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Ardath Albee: Digital Relevance: Developing Marketing Content and Strategiesthat Drive Results before
purchasing it in order to gage whether or not it would be worth my time, and al praised Digital Relevance:
Developing Marketing Content and Strategies that Drive Results:

1 of 1 people found the following review helpful. Excellent strategies for marketing relevanceBy Anne JanzerAll the
research tells us that strategy is essential to content marketing success. Y et many marketing organizations struggle to


http://f3db.com/pub/links.php?id=B00S9WG7O4

figure out strategies. In this book, Ardath Albee offers essential guidance for creating a content strategy, particularly
for complex sales cycles. From creating personas to replace campaigns with continuous storytelling, the book isfilled
with expert advice that every marketer can learn from. Although thetitle refers to the relevance of content to prospects
and customers, the strategies enclosed also help marketing organi zations maintain their relevance in afast-moving,
complex sales environment.O of O people found the following review helpful. Digital Relevanceis abrilliant book! I'm
still reading it (about half way ...By David A. BrockDigital Relevanceis abrilliant book! I'm still reading it (about half
way through), but am so struck by what I've read so far, that | was compelled to write areview. Ardath manages to
distill, in avery pragmatic manner, the issues marketers face in effectively connecting with today's buyers. She
provides outstanding models for reaching prospect and buyers in impactful ways, aligning with them through their
journey of learning, buying, using.Ardath was targeting marketing professionals with the book, but since her real focus
ison timely, impactful, relevant communication and conversations with prospects and customers, sales professionals
can get alot of value out of Digital Relevance, aswell. Her guidance around clarity of communication, focus on the
customer--wording that is about them, for them, assuring the communication is relevant for the person, context, and
timing of where they are in their journeys. All critical for sharp sales execution.I'll be back with more, as | progress
through the book, but this is thoughtfully written, provokes the reader to think differently about how to engage
customers, and provides down to earth advice. Well done, well deserving of 5 stars, amust read for every marketing
professional and many sales professionals.0 of 0 people found the following review helpful. Thisisthe best book |
have read on the topic of digital ...By Aimee L. FalkThisisthe best book | have read on the topic of digital
marketing/content marketing and | think every marketer should have this memorized if their goal isto drive revenue.
Ms. Albee brilliantly presents the complexities of content marketing in a conversational story format and covers
everything from how-to to the ideal team structure - the Marketing Center of Excellence. It was refreshing to feel that
she understands the challenges | face as a content marketing strategist. | was very inspired and took away some great
ideas for change management. | recommend all of her books as a must-read, and encourage you to attend any events
where sheis presenting her work.

Pushing out content in the digital world is no longer enoughhellip; the content you create must have meaning and
relevance for your intended audience. Unfortunately thisis not always the case with most companies. With complex
sales cycles often extending into years, maintaining long-term relevance requires both strategic planning and dynamic
adaptability. Digital Relevance provides the techniques and advice marketers need to match content to context and
respond to constantly shifting markets. Author Ardath Albee supplies the necessary tools for looking beyond the
outdated campaign approach of one-off, unrelated buyer interactions. She outlines clear-cut strategies for developing
customer-oriented communications, identifying the distinct value that differentiates your company, and making the
shift from singular communications to a continuum approach. Digital Relevance also provides insights for ensuring
that data and metrics are used to relate programs to the achievement of business objectives. Through engaging case
studies Albee shows marketers how to create brand stories that can be used over time in order to ensure continued
relevance, engagement and progression toward buying. Adapting to a continuum approach, observes Albee, takes a
shift in mindset and reinforcement to ensure it becomes a natural part of approaching marketing strategy. Digital
Relevance responds by offering practical solutions for organically integrating this important method into your
approach. Albee's 'Relevance Maturity Matrix' will help you understand the levels of transition and what it takes to
move from one level to the next. The reality of continuous change means that even if you reach mastery today, you'll
have to stay on your toes to keep it. That's exactly what Digital Relevance prepares you to do.

"Indispensable! Digital Relevance is the new standard for digital marketers. It's thorough, practical, and hype-free.
Highly recommended!” - Jay Baer, New Y ork Times best-selling author of Youtility "Ardath Albee has a unique talent
for blowing away the hype and hyperbole that plagues digital marketing. Digital Relevance is an important book
becauseit's abright, clear call to specific action. It's packed with authority and practical strategies and told with energy
and attitude." - Doug Kessler, Creative Director and Co-Founder, Velocity "Ardath has, quite smply, done something
extraordinary in this book. She has simultaneoudly illustrated the context of how a strategy based on creating relevant
content provides competitive differentiation, while providing a step-by-step plan for how to get there. This book will,
no doubt, be awell-worn companion for marketers." - Robert Rose, Chief Strategy Officer, Content Marketing
Institute "With the availability of tons of information on the web, buyers now control relationships with companies
they consider doing business with. Ardath shows you how to transform your marketing to appeal to buyers and how
that will grow your business." - David Meerman Scott, bestselling author of The New Rules of Marketing and PR
"Marketing is no longer thought of as arts and craftsin today's digital landscape. We have to be analytic and results-
driven if we want to impact our company's bottom line. While content is the core of any inbound marketing strategy, it
can a'so be the toughest to measure. Albee walks us through how to use content to build relationships with prospects
and customers and produce real results valuable lessons for marketers everywhere." - Mike Volpe, Chief Marketing
Officer, HubSpot "This book demonstrates how lack of strategy and customer orientation are putting a strain on



marketers and on our ability to produce real business results. In order to achieve a connection with our future
customers, we need to create content that delivers value and meaning in atargeted way. And Digital Relevance shows
ustheway." - Michael Brenner, Head of Strategy, NewsCredAbout the AuthorArdath AlbeeisaB2B Marketing
Strategist and CEO of her firm Marketing Interactions, Inc. She helps companies with complex sales turn prospects
into buyers with digital marketing strategies and content platforms that show them what's possible, why to embrace
change and how to gain value that drives business. Ardath also authored the book eMarketing Strategies for the
Complex Sale, has been voted one of the 50 Most Influential People in Sales and Lead Management for the past three
years, and was selected as a 2014 Woman to Watch in B2B Marketing by FierceCMO.



