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INTRODUCTION 
 At Targeto we work every single day with companies coming from several industries. Since 

we started our agency two years ago, much as changed in the way users react, consume, and 

engage with content. This applies to all industries. 

 

We design and implement Marketing Funnels for companies that are looking for an effective 

tool to generate new qualified leads, ready to be converted into paying customers. 

An effective Marketing Funnel will take into consideration all of the touchpoints (the points 

at which a prospect performs an action or engages with your business), from the Top of the 

Funnel (Awareness) to Middle of the Funnel (Nurturing) to Bottom of the Funnel 

(Conversion). 

 

The attention’s span of a prospect on the internet has been reduced dramatically for a number 

of reasons. Here are two of the main ones:  

 

1. The increasing quantity of content everyone is exposed to (Voluntarily, or not). 

 

How much content do you see when scrolling down on your Instagram or Facebook feed? 

How much of this content do you actually read and give attention to? 

 

Before even thinking of what content we should be promoting in our marketing funnel, we all 

should be thinking of how to have a prospect notice us and dedicate some time to our 

business. Bringing a prospect into the Awareness stage has become a matter of capturing 

effectively his attention.  

It’s interesting to notice that the average attention span in 2000 was 12 seconds, while this 

year the average attention span is just 8 seconds. What that does mean for brands and 

entrepreneurs that are online? That is less than the 9 second attention span of a goldfish, and 

it’s all the time you have to deliver a converting sale pitch. 

 

More specifically: 

•  Google now processes over 7 billion search queries a day worldwide. However, the 

common thought is that in reality the queries could be as high as 10 billion per day. 
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• 15% of those queries have never been searched for on Google before 

• Google Chrome is the most used browser, with 61.77% users choosing it daily. Other 

popular internet browsers rank as follows: Safari (15.09%), Firefox (4.92%), Opera 

(3.15%), and Internet Explorer (2.81%)  

 

2. The number of channels the attention of a prospect might be spread among. 

 

How many channels do you currently use to communicate? In 2019, it is estimated that there 

will be around 2.77 billion social media users worldwide, up from 2.46 billion in 2017. 

 

83% of marketers found that increased traffic occurred with as little as 6 hours per week 

invested in social media marketing. 

 

Plus, as a matter of fact a prospect would be using these different channels to fulfil different 

purposes. When we think of how our ideal buyer persona, and how to promote our business 

to them using a specific advertising channel, we should be all giving some thought about 

whether this user will be on that advertising channel, and whether he would engage with the 

kind of content we are going to promote on the selected channel. 

Some facts that you should know about social channels are:  

• Twitter has 336 million monthly users 

•  Facebook currently has 2.27 billion users 

• LinkedIn has 500 million users 

• Instagram has 1 billion users  

• Facebook Messenger and WhatsApp are the top messaging services, with over 50% of 

the Internet users using them on daily basis, both via mobile devices or PCs 

 

Those are a lot of potential customers for any business, but you need to know the right way to 

approach every audience, using the right language and, even more important, the perfect 

content for them. With perfect content, I mean content able to captivate the attention of the 

users you want to convert into leads and then customers. 

Driving with Targeto the Marketing Strategy of hundreds of businesses in 2019, I have 

identified 3 Digital Trends that I think any business should start implementing TODAY to 

maximize the chances of capturing the prospect’s attention and converting that into a 

qualified lead. 
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This short guide will help you if your goal is to: 

• Generate New qualified leads Online for your offline business 

• Generate New qualified leads Online for your online business 

• Understand how to Optimize your current Online advertising efforts to increase the 

Conversion Rate 

 

THE TRUST POWER OF HUMAN INTERACTION 
Starting the decade that will be driven by Artificial Intelligence, Robotics and Automation, I 

think we should spend a few words talking about the importance of Human Interaction in a 

Marketing Funnel. 

The era of Digital Marketing where a plain text, simple Landing Page would help you reach 

unbelievable Conversion Rates is ending. 

 

When human interaction is becoming a rare asset in the lead generation efforts of businesses, 

that’s the moment in which you will be able to differentiate your business from the 

competition. 

 

Marketing Automation and tools have made incredibly easy to deploy a single marketing 

campaign on the internet. Businesses are now able to create a Landing Page to promote their 

offer and launch a Sponsored Campaign on Facebook in a few clicks. 

What’s the challenge then? 

 

Users are now looking for Trust and reliability in exchange of their contact details. 

