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The 9 simple steps to
create a successful

marketing strategy today! 

Are you ready to create a killer
marketing strategy?1.
The 10 stages of marketing strategy
development2.
Start your journey to creating a killer
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Start Growing Your Business!4.
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As a business owner, you know that
marketing is essential to your success.

But with so many options and
strategies to choose from, it can be

difficult to know where to start. That's
why we've created this

comprehensive guide to help you
develop a killer marketing strategy

that drives results.

Introduction

Take your time when developing your
strategy. This is the backbone of your

business and will help you have a
clear vision of how to get to where

you want to be.
Don't worry we will walk you through

every step.



Before you can create an effective
marketing strategy, you need to

know who you're targeting. In this
step, we'll help you define your ideal
customer and create detailed buyer

personas.

Step 1 -
Define Your Target

Audience

Know who you are targeting.



How To
Define Your Target

Audience
Conduct Market Research: Gather information
about your industry, competitors, and potential
customers. Use online tools, surveys, and
customer feedback to gain insights into your
target audience.

Identify Demographic Characteristics: Define
the basic demographic information of your ideal
customer, such as age, gender, income level,
occupation, education level, and geographic
location.

Determine Psychographic Characteristics:
Explore your target audience's psychographic
characteristics, such as interests, values, lifestyle,
and attitudes.

Identify Pain Points: Understand the challenges,
problems, and frustrations that your target
audience faces and how your product or service
can solve them.



Analyse Buying Habits: Determine the buying
habits of your target audience, including how they
purchase, what influences their decisions, and
what their budget is.

Create Buyer Personas: Use the information
collected in the previous steps to create detailed
buyer personas that represent your ideal
customers. Each persona should be a fictional
representation of your target audience, with a
name, photo, and detailed description of their
demographics, psychographics, pain points, and
buying habits.

By following these steps, you can define your
target audience and create detailed buyer

personas that will guide your marketing strategy
and help you connect with your ideal customers.

How To
Define Your Target

Audience continued...



This structured approach helps in
aligning marketing efforts with the
overall business goals, leading to

more effective and successful
marketing campaigns.

Step 2 -
Set S.M.A.R.T Objectives

Set goals that align with your
business objectives.



Setting SMART objectives is a critical step in
creating an effective marketing strategy for your
business. SMART objectives are specific,
measurable, achievable, relevant, and time-
bound, which means they are well-defined,
realistic, and have a clear timeline. Here's how to
set SMART objectives for your business:

Specific: Be clear and specific about what you
want to achieve. Avoid setting broad objectives
that are difficult to measure or too general.
Instead, define your objectives in a clear and
concise manner.

Measurable: Make sure your objectives can be
measured. This means you should establish
metrics and KPIs to track progress and determine
success. For example, if your objective is to
increase website traffic, you should define what
constitutes a "successful" increase and establish a
timeframe for achieving it.

How To
Set Smart Objectives



Achievable: Ensure your objectives are
achievable. This means setting realistic goals that
are attainable within the given timeframe and
resources available to you. Avoid setting
objectives that are too challenging or impossible
to achieve.

Relevant: Ensure your objectives are relevant to
your business goals and objectives. This means
aligning your marketing objectives with your
overall business strategy and mission.

Time-bound: Set a clear timeline for achieving
your objectives. This means establishing a
deadline for when you want to achieve your
objectives and breaking down the steps required
to achieve them.

How To
Set Smart Objectives

continued....



Conducting a SWOT analysis is an
essential step in developing an

effective marketing strategy for your
business. A SWOT analysis helps you

identify your business's strengths,
weaknesses, opportunities, and
threats, allowing you to make

informed decisions and stay ahead of
your competitors. Here's how to

conduct a SWOT analysis for your
business.

Step 3 -
Conduct a SWOT Analysis 

Identify key factors that could
impact your marketing

strategy.



Strengths: Identify your business's strengths,
including its core competencies, unique selling
proposition, and competitive advantages.
Consider what sets your business apart from its
competitors and what your customers value most
about your products or services.

