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1. CONTENT

Marketing is first and foremost providing quality content. Nowadays, leads are increasingly generated from
inbound marketing by content. This includes blog posts, articles, newsletters, and videography. More
importantly, high quality content is key to your SEQ rankings. Think about what attractive content you can
produce to engage your customers and provide them with value.

2. SOCIAL MEDIA

Of course Social Media is crucial in today's digitalised world! It can be confusing and overwhelming with so
many social platforms. Now is the time to assess which of these performed well for your business. For
example, you might've had more success with Facebook than Twitter, so focus more time and effort there.
If you find that you're short on time in terms of maintaining your social profiles, try a third party application
such as Hootsuite to organise your social media.

3. WEBSITE
Now is also the time to look through your website and see If you need a facelift. Your website is your
business's online storefront, so make sure it's appealing and not filled with outdated information. Have you

listed your new service and product? Have you changed any contact information or pricing? Perhaps your
website looks aged and needs a redesign?
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“If you fail to plan,

CO N C E PT you plan to fail”

D ET:%_TGI H_ _5 8 MARKETING w Benjamin Franklin

4. BUDGET =l su EE r‘r'l.zlri-::.l.':'.-iir'{g pil'c';r; to a

the pitfalls of r

Wellit's all great to talk about
quality content, social media and
a wonderful website, but we also
need to be realistic about setting
a budget to reach these new
goals!

Make sure you allocate the
resources to objectively achieve
your marketing strategies. There's
no point in having high dreams
with an inefficient budget. Be
realistic and set goals that
matches your resources.

5. CUSTOMER & DIFFERENTIATION

Review your ideal customer profile - who are your best customers and what are they like? What drives
thern? Go through your customer database or CRM to determine why your business appeals to these
people. This is also key to knowing how you can differentiate from your competitors. Take some time to
review your ideal customer base and how you can engage them with your branding and message.

Consider taking part in a workshop to really get a clear picture of your target market and ideal client.

NOT SURE WHERE TO START?

Reviewing what worked (or didn'th will help you achieve
better results and grow your business . We understand it
can be rather daunting and sometimes dificult to identify
what needs to be improved.

SHOWCASING YOUR BUSINESS
AND COMMUNICATINGYOUR VALUE

Concept Designs and Marketing can help. Our  TOYOURCUSTOMERS [ n
experienced team can provide you with a Marketing _
Review, objectively look at weaknesses and strengths, a0

and can provide further services to help you achieve
new goals.

Get in touch today!

Our 3
Step °Clarity °Conﬁdence °Conversions
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