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The Magic of 
Pipeline Marketing:
How to Close More High-Quality Clients — Faster



2 • The Power of Pipeline Marketing Tenlo: an amg company

Table of Contents
The Basics of Pipeline Marketing ���������������������� 4

Our Approach to Pipeline Marketing ����������������� 5

Do These Challenges Sound Familiar? ������������� 6

The Disruptive Power of Data ���������������������������� 7

Why We Walk the Walk ���������������������������������������8



3 • The Power of Pipeline Marketing Tenlo: an amg company

A t one point, a marketer’s challenge was to catch the attention of 
an entire market — remember when market share was a heavy-
hitting KPI? Even now in B2B sales, marketing strategies often 

focus on making sure everyone in the industry knows who you are — 
regardless of whether those people are even interested in what you offer.

But technology has changed two major factors in the marketing world: 
consumer shopping behaviors and the ability of marketers to better 
target audience segments. Continued on 4.

The Times They 
             are A-Changin’
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Continued from 3

Instead of relying on salespeople, buyers now 
get information from marketing messages and 
digital content. It’s up to marketers to provide the 
information when and where those buyers need it. 
If you aren’t targeting the specific audiences who 
are interested in your products with your marketing 
messages, you’re losing money. No, scratch that: 
You’re throwing money away.

That’s why we prioritize relevant awareness of 
audience segments along the marketing pipeline. 
We use a “test, analyze, and optimize” philosophy to 
identify the ideal message, medium, and audience 
segment for each campaign. We can prove that the 
messages we push out will reach the right people at 
the right time. Through relevant awareness, we can 
make smarter decisions about how to interact with 
prospects in the future. We test small and then scale 
big. It’s how we work our magic.`

So stop casting a wide net with your marketing 
messages — your sales team will thank you. Read 
on to learn more about how marketing along a 
pipeline, relying on data, and targeting the most 
relevant audiences can turn your B2B company’s 
sales cycle from a long, messy affair into a fast, 
smooth operation.

What is Relevant 
Awareness?
When we say “relevant 
awareness,” we mean focusing 
on the prospects who have a 
need, desire, and propensity 
to buy your product or service� 
Relevant awareness starts with 
data and informs tactics further 
down the marketing funnel� The 
point is to spend money only 
chasing prospects who have 
a high probability to buy what 
you are selling and who are in a 
position to do so�

But 62% of people consult a search engine.

Only 29% of people talk to a salesperson 
to learn more about a product.

The Times They are A-Changin’
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U nlike traditional marketing strategies that might 
measure success in terms of impressions or 
prepurchase lead actions, pipeline marketing uses 

metrics that tie directly back to revenue generation (e.g., lead 
quality, real web traffic, and conversion rates).

Relevant awareness helps us make decisions about who to 
target and when. As these prospects move down the funnel 
toward a purchase decision, interactions become more 
personalized. Continued on 6

The Basics of 
Pipeline Marketing
Pipeline marketing is a marketing and sales strategy. This holistic 
approach uses integrated data from marketing and sales to enable 
you to identify the people most likely to purchase from you, to convert 
them faster, and to develop a higher customer lifetime value.
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But, look, there are other 
agencies out there who 
can do pipeline marketing. 

What makes us 
different? 
The hallmark of the way we 
approach pipeline marketing 
is through data-driven 
customization� By relying on 
data, we generate relevant 
awareness among a much 
smaller yet highly qualified 
pool of prospects who are more 
likely to engage� This means we 
save you money on marketing 
outputs while increasing your 
ability to sell successfully to 
people who are more likely 
to convert� And our process 
doesn’t stop once the sale is 
over — we help build better 
lifetime value with customers�

Continued from 5

By  the time a prospect converts, he or she has likely had 
a unique experience with your business and established 
the foundation of a lasting relationship. Powerful, tailored 
buying experiences don’t just drive short-term growth — they 
create more loyal customers and lead to longer customer 
relationships, further augmenting your sales and marketing 
efforts by turning customers into brand champions.

The Basics of Pipeline Marketing

In most B2B verticals, an effective pipeline marketing strategy 
can be a rare competitive advantage. Implementing one 
successfully, though, might require you to think differently 
about critical aspects of your business. In particular, you’ll 
need to make an honest assessment of the way your teams 
work together; the way you use (or don’t use) technology and 
data; your strategy development process; and the metrics you 
use to gauge success.

