
DESCRIPTION

In order to leverage the momentum Mamava had 
already created through their website and social 
media efforts, we worked with them to identify 
their buyer personas and create targeted content 
aimed at engaging prospective buyers and moving 
them along the sales cycle. 

These included gated content, CTAs, landing 
pages, and segmented emails aimed at different 
stages of the buyer’s journey. 

Using the Hubspot CRM and the information 
gathered through marketing efforts, the sales 
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GOALS

The goal for Mamava was to successfully 
implement Hubspot marketing automation in 
order to generate quality leads through a 
thoughtful content strategy and improve the 
overall quality of the leads generated for their 
sales team.
 
By integrating all of their marketing efforts under 
one strategy and cohesive structure Mamava 
sought to ensure a healthy sales pipeline with 
room for continued growth.

STATISTICS

March 2017- March 2018 vs. Previous Year
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Landing Pages results to date: 
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