
Security 10%
Industry tools 10%
SEM 6%



Experience Levels

We listed three choices for experience 
levels.

Novice 66%

Competent  33%

Expert   0%



Tonight's Topic Marketing Strategies

Traditional

● Physical Ad space
● TV
● Radio
● Signage

Online

● Website
● Social Media
● Local Citations
● SEO
● SEM

In Person

● In store visit
● Word of mouth
● Events
● Networking

Marketing strategies is a very broad topic. Tonight we will cover a 
high level overview. In order to best cover this topic we have to 
define three main types of marketing. Below are a few examples.



What is Sales?
Sales: Sales refers to the process of directly interacting with potential customers to persuade them to 
purchase a product or service. It involves activities like prospecting, pitching, negotiating, and closing 
deals.

Sales: The primary focus of sales is on the one-on-one interaction with the customer to drive immediate 
transactions and achieve revenue targets.

Sales: Sales activities are often more short-term and transactional, with the goal of closing deals and 
generating immediate revenue.

Sales: The sales team directly engages with individual customers, tailoring their approach to meet 
specific needs and preferences.

Sales: Sales activities often take place through direct communication channels, such as face-to-face 
meetings, phone calls, or online chats.

Sales: The primary goal of sales is to convert leads into paying customers, meet sales quotas, and drive 
revenue.



What is Marketing?
Marketing: Marketing encompasses a broader set of activities focused on promoting and positioning 
products or services in the market. It involves creating awareness, generating leads, and building a brand 
image to attract and retain customers.

Marketing: Marketing focuses on creating demand, building brand awareness, and establishing long-term 
relationships with customers. It involves strategic planning and campaigns to reach a broader audience.

Marketing: Marketing activities are typically more long-term and aim to build sustained interest, trust, and 
loyalty over time. The effects of marketing efforts may not be immediately evident.

Marketing: Marketing activities often target a larger audience, and the focus is on building a brand that 
appeals to a broader segment of potential customers.

Marketing: Marketing activities utilize various channels, including advertising, social media, content 
creation, email campaigns, and events, to reach a wider audience.

Marketing: The primary goal of marketing is to create brand awareness, generate leads, and support the 
sales process by creating a favorable market environment.



What is the Difference?
The best way I can describe this is 
that sales interacts with current 
and potential customers you 
already have but marketing brings 
in potential customers outside of 
your organic reach.



How Does Everyone Feel About This So Far?

“BORING”
“Why am I here?”



Digital Marketing Channels

Inbound Marketing

Inbound marketing focuses on creating a holistic and 
customer-centric approach, attracting customers naturally by offering 
valuable content and building meaningful relationships over time.

● Content Marketing
● SEO
● Social Media
● Email
● Landing Pages and Forms
● Video

Generally digital marketing falls into one of two channels.

Outbound Marketing

Outbound marketing techniques are proactive and involve pushing 
messages to potential customers, often targeting a broader 
audience to generate leads and sales

● Direct mail
● Cold Calls
● Cold Email
● Door to Door
● Trade shows /events
● Radio / TV / Print
● SEM



Focus on Emotion

Before we get into the types of marketing it is important to 
understand that 95% of all purchases are made from an 
emotional trigger. 

Good marketers utilize this concept all the time, and examples of 
emotion-based campaigns are everywhere.

As the old saying goes - sell the sizzle, not the steak.



20 Examples of Emotion Based Marketing
The following slides are 20 different examples of 
emotion based Marketing / Advertising.

Even if you are one of those individuals who believes 
their purchases are entirely logic based you might 
want to pay attention. :)

Logical validation of your purchasing decision 
usually happens immediately after the emotional 
purchase 



Joy/Happiness:

Associating the product or brand 
with positive experiences to 
create a sense of joy and 
happiness.



Fear:

Evoking fear can drive action 
by presenting potential 
negative consequences 
without the product or service 
being offered.



Excitement:
Creating anticipation and 
excitement around a product or 
event to generate interest and 
engagement.



Trust:
Building trust by emphasizing 
reliability, credibility, and 
positive associations with the 
brand.



Curiosity:
Triggering curiosity to encourage 
exploration, engagement, and 
interest in a product or service.