Awareness

Consideration

Intent

Conversion

Retention
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1. Quantify Relevant Awareness

2. Map Points of Influence

3. Prove Your Business Value

4. Align Tactics to Sales Funnel

5. Rapidly Execute, Test and Analyze

Our Approach to 
Pipeline Marketing
We believe that data brings pipeline marketing to life. Anyone can build a website or design 
a trade show booth; few agencies can build data-driven systems with continuous feedback 
loops that allow you to target relevant audiences quickly.

W e developed our “test, analyze, and optimize” philosophy 
that allows us to make fast, reliable, and scalable decisions 
about campaigns. It’s why we’re confident with every 

campaign we launch — whether it’s a few thousand dollars’ worth of 
paid amplification or a multimillion-dollar campaign with several 
touch points along the marketing pipeline.

We’ve tested on a smaller scale to determine the relevance of the 
audience, the effectiveness of the message, and the efficacy of the 
medium. We use analytics and data to see which elements worked, 
which didn’t, and how we can use that information to be even more 
impactful moving forward. Continued on 8
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The Proof is in the Pudding
A recent study by Vennli suggested that most relationships between marketing agencies and 
clients last between two and four years. Our average relationship? Clients stick with us for an 
average of 11.5 years.

High-Impact 
B2B Engagements
The longer sales cycles that 
characterize B2B selling can be 
especially costly for unorganized 
teams that pin their hopes 
on lead quantity� Too many 
unqualified leads can drain 
your budget, dishearten your 
salespeople, and cripple your 
ability to meet revenue goals� 
By prioritizing quality leads, 
a pipeline marketing strategy 
allows you to achieve:

• Lower costs per lead

• Shorter sales cycles

• Higher conversion rates

• Better retention

• Increased customer 
lifetime value

• Alignment of technology 
and talent

Continued from 7

Here’s How We Help You:

• See results faster: We connect data, 
technology, and your insights about your 
customers in turnkey systems and processes 
that make it easy for you to increase pipeline 
revenue. We select a specific and significant 
goal and design a rapid testing program that 
allows us to launch, learn, and scale quickly.

• Design smarter campaigns: We’ll say it 
again: Test, analyze, and optimize. We do 
not use any marketing tactics until we’re 
sure our strategy will work by first testing 
it against the right audience, the right 
platform, and the right message. We scale 
from there, based on the results. From our 
data input systems, we can tweak campaigns 
and make nimble improvements to reach 
relevant audiences better so that you aren’t 
wasting your ad spend.

• Build better relationships with 
customers: A sales team’s job might be over 
after the sale is closed, but the marketer’s 
role is even more important then. We align 
customer service, engineering, product 
management, and operations teams to 
interact with customers after the purchase. 
The data and money generated from 
improving the post-purchase experience 
help to increase the quality and volume of 
relevant awareness and leads generated in 
the pipeline — as well as increased retention 
and lifetime value.

Our Approach to Pipeline Marketing
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Do These Challenges 
Sound Familiar?
1. You don’t have access to your own data.
There are a number of reasons why our clients didn’t 
have access to the sort of data that would help them 
make smart decisions about marketing. For some 
clients, their sales teams aren’t equipped, trained, 
or invested in tracking information about prospects. 
For others, another agency or platform is collecting 
data, and the client can’t easily reach it. Some other 
clients believe that they would have to commission a 
study or spend a ton of money on market research to 
get that kind of insight (Hint: You don’t have to!).

We solve that. We use multiple data sources and 
formats to add context to decisions about where we 
should influence, target, and engage customers and 
buyers. We use input streams such as SEO keyword 
research, the social and digital footprints of target 
accounts, competitor analysis through crawling 
tools, industry-specific studies, referral patterns, and 
traffic analysis. We also have ongoing conversations 
with multiple people in your organization, including 
stakeholders such as salespeople, marketers, and 
clients. Through this research — and more — we 
can build a comprehensive, nimble picture of your 
pipeline. We put the power of your marketing data 
back in your hands. Continued on 10
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We interpret for action. Our "test, analyze, and 
optimize" approach to pipeline marketing allows 
us to gather data, interpret it, and take fast action. 
We translate contextual and numerical data into 
experiences that deliver value at each stage of the 
pipeline. Our methods allow us to make smarter and 
faster decisions about the most relevant audience to 
target with the most relevant messages — updated in 
real time.

2. Your data sets don’t talk to each other.
Even if a company does a stellar job of gathering 
data, it’s another thing entirely to make it all work 
together. Different data is often gathered on different 
platforms, through different systems, and measures 
different ideas. It’s a headache, to be sure.

We build the connections. At AMG, we have 
application architects who are able to connect your 
existing CMS, CRM, platforms, mobile applications, 
and connected devices in order to track and score 
your data. We use APIs (application programming 
interfaces) to automate the process so that your data 
is connected, accessible, and actionable — in a matter 
of hours. Our software development experience 
allows us to take these steps for you, allowing your 
team to sit back, relax, and enjoy the insights.

