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A Little About Me & My Background:

» 16 years in industrial marketing

» Work for the largest overseas subsidiary of Toshiba Corp
« AC motors, motor starters, adjustable speed drives
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LET'S TALK
ABOUT
ENGINEERS &
INDUSTRIAL
MARKETING.
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What | thought | was going to do.
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What | actually do.
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Industrial Marketing Internal
Challenges:

-Limited resources

-Lack of SMEs dedicated to
content creation

-Time consuming
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Industrial Marketing External
Challenges:

-Long buying cycle
-By committee buying decisions
-Mature market/brand loyalty
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Industrial Content Marketing Strategy.
Where do you start?

. Manufacturer : Vertical Markets Applications
(5 Product Categories & Aftermarket Sales & Service)

Aggregate
Distribution/ OEM/ Engineering | Direct/End Agriculture [l Water/WW Compressors [l Conveyors
Resellers Packagers Firms Users
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300+ Potential
Audiences
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What matters most to engineers?

From the engineer:
1.

Make me more knowledgeable
about: products, applications,
systems

Show me how your product
meets my spec

Give me tools to evaluate & make

Information gathering easier
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#CMWorld

<,

marketing™
world2019



Source: © CFE Media, Marketing to Engineers™
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What does product info really mean?

2D/3D drawings

Configurators
Application selection tools

Cross reference tools

Product & application training

Data performance sheets
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Product reviews
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Source: © CFE Media,

Marketing to Engineers™
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Improving Lead Generation

1. Document how your content fits into your buying cycle
& find key indicators
a) 3D downloads, configurations

2. Patience, patience, patience

3. Understand your customers from a sales point of view

4. Use sales feedback to improve
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Keep the Content Flowing

Find your go to SMEs
Question forms & CRM cases
Internal lunch & learns
Technical training classes

Internal focus groups

S T o

Incentivize
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Content That Engages All Generations

Content that Engages All Generations: | e Log 0wt

1 E -b-I-t | Specifications | | Manuals | | Brochures | | Drawings | | Software | | Tech/Guide Spec | App. Notes Catalogs
. CceSSI I I y » Upgrading to AS3

» AS3 App Mote 1.0 Embedded Ethemet Web Browser Connection via Wi-Fi
» AS3 App Mote 1.0 Ethernet |P Basic Tutorial

. Ed u Cate » AS3 App Note 1.2.0 3 Wire Start Stop Conrol

» AS3 App Mote 1.3.0 Preset Speed Confrol

» AS3 App Mote 1.4.0 Analog Output Calibration

» AS3 App Mote 1.5.0 Run From Keypad (FR)

2
3. Reuse content in different ways
4

» AS3 Start Up Check Sheet

. Creatures of Habit- Don’t change

what'’s not broken
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Final Thoughts

1. Document your content strategy.
2. Engineers have their own language. Speak it.

3. Be resourceful.
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