
By Barbara Pfeiffer, The Partner Marketing Group   



Introduction 
The number one question authors get asked is “where do you get your ideas?” 
 
As high tech marketers  move into the realm of content development, this question will 
follow them. Whether it’s a novel or a whitepaper (or simply a blog post), coming up with 
great ideas to write about is right up there with time as the biggest challenge faced by B2B 
marketers.  
 
Faced with this challenge, too many B2B companies (particularly our high tech clients) are 
defaulting to content that is self-promotional or technical, neither of which will meet the 
needs of your prospects or do anything to bring them back to you. In a recent Content ROI 
study by the Chief Marketing Officer Council, vendors are given poor marks for providing 
valuable content. That’s good news if you are willing to make the investment to provide 
VALUABLE content and stand out from your competitors (who are still writing about their 
last success).  
 
 
 
 
 

http://www.cmocouncil.org/press-detail.php?id=4481
http://www.cmocouncil.org/press-detail.php?id=4481
http://www.cmocouncil.org/press-detail.php?id=4481


 
While you’re reading through our ebook, and anytime you are considering what to 
write, keep these basic rules in mind:  
 
1. Stop looking at content only through the framework of your own products or 

services. If you want to keep your audience engaged, write on different topics such 
as business issues or changing laws that impact them and show your credibility as a 
problem solver and thought leader. 
 

2. As you’re using this guide, you’ll see simple ideas that can be used for blogs - along 
with some ideas for collateral that requires thought, time and research. DON’T skip 
the longer ‘thought leadership’ pieces (ebooks, infographics, whitepapers, etc). Don’t 
have time to do them right (or create enough)? Outsource your bigger pieces while 
you focus on the day-to-day content stream that feeds your social networks and 
blogs.  
 

 
 
 

Three Tips 



 
 

3. Steal ideas (NOT content). There are hundreds of ways to cover a topic or write about 
an idea. Look at what others are writing about and then address that same topic but in 
your own words with your own perspective. 

 
So without further delay – let’s get started with 52 ideas to help you conquer your writer’s 
block – one week at a time for the next year.  
 
 
 

Have ideas of your own to share or comments on this book? Write us at 
info@ThePartnerMarketingGroup.com or visit the website at 

www.ThePartnerMarketingGroup.com.  

mailto:info@ThePartnerMarketingGroup.com
http://www.thepartnermarketinggroup.com/


Happy New Year 
Share a list of New Year’s resolutions 
for your business. Sounds 
promotional but it’s sharing what 
you’ve learned and how you will build 
a better business from it. Your 
prospects can benefit from that.  



Watch a webinar  
Check out a webinar on a topic that’s 
important to your target market and write 
it up. Selling to retailers? View a webinar 
from Chain Store Age. Distribution? Check 
out Modern Distribution Management.  
You get the idea.  



Create a survey 
Create and send out a survey and then publish the 
results with your analysis. A good survey will take 
some time to develop and you’ll want wide 
distribution so consider working with a few non-
competitive partners or ISV’s on this project. Topics 
can include software deployment experiences, 
general business trends, pain points or challenges – 
anything you can address with your solution!  
  
 



Lessons learned  
EVERYONE has them. Once a mistake 
is made, write a “how not to” piece. 
No one needs to know the mistake 
was yours, by the way.  
 



Happy holidays  
Pick 4 holidays (one per quarter) and come 
up with a topic that maps to the holiday. 
Show a little personality and have fun – such 
as why the Easter Bunny needs an ERP 
system (he’s a distributor after all). Go 
beyond real holidays and consider any fun 
day. Find some inspiration.  
 

http://www.holidayinsights.com/moreholidays/index.htm


Help them select you 

Create a “Guide for Choosing a 
Vendor”. But keep it agnostic. If 
every other sentence is “we can do 
this and others can’t”, your well- 
written article won’t be taken 
seriously.   
 



Be our guest 

Line up at least one guest author for a 
blog (or series of blogs). Where do you 
find guest authors? Consider vendors 
who provide services to you – like your 
accountant or lawyer, your customers, 
ISVs you work with, or other partners.  



Purchase (rent) an expert  
Purchase ‘thought leadership’ content from a 
well-recognized source. Organizations such 
as Aberdeen and Harvard Business Review 
(HBR) make their whitepapers and articles 
available for a fee. Some organizations (such 
as HBR) have a pay-per-use model that allows 
you to pay only for the actual downloads 
made by your prospects.  
 



