
ENGAGEMENT IS EVERYTHING
96.55% OF CONTENT  

RECEIVES ZERO TRAFFIC FROM GOOGLE . 
All that time, effort and money invested for nothing. But it doesn’t have to be this way.
 Follow the 7 rules of engagement and your content will attract customers, help you 

build better relationships, convert more of your them – and ultimately commands greater 
revenue from your marketing efforts.



80%of your  
conversion rate  
is determined by  
your messaging2

60% of  
marketing 

budgets are 
waste on ad 

campaigns  
that miss  

the mark5.

60%

RULE 1/7: BE PITCH PERFECT

THE RULES OF ENGAGEMENT

BUT
WHICH IS WHY

35% of companies  
have failed to create  
a value proposition.3

80%

7 IN 10
7 customers receive  

irrelevant brand 
messages4

35%

  2 https://cxl.com/blog/messaging-strategy/
3  https://belkins.io/blog/how-to-make-unique-value-proposition

 4 https://www.performancemarketingworld.com/article/1871208/its-time-tackle-marketing-budget-wastage-heres
  5 https://www.marketingweek.com/success-brand-awareness-irrelevant-messaging-5-interesting-stats/

To capture your  audience’s attention, you 
need to speak their language, articulate the 
value you deliver, and make them feel like they 
want to be in your ‘tribe’.

What’s the point of your company?

Why do you exist?

What do you stand for?

Why do customers choose you over competitors?

ASK YOURSELF



 

RULE 2/7: INSPIRE CONFIDENCE

THE RULES OF ENGAGEMENT

Your brand is 
worth 30-50%  
of your company’s 
value6 …

…yet just 15% of 
brands possess  
assets that are  
distinctive7

30%

 50%

15%

Your visual identity provides 
cues about who you are, 

what you stand for, 
the value you deliver, and 

what it feels like to work with 
you – so you’ve also got to 

look the part!

AND  
REMEMBER: 
consistency builds familiarity 
and trust, so don’t forget your 
brand guidelines - 70%of 
organisations don’t  
have them.10

to

THINGS TO THINK ABOUT…
Colour increases 

brand recognition  
by 80%.8

It takes people  
0.05 seconds to form  

an opinion about  
your website.9

80%

6 https://www.kantar.com/inspiration/brands/brand-valuation-from-marketing-metric-to-boardroom-essential#:~:text=Kantar%20
BrandZ%20data%20shows%2C%20on,rise%20to%20more%20than%2050%25.

7  https://www.creativereview.co.uk/distinctiveness-brands-report-jkr-ipsos/
8 https://explodingtopics.com/blog/branding-stats

9   https://www.8ways.ch/en/digital-news/visual-design-why-first-impressions-matter
10  https://explodingtopics.com/blog/branding-stats



 

95% of purchasing  
decisions are  

subconscious11.

RULE 3/7: TELL A GREAT STORY

THE RULES OF ENGAGEMENT

Your customers buy based  
on emotion and only use  

facts to justify their choices.

One of the 
most powerful 

techniques is 
storytelling, 

because our brains 
are hard-wired to 
listen for stories.

95%

STORYTELLING FRAMEWORK:
The HERO (your customer) faces a  
VILLAIN (their challenge) and the  
GUIDE (that’s you!) helps them defeat that 
challenge, so they live happily ever after.

TOP TIPS…
People are 

2x more 
likely to 

share 
strong 

emotional 
content12.

Negative 
headlines 
perform 
30%  
better than 
positive 
ones13.

11 https://www.inc.com/logan-chierotti/harvard-professor-says-95-of-purchasing-decisions-are-subconscious.html
 12 https://www.spiralytics.com/blog/statistics-prove-emotional-marketing-works/
 13 https://www.spiralytics.com/blog/statistics-prove-emotional-marketing-works/

 14 https://online.hbs.edu/blog/post/target-audience-in-marketing

30%
2x

When you know this, you  
can tap into the brain’s  

natural biases to engage  
your audience.



 

68% of customers  
expect every 
experience to be 
personalised. 

Only 42% of marketers 
know their customer’s 
demographic  
information

…and even less 
know what makes 
them tick14.

RULE 4/7: GET INSIDE PEOPLE’S HEADS

THE RULES OF ENGAGEMENT

BUT

Great content makes a mass 
audience feel like you’re only 
speaking to them, because it 

shows you understand their 
current context and mindset.

Create customer personas – 
which can increase sales  

by up to 94%15.

Segment your audience – 
which can increase revenue 

 by up to 760%16.

Target your audience – 
birthday emails can increase 
transaction rates by 481%17.

WITH THIS RICH INFORMATION YOU CAN:

68%
42%

To REALLY get to know your audience, you  
need to look beyond demographics to discover:

What they are 
searching for. When they buy.

What’s causing them 
most pain right now.

Who influences  
their decision.

