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How To Get More Value From 
Your Content With SEO



Should I prioritize content strategy or SEO? That’s a question we often 
hear from B2B marketers. But it’s really a trick question. That’s because 

content strategy and SEO are equally important.

The success of your content strategy is determined by several things:
• How easily potential customers can find your content
• How well the content answers questions, addresses pain points and meets expectations
• How effectively the content compels prospects to perform an action that continues their
 relationship with your company

All of these success factors require SEO.

THE INTERSECTION OF CONTENT STRATEGY & SEO

COMMON ACTIONS 
TO CONTINUE YOUR 

RELATIONSHIP:

• Download
• Sign up
• Register
• Request Demo
• Schedule Meeting
• Start Free Trial
• Subscribe



By combining content and SEO you can achieve impressive success 
metrics across the B2B customer journey.

FORCASTED RESULTS

HOW 
DO WE 
KNOW 
THIS?

Tenlo uses a data-driven process. It enables us to design 
successful online experiences and confidently forecast achievable 
results. Learn more about our process on page 10

20%
INCREASE IN

RELEVANT WEBSITE 
TRAFFIC

20%-45%
MORE CONTENT

ENGAGEMENT AND 
DEEP PAGE

NAVIGATION

15%-35%
INCREASE IN

ON-SITE SIGNUPS OR 
APPOINTMENT

REQUESTS



Content strategy and SEO have a symbiotic relationship—
sorta like a sea anemone and clownfish. They work better together

 than apart and both benefit from each other. When combined in your 
B2B marketing, content strategy and SEO have five benefits that 

provide the results you’re looking for.

HOW CAN YOU ACHIEVE THESE RESULTS?

“Digital is playing a much bi�er role in B2B marketing. Using SEO keyword research as part of the overall content 
strategy ensures that our company’s thought leadership is influencing key decision makers.”

Martin Lines | VP of Beverage Marketing | Nestlé Professional North America
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IDENTIFY THE RIGHT CONTENT

Great content delivers great value 
to your audience. It answers the 
hard, pressing questions that 
keep your customers and
prospects up at night. 

SEO enables you to identify and 
create high-value content. 

That’s because keywords reflect 
the questions your target
audience is typing into the search 

bar. The higher the keyword 
volume, the higher the interest in 
specific topics, trends, products 
and services.
  
When used as part of your
content strategy, SEO keyword 
research allows you to identify 
and ideate around the topics that 
matter most to the people who 
offer the greatest opportunity to 
your business.

136%
OF FORECASTED
CONTENT
DOWNLOADS
ACHIEVED
By delivering relevant content 
throughout the production 
adoption cycle, we inspired 
potential customers to 
download a recipe e-book in 
exchange for contact 
information. READ CASE 
STUDY



The purpose of search engines—like Google, Bing and Yahoo—is to maximize access to information. 
They want to provide users with the most relevant, highest-quality results based on user search queries.

The closer your content aligns with the questions your target audience types into a search bar, the more likely your content 
will appear as the answer. When your content is served up, people are more likely to click to visit your website.

Our approach to SEO is to ensure your best answers receive the maximum visibility for the most relevant queries
from customers and prospects.

DRIVE MORE RELEVANT WEBSITE TRAFFIC

89%
of B2B buyers use the 
internet during their 

research process

1,000+
different factors determine 

how much traffic your website 

receives from search engines. 

Members of the Tenlo team 

have 30+ combined years of    

experience influencing different 

combinations of those factors 

across the digital experience.

“We Used SEO
keyword research to align our 

content strategy and website 

user experience. We saw a      

higher engagement rate with 

content on social media, in 

email and on our website.”
Heather Driggs
Director of Marketing | Asurint



When it comes to SEO, there’s a common misconception.
Many people believe that ranking position zero and driving the most

website traffic signify success.

They’re important KPIs to track. However, not all website traffic is created equal. This is especially true for B2B marketers. 

That’s why it’s important to focus on lead quality—not quantity.

Effective SEO keyword research paired with user experience (UX) research will align the right keywords, content
and experience to the right audience. 

This way, you can manage visibility and weed out B2C traffic, so you’re attracting only leads who are in the market
to buy from your company. 