Outsource 
Commission or outsource at least one piece 
of original content quarterly.  Once you have 
the piece, consider serializing it for your blog 
and turning it into an infographic. Extra 
credit – create a video where you interview 
an expert on the key learnings in the piece. 
At the end of the quarter, package it all 
together and publish it as a “toolkit” on your 
site. After a year – you’ll have a substantial 
library.  
 



What was your biggest 
challenge?  

Interview one of your employees. What was the 
toughest challenge they overcame for a client? 
You don’t need to share the client’s name – just 
give the general info on the challenges faced 
and how they were resolved.  
 



Define your terms  
Create a glossary of frequently used terms in your 
business. Trust us on this one – what you think is 
obvious never is.  Make sure this item makes its way 
to your website too – it’s great for SEO (in the spirit 
of this tip…’Search Engine Optimization’).  



Poll 
Create a poll by asking a question (or four). 
Polls are easy to create and they are ‘content’ 
when you share the poll and ‘content’ when 
you share the results. Use tools like Butterfly 
Publisher content management to create and 
share your polls or stand alone services like 
http://www.quicksurveys.com/. 
 

http://www.thepartnermarketinggroup.com/butterfly-publisher/
http://www.thepartnermarketinggroup.com/butterfly-publisher/
http://www.quicksurveys.com/


Best of… 

Create a ‘best of’ article. Research and write-up 
the best of anything that will resonate with 
your target audience. Selling CRM? How about 
‘The Best Ways to Use CRM to Super Charge 
Your Marketing’?  



Event coverage 
Attend an event and share your thoughts on the 
sessions or provide a list of the top things you 
learned. Visit the expo and share a few new solutions, 
services, or products that your audience might be 
interested in. (By the way – if you’re going to 
promote someone’s product, interview them and 
then ask them if they’ll guest blog for you in the 
future.) 
 



By the numbers 

Compile statistics that appeal to your 
marketplace. Go a step further and turn 
some of them into an infographic such as 
those examples seen here: 
http://www.thepartnermarketinggroup.co
m/infographic-design/  

http://www.thepartnermarketinggroup.com/infographic-design/
http://www.thepartnermarketinggroup.com/infographic-design/


Showcase your best 
Create a case study ebook. Create SHORT 
case studies (no more than 400 words), 
compile them into a PowerPoint 
presentation, add a great cover and PDF it!  



Turn questions into cash & prizes 
Put a bounty on questions from inside your 
organization. A gift card could be the reward for 
any question submitted that turns into a post or 
article. My question (if you want to give me a 
gift card): How easy is it for a non-technical 
person to develop a new process in our ERP 
solution?  



FAQ 
At year-end compile the questions you’ve 
received all year into an FAQ. Add a regular 
feature to your blog – answering one FAQ 
from your customers and prospects each 
month. Focus on those questions you 
receive during the pre-sale and sales 
process (that’s what your prospects are 
most likely to care about).  
 



Be cool 

Create an article inspired by pop culture. 
Be prepared for these to “age” faster 
though and look for those examples with a 
longer shelf life. Check out this example 
from Open View - 5 Marketing Lessons 
from The Muppets. 
 

http://labs.openviewpartners.com/videos/5-marketing-lessons-from-the-muppets/
http://labs.openviewpartners.com/videos/5-marketing-lessons-from-the-muppets/


Humor  
No – it’s not going to change 
the world or get your prospect 
to buy from you but it helps 
you make a personal 
connection with your reader. 
Search for ‘buy business 
cartoons’ for ideas and check 
out Tom Fishburne.  

http://tomfishburne.com/2010/05/shiny-new-thing.html
http://tomfishburne.com/2010/05/shiny-new-thing.html


I’d like to buy a vowel… 

Use numbers or letters to create a 
“serial” topic. Create a blog for each 
and then publish in an ebook.  
Check out our ABC’s of Content 
Marketing blog and ebook.  
 

http://www.thepartnermarketinggroup.com/greenhouse-marketing-ideas/dig-deeper/
http://www.thepartnermarketinggroup.com/greenhouse-marketing-ideas/dig-deeper/


Use your archives 
Go back through a year or more of 
blog posts and select a few for a 
refresh.  Re-write them in light of 
new technology or business changes 
that have happened in that year. 
Consider reflecting on those changes 
in your post (then vs. now).   



Myth buster 
Debunk a myth you hear or search on 
“insertyourkeyword myth” for what’s 
already out there.  
 
Example: 
http://erppandit.com/erpmyths1.html 
  
 

http://erppandit.com/erpmyths1.html
http://erppandit.com/erpmyths1.html


Summarize  
Create executive summaries of 
any books or research reports 
you read. Just be sure to phrase 
your summary in terms of the 
value it brings to the reader.   
 



