
How to Leverage the 
Digital Marketing of Your 
Restructuring Practice 
in a Virtual World
Learn some tools you can use now, 
when creativity & visibility matters

A B I  I N S O L V E N C Y 2 0 2 0



Agenda
Introductions

Maximizing Your Digital Tools 
Your website
Your ongoing content
Your presentations

Q&A



Why, hello!
Meet the Glantz Team



Keith 
Glantz
Founder & President, 
Executive Creative Director

§ Double Degree from 
Washington University in 
Business and Design

§ Art Director by trade

§ Cut teeth in large Chicago 
agencies

§ Started Glantz Design 
during 2008 recession

§ Grew business first 10 
years based on referrals

§ Vistage Member since 2015

Don’t get in the 
way of his coffee!



§ Mentor from Dartmouth 
warned against marketing

§ 20 years later, still 
energized by learning new 
categories

§ Worked at agencies, in-
house, and her own triple-
bottom-line start-up

§ Helped grow Glantz 4x in 
seven-year tenure

Anne 
Weber
COO & 
Client Happiness Officer

That’s a real 
title!



§ Design Degree from 
Eastern Illinois University

§ 1st job at IBM before the 
Dot Com crash

§ Started SheSays Chicago to 
help more women get to 
& succeed in leadership

§ VP of Programming 
Strategy at AIGA Chicago, 
bringing the design 
community together

§ Grew User Experience 
practice at Glantz

Jen 
Lemerand
Studio Lead & 
Creative Director

Known for her 
“upside-down” glasses



Decades of 
experience across 
dozens of categories

Why Glantz Design

ü 200+ websites designed 
and developed

ü Industry agnostic

ü Almost exclusively 
referral-based growth



Why digital? Why now?



M E A S U R A B L E ,  
H I G H  R O I

For 10+ years digital marketing 
has grown exponentially.

A L L O W S  U S E R S  
C O N T R O L  T H E Y  S E E K



2020 only amplified this with 
the COVID crisis leading to 
widespread remote work.



Maximizing 
Your Website
Your website should be your 
primary tool for validation.

6 Crucial steps to 
consider…



Maximize Your Website #1

ü Visitors want to 
know what it is 
you do and see 
you’re good at it

ü Start with your 
services

Attract prospects to your 
core competencies.
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ü How can you 
impress?

ü How can you 
validate?

logistyx.com

Maximize Your Website #2
Demonstrate your expertise 
& thought-leadership.
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Maximize Your Website #3

ü Short snippets 
of content 

ü Easily
scanned and 
digested

toneykorf.com

Optimize for short attention 
spans & searches.
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Maximize Your Website #3

ü Clear proposition

ü Easy to understand copy

How has this worked for 
ToneyKorf?

“Our audience has a much 
better understanding of 
what we do and what 
makes us different thanks 
to the new website”
—JAMY HOUCK
Director, ToneyKorf



Maximize Your Website #4

ü Your website users 
vary:

ü prospective 
clients

ü prospective 
employees

ü media or 
investors

ü Prioritize your 
users and website 
accordingly

uncommonlogic.com

Cater information to your 
priority audiences.
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ü If someone 
comes to your 
site and raises 
their hand, make 
sure you capture 
that contact to 
connect.

bahai.us

Maximize Your Website #5
Convert qualified inquiries 
& capture a database.
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Maximize Your Website #6
Make sure your site is 
solid, sound, & secure.

ü Security 
(SSL + Global Edge Security)

ü SEO 
(page structure)

ü Platform (supported & 
not archaic)

ü Responsive website

westtownbank.com



Ongoing 
Content Creation

4 Actions to plan 
before 2021...



F E E D  Y O U R  
W E B S I T E

All businesses who sell products or services 
should be creating content continuously.

F E E D  Y O U R  
P R O S P E C T S

F E E D  Y O U R  
C U R R E N T  C L I E N T S

F E E D  Y O U R  P O T E N T I A L  
E M P L O Y E E  P I P E L I N E



Ongoing Content Creation #1

ü Blog posts

ü Whitepapers

ü e-Books

ü Case studies

Keep your audience coming 
back to your website for more.
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ü Use your email 
lists to 
consistently 
communicate 

ü Quarterly 
newsletters 

ü Monthly email 
updates

Ongoing Content Creation #2
Remind them of you with 
Outbound Emails.



Ongoing Content Creation #3

ü Explore building 
social currency 
to bring in new 
audiences and 
lead them to 
your website

Stay alive with social channel 
posts & conversations.



Ongoing Content Creation #4

ü Bankruptcy law 
incredibly 
cluttered and 
expensive

Budget for paid SEM/PPC 
to drive traffic.



Digital Presentations

3 Tips to 
shine…



Meetings are 
harder than ever!

W i t h o u t  
f a c e - t o - f a c e  
m e e t i n g s ,  
h u m a n i t y  c a n  
g e t  l o s t .

V i r t u a l  w o r l d  
d e m a n d s  a  

w h o l e  o t h e r  
l e v e l  o f  

a t t e n t i o n .
Multi-tasking

Post-lunch 
Snooze

Fully engaged, 
Yay!

Can you
repeat that?

On their 
phone



Digital Presentations#1

ü Well branded

ü Interesting

ü Flexible

Have a great template 
to build from.
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Strong fundamentals 
such as:

ü Hierarchy

ü Alignment

ü Consistency

ü Breadcrumbing

BEFORE

Digital Presentations#2
Follow best practices in 
your presentations.
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Digital Presentations#3

ü Use a 
storytelling arc

ü Create some 
visual “wow”

BEFORE

Make sure your 
presentations are 
the ones they 
remember.
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Final Thoughts



Don’t DIY your 
toolbox.

I N V E S T  I N  H A R D  
W O R K I N G  T O O L S

T R A I N  Y O U R  T E A M

T H E N  D I Y  Y O U R  
O N G O I N G  C O N T E N T



www.glantz.net

keith@glantz.net

anne@glantz.net

jenl@glantz.net

Questions 
& Answers

THANK 

YOU!