 

Privacy and Data have become a huge concern in the last few years. Prospects have been 

thought about how dangerous it could be to give consent to a third-party to use their contact 

details Europe's data protection regulators have received more than 95,000 complaints about 

possible data breaches since the adoption of a landmark EU privacy law in May. 

Will they trust any business with handling their data? The answer is no, and in my opinion, 

this will be a growing trend in the coming decade: 
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• 40% of users said they do not know how to protect themselves from cybercrime, 

according to a Kaspersky Lab survey  

• Less than 60% of Countries around the world have laws to protect the data and 

privacy of their citizens  

• 59% of online users stated that they don’t believe in or trust complete online 

anonymity 

 

This is when the simulation of human interaction comes and plays a CRUCIAL role in 

our Marketing Funnel.  

No, we are not talking about sending a postcard or making a phone call on Christmas. 

We are talking about bringing your current online advertising process to the next level, where 

automations and tools come in support of the human aspects of your business. 

 

A practical example of the Human Interaction Simulation would be including a well-built 

Chatbot into your Marketing Funnel. Did you know it is possible to qualify and generate 

Leads automatically through a Chatbot? 

 

Chatbots are getting more and more “human – like”. However, this tool is being built day 

after day after trials and mistakes. Its existence is a new reality, so users are going to have 

some negative experiences with its use. However, didn’t this happen to all the discoveries 

and tools in the history of mankind? 

 

Despite some early issues, overall people are having a positive perception of chatbots, 

according to LivePerson survey of 5,000 consumers in six Countries: 

• 38% of consumers view their interactions with chatbots positively and as a quick way 

to obtain the information they were searching for 

• Only 11 % of users have a negative perception of chatbots 

• The remaining 51% of users stayed neutral about chatbots, hinting they didn’t have 

enough interactions to shape an opinion yet 

• In another survey for a magazine, 44% of readers say they don’t care if the help they 

receive online comes from a chatbot or a human, as long as their problems are fixed 

Chatbots can be used for lead generation in some circumstances: they can interact with the 

various customer segments and develop personalized responses based on requests, as if they 

were human operators. 
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There are hundreds of them on Telegram to satisfy any type of request and, for the 

foreseeable future, these programs are expected to attract even more interest from the Internet 

giants: Facebook, Microsoft, and Google. 58% of the users, when asked if they would be 

comfortable interacting only with chatbots confirmed that they prefer if the chatbot is masked 

as a real person, but that in case of emergency any help would be welcome. Human or not! 

This is very different from bringing your prospect from an Ad to a Landing Page. The user 

will in this case interact with your business, taking an active part in the process. They will be 

able to answer questions, provide information and build a relationship with your business 

before leaving their contact details. 

 

What is the real benefit here? If the bot has been built properly, the user will always think 

to be talking to a real person. Please note, we are not trying to delude prospects here. We are 

just trying to make our marketing process human-friendly. 

 

We at Targeto have a dedicated team only working with what we call a Messenger Funnel. 

This is a Chatbot built using the Messenger platform on Facebook, and it has helped many of 

our clients generate thousands of Qualified Leads with extremely high conversion rates. 

 

The Chatbot will talk for you, or for a representant of your business. The Chatbot will reflect 

the identity of your business in a human way and will enable you to have multiple qualifying 

conversations with prospects at the same time. 

 

We will not go into the technical details of how this is done and effectively implemented 

here. 

 

If you want to further discuss with us how we can help you build a Messenger Funnel for 

your business, get in touch with us here: 

 

Now let’s move to the Trend N.2 that I have identified as a crucial opportunity for businesses 

to generate more qualified leads in 2020. 
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THE ROI MAXIMIZATION OF VIDEO CONTENT 
Video is the current trending format on the Internet. No big news. What’s shocking to us is 

the huge number of businesses that still has not created a single piece of video content to 

support their marketing online. 

 

A Video Content can have several objectives, the most important ones including: 

• Capture the Prospect’s attention on an Ad 

• Nurture the Prospect providing additional details about your offer 

• Serve as a reminder to the Prospect in Retargeting Campaign 

 

The majority of businesses out there are still not creating, distributing video content with any 

objective at all. When they are, they are promoting what in most cases recalls a TV Ad. But 

let’s remember, times have changed, and so did the way prospect react and engage with 

content. 

Promoting your business with a creative, differentiating video content can have a big impact 

on your advertising results. 

A video speaks louder than an image or a copy because of its visual characteristics. 

 

I think an important investment in Video Content would also include the time of the business 

owner to stand in front of the camera and explain what is really unique and differentiating 

about their offer. Also, in this case we are finding the human component to play a crucial 

role.  

