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O U T B O U N D  M A R K E T IN G
O u tb o u n d  m a rk e tin g  is  a  
s tra te g y  in  w h ic h  a  b u s in e s s  
p ro m o te  th e ir p ro d u c ts  a n d  
s e rv ic e s  b y  p re s e n tin g  
in fo rm a tio n  to  c o n s u m e rs  
e v e n  if th e y  a re  n o t lo o k in g  
fo r th o s e  p ro d u c ts  o r s e rv ic e s .

Commonly referred to as “ interruptive”

IN B O U N D  M A R K E T IN G
In b o u n d  m a rk e tin g  re fe rs  to  
m a rk e tin g  a c tiv itie s  th a t b rin g  
v is ito rs  in , ra th e r th a n  m a rk e te rs  
h a v in g  to  g o  o u t to  g e t p ro s p e c t’s  
a tte n tio n . In b o u n d  m a rk e tin g  
e a rn s  th e  a tte n tio n  o f 
c u s to m e rs , m a k e s  th e  c o m p a n y  
e a s y  to  b e  fo u n d a n d  d ra w s  
c u s to m e rs  to  th e  c o m p a n y b y  
p ro d u c in g  in te re s tin g  c o n te n t.



O u tb o u n d  v .s  In b o u n d  M a rk e tin g

O F F L IN E  P R O M O T IO N  M IX

W H Y  O F F L IN E  P R O M O T IO N ?

1 B u ild  a  p ro fe s s io n a l n e tw o rk  o f c o n ta c ts
E U  b u y e rs  lik e  to  m e e t y o u  in  p e rs o n

2 P ro m o te  y o u r o n lin e  p re s e n c e

P R O M O T IO N  M IX

A D V E R T IS IN G : P re s e n ta tio n  a n d  p ro m o tio n  o f id e a s , g o o d s , o r 
s e rv ic e s  b y  a n  id e n tifie d  s p o n s o r. E x a m p le s : P rin t a d s , ra d io , 
te le v is io n , b illb o a rd , d ire c t m a il, b ro c h u re s  a n d  c a ta lo g s , s ig n s , 
in -s to re  d is p la y s , p o s te rs , m o tio n  p ic tu re s , W e b  p a g e s , b a n n e r 
a d s , a n d  e m a ils .
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S A L E S  P R O M O T IO N : p re -d e fin e d  a d v a n ta g e s  a n d  b e n e fits  
o ffe re d  fo r a  lim ite d  p e rio d  o f tim e  to  s tim u la te  m a rk e t 
d e m a n d  fo r s e rv ic e s  o r p ro d u c ts . M o s tly  u s e d  in  re ta il a n d  B 2 C .2
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PERSONAL SELLING: A process of helping and persuading 
prospects to purchase a good or service or to act o n any idea 
through the use of an oral presentation. Examples: Sales 
presentations, sales meetings, sales training and i ncentive 
programs for intermediary salespeople and samples.
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D IR E C T  M A R K E T IN G : a  fo rm  o f a d v e rtis in g  th a t a llo w s  b u s in e s s e s  
to  c o m m u n ic a te  d ire c tly  w ith  th e ir c u s to m e rs . 

T h e  d iffe re n c e  b e tw e e n  a d v e rtis in g  a n d  d ire c t m a rk e tin g  is  th a t in  a d v e rtis in g  th e  
p o te n tia l c u s to m e rs  s h o u ld  F E E L  s o m e th in g  a b o u t th e  p ro d u c t o r s e rv ic e s  w h ile  in  
d ire c t m a rk e tin g  th e  p o te n tia l c u s to m e rs  a re  re q u ire d  to  D O  s o m e th in g . 

C h a ra c te ris tic s : 
•ta rg e te d  w ith  a  d a ta b a s e  o f p o te n tia l c u s to m e rs  a n d  th e ir 
re le v a n t d a ta .
•th e  m e s s a g e s  a re  a d d re s s e d  d ire c tly  to  th is  ta rg e t m a rk e t.
•c a ll - to - a c tio n
•tra c e a b le , m e a s u ra b le   re s p o n s e s , re s u lts  a n d  c o s ts re la te d

E x a m p le s : e -m a il m a rk e tin g , te le m a rk e tin g , s o c ia l m e d ia  
m a rk e tin g
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P U B L IC  R E L A T IO N S : P a id  s tim u la tio n  o f m a rk e t d e m a n d  fo r 
a  p ro d u c t, s e rv ic e , o r b u s in e s s  u n it b y  p la n tin g  s ig n ific a n t 
n e w s  a b o u t it o r a  fa v o ra b le  p re s e n ta tio n  o f it in  th e  
m e d ia . 

E x a m p le s : n e w s p a p e r a n d  m a g a z in e  a rtic le s / re p o rts , T V s  
a n d  ra d io  p re s e n ta tio n s , c h a rita b le  c o n trib u tio n s , s p e e c h e s  
a n d  p re s e n ta tio n s  a t s e m in a rs  a n d  c o n fe re n c e s , b lo g g in g , 
s o c ia l m e d ia  m a rk e tin g

W h a t a b o u t 
E V E N T S

T ra d e  fa irs

C o n fe re n c e s  /  s e m in a rs

B 2 B  m a tc h m a k in g

B u s in e s s  d in n e rs , s p o rt to u rn a m e n ts , n e tw o rk in g  e v e n ts , S e rv ic e / p ro d u c t la u n c h e s , c u s to m e r 
re te n tio n  p a rtie s , c h a rity  fu n c tio n s , p re s s  c o n fe re n c e , re c e p tio n s , in c e n tiv e  e v e n ts  (jo u rn a lis ts ), 
s p o n s o rs h ip , p a rtn e r w ith  B S O s , 



T H E  M E C H A N IC S
Material/ Tools/ Methods/ People you need

N O !



T IM E  T O  W O R K

K E Y  Q U E S T IO N S :

C A N  IT  B E  U S E D / R E L E V A N T ?
C A N  T H E Y  B E  L IN K E D / R E U S E D ?
T O O L S / M E T H O D S  T O  B E  U S E D ?

R E L A T E D  C O N T E N T ?

W O R K  O N  Y O U R  A C T IO N  P L A N :

M o s t im p o rta n t E U  e v e n ts ?
O fflin e  p ro m o tio n  m ix  e le m e n ts ?

T o o ls , p e o p le  a n d  c o n te n t to  
b e  re v ie w e d  o r c re a te d ?

L a s z lo  K lu c s
 S e n io r C o n s u lta n t, 

S o ftw a re  S e rv ic e s  &  O u ts o u rc in g

e : in fo @ p ro d e a .n l
w : w w w .p ro d e a .n l


