


You have a problem  
(and an opportunity)  

because of the pandemic



75% of consumers 
purchased from a 
business for the  

first time

*Mckinsey



You are fighting a war 
for attention



9 in 10 marketers 
changed content 

strategy since 
pandemic

*Salesforce



Maybe the answer is more marketing?



Wrong answer.



2/3 of b2b buyers say 
marketers give them 
too much material

*Forrester



Attention is now 
protected by moats



“a deep, wide ditch surrounding a 
castle, fort, or town, sometimes 
filled with water and intended 

as a defense against attack.”



You cannot siege a moated 
castle head-on

Caen, france 
September 4, 1417



Even castles with moats 
have points of entry



GET MOATIVATED 
and get invited  

inside the castle



All marketers tell 
themselves 
the same lie



You must be  
radically relevant to get a 

drawbridge lowered



1. The Right Message



74% of customers are 
frustrated when info 
isn’t tailored to them.

Give customers time,  
they will give you money



broad is flawed



Customers?



specificity 
creates relevance







~ 50% of millennial 
b2b buyers prefer an 
entirely seller-free 

purchase process

*Gartner



3 in 4 consumers want 
the ability to answer 

questions on 
their own

*Aspect



Discover and close 
uncertainty gaps





Effective content doesn’t 
have to be comprehensive



10,000 views



5 million 
views



Ai makes specificity 
easier to identify



Always de-anonymize 
your audience



jaytequila.com



how can I help educate  
current and future customers, 

with specific information? 

Ask yourself:



2. The Right Messenger



Information from people 
is 50% more credible 

than information  
from businesses

*DemandGenReport



95% of Millennials say 
their friends are the 

most credible source of 
product information.



relevance rank
1.From a customer 
2.From an employee 
3.From the owner 
4.From the business itself







5 million views



can customers see 
themselves in your 

marketing, or is everything 
from “the business”?

Ask yourself:



3. The Right Memories



The best way to reach new 
customers is for the current 

ones to do it for you



~50% of sales are 
influenced by 

word of mouth

*UBS



Ai cannot fully disrupt 
word of mouth



Fewer than 1% of 
businesses have a defined 
word of mouth strategy

*John Jantsch



customers are satisfied with 
good, but they discuss different





talk trigger:  
a purposeful difference designed 

to create conversations



Your content can power your 
word of mouth strategy 

(and vice versa)











Ask yourself:

What story do your 
customers tell that is not 

about your product/service?



TheBaerFacts.com



You cannot siege a moated 
castle head-on



GET MOATIVATED 
and get invited  

inside the castle



Is it the right message? 

Is it the right messenger? 

Is it the right memory?

Radical Relevance:




