
HOW TO CREATE B2B MARKETING 
AUTOMATION SYSTEM IN 90 DAYS OR LESS

DAN GRIDIN



3 THINGS YOU NEED  
TO KNOW ABOUT ME
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I CREATE MARKETING SYSTEMS THAT 
GENERATE STEADY AND PREDICTABLE 
STREAM OF QUALIFIED B2B LEADS



I WORK ONLY ON B2B MARKETS 
WITH COMPLEX PRODUCTS  
AND LONG SALES CYCLES 



OH, AND I’M ALSO KNOWN  
AS “THE DHL GUY”



THE 30 IPADS + DHL PLAN  
STILL WORKS FOR CLOSED  
HIGH-TRANSACTION MARKETS



BUT THERE ARE  
LOTS OF OTHERS
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TYPICAL B2B SALES CYCLE SHORTENING ROUTINE



BUT THINGS CHANGE 



COMPETITION BECOMES GLOBAL 
EVEN FOR SMALL B2B COMPANIES





SO WE NEED TO SUBSTITUTE MANUAL 
LABOUR WITH DIGITAL MARKETING



BUT THERE ARE TWO EXTREMES  
OF DIGITAL FOLLOW-UP



VANILLA MARKETING



MANTRA: LET’S SEND SOMETHING ONCE  
A MONTH JUST TO KEEP IN TOUCH



NAPALM MARKETING



MANTRA: BUY OR DIE



THE HOLY GRAIL: MARKETING AUTOMATION



MARKETING AUTOMATION IS A SYSTEM OF DIGITAL 
“TOUCHES” THAT MOVES LEADS DOWN THE SALES 
PIPELINE WITHOUT BURNING THE DATABASE ALIVE

Dan Gridin 
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BUT THERE IS ONE PROBLEM



CORRECTION: HUNDREDS  
OF PROBLEMS



CORRECTION: HUNDREDS  
OF PROBLEMS EVERY DAY







IT’S A BLOODY MESS



SO WHERE DO I START?









MVP



MINIMAL VIABLE PRODUCT  



HOW DO WE GET TO A WORKING 
SYSTEM IN A  SHORTEST WAY 
POSSIBLE?



MINIMAL VIABLE MARKETING  
AUTOMATION SYSTEM BLUEPRINT



1. KNOW YOUR MQLS



POWER OF INEQUALITY. 
LEADS ARE NOT CREATED EQUAL.



AND I WILL PROVE  
IT TO YOU RIGHT NOW



“PROFILE” THE IDEAL LEAD



WHAT DATA DO YOU NEED  
TO UNDERSTAND IF THE LEAD  
IS QUALIFIED?





ACTION LIST

▸ Understand what data you need to qualify a lead on early pipeline stages  

▸ Define the MQL profile 

▸ Tie the effectiveness of all your marketing activities to MQLs instead of leads



2. KNOW YOUR BUYING 
STAGES



AWARENESS: I’M NOT SURE  
I EVEN HAVE THE PROBLEM



CONSIDERATION: I’M NOT SURE  
I WANT TO SOLVE MY PROBLEM  
YOUR WAY



DECISION: I WANT TO BUY,  
BUT I’M NOT SURE I WANT TO BUY 
FROM YOU



3. KNOW YOUR CONTENT  
AND MAP IT TO THE BUYING STAGES



Buying stage Content

Awareness
Trends, benchmark reports, best 

practices, survey results, “how to” 
guides, white papers, survey reports 

Consideration Product overview, datasheets, 
product comparison

Decision Pricing, case studies, testimonials, 
live demos



CONTENT AUDIT CHECKLIST

‣ Gather  all your content in a big box (i prefer a real Ikea one) 

‣ Map the content to 3 main buying stages (you always can make things more 
complex, but not the other way around) 

‣ Update the content to make it more current 

‣ Identify the gaps (if there are any) 

‣ Create content pieces that bridge the gap 

‣ Profit! (hello, South Park fans:))



4. CREATE AR SEQUENCES 
WITH THE MAPPED CONTENT



THE 2 MINUTE 
TECHNICAL TALK



CRM IS NOT ABOUT SOFTWARE.  
IT’S ABOUT STORING AND USING  
CUSTOMER DATA TO SELL MORE



MARKETING AUTOMATION IS NOT ABOUT 
SOFTWARE EITHER. IT’S ABOUT DRIPPING  
CONTENT AT THE RIGHT TIME TO THE RIGHT LEAD. 
ANY AR SYSTEM WILL GET THE JOB DONE.



ANY. 
I MEAN IT. 
REALLY.





ACTION LIST

▸ Install all your content in AR system 

▸ Create autoresponder for every stage of the pipeline 

▸ Create “entry points” (aka landing pages) for every stage of the pipeline 

▸ Trigger AR’s based on the sales stage



5. USE THE SYSTEM  
FOR AT LEAST 3 MONTHS



6. CHOOSE MARKETING 
AUTOMATION SOLUTION



IF YOU THINK YOU STILL NEED IT



WHAT CAN YOU NEED MARKETING AUTOMATION SOFTWARE FOR?

▸ Progressive profiling 

▸ Lead scoring (assign or distract point for every activity — click, open, page visit 
e.t.c.) 

▸ Internal landing-page builder 

▸ Sync with CRM without additional coding 

▸ Real-time alerts for salespeople
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