
1. Marketing Planning
Why plan? What should a plan look like? How 
often should I update it?

How relevant is a 5 or even 3 year plan in 
today’s fast moving world?

2. Developing a Marketing Strategy
The Strategic Marketing Approach

• Audit - Where are we now?

• Objectives - Where do we need to be?

 •  Strategy & Tactics - How do we get there?

•  Ongoing Measurement & Evaluation -  
Are we getting there?

• Results & Evaluation - How did we do?

Defining your most productive influencers  
and targets

• 1 to 1 - Laser focused

• 1 to Few - Picking your targets

• 1 to Many - Spray & Pray

• What about 1 to 1 to Many?
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Exercise
What is my time worth, and how best to  
spend it?

Working in groups of 3-6, delegates will consider 
which approaches work best for their business, 
and how to prioritise the most effective target 
customers. For instance, if 1 to 1 works best for 
your business, how do you generate those 1 to 1 
sessions? Likewise, if 1 to Many works best for you, 
how do you fill a lecture hall?

The Outcome

Delegates will have a working Marketing Plan that 
contains just enough detail to be useful, without 
wasting time on planning that will never be used 
and will be out of date the minute it is finished.
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3. Marketing Tactics -  
The Tools of the Job
The Nightclub Analogy

Introduction to the world of marketing tactics, 
where everything has changed - and nothing 
has changed!

To include:

Traditional Tactics - Advertising, Direct Mail, PR, 
Sales Promotion, Events

Digital & Social Tactics - Website, Google 
Analytics, Paid Search, SEO, Email Marketing, 
YouTube, LinkedIn, Facebook, Twitter, Instagram, 
Pinterest, etc

In each instance we will discuss:

•  What each tactic brings to the marketing mix

• What to look out for in each instance

•  A top tips guide to producing the perfect 
advert, press release, website etc 

•  Advice on how to secure coverage,  
take-up, maximise views and sign-ups

These guides will be provided for all delegates 
to take away and will be in a format that will 
help them to create their own materials  
cost-effectively whilst avoiding the most 
common pitfalls.
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Exercise
Tactical Review

Group exercise where we work through possible 
tactics we can employ to spread the word about 
our products and services, and agree on a ranking 
based on return vs investment in time/money/
resources plus looking at what each delegate will 
need to do in order for each tactic to be successful.

The One Page Marketing Plan 

There’s a lot to be said for a short, effective plan 
that can actually be used on a daily basis, and 
which can also be adapted when the inevitable 
changes in circumstances happen.

After working through an example together, 
delegates will create their own One Page Marketing 
Plan, and present them to their co-delegates. This 
will also include a brief overview of their points of 
difference, developed during the previous exercise, 
which in turn can then form the basis of ongoing 
marketing messaging.

Takeaway Task

Delegates will be asked to try and develop a 
numbers-based approach to their new business, 
with the aim of building some key metrics into their 
marketing plan.
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4. Content Marketing - where  
to start?
Answer the questions people have about  
your services.

In order to do this, the best place to start is 
with some research.

Visit Answerthepublic.com and type your topic 
into the search bar.

Put some of your key phrases into Google,  
and see what else it suggests people are 
looking for.

Ask your customers/friends what they don’t 
understand about your business.

5. Building a Content Library
Build your content into bitesize chunks -  
not chapter and verse (think Top 10 Tips...  
3 Reasons why.. What not to do with... How to 
create the perfect, etc)

But bear in mind the 2000 word rule for SEO 
- more good quality content will really help to 
express your understanding of your subject.

A picture tells a thousand words - but a video  
is even better!

6. Finally, A Winning Call to Action
Assuming you’ve:

• Built the perfect personal profile

•  Disseminated what you do down to a succinct 
30-second overview

•  Sanity checked it is what your ideal 
customers are looking for 

•  Pulled together a solid marketing plan 
combining the most effective tactics

•  Created a solid digital presence combining 
your chosen channels

•  Filled it with highly relevant and engaging 
content, and

•  Ensured it hits your target customers at the 
right time

What do you want from them?

•  A FREE 30 minute consultation, book within 
14 days to get your free slot? 

•  A FREE trial of your product/service,  
only in December?

•  Sign up to a Half Price offer, ends  
next Friday?

• Buy 2, get 1 free, this week only?

•  20% off in January,  
must end 31st January?

Notice how they all have a  
value-add, and they all have  
a timeframe to encourage  
sign up. 

What is your value-add?

Exercise
Building a Varied Content Calendar of Engaging, 
Relevant Activity

Working in groups, delegates will match their 
Tactical Priorities to their content library, and from 
this create an effective plan of quality, relevant 
content, presented in the most appropriate format 
for the specific tactic.
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