IMPROVE LEAD QUALITY

98%
CONVERSION TO SALES 
QUALIFIED LEADS (SQLS)
At most B2B companies, the 
marketing and sales teams value 
leads differently. We ran a two-
month test to capture leads and 
validate them with the sales team. 
It shortened a 12- to 18-month 
sales cycle to just 6 months. 
READ CASE STUDY



LOWER COST PER LEAD & COST PER CONVERSION

An increase in click-

through and conversion 

rates can decrease your 

cost-per-lead by

$25 or more

“SEO keyword research and strategy increased on our 
website traffic by 20%. It increased our online visibility 
with new customers, plus made it easier for existing 
customers to find our website over and over again. In a 
crowded professional services space, it’s important to 
keep our brand visible and be in the top search results 
when customers are looking for answers.”
Keith Dague | President | US Compliance

When your content aligns to the answers your customers 
are searching for, it’s time to distribute it to more channels. 

This includes social media, industry publications and partner websites. 
They offer free and paid options to host your content and provide

highly valuable backlinks to your website. 

Not all backlinks give you your organic SEO a boost. However, 
your click-through and conversion rates in paid channels will increase. 

This is a result of using SEO keyword research to distribute 
highly relevant content.



FORECAST RESULTS & MEASURE ROI 

From thought leadership to engagement, there are 
many benefits of SEO-optimized content. But if you’re 
going to invest in SEO and content, it’s important to 
predict performance and measure its value to your 
organization.

For B2B companies, determining the ROI of content 
means measuring how the content is contributing to 
lead generation. This is actually less about the content 
itself and more about the experience, ecosystem and 
technology you build around it. 

Tenlo team members have 40+ years of combined 
experience in SEO research, design and technical 
development. We can accurately predict the increase 
in website traffic, conversion and lead generation for 
your company.

Forecasting and measurement are more challenging in 
B2B than B2C or ecommerce. But it can—and should—
be done. It provides the fuel to increase your marketing 
team’s value to your company.

Listen to our episode How B2B Companies Can Measure the Value Of Content 
Marketing on the Lead(er) Generation podcast. 



Data and teamwork are at the heart of our process for crafting an SEO-optimized content strategy. 
We give digital marketing the fuel to increase performance across all digital channels. You’ll  increase online 

visibility, drive website traffic and capture high-quality leads. Plus, shorten sales cycles and further prove 
your marketing team’s value to your company. 

OUR STRATEGIC PROCESS: COLLABORATE | DESIGN | LAUNCH

Collaborate
2 weeks

Design
2-4 weeks

Launch
2-4 weeks (or more)

• Kick off with client to understand 
 goals
• Establish baseline of current traffic,  
 engagement and conversion
• Host stakeholder calls with   
 current customers and/or sales team
• Perform keyword research
• Create a content strategy and   
 optimization approach
• Apply client feedback and create a  
 forecast against goal KPIs

• Create SEO- and user-
 experience-optimized
 templates
• Execute content optimization 
 process
• Present iteratively to gather  
 client feedback and approvals

• Iteratively launch and measure new pages
• Share domain quality, search engine
 visibility, keyword traffic, website
 engagement and lead conversion
 with client
• Generate insights to extend content and  
 client experience into new content social  
 channels, marketing automation and
 external digital media campaigns



Tenlo has experience in researching, planning, designing, developing, managing and measuring successful 
SEO-optimized content marketing programs for world-class companies.

OUR CLIENTS

“SEO is about more than just using 
the right keywords. It also provides 
benchmarks for user experience, 
content and engagement. We manage 
brands that cover professional and 
consumer audiences. That’s why it’s 
so important to optimize our key-
words, calls-to-action and content. 
Only then can we maximize visibility 
with the most relevant audience, 
drive quality traffic to our website 
and capture the right leads.”
Linda Owens
Senior Digital & Ecommerce Marketing 
Manager | Nestlé Professional North 
America

“We used SEO to guide our decision-
making for the site navigation and 
critical calls-to-action on our new 
website. Our traffic has increased 
30% and our website conversion rate 
is up 20%. Combining SEO with user 
experience research ensures that our 
audience can quickly find the thought 
leadership and technical information 
they need. That’s true whether they’re 
navigating on their phone, doing a 
video or image search even looking for 
information on the latest compliance 
regulations. We want our website to 
be a resource for prospective and 
existing customers at every step—and 
digital presence is critical to fulfilling 
that objective.”
Barry Campbell
VP of Marketing | Aquatherm

