
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 

  
 
 
 
Continuum increases leads by 22% 
with BrightInfo Content Targeting 
for Blogs and Landing Pages 
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The Challenge 
 
 
Continuum is the technology industry's only channel-exclusive provider of fully 
integrated managed IT services, allowing its Managed Services Provider (MSP) partners 
to maintain both on premise and cloud-based servers, desktops and other endpoints for 
small-and-medium-sized businesses. Continuum’s SaaS platform enables MSPs to 
efficiently backup, monitor, troubleshoot and maintain clients’ IT infrastructure from a 
single pane of glass, all backed by an industry–leading network operations center (NOC) 
and Service Desk.  
 
Continuum ’s marketing team is led by CMO Jeanne Hopkins, former CMO at 
MarketingSherpa and former VP of Marketing at HubSpot. Named one of "20 Women to 
Watch in Sales Lead Management", Jeanne’s marketing strategy relies heavily on 
inbound marketing with valuable content such as webinars, eBooks, case studies and a 
very active blog. When visitors arrive at the Continuum website, the company leverages 
content marketing to drive visitor engagement and conversion, nurturing visitors with 
free content until they are ready to sign up for premium content or contact the 
company. 
 

Continuum wanted to maximize the ROI from their inbound marketing investment and 

increase conversion and leads from existing content and traffic. The team decided to 

focus on two key areas: 

1. Increasing conversion of blog visitors into leads 

2. Increasing conversion rates of landing pages 

As a potential solution Continuum’s team was looking to target anonymous blog 

visitors and landing page bouncers with relevant marketing content as a way to keep 

the audience engaged and move them forward through the buyer journey. However, 

the team had some concerns: 

 How to target the right content to the right anonymous visitor dynamically 

 How to get this done quickly and without requiring ongoing resources 

 How to fit this into the current set of marketing technologies used, such as 
HubSpot marketing automation 
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“According to HubSpot, inbound marketers double the average site 
conversion rate, from 6% to 12% total” says Jeanne Hopkins, CMO at 
Continuum. “Our Inbound strategy does work well for us, but I wanted to 
push the envelope further and saw two areas of opportunity - getting more 
leads from our blog audience that is mostly anonymous as well as 
retargeting landing page bouncers with alternative content before they 
leave.” 

 

The Solution 
 

Continuum signed up for the BrightInfo cloud service that targets anonymous visitors 
with personal, dynamic content recommendations as they browse around or leave web 
pages. Activating BrightInfo just required placement of a small Java Script on the 
Continuum web pages and selecting a few menu options. Within minutes from signup, 
BrightInfo’s unique targeting algorithm helped Continuum leverage their existing 
content by automatically recommending to blog visitors relevant next steps from the 
content marketing items available on the Continuum website.  

In addition, when anonymous visitors got to premium content sign up pages or landing 
pages and decided to leave without completing the sign up, BrightInfo’s solution offered 
them automatically alternative premium content as a way to keep them engaged and to 
show them that there is more relevant content available to them from Continuum.  

Since BrightInfo is an add-on solution the Continuum team wasn’t required to change 
anything on their website or landing pages to activate BrightInfo. 

 “BrightInfo was up and running in minutes, immediately increasing leads 
from our Blog audience and from visitors who were about to leave our 
landing pages by dynamically recommending the right marketing content to 
these visitors dynamically,” notes Adam Barker, Director of Demand 
Generation at Continuum. “Everything worked well right out of the box, and 
the BrightInfo analytics were picked up by our HubSpot solution 
seamlessly.” 

http://offers.hubspot.com/2013-state-of-inbound-marketing
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The Result 
 

Continuum experienced an immediate uplift in leads, without any other change to 
their website. Using BrightInfo’s automated service, Continuum was able to expose 
individual anonymous visitors to the best possible content for them in real time, 
providing them with a personalized experience and encouraging them to engage with 
the company.  

Within the 30 day trial the measurable results were a 22% increase in online form 
conversions as more blog visitors responded well to the company’s marketing content 
offers that matched their interest and less visitors exited landing pages.  

Continuum continues to use BrightInfo to provide real time personalization for 
individual anonymous online visitors, increasing the ROI from their content marketing 
investment further. Through the BrightInfo built in reporting the Continuum team sees a 
steady increase in their conversion and engagement metrics and gets insightful 
information on the content engagement and content consumption. 

 

The BrightInfo 
Recommended Content 

window accompanies 
visitors through the 
Continuum blog or 

engages visitors as they 
plan to exit landing pages. 
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“The 22% increase in leads is beyond our expectations and was achieved 
without any effort on my team’s part. I recommend BrightInfo for every 
Inbound Marketing organization that wants to get more leads from their 
existing site and content” observes Barker. 

 

 

 

 

 

 

 

 

 
 
 

ABOUT BRIGHTINFO 

With BrightInfo, every website that leverages content marketing can offer the most relevant content to each 
anonymous visitor – dynamically, in real time and on each page visited. 

Businesses that leverage BrightInfo increase visitor engagement dramatically. The service helps ensure visitors 
are exposed to the most relevant content, consume more content on average, and sign up more for premium 
content. It can be configured for website and blog pages or to engage abandoning/bouncing visitors on landing 
pages. 

BrightInfo requires no configuration, customization or integration and delivers value within minutes of sign up. 
Visit www.brightinfo.com to learn more. 

 

http://www.brightinfo.com/

