
Your blog can be a powerful way to turn content into leads. A good B2B blog offers 
valuable content to prospects, builds an audience, and steers prospects toward your 
products and services. 

Follow these 4 guidelines to use your blog to generate and amplify content, reach 
more prospects, and identify good opportunities for follow up:

Build and Reach an Audience 
of Prospects with Your Blog
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Your blog is your content engine. 

Treat each blog post as a new opportunity to solve a problem, share insight, and address a priority 
for your prospects and clients. Follow the same rules that govern all your content creation: provide 
value, be relevant, and it’s all about them. 

Use your blog as the central reservoir for everything you create. Use it to generate new ideas and 
revisit old ones. No idea is too big or too small for your blog, and any format (words, graphics, 
slideshows, videos, etc.) works.

1. F ILL YOUR BLOG WITH VALUABLE CONTENT

A M P L I F Y  Y O U R  C O N T E N T

Invite your prospects and clients to sign up to receive your blog posts via email. Don’t wait for your 
readers to come to you. Instead, drive content straight to your readers through their inboxes. That 
way, every post becomes a “mini-offer,” enticing prospects to open, click, and act.

3. TURN YOUR BLOG INTO AN EMAIL L IST

The ideas in your blog posts have tremendous value, and can be used in countless ways to support 
your other business development efforts. 

Turn your best blog posts into white papers, ebooks, and how-to guides, then offer them to 
prospects via email marketing. Use your blog content as the basis for webinars or in-person events. 
Encourage your sales reps to offer your blog content to prospects who face similar problems, or 
who might benefit from free knowledge on a given topic.

4. FUEL YOUR BIZ-DEV STRATEGY

Your blog is a portal to your business solutions, products, and services. 

While good blog posts focus on your prospects’ problems rather than your solutions, they also 
provide an opportunity for prospects to learn more about how you can help them. Whether it’s a 
link to a related piece of content or a simple invitation to contact you, a call-to-action enables each 
blog post to prompt action you can track and measure, and creates an opportunity for follow-up.

2. PROMPT ACTION WITH YOUR BLOG POSTS


