
CREATIVEMARKETING

TRENDS 



Everything is video now.  Videos emphasize the fast-
paced way in which we consume content and highlights 
the need for simple and succinct messages or engaging 
content that asks us to participate.

The great thing about these short videos is that everyone 
has the ability to put together a quick video that isn’t 
super polished through their phone. Not only that, but 
these short engaging video content are candid, behind-
the-scenes, DIY, real stories and have a more unpolished 
look are what younger consumers want.

These are great for connecting with your audience, an-
swering common questions and introducing yourself to 
potential customers.

The best part about these videos is the ease with which 
everyone can make them. Not only that, but these short, 
real-life video clips show a more youthful, DIY perspective 
that today’s consumers are seeking.

Short, real-life video clips show a more youthful, DIY per-
spective that today’s consumers are seeking.

There is no doubt that short video clips are now becom-
ing the norm on social media, taking likes and shares to a 
whole new level.

1. SHORT VIDEOS 



Short videos emphasize the fast-paced way in which we consume content and highlights the need 
for simple and succinct messages or engaging content that asks us to participate—whether it’s learn-
ing a new dance, joining a challenge, or participating in surveys and polls.

The great thing about these short videos is that everyone has the ability to put together a quick video 
that isn’t super polished through their phone. Not only that, but these short engaging video content 
are candid, behind-the-scenes, DIY, real stories and have a more unpolished look are what younger 
consumers want.Storytelling is always key for brand marketing. But when it comes to selling your product 
in the modern landscape, consumers are tired of just hearing about how you, the brand, believe your goods 

2. TELL A 
REAL STORY

or services are better than the 
competition. They want to know 
how have you delivered on your 
promises in a way that has lived 
up to their needs and expecta-
tions.

This doesn’t mean brands should 
take a step back and let their 
reviews do the talking. Rather, 
your marketing should shift its 
focus to storytelling—don’t just 
tell the consumer the benefits of 
their product or why it’s better 
than their competitors, business-
es should show through stories 
and customer testimonials how 
the product or service can help to 
solve a specific problem.

It might not result in direct sales, but it’s a great way to put your brand front-and-center in the minds of 
consumers who are considering a specific issue. That way, when they face that issue you’ll be the first one 
they turn to.



Over a year of lockdowns has seen social media users grow fatigued, anxious and sometimes de-
pressed by the constant barrage of content in their feeds. Some have even bitten the bullet and 
deactivated their accounts. Those who remain on face the heavy stream of ads, campaigns and news 
that flood their social feeds each day and to say it’s saturated would be an understatement.

Be mindful of just how many sales-y posts each person comes up against in a two-minute scroll, and 
consider how and why yours would cut through the noise. Focus your strategy on engaging with 
your existing audience and building your database, and you’ll find your messaging reaches those 
who are most interested in what you do.

As the digital landscape keeps changing consumers are becoming increasingly selective about the 
media they receive and consume, and as such their expectations are high—don’t be one of the ac-
counts that get unfollowed.

3. FOCUS    
       ON YOUR
   AUDIENCE



Utilize Google My Business to increase your organic traffic 
and credibility – especially since the ‘3-pack’ appears on 
top of the first search result and highlights nearby loca-
tions. This listing also makes it easier for local audiences 
to find information about your business, such as your 
phone number, website, e-mail address. T he best part is 
that your Google My Business profile also has reviews and 
testimonials from current or previous customers – and 
since 88% of consumers trust online reviews, this can lead 
to higher sales.

AI is taking over the world; virtual assistants like Google 
Assistant, Siri and Alexa help us in our daily routine and 
are capable of controlling our smart homes. This trend 
needs to be readily accepted into digital marketing as 
it can help in automated content creation, finding new 
opportunities by pinpointing gaps in the current market, 
forecasting trends, etc. In fact, it’s been estimated that 
by 2030, at least 30% of global companies will use AI to 
improve their sales process.

4. LOCAL SEO 

5. ADOPT           ARTIFICIAL INTELLEGENCE



Brands have been communicating with their customers for years, so conversational marketing isn’t 
anything new. But with the rise of social media and chatbots, this kind of conversational marketing 
is growing on an even larger scale and changing the landscape of how businesses have interactions 
with their customers.

An increased interest in conversational marketing probably comes down to the shift in consumer 
behaviors that have been rapidly advanced by technology in recent years—namely, the expectation of 
instant and direct messaging in real-time, whether that’s with friends, colleagues, or companies. And 
with chatbots playing a larger role, these conversations can happen on a larger scale, faster and more 

6. 
CONVERSATIONAL 
MARKETING

seamlessly than ever before. 
With this comes large volumes 
of data that helps to under-
stand customers’ needs and 
expectations. 

This not only boosts the brand’s 
relatability but provides an 
overall positive and fulfilling 
experience for the customer. 
But it’s a tricky space to own: 
make sure you know exactly 
what your customer expects 
and what their needs are so 
that conversation doesn’t derail 
or be unhelpful.



So there it is: your handy guide to the top digital marketing trends that we’re expecting to make a 
splash in 2022. They’re hard to ignore, and you won’t want to. Keeping on top of these trends will be 
the best way to stay competitive, grow and secure customer loyalty.

From NFTs to AI to data privacy, tech continues to take the lead in 2022. It’s going to be a big year for 
advancements in technology, marketing tools and forward-thinking strategies so if you’re moving 
into the new year with any resolutions, they should be focused on your agility, flexibility and openness 
to changing with the times.

READY FOR CREATIVE 
MARKETING?    


