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You shouldn’t be if your prospects 
aren’t raising their hands.
Two years ago, content development ranked 
fourth among marketers’ top strategic areas of focus. 
Today, it’s number one.* Are you keeping up?

It’s time to stop pushing content strategy to your 
“back burner.” Amidst all of the marketing noise,  
you have fewer opportunities in front of prospects.  

Relevant content is key. Content marketing is more 
than just communicating; it’s how you develop 
meaningful relationships with your prospects. 

*Red House Marketing Client Survey, 2015-2016, 2016-2017.
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