3. You don’t know what the data means.
It’s one thing to gather data and put it in the right 
context. It’s another to translate that information 
into the real world. Does a spike in activity mean 
it’s time to change up a campaign — or does it mean 
a one-off event happened? Has an industry trend 
evolved — or is your competition trying something 
new that ultimately will fail? Do you know what data 
is valuable and relevant? More importantly, do you 
know how to act on that information?

Do These Challenges Sound Familiar?

Continued from 9
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I t all comes back to relevant awareness. If you 
don’t start with relevant awareness, your data 
down the funnel will be lower quality. Without 

the right data, you will not realize the other benefits 
of pipeline marketing.

Again, integrated data from both marketing and 
sales is key to the successful implementation of a 
pipeline strategy. Any sales and marketing decision 
that isn’t grounded in data is just an opinion; we 
operate on certainty. This approach is the best way 
to minimize risk in a sales environment where 
mistakes are costly — and repeated errors over time 
can be catastrophic. Continued on 12

The Disruptive 
Power of Data
In the B2B world, your sales and marketing strategy either 
drives growth or creates and exacerbates problems across your 
organization. Our approach to pipeline marketing is designed to 
create more outcome-driven opportunities for short-term success 
while reinforcing practices that ensure long-term sustainability. By 
relying on data, we generate relevant awareness to target the right 
audience and make more impactful touch points along the pipeline.

“Any sales and 
marketing decision 
that isn’t grounded 
in data is just an 
opinion; we operate 
on certainty.”
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Continued from 11

Here’s why we believe in the power of data 
to optimize and legitimize your sales cycle:

Data makes you smarter. It allows you to know 
more about your customer — and yourself. To get the 
latter benefit, it’s important to measure your sales 
cycle’s effectiveness consistently. You can use what 
data you have to set initial benchmarks for your 
campaign, adjusting those benchmarks as more data 
becomes available.

Data makes you more creative. Your moving 
benchmarks will eventually settle, at which point 
they will inform the strategic development of 
content and messaging. Designers, copywriters, and 
developers should crave data. Why? When combined 
with creative talent, it is almost guaranteed to lead to 
more impactful work.

Data makes you more strategic. Your strategists 
and media planners can rely on data to identify the 
channels and tactics that work best for your campaign. 
The careful measurement and reporting of this data 
will allow your team to isolate obstacles to moving 
prospects down the funnel with surgical precision. 
Once you’ve identified those hurdles, data can also 
help you address them in the most effective way.

Additional intelligence, creativity, and strategy 
will affect your entire business. Everything from 
hiring to product development can and should be 
influenced by the data that you collect over the 
course of your campaigns.

12 • The Power of Pipeline Marketing Tenlo: an amg company
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Why We Walk 
the Walk
Starting with relevant awareness, we 
use data-driven customization and our 
"test, analyze, and optimize" philosophy 
to make confident, strategic decisions 
about marketing messages. Our extensive 
experience with strategic marketing, testing 
and analytics, content programs, paid search, 
social media management, email marketing, 
web development, customer relationship 
management (CRM), and marketing 
automation services for B2B companies in a 
wide range of verticals gives us confidence 
that we’ll be able to develop a plan that fits 
your needs.

But don’t take our word for it. Find out 
directly from our clients why they love 
working with our team.

“Tenlo used our team’s sales and 
marketing data to create a content 
marketing campaign that generated more 
than 54,000 interactions and real interest 
in our espresso machines� From there, 
Tenlo captured about 240 leads and used 
a combination of native advertising, paid 
search, paid and organic social media, 
and other tactics to close more than 50% 
of those, resulting in 170 new machine 
installations! Tenlo’s ability to turn interest 
into viable leads completely sets it apart�” 

–  NESCAFÉ

If you want to turn interest into leads like NESCAFÉ or build a digital experience that drives 
conversions and retention like Aquatherm, then let’s talk. If you’re looking to get more out of 
your sales and marketing programs, be sure to follow our blog for a steady stream of tips from 
our experts. Contact us to get started.

“The Tenlo team was able to tap into an 
insane number of different data points 
— from web analytics to competitive 
audits to consumer data — to completely 
transform our website� Improved SEO 
has led to a huge increase in new traffic, 
mobile optimization and better navigation 
tools have kept visitors on the site longer, 
and effective on-site search, social media 
integration, and better visibility for featured 
products have all contributed to a better 
digital experience for our customers�”

– BARRY CAMPBELL, AQUATHERM