Sadness/Compassion:
Telling emotionally charged 
stories that evoke empathy and 
compassion, often used in 
charity or cause-related 
marketing.

http://www.youtube.com/watch?v=zVuWtWZh4oQ


Surprise/Shock:
Using unexpected elements or 
statements to capture attention 
and leave a lasting impression.



Nostalgia:
Tapping into feelings of nostalgia 
to create a connection between 
the consumer and the brand or 
product.



Pride:
Associating the use of a product 
or service with a sense of 
accomplishment or personal 
pride.



Anxiety:
Highlighting potential 
problems or challenges 
that the product or service 
can solve to create a sense 
of urgency.



Love/Affection:
Showcasing relationships, 
connections, or bonds to 
appeal to the emotional need 
for love and affection.



Greed/Desire:
Creating a desire for more by 
emphasizing exclusivity, luxury, 
or the notion of getting ahead.



Envy:
Presenting a product or lifestyle 
that triggers feelings of envy, 
driving the desire to attain a 
similar status.



Frustration:
Identifying pain points and 
offering solutions to alleviate 
frustration and inconvenience.



Hope/Optimism:
Communicating a positive future 
outcome or improvement 
through the use of a product or 
service.



Guilt/Shame:
Highlighting consequences or 
societal pressures to induce 
feelings of guilt or shame without 
the product or service.



Humor:
Using humor to create a positive 
and memorable association with 
the brand.



Satisfaction:
Portraying the product or service 
as a source of fulfillment and 
satisfaction.



Awe/Wonder:
Creating a sense of awe or 
wonder to captivate attention and 
generate a positive emotional 
response.



Relevance:
Ensuring that marketing 
messages resonate with the 
target audience's values, 
interests, and lifestyle, fostering a 
sense of relevance.



20 Examples of Marketing Types
Sticking with the number 20 the following slides define 
the different marketing types.

Bonus points if you can associate these types with the 
previous emotional slides. 



FOMO (Fear of Missing Out):
Creating a sense of urgency or 
exclusivity to make consumers 
feel they will miss out on 
something valuable if they don't 
act quickly.



Virtue Signaling:
Associating a product or brand 
with socially responsible or 
virtuous actions to appeal to 
consumers' values and ethics.



Storytelling:
Crafting compelling narratives to 
evoke emotions and create a 
connection between consumers 
and the brand.

http://www.youtube.com/watch?v=EqboAI-Vk-U


Scarcity:
Emphasizing limited availability or 
a shortage of a product to drive 
demand.



Social Proof:
Showcasing endorsements, 
testimonials, or user reviews to 
build trust and credibility.



Influencer Marketing:
Partnering with influencers to 
leverage their authority and reach 
in a particular niche.



Experiential Marketing:
Creating immersive and 
memorable experiences for 
consumers to engage with the 
brand.



Content Marketing:
Providing valuable and relevant 
content to attract and retain a 
target audience.



Guerrilla Marketing:
Unconventional and creative 
marketing strategies that often 
rely on surprise or 
unconventional methods.



Humor:
Using humor to entertain and 
engage consumers, making the 
brand more memorable.



Loyalty Programs:
Offering incentives or rewards to 
encourage repeat business and 
customer loyalty.



Cross-Selling and Upselling:
Recommending related products 
(cross-selling) or encouraging 
customers to upgrade to a more 
premium option (upselling).



Discounts and Promotions:
Offering special deals, discounts, 
or promotions to entice 
customers to make a purchase.



Product Placement:
Integrating a product or brand 
into media content, such as 
movies or TV shows.



Emotional Marketing:
Tapping into consumers' 
emotions to create a memorable 
and impactful connection with the 
brand.



A/B Testing:
Experimenting with variations in 
marketing elements (such as 
headlines, images, or 
calls-to-action) to optimize 
performance based on real-time 
data.



Native Advertising:
Creating ads that match the format 
and style of the platform on which 
they appear, seamlessly integrating 
into the user experience.

Interactive Marketing: Engaging 
consumers through interactive 
content or experiences, encouraging 
participation and active involvement.



Targeted Advertising:
Tailoring ads to specific 
demographic, behavioral, or 
geographic segments for more 
personalized and relevant 
messaging.



How Does Everyone Feel About This Now

“Whoa”
“This guy talks 
too much”



Thank you!!
Please let us know what you liked 
and did not like about the 
presentation.


