
B2B BRAND STRATEGY 

 
 

As a marketing manager with a keen eye for brand building and a knack for helping 

small businesses scale online, I found myself facing an exciting challenge when I joined 

WinPure, a leading data quality solution provider. The company had a remarkable 

product, but their brand awareness was limited, and they needed a fresh strategy to 

attract new leads and establish themselves as industry thought leaders. 

I created a webinar strategy to drive their social growth and increase brand awareness. 

Additionally, I worked on an SEO cluster strategy to drive organic traffic to the website. 

The overall content strategy was guided by the principles of integrated marketing as 

well as of content distribution and promotion. ​

​

MANAGE WEBSITE FUNCTIONALITY AND CONTENT 

 



TURNING YOUTUBE INTO A KNOWLEDGE HUB WITH WEBINAR & VIDEO 

STRATEGY 

 

 



SEO CONTENT CLUSTERS TO DRIVE TRAFFIC AND LEAD GENERATION 

 

 

 



BRAND REVAMP AND PERSONA-FOCUSED CONTENT  

●​ Repositioned WinPure as a business-critical data partner rather than a niche 

cleansing tool.​

 

●​ Created buyer personas (CDO, IT Director, Data Analyst) to guide content 

strategy and messaging.​

 

●​ Refreshed the website with clearer value propositions, modern design, and 

tailored landing pages for each persona. 

 

​
RESULTS 
Social Media Subscription: 
 

1.​ Increased social media following by 50% within three months. 
2.​ Achieved a 30% increase in engagement rate on LinkedIn 
3.​ Generated 100 new leads through social media sign-ups. 
4.​ Generated 30 new leads in 2 months through daily posting on Linkedin.  

 



Lead and Traffic Increase: 
 

1.​ Improved lead generation by 40% through targeted email campaigns. 
2.​ Increased website traffic by 60% through optimized landing pages and SEO strategies. 
3.​ Achieved a 25% increase in conversion rate through effective call-to-action 

implementation. 
 
Brand Awareness with Webinars: 
 

1.​ Conducted successful webinars reaching an audience of 100 participants on average. 
2.​ Received positive feedback and a satisfaction rating of 95% from webinar attendees. 
3.​ Generated 5 high-worth qualified leads from webinar registrations. 

 
SEO Content Cluster: 
 

1.​ Implemented an SEO content cluster strategy resulting in a 25% increase in organic 
search traffic. 

2.​ Achieved a 20% improvement in search engine rankings for target keywords. 
3.​ Increased backlinks by 50% through strategic content partnerships and outreach efforts. 

 
Video Strategy: 
 

1.​ Created a video series that garnered 10,000 views within the first month of launch. 
2.​ Increased brand engagement on social media platforms through video content by 40%. 
3.​ Generated 300 new leads through video-driven lead capture mechanisms.  



TRENDEMON 

 
 

As a content marketing consultant working with Trendemon, a personalization 

and website conversion uplift platform, my role was to expand brand visibility and 

generate pipeline through partner marketing, event marketing, and 

account-based content.​

​

The challenge was to position Trendemon against well-funded competitors like 

Mutiny and Optimizely while working with lean resources. To address this, I built 

scalable, high-impact campaigns that leveraged partnerships, industry events, 

and account-specific content journeys. 

PARTNER MARKETING 
- Developed co-marketing programs with Martech leaders such as Demandbase, 

6sense, and Tenable.​

- Produced joint webinars, guides, and email campaigns that positioned 

Trendemon and its leaders alongside trusted partners.​

- Built partner enablement content (one-pagers, case studies, slides) to 

strengthen sales alignment. 



 

Impact 
1. Co-hosted webinars drew 200+ registrants and generated qualified pipeline 

opportunities.​

2. Secured 3 long-term partnerships that expanded Trendemon’s brand reach 

into new audiences.​

3. Increased partner-influenced pipeline contribution by 25% in one quarter. 

EVENT MARKETING 
- Created an event strategy combining virtual webinars with select in-person 

industry events.​

- Built end-to-end workflows: pre-event promotion → live engagement → 

post-event nurture.​

- Repurposed event insights into evergreen content (blogs, PDFs, and case 

studies). 

 

 



 

Impact 
1. Webinars consistently achieved 200–250 signups with 30–40% attendance 

rates.​

2. Generated 10+ sales-qualified opportunities directly from event-driven 

campaigns.​

3. Drove brand awareness lift with average satisfaction ratings of 90%+ from 

attendees. 

 

 

 



ACCOUNT-BASED CONTENT 
- Designed personalized content journeys for Tier 1 and Tier 2 accounts.​

- Built content clusters aligned with ABM plays: awareness blogs, vertical-specific 

case studies, ROI-focused whitepapers.​

- Used Trendemon’s first-party intent signals to track engagement and prioritize 

accounts for sales. 

 

https://trendemon.com/blog/always-on-journeys-5-steps-to-turn-6qa-accounts-int

o-real-pipeline/  

 

https://trendemon.com/blog/always-on-journeys-5-steps-to-turn-6qa-accounts-into-real-pipeline/
https://trendemon.com/blog/always-on-journeys-5-steps-to-turn-6qa-accounts-into-real-pipeline/


Impact 
1. Increased engagement from target accounts by 25% within 3 months.​

2. Directly influenced pipeline by unlocking 3 high-value opportunities from Tier 1 

accounts. 

CONTENT CREATION 

Created high impact playbooks and content pieces for demand gen purposes.  
 
https://drive.google.com/drive/folders/1pMYtoKamqzj6PwURrfblbQsdcMR42AgF
?usp=sharing  
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