Turn a spotlight on your 
customers 
Interview a customer and focus on THEIR 
business. Weave in how you helped them but 
really focus on what they do and what makes 
them successful.  
 



Ted Talks  
Sign up for Ted. Share your favorite 
talks with your comments or expand on 
the idea and create your own written or 
video piece.  
 

http://www.ted.com/


Answer questions 
Join Quora to see what questions 
people are asking and then create 
content to answer them. (And 
answer on Quora too, of course).  

http://www.quora.com/


Transform  
Take any piece you’ve already created and 
figure out at least one way to repurpose it. 
Need some ideas?  
 

• Turn a list into an infographic. 
• Turn multiple blogs into an ebook. 
• Turn a whitepaper into a series of blogs or 

into an infographic. 



Be a resource  
Create a list of your favorite resources . Like 
the 10 Best Content Marketing Resources or 
the Best Digital Tools for Business Owners.  
 
If you sell ERP, a good resource with articles 
and research is http://www.inside-erp.com/.  

http://unbounce.com/content-marketing/resources/
http://www.forbes.com/sites/ilyapozin/2012/03/23/the-10-best-digital-tools-for-entrepreneurs-in-2012/
http://www.inside-erp.com/
http://www.inside-erp.com/
http://www.inside-erp.com/
http://www.inside-erp.com/


Tell a story 
Share a story that helps customers and 
prospects connect to your company in a 
personal way. It could be about your company’s 
corporate citizen / community efforts. Use 
photos and talk about the impact you are 
making.  
 



Screencast  
Create a screencast. Need a tool? 
Check out this great list of 
options from Mashable. 

http://mashable.com/2008/02/21/screencasting-video-tutorials/


Disagree  
Be a contrarian. Find an article, 
blog, etc. that you disagree with 
and write about it.  
 



What’s ahead? 
Create a summary of the highlights of your 
upcoming webinars. Share what people 
will learn as well as information on your 
speaker (to build their credibility).  



What’s behind?  
Create a post webinar wrap-up. Write 
an executive summary of what was 
shared, the value it brought to the 
attendees, and point to the webinar 
recording.  
  



Watch out!  

Create a piece(s) on how to avoid the 
pitfalls of buying and implementing 
your solution.  



Compile and share 

Compile the top blog posts on a 
specific topic of interest to your 
prospects, add your commentary, and 
share them. You can find blogs with 
simple searches: ‘distribution industry 
bloggers’ or use a tool like Technorati.  
 

http://technorati.com/blogs/directory/business/


Good morning  
Spend 15 minutes every morning  scanning 
the top publication and association feeds  
for your target market and jot down great 
ideas. Write one blog a week based on a 
topic (such as business impacts, trends in 
ERP adoption, or new product releases) 
you’ve identified.  
 
  



Be alert 

Set Google or Bing alerts for 
your keywords, on evangelists 
for your target industry, and on 
business leaders in your 
geography. Write up one blog 
each week based on an alert.  
 
 



Ask around… 

Look to your vendors and services 
professionals. Ask them to guest blog or if 
they’d be open to an interview. Using a 
marketing firm and selling CRM? Interview 
your agency for their take on marketing 
trends. 
 



Help me!  
Create a beginner’s guide to your 
solution or service. Similar to a 
glossary but expand a bit and answer 
the basics – who, what, when, where, 
how, and why?   



Be prepared 
Develop some “evergreen” content so that you 
have something available when the creative 
juices just aren’t flowing (but resist the 
temptation to dig in too often). A good rule of 
thumb is to have 10% of what you would need 
for a year already written and put aside. Blog 
weekly? You’d need 5 evergreen pieces for the 
year.  
 

Evergreen = content that is not dated 
and can be used anytime.  



Cultivate the experts  
Interview an expert in your target 
industry or ask a few experts to 
answer a single question and compile 
the “why would they do it?” answers. 
Take it a step further and nurture a 
group of experts by sharing their 
content and referring back to them 
whenever possible.  



Find at least one video about an 
industry you are targeting or a 
solution you are selling and then write 
about it.  

Movie reviews 



Review a book 

Find a great business book 
you’ve been meaning to read 
(then read it, of course, not the 
CliffsNotes). Next, review it for 
your followers and subscribers. 
 



Create a reading list 
Create and share a reading list 
BEYOND your product or 
service, particularly those 
focused on leadership, 
management and innovation. 
Check out 10 Eye Opening 
Books that Every Entrepreneur 
Should Read.  
 
