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Marketing Automation 101



The Basics: What is Marketing Automation?
Marketing automation allows businesses to automate repetitive tasks like sending emails and 
making social media posts. 

Marketing automation software allows you to track and analyze your marketing actions. At 
this point, businesses have many marketing automation software programs available for 
them to choose from. The key is finding the right software for the specific needs of your 
business.

Effective marketing automation starts with personas, and then takes potential customers 
through a conversion funnel where they are nurtured with quality content and converted 
into customers. 

Persona creation > Landing page with lead capture > Email workflow > Conversion



Choosing the Right Automation Software
It is very important to choose the right marketing 
automation software for your business. 

A good rule of thumb: smaller businesses should 
choose more basic options and larger businesses 
should choose software that is more robust.

Marketing automation software examples: 

● Hubspot
● Mailchimp
● Infusionsoft
● Salesforce
● Buffer App





Benefits of Marketing Automation Software
There is so much you can do! Let’s examine each of these benefits:

● Create lists and segment your database
● Email workflows
● Schedule emails
● Schedule social media posts
● Collaborate
● Create branded templates and letterhead
● Targeting options
● Tracking
● Analytics
● CRM
● And so much more...



ASSIGNMENT 1:
Choose and set up automation software



ASSIGNMENT #1
If you haven’t yet chosen marketing automation software for your business, now is the time 
to take the first step!

Many software programs offer free trials or even free accounts depending on the size of your 
business.

If you have already chosen marketing automation software, take some time to review how it 
has been performing for you. Did you choose right for what your business needs? If you have 
doubts, test other options until you find a good fit.

Got questions? Please always feel free to reach out! #TeamColibri is happy to help — we love 
seeing businesses succeed. Simply connect with me on Twitter @JasmineJuneC or email me 
at jasmine@colibridigitalmarketing.com.



Buyer Personas



But First…. The Importance of Personas

What is a persona, how do you create one, 
and what role do they play in marketing 
automation?

Personas are fictional characters you create based on 
market research that help you better understand 
your target audiences and what influences their 
purchasing decisions. 

The objective of a persona is to examine the process 
and workflow that your user would prefer to utilise in 
order to achieve their objectives in interacting with 
your product or service. 



How to Create a Persona
Step 1: Market research. Through competitive analysis, keyword 
research, social media analysis, Google analytics, and customer or 
client interviews, you can compile data that reveals the 
demographics of your target audiences.

Step 2: Use a template to help you create your persona. There are 
many available. Alternatively, you can create a persona description. 
(Examples coming up!)

Step 3: Get creative! You can even base your persona on a real 
customer. Use your market research to fill out the template and build 
your persona character. 

Step 4: Have a coworker review and add to your persona — two sets 
of eyes are always better than one!





Persona Description Example

Eric the Development Engineer

Designs products from idea to production. He is a multitasker, both 
at work and at home, and is involved in different stages of the design 
process. Always short on time, and often works overtime, especially 
before design review meetings.

Tools and programs that can streamline the design process are 
valuable to him as they free up his time at work to better focus on 
projects and as a result, free up his time at home. He also has pride in 
the quality of his work and wants to produce the best products 
possible.

Where to find him online: Twitter, Instagram, LinkedIn



Persona Description Example: Office Administrator

This late 30s female office administrator works for an information 
technology company in San Diego. In addition to office 
administration, she also functions as an executive assistant. She is 
required to “wear many hats” and multitask on a daily basis and 
needs all of her processes to be as efficient and streamlined as 
possible. 

Since the success of her job depends on the office running smoothly, 
she is required to come up with solutions to workplace problems 
among their employees. Due to her busy schedule, she highly values 
customer service when using a new service or product. Any guidance 
or help is a huge benefit to her. When it comes to employee wellness, 
she wants to use tools and services that are easy to understand, are 
well organized, and obtain good results. 

Where to find her online: Facebook, Instagram, LinkedIn



The Role of Personas in Marketing Automations

● Allows you to personalize your marketing 
automations, adding a human element and 
context.

● You can better understand how your 
customers are behaving online.

● You can match the traits of your personas to 
the targeting options in your marketing 
automation software.

● Personas allow you to refine your brand 
messaging.

● You find out where your customers are 
online — and how to get them to find you.



ASSIGNMENT 2:
Create 3-5 personas



ASSIGNMENT #2
Use the information and template provided in this slide deck to create 3-5 personas for your 
business. When doing your research, remember to keep these questions in mind:

● What is their age and gender?
● Where are they located?
● What are their goals?
● What are their pain points?
● What solutions can you offer them?

Tell me about your personas! I’d love to see what you came up with.  Simply connect with me 
on Twitter @JasmineJuneC and include #personas in your post.



Conversion Funnels



What is a Conversion Funnel?