“We used SEO keyword research to 
make navigation and technical archi-
tecture decisions for our new website. 
The data helped us manage opinions 
and set priorities for our project. We 
were able to focus on the website 
elements that had the biggest impact 
on leads and traffic at launch.”
Monica Gasbarre
Senior Digital Marketing & Campaign 
Manager | GE Current, a Daintree 
Company



OUR CORE CONTENT & SEO TEAM

Tessa Burg
VP of UX & Technology 
Strategy

Tessa has 20+ years of SEO 
experience. She began her career 
as a “webmaster,” submitting 
website links and content to Lycos. 
She followed her passion for SEO 
and continued to develop her 
technical skills to create more 
engaging, higher-ranking websites 
that combine SEO with UX design 
and research.  

Tessa leads Tenlo’s UX & 
Technology practice, which starts 
with SEO keyword research. It 
identifies target audience needs 
as well as where and how they find 
information to make buying 
decisions. This guides how best 
to execute on-page, off-page and 
technical SEO, so we generate 
high-quality traffic that converts 
into ecommerce purchases and 
sales-ready leads.

Patty Parobek
Director of Integrated 
Marketing Strategy

Patty has been in SEO for 14+ 
years. She stays on top of the 
latest trends and algorithm 
changes to continually deepening 
her expertise. This enables her to 
maximize website visibility using 
paid, organic, image and voice 
search—beyond just Google. In fact, 
Patty can optimize key website 
content so that it ranks top of 
page in relevant search results in 
just weeks.

The lead Digital Marketing 
Strategist at Tenlo, Patty uses her 
knowledge and skills in SEO to 
guide all content strategy, 
marketing automation, social and 
digital media campaigns. She 
ensures they have optimized 
content that validates our clients’ 
expertise and keeps brands top of 
mind with critical commercial and 
consumer audiences. 

Tom Madrilejos
UX/UI Designer

Tom is a Graphic and User 
Experience Designer that has 
fallen in love with SEO after 
witnessing first-hand the impact 
it has on domain and page quality 
scores. Tom understands that 
great website design is only part of 
the equation. A well-designed 
website is effective only when 
customers and prospects can 
easily find it and truly engage. 
Tom balances his user experience 
design and digital strategy 
expertise to get content in front 
of key audiences when, where 
and how they need it most.

Cheryl Boehm
Director of Copywriting

Cheryl has 20+ years of marketing 
experience. She views SEO-
optimized content as a fun and 
intricate puzzle. She enjoys 
perfectly fitting SEO and 
content together to create intuitive 
online experiences that improve 
organic search rankings and 
site traffic.

Cheryl spearheads all on- and 
offline messaging at Tenlo. She 
has vast knowledge of search 
engine optimization techniques 
and experience creating relevant 
content with the right SEO 
components. She helps plan, 
develop and deliver relevant, 
high-value content that brings user 
needs and client goals together.



Tenlo is a digital marketing agency. We use data-driven
marketing for lead generation and customer retention. We align 
digital and sales tactics to drive more traffic to your website. Our 

passion is pipeline marketing—a discipline focused on increasing a 
digital marketer’s contribution to sales results.

ABOUT TENLO

Content & SEO Services

Get In Touch

• Search Engine
 Optimization (SEO)

• SEO Keyword Research &  
 Strategy

• SEO Link Building

• SEO-Friendly Website
 UX & Design

• SEO Content Strategy

• On-Page SEO

• Off-Page SEO

• Technical SEO

• Amazon SEO

• eCommerce SEO

• B2B SEO

• Local SEO

• SEO Information
 Architecture

• SEO for Inbound Marketing

• SEO Conversion Rate  
 Optimization

Learn more about how you can use content strategy and SEO—along with scalable testing frameworks—to shorten sales cycles, 
generate revenue and drive growth for your business.

Kip Botirius  |  CEO at Tenlo  |  kbotirius@tenlo.com  |  LinkedIn  |  www.tenlo.com




