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theAsianIR partner Johnson Koh has a 2-year old baby girl named Koh 
Jolee. Like most babies, Jolee often has to be distracted when taking 
photos, and Johnson Koh likes to use this analogy as a parallel for the 
type of marketing that is relevant in today's digital world and one that 
theAsianIR practises and preaches. Jolee has to have people wave 
stuff at her or call her name before she starts to lift her head to face the 
camera. And this is abit like inbound marketing, but instead of toy 
decoys, you have content decoys. You attract your audience through 
search engines, emails and social media channels as they search for 
solutions to their problems. They discover your content and come to 
you, rather than you physically turning Jolee's head to face the camera. 
For you business-school trained marketers, this "pull" tactic is opposed 
to traditional "push" marketing that we have known by. 
 
Although this analogy works on many levels, one very important 
common distinction must be made. When waving toys, Jolee is your 
prized possession and you are rewarded when she looks up into the 
camera, and this is the same for business when you are rewarded by 
prospects taking interest in your content. Carefully-crafted, well-
planned content creates value for your prospective customers. It helps 
address their business problems and establishes trust in your 
expertise. This discovery is the beginning of a new relationship when 
properly managed. 
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1 .  IDENTIFY  YOUR  

COMPANY 'S  CORE  

BUSINESS  

CHALLENGE
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2 .  KNOW  YOUR  

BUYERS  AND  

THEIR  NEEDS
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3 .  GENERATE  

TARGETED  

AWARENESS

 

 

 

 



Copyright theAsianIR

Back in chapter 1, we used a baby distracting analogy 
to introduce the concept of inbound marketing. We 
illustrated the idea of attracting your specific audience 
to you, rather than going out to call them your way. 
And we identified your company's content as the 
"decoys" that will attract that audience through search 
engines and social media channels as they seek out 
solutions to their business challenges. So how do you 
develop the resourceful, value-packed content your 
audience will seek, love and return for? Read on.
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4 .  EDUCATE  YOUR  

AUDIENCE
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5 .  CAPTURE  

QUALIFIED  LEADS
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https://www.theasianir.com/financial-assistance
 
https://www.theasianir.com/financial-assistance



6 .  JOIN  FORCES  

WITH  YOUR  SALES  

TEAM
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7 .  NURTURE  LEADS  

UNTIL  THEY  

BECOME  

CUSTOMERS
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Sign up to receive our 
introductory guide to 
marketing automation and 
give yourself an opportunity 
to get ahead of the curve in 
B2B marketing
teo@theasianir.com
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8 .  MEASURE  

RESULTS  THAT  LET  

YOU  TAKE  ACTION
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9 .  ABOUT  

THEASIANIR  
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theAsianIR helps B2B companies generate targeted 
website traffic, qualified business leads and paying 
customers using their websites, e-commerce and 
other digital assets. From our blog to our 
downloadable guides, we are committed to being the 
ultimate business advisors and marketing consultants 
in the B2B space.
 
Need a hand jumpstarting your digital marketing 
initiative? 

We offer a free, 20-minute consultation to B2B companies to 
evaluate their websites and marketing strategies. Goto 
theasianir.com to sign up.

Managing Partner
Huan Johnson Koh
theAsianIR.com


