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Manufacturing



WSI AT A GLANCE

For 25 years, WSI has been providing digital 
marketing services and comprehensive 

marketing strategies to businesses of all sizes 
and across various industries. We are the largest 

network of digital marketing agencies around 
the world.

We are a full-service digital marketing agency 
that helps elevate your online brand, generate 
more leads and sales, and improve your overall 

marketing ROI. 
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PLAN TO USE VIDEO

75% of manufacturers have planned to 

use video on their website.

USING CONTENT EFFECTIVELY

Only 30% of marketers in the manufacturing 
industry feel that they are using their web and 

social content effectively.

UNSURE OF LEAD CONVERSIONS

45% of manufacturers said they are not sure how 
many leads convert on their website.

SAVED COSTS USING DIGITAL

40% of companies say they saw significant cost 
savings by using digital marketing to promote their 
products and services.



What are the 

common challenges
manufacturing companies face today? 



The cancelation, postponement or reduction of major global trade 
shows has impacted their prospecting activities. 

The demographics of the decision maker are evolving. They are more 
digital-savvy and their customer journey is changing as well. 

There is a rising need for salespeople to learn how to sell virtually. 

60% of

The cancelation, postponement, or reduction of major global trade shows has 
impacted their prospecting activities. 

The demographics of decision-makers are evolving. They are more digital-savvy, 
and their customer journey is changing as a result.

There is a rising need for salespeople to learn how to sell virtually. 

Customers are less interested in print media and are engaging more with online 
content. 



51% of industry workers did not attend manufacturing trade shows last year. 
Nearly 70% of all manufacturing workers attended webinars. (globalspec)



Challenging Sales Forecast 2020Many manufacturers rely on outside sales teams, and the absence of in-person 
meetings is challenging. 

The impact of COVID has made meeting their initial sales forecasts for 2020 a 
challenge. 



Digital marketing is not something manufacturers have been measuring 
effectively. 

Not investing in their website is impacting their ability to leverage it as a sales 
tool. 



Today‘s evolving situation is forcing manufacturing companies to boost and 
power their digital presence.



What are the 

keys to digital marketing success 
for manufacturers? 



STEVE CONDIT

Challenging Sales Forecast 2020

Collaboration among Sales, Marketing, Product Management, and company

Having a detailed Marketing Blueprint that outlines strategies for revenue 
growth.

Leveraging Inbound Marketing and Account-based Marketing for lead 
generation.

Regular meetings with Sales, Marketing, and leadership teams to track and 
measure your marketing effectiveness. 



STEVE CONDIT

Challenging Sales Forecast 2020

Advertising on Google and LinkedIn to generate more visibility for products and 
services. 

Continually adding website content and having webpages devoted to unique 
products, parts, and locations for better optimization. 

Having a CMS-based website that is flexible and easy to use and manage. 

Leveraging a CRM System to nurture leads through longer sales cycles. 







What are your recommendations for 

improving website conversion?



Design all of your digital marketing efforts around your ideal customers. 

Your content needs to describe what’s in it for THEM, not YOU.

Look at your digital marketing content and your website from the visitor’s 
perspective. 



Get into the minds of your customers and find out what they are asking 
themselves about your products/services.

Take the approach of they ask, you answer.



Leverage technologies that can help you learn more about your website visitors 
and customer personas.

Typically, manufacturers focus too much on their product line details rather than 
how they can solve their prospects’ problems. 





What are the best ways for a 
manufacturing company to 

learn about their target audiences,
and define their buyer personas? 



Reach in-market buyers through D&B Intent Buyer Analysis in the early stages 
of their buyer journey.

Conduct persona development as part of the digital marketing blueprint 
process. 



Talk to your actual customers to learn more about their demographics, pain 
points, and value drivers.  

Where are they geographically?
What’s their business size 

and profitability?
Who are the decision makers?What’s their business type?



What are the most 

effective digital advertising tactics
for a manufacturing company?



Success with Google Ads, remarketing, display advertising, and LinkedIn Ads. 



When done right, Digital Advertising and PPC Ads can help generate high value 
leads.



Boost your reach by using Microsoft advertising and Linkedin, both leveraging each 
other’s data with their unique targeting features.



What’s your 

one final digital marketing tip 
for manufacturing businesses?



Right 
Content

Right 
Format

Right 
People

Right 
Time

Results

BUYER’S JOURNEY

Always give high quality content to your prospects and earn the right to their 
contact details. 



Don’t miss out on the huge potential of Ecommerce!



D&B’s Buyer Intent Program provides information on companies actively 
searching for your products/services.



Talk to your customers to learn more about them and better define your 
digital strategies and blueprints.

Make sure your Sales team is skilled in virtual selling.



READ MORE ABOUT DIGITAL MARKETING IN OUR 3RD BOOK

Available on Amazon and 
other online book retailers. 
Search “WSI Digital Minds” 

or visit
https://bit.ly/wsibook3

https://bit.ly/wsibook3


REACH OUT TO YOUR LOCAL WSI CONSULTANT

Talk to us, we can help!

April 

Want to find out how your 
manufacturing company can get the 
most out of digital marketing? 

Reach out to your WSI Consultant 
or email contact@wsiworld.com.

mailto:contact@wsiworld.com


Thanks for watching!