What they want to 
achieve. Where they hang out.

Who they aspire to be. What their personal 
values are.

Why they buy.

14 https://online.hbs.edu/blog/post/target-audience-in-marketing
 15 https://blog.hubspot.com/marketing/buyer-persona-research

 16 https://online.hbs.edu/blog/post/target-audience-in-marketing
17 https://www.bloomreach.com/en/products/engagement/plug-and-play/birthday-campaign



 

4x
55% of brand first 

impressions are 
visual19.

Your customers are 
constantly evolving to 
demand new, innovative 
experiences…

…stick to the standard, tried and 
true methods of marketing, and 

your business can’t grow.

RULE 5/7: STAND OUT FROM THE CROWD

THE RULES OF ENGAGEMENT

Creative ads generate 
4x profit by driving 
both short- and  
long-term sales18.

Be creative.  

Experiment with ideas.  

Find a new way to  
connect with people. 

55%

  18 https://www.kantar.com/inspiration/advertising-media/the-art-of-proof-how-creative-quality-drives-profit
 19 https://explodingtopics.com/blog/branding-stats

20 https://persuasion-nation.com/emotional-marketing-statistics/#:~:text=3.-, 
The%20rate%20of%20customers%20who%20recommend%20a,on%

THE BIGGEST OPPORTUNITY:

Form an emotional connection…

…it’s 52% more valuable when

compared to a highly satisfied customer….

…and only 1 in 10 brands are doing it20.

52%



 

Brand consistency 
increases revenue by 

up to 20%21.

Only 30% of 
organisations 
consistently 
enforce their  
brand guidelines24.

38%
higher sales 

win rates.

36%
higher 

customer 
retention.

30%
saved on 
customer 

acquisition 
costs23.

19%
faster revenue 

growth 
AND

15% 
profitability 

growth.

RULE 6/7: PULL TOGETHER

THE RULES OF ENGAGEMENT

...when just 16% of companies 
have sales and marketing 

departments in alignment22,  
the likelihood  is  
customers will  

disengage.

BUT

Whether it’s 
customer 

success teams 
enhancing the 

experience 
or finance 

using the right 
template, 

everyone and 
every asset 
needs to be 

aligned.

 21 https://explodingtopics.com/blog/branding-stats
   22 https://www.marketingweek.com/alignment-b2b-sales-marketing/

  23 https://www.lxahub.com/stories/sales-and-marketing-alignment-stats-and-trends-2023
  24 https://learn.g2.com/branding-statistics#:~:text=85%25,only%2030%25%20enforce%20them%20consistently 

.&text=77%25%20of%20consumers%20prefer%20to,the%20world%20a%20better%20place.

20%
16%

AGAIN, DON’T 
FORGET...
...your brand guidelines – 
and make sure everyone 
follows them.

30%

START...  
...by aligning sales and marketing because it results in:



 

RULE 7/7: STAY FRESH

THE RULES OF ENGAGEMENT

The key to a strong 
brand is consistency… …the same is true of  

your content strategy.

Instead of starting 
from scratch to 

create new content, 
take what you 

already have and 
rework it in new 

and creative ways 
to engage wider 

audiences or 
different channels.

FOR EXAMPLE

Switch things 
around.

Repurpose an 
article into a 

LinkedIn post 
or record it as a 

podcast.

Amplify your 
message.

Support an eBook or 
event with social  media 

posts, email  
campaigns or ads.

Re-spin content to 
personalise it.
Rework content 

to target specific 
verticals, regions, or 

demographics

Update old content to 
keep it relevant.

Refresh and republish to  
give your communications 

a new lease of life.



NEED SOME HELP?
WHEN YOUR CONTENT ENGAGES ON EVERY LEVEL, 
YOU ATTRACT PEOPLE, BUILD BETTER RELATIONSHIPS, 
CONVERT MORE OF YOUR CUSTOMERS – AND CAN 
ULTIMATELY ATTRIBUTE GREATER REVENUE TO YOUR 
MARKETING EFFORTS.

“If you want an agency that is an 
extension of your marketing team, that 
you can trust to deliver, and do so with a 
smile, on budget, on brief, and on time, 
Challenge is the perfect fit for you.”

Ginny Follen
Marketing Director, Veridium

“Creative and effective –  
everything we wanted and more.”

Lara Vermont
Sr. Marketing Campaign  
Manager, Optimizely

“Challenge Marketing’s 
expertise helped us transform 

our business rationale into 
a cohesive message and a 

powerful suite of marketing and 
sales assets.”

Rob Brigham
Managing Director, Badger Software “Challenge came up with some brilliant 

ideas and were swift and professional in 
their delivery  
– we’re thrilled with it and with them.” 

Jocelyn Mostert
Marketing Director, Bella Italia

WHY US?

Unleash our marketing power

https://challengemarketing.co.uk/contact-us