 

http://www.inc.com/geoffrey-james/10-eye-opening-books-you-should-read.html?nav=pop
http://www.inc.com/geoffrey-james/10-eye-opening-books-you-should-read.html?nav=pop
http://www.inc.com/geoffrey-james/10-eye-opening-books-you-should-read.html?nav=pop


Use your analytics  

Review your keyword phrases to see what 
people are really searching for and write 
content to meet that need.  Check out 
this blog from CMI to get started.  
 
 

http://contentmarketinginstitute.com/2010/06/how-to-find-content-ideas-in-your-web-analytics-report/
http://contentmarketinginstitute.com/2010/06/how-to-find-content-ideas-in-your-web-analytics-report/


How I…and you can too. 

Share a business challenge you’ve 
overcome (it doesn’t necessarily have 
to map to what you’re selling).   
 



Curate and comment 
You’re probably already curating 
content for your social media efforts. 
Every time you add to content you’re 
creating original content. Pick one 
piece you curated and write a larger 
commentary for a blog.  
 

Share the best blogs from around the 
web as a year-end piece.  
 



Widgets and tools and 
calcs, oh my!  
 Create an INTERACTIVE piece of 

content that helps your prospect 
measure the ROI of your solution. 
Check out Microsoft and Sage for 
ideas.  

http://www.microsoft.com/en-us/dynamics/crm-roi-calculator.aspx
http://na.sage.com/Sage-Timeslips/Products/ROI-Calculator


Be a thought leader 
We talk about thought leadership pieces all the time 
and they are the most compelling piece of content for 
a prospect. Spend the time (and dollars) to create or 
outsource a well researched article on the challenges 
facing your target industry, biggest upcoming 
changes, or other compelling topic. Your ROI on a 
piece like this will be very compelling – especially after 
you break it into dozens of blogs, social snippets, and 
some videos.  
 



Research  
Not technically an idea but it can lead to 
dozens. Research your target market 
and identify online publications and 
associations. Then engage where you 
can – follow their blogs, sign up for the 
newsletter and news feeds. Look for 
topics, guest bloggers, and other 
resources to share with your prospects.  



The year ahead 
Write about your expectations for 
“the year ahead”. Not at the cutting 
edge? Wait until mid-January, review 
what others have written, and then 
share your thoughts on what they 
are predicting.  
 



Summary 
We hope you have enjoyed The year of content: 52 inspiring ideas to fuel your 
high tech content marketing campaigns and now have a wealth of great 
writing ideas to take you through a full year of writing, curating, and 
producing content designed to drive prospects and customers to you.  
 
Download your complimentary copy of “The ABC’s of Content Marketing” for 
even MORE ideas on how to maximize the content you spend so much time 
and money creating!    
 
 

http://www.thepartnermarketinggroup.com/greenhouse-marketing-ideas/dig-deeper/


About Us  
The Partner Marketing Group is a marketing agency that works exclusively with 
technology organizations that want to grow their business via a rich, robust 
content marketing strategy.  
 
1. We deliver ‘Marketing as a Service’ (MaaS) – Quarterly integrated marketing 

campaigns (including content for both inbound and outbound tactics), easily 
funded via a monthly subscription fee. 
 

2. Subject matter experts on utilizing social media to generate demand via the 
Butterfly Publisher social media program, blog writing services, infographics, 
social media posting program, and more.  
 

3. Successful Virtual Marketing Director program (one of our most popular 
services) that provides BOTH strategy + execution skills to help your firm get 
out of the marketing ‘rat hole’.  

 
  
  
 

http://www.thepartnermarketinggroup.com/butterfly-publisher/
http://www.thepartnermarketinggroup.com/blog-writing-subscription-program/
http://www.thepartnermarketinggroup.com/infographic-design/
http://www.thepartnermarketinggroup.com/virtual-marketing-director/


Outsource 
Infographics, ebooks, blog posts, customer case studies, 
demand generation campaigns and more, The Partner 
Marketing Group can help create, curate, and polish your 
content for maximum effectiveness.  
 
We are a marketing agency that specializes in working 
with technology resellers and vendors to reduce the sales 
cycle and drive more inbound leads through your sales 
pipeline.  
 

Visit www.ThePartnerMarketingGroup.com, call 
605.574.9432 or email 

info@ThePartnerMarketingGroup.com.  

http://www.thepartnermarketinggroup.com/
mailto:info@ThePartnerMarketingGroup.com
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