A conversion funnel is a process by which you guide 
online consumers through a purchasing decision 
journey, with the ultimate goal of converting them 
into customers. 

The main phases are:

1. Awareness via Brand Exposure 
2. Interest via Landing Page & Lead Capture 
3. Nurture via Email Workflows
4. Conversion via Upsell
5. Re-Engage via Retargeting & Follow up



Components of a Successful Conversion Funnel
1. SEO and Online Promotion
2. Landing Page + Call to Action
3. Lead Capture Incentive 
4. Email Workflow
5. Targeting and Tracking
6. List Segmentation
7. Product or Service Offering
8. Social Media Integration
9. Analytics

Marketing automation software will provide the tools for 
all of these elements, allowing for an initial setup which 
will then be automated so that you can focus on 
building other parts of your business. 



ASSIGNMENT 3:
Create a conversion funnel



ASSIGNMENT #3
To create a conversion funnel, you will need these basics:

1. Landing page
2. Lead capture form on the page
3. Email workflow connected to the form
4. A lead capture incentive

You can create a landing page on your website (ideal) or through your marketing automation 
software. For example, Hubspot and Mailchimp have landing page creation features.
The first email in your workflow should deliver the lead capture incentive. Use ideas in the 
next section to create something your target audience will love!

Want to test your conversion funnel? Reach out to me and I’ll sign up for it and give you 
feedback about the process.



Lead Capture



The Basics: Getting Lead Capture Right

At this point, the World Wide Web is saturated with lead 
capture incentives. In order to maximize your time and 
budget, use these elements to get it right:

1. Know your audience (hello personas!)
2. Offer a high quality incentive
3. Make your branding and design top notch
4. Promote, promote, promote
5. Use quality content in the email workflow
6. Engage with your audience
7. Target, segment, and personalize!
8. Re-engage 



Lead Capture Strategies

Giveaway. Simple action required of participants. Collaborate with strategic partners.

Contest. Incentivize with a BIG prize! Collaborate with strategic partners.

Free product. A sample or product offering. Included with shipping or pickup in store.

Free service. Consultation, free session, first time free.

Content. How to guides, ebooks, webinars, newsletters, programs. 

Poll. A poll is a great way to engage community. Email the results and discuss!

Online Survey. There are lots of apps and companies that allow you to create your own 
survey, complete with your branding.





Analytics and ROI



Taking Advantage of Analytics

Analytics will help you fine tune your marketing. Mine 
your data to better understand your audience and 
improve upon your marketing components to get even 
better results. Analytics include:

● Traffic source
● Demographics
● Timing
● Vanity metrics
● Lead tracking
● Lead scoring
● Conversions 



Measuring Your Return on Investment

Make it rain!

Every marketer knows it takes multiple touches to create a 
customer.  This fact makes it difficult to allocate revenue to any 
specific touch. Marketing automation software makes calculating 
ROI a little easier, since you can track and measure from start to 
finish. 

Built-in measuring and tracking allows you to determine cost per 
click, cost per lead, cost per conversion, and so on. Once you’ve 
determined your cost per conversion,  you will understand how 
much you need to invest in order to get X number of conversions.

Examples of tracking tools include pixels, tags, and trackable links.



Questions?



Let’s Talk! Get a Free Digital Strategy Session

As digital marketing #transformists, we love helping 
businesses succeed! 

If you have further questions about how to build your business with 
digital marketing, please reach out for a complimentary strategy 
session! You’ll come away with insights and actionable steps.

Here’s the link to sign up:

https://colibridigitalmarketing.com/go/san-francisco-digital-marketin
g-strategy-session/

Plan. Build. Thrive. 

Accelerating Success for Visionary Brands.

https://colibridigitalmarketing.com/go/san-francisco-digital-marketing-strategy-session/
https://colibridigitalmarketing.com/go/san-francisco-digital-marketing-strategy-session/


ADDITIONAL RESOURCES

How to Optimize a Blog Post: 

https://colibridigitalmarketing.com/how-to-optimize-a-blog-post-2/

Tools for Inbound Marketing: https://colibridigitalmarketing.com/cta-lead-capture/

Creating Good SEO Content: 

https://colibridigitalmarketing.com/testing-conversion-seo-copywriters/

Get Your SEO Report Card Score: https://colibridigitalmarketing.com/seo-report-card-score/

Building an Email List: 

https://colibridigitalmarketing.com/email-marketing-how-to-build-your-email-list/

https://colibridigitalmarketing.com/how-to-optimize-a-blog-post-2/
https://colibridigitalmarketing.com/cta-lead-capture/
https://colibridigitalmarketing.com/testing-conversion-seo-copywriters/
https://colibridigitalmarketing.com/seo-report-card-score/
https://colibridigitalmarketing.com/email-marketing-how-to-build-your-email-list/