 

• 89% of companies and brands are going to use video as a marketing tool in 2020 

• 83% of marketing teams recognize that video brings them a good return on 

investment, improving both visualizations and interaction between a brand and the 

audience it wants to charm 

• 79% of users admit to having decided to purchase a product or a service after 

watching a video 

• 81% of marketing teams admit that videos helped them generate leads and/or to 

convert leads into customers 
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• 87% of users surveyed said they would like to see more brand videos for this year 

 

If this is not enough to convince you about the importance of taking care of this aspect of 

your marketing campaign, read here: 

 

• Top brands on Instagram are seeing a per-follower engagement rate of 4.21%, which 

is 58 times higher than on Facebook and 120 times higher than on Twitter  

• It has been calculated that over 400 million people use Instagram Stories each 

Infographics are liked and shared on social media 3X more than any other type of 

content 

• 73% of users agree that an ad carrying on a story is the type of video they are willing 

to look entirely 

• 83% of marketing teams recognize that video brings them good ROI – Return of 

Investment 

• 76% of users who still don't use the video bought a product after watching a video 

themselves 

• 97% of companies that use explanatory videos say they help users better understand 

their business, without bothering them with a too long or complicated text 

• 94% of companies see video as a useful tool and are willing to invest part of their 

marketing budget on it 

• 81% of respondents saw an increase in sales and 53% said that customer service calls 

have decreased 

 

 

 

 

 



TARGETO.COM 9 

CONVERSION BOOST WITH PERSONALIZATION 
To who is your marketing talking to? If a CUSTOMER SEGMENTATION was necessary 30 

Years ago in Marketing, today we need to bring this to another level of depth. Data is the 

new currency. And marketers must use this currency in the most effective way to generate 

value for their business. 

What is this all about then? Should we segment customers based on Interests? Yes. Should 

we segment customers based on their Gender? Yes. Should we segment customers based on 

their unique customer journey? Yes. Marketers need to speak to the individuals. 

How can you do that? 

Think of a unique customer journey for each segment of your prospects. A customer 

journey that has been designed on the unique, singular preference of the one prospect.  

Many would say that such a level of depth is not sustainable from a Marketing and Financial 

perspective. Should you implement a unique retargeting campaign per each user? We are still 

not there, since this would be very hard to automate and scale but eventually, we will get 

there in the next decade. 

 

Let’s look at what Spotify has done in December 2019: each one of the Spotify users has 

received a unique history report of their preferences and favourite songs in the decade! It 

might seem as a normal playlist “gift”, but it’s not. This is Marketing Personalization, and it’s 

a marketing effort to increase the level of trust of their customers towards the platform. It’s a 

very Interest-Specific Retargeting Campaign, that used the data collected from 10 Year of 

usage, to speak to the customers. 

 

How can we apply this to small businesses? Email Marketing is a simple unique way to 

send personalized content to your Leads.  

When you send an email to target a specific person inside your audience, you need to think 

about what purpose that email has been built for. Here, have a look: 

• 79% of users declare that they are less inclined to click on an email if they can’t read 

the entire Object 

• 89% of users are willing to open an email advertising some sort of discount or special 

offer for them 
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• Only 27% of the users read all the email before either clicking on the links inside it or 

sending it in the Trash folder 

That means you have only a few sentences to convince them to visit the website or at least 

look at a product. However, the entrepreneurs who successfully build with their digital 

marketers a chain of emails report that: 

• 51% of their brands saw an improved ROI 

• 44% of brands had an increased conversion rate  

• 48% of entrepreneurs experimented a higher generation of leads after starting their 

email chain 

 

Building several Email Subscribers Lists segmented by specific Tags that we applied to our 

contacts will help us develop a very detailed database of subscribers. Tracking the journey of 

these leads through advanced tagging will enable us to create specific email sequences for 

these users. 

 

As you can see, engaging with your audience can be done in multiple ways, but the most 

important thing is to give them content able to captivate their attention. You don’t want to 

bother people, but to gently push them to have a look at your services. 

 

2020 will give marketers more tools than ever to optimize any aspect of the Marketing of any 

company. Applying the concepts discussed in this document will give a powerful leverage for 

those businesses that are still struggling in attracting qualified leads. Include human 

interaction in your funnel and gain your prospect’s trust, communicate and market your 

company through video to improve reach and ROI, and segment your audience for 

personalized communication. 

 

FLAVIO SBRIGLIA 

CO-FOUNDER OF TARGETO.COM 
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