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5 steps to drive 
brand engagement 

and keep your 
customers hooked
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Introduction
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These statements are coming from the same B2B buyers who binge watch 
episode after episode of their favourite TV series!

So, how can you earn and maintain your prospects’ time to ensure they’re bought 
into your brand for the long-term?

Best-selling author and keynote speaker Andrew Davis, who has produced 
for NBC, worked for The Muppets, and built his own digital marketing agency, 
recently joined Webeo CEO, Kirsty Dawe to discuss how thinking like a TV 
producer can help you engage your buyers —and keep them that way. You can 
listen to it on-demand here or read our latest blog post.

Is your sales team hearing... 

more often than they’d like?

Following Andrew’s advice, we’ve created a step-by-step 
guide to earning your prospects’ time, developing their 
loyalty and driving engagement:

     “ I haven’t had time to check your email ”

     “ I haven’t had time to review the proposal ”

https://www.webeo.com/andrew-davis-podcast-curiosity-personalization/
https://www.webeo.com/andrew-davis-podcast-curiosity-personalization/
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Start by personalizing experiences for your existing customers — you’ve already 
built relationships with them, so use your knowledge to provide a more relevant 
experience. By doing this, you’re showing that you still care about them after 
they’ve signed up. What’s more, your customers will be so happy with their 
experience, they’ll become your biggest advocates!
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1. Understand 
your customers, 
so you can 
personalize 
their experience

80% of customers are more likely to purchase products or 
services from brands that provide personalized experiences.   
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By tapping into your customers’ emotional needs, you’re humanizing your brand 
and driving deeper engagement. A quick and visual way to evaluate the content 
of your customer communications, is to attach an emoji to each one. 

So, you understand the needs of your customers on every level. Now, you can 
use Andrew’s TV production ideologies to inspire, reinspire and keep your 
customers engaged.
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2. Evaluate the communications 
you are already sending to your 
customers on an emotional level

Checking how you are making your customers feel right now 
will help you to develop content that always makes them feel 
excited, inspired and part of your team in the future.

3. Think like a TV producer and 
keep your customers engaged
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Use curiosity-gaps

The curiosity gap: a TV example… 

The curiosity gap: a B2B marketing example... 

In our podcast, Andrew explains that by creating a curiosity gap, you can keep 
your buyer engaged and feeling in control of their relationship with your brand. 
The curiosity gap is simply a void between what you know and what you want 
to know.

You know there is going to be some kind of weather extreme at the weekend, but 
you don’t know how it will affect you, so you’re keen to stay tuned and find out more.

You’ve signed up for a webinar. You then receive an email that acknowledges 
your sign-up and gives you a teaser about how the webinar content will add value 
to you — getting you excited to attend. 

By using the curiosity gap ideology, with the understanding you have of your 
customers’ needs, interests and motivations, you can create a highly engaging 
experience.

You’re watching the news and they say, “right after the break, we’re going to 
tell you about the amazing weather pattern that is going to have a big effect 
on your weekend. See you in two minutes.” 
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A memorable way to use curiosity gaps 
and personalization together: the ‘4 Rs’...

like they’ve been heard and understood.

the show – use a curiosity gap to create a 
question they want answered. 

tailor their experience based on historical 
interactions and keep them engaged and interested.

delivering personalized offers, rewards, promotions 
and advice at every stage of the buyer journey. 
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     RECEIVED

     RUNNING

     REMEMBERED

     RELEVANT

Make your customer feel like they are:

Use the ‘hook’ 

Another engagement idea used in TV is the ‘hook’. Andrew explains that “this is 
a simple twist on a familiar theme. B2B consumers specifically want content 
that feels familiar but has a new twist. That’s what makes it feel new and 
really builds a relationship with an audience.”

57% of all consumers want to feel like they’re in control of the experience – the 
curiosity gap puts them in control by fuelling their own desire to find out more.
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When you use a curiosity gap to build anticipation, your customer is investing 
their time to consume your message and will expect a relative pay-off for the 
anticipation that you’ve built. 

If you know what’s truly important to your customer and what they really need to 
know, you can deliver this value through your content again and again.

4. Use curiosity with responsibility 
— deliver value and re-inspire 
your customers

Measure the success of your content through engagement 
and feedback and keep offering helpful content that delivers 
even greater value.
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5. Take advantage of 
the honeymoon period

When your buyer is most engaged with your brand, you can leverage this point 
in their relationship with you. By sending them the right thing at the right time, 
you could even get them to spread the message internally. 

If you have an ABM strategy in place, there will be multiple influencers and 
decision-makers that you’re trying to build relationships with. So by being 
relevant, timely, using curiosity gaps and delivering value, you can expect to 
make some good headway. To deliver a highly targeted and customized website 
experience without relying on coding or website development, contact our 
expert team. 
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Webeo is committed to helping B2B organizations 
dynamically change their website content to instantly meet 
visitor needs with a user-centric software solution. 

https://www.webeo.com/about-us/
https://www.webeo.com/about-us/
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REQUEST A FREE DEMONSTRATION

Discover the power 
of personalization 
software — book 

your Webeo 
demonstration today.
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https://www.webeo.com/