Weaknesses: Identify your business's weaknesses,
including areas where you may be losing business
to competitors, challenges with staffing or
resources, or limitations in your product or service
offerings. Be honest about where your business
could improve and where you may be vulnerable
to competitors.

Opportunities: Identify opportunities for growth
and expansion, including new markets, new
product or service offerings, and emerging trends
in your industry. Consider how you can leverage
your strengths to capitalize on these
opportunities.

How To
Conduct A SWOT Analysis



Threats: Identify threats to your business,
including competitors, changing consumer
trends, economic factors, and external factors like
regulations or industry changes. Consider how
you can mitigate these threats and position your
business for success.

Once you've completed your SWOT analysis, you
can use this information to develop your

marketing strategy. For example, you can
leverage your strengths to target new markets or

capitalise on emerging trends, while also
addressing weaknesses and reducing threats to

your business. By regularly reviewing and
updating your SWOT analysis, you can stay

ahead of the competition and continue to grow
your business.

How To
Conduct A SWOT Analysis

continued...



Developing a unique selling
proposition (USP) is an essential part

of building a successful business.
Your USP is what sets you apart from
your competitors and defines your
brand's value proposition to your
customers. Here are the steps to
developing your business's USP.

Step 4 -
 Develop Your Unique

Value Proposition (USP)

Your unique value proposition is
what sets you apart from your

competitors. 



Define your brand's unique value proposition:
Consider what unique value your business can
offer your target market that your competitors
can't. Your USP should clearly communicate your
brand's value proposition and what sets you apart
from your competitors.

Develop a compelling message: Once you've
defined your USP, develop a message that clearly
communicates your brand's value proposition to
your target market. Your message should be
simple, clear, and memorable, and it should
resonate with your target market.

Test and refine your USP: Once you've developed
your USP and messaging, test it with your target
market to see how they respond. Collect feedback
and make adjustments as needed to ensure your
USP is resonating with your target market and
effectively setting you apart from your
competitors.

Steps In Developing Your
Business USP



 Choosing the right marketing
channels is essential for businesses to

reach their target audience and
deliver their message effectively. Here
are some steps that businesses can

follow to choose their marketing
channels.

Step 5 -
 Choose Your Marketing

Channels
Find the channels that will

deliver the best results. 



Research your options: Once you have identified
your target audience, research different marketing
channels and their benefits. Look for channels that
are relevant to your industry, offer the best ROI, and
align with your brand's messaging and values.

Consider your budget: Your marketing budget will
play a significant role in determining which
channels you can afford. Consider the costs of each
channel and prioritise those that offer the best ROI
within your budget.

Leverage data: Use data to inform your marketing
channel choices. Look at past marketing campaigns
to see which channels delivered the best results,
and consider using similar channels for future
campaigns.

Test and optimise: Once you've chosen your
marketing channels, test them and optimise them
for maximum effectiveness. Use analytics tools to
track engagement and ROI and make adjustments
as needed to improve your results.

How To Choose The Right
Marketing Channels



Creating a content strategy is an
essential part of any business's

marketing plan. A content strategy
involves creating and sharing

valuable and relevant content to
attract and engage your target

audience. Here are some steps that
businesses can follow to create a

content strategy that resonates with
their target audience.

Step 6 -
 Create A Content Strategy

Develop a strategy that
resonates with your target

audience.



Set your goals: What do you want to achieve with
your content? Is it to increase brand awareness,
generate leads, or drive sales? Determine your
goals and how your content will help you achieve
them.

Conduct research: Conduct research to
determine what types of content your target
audience is searching for and what topics are
trending in your industry. This will help you create
content that is relevant and valuable to your
audience.

Develop a content calendar: Once you know what
type of content you want to create, develop a
content calendar that outlines what content you
will create, when it will be published, and where it
will be shared.

How To Create Your
Content Strategy



Choose your channels: Determine which
channels you will use to share your content. This
could include social media, email, blogs, or other
platforms that your target audience is using.

Measure and optimise: Regularly measure the
effectiveness of your content strategy and make
adjustments as needed. Use analytics tools to
track engagement, conversions, and ROI and
optimise your content accordingly.

 It's essential to regularly evaluate and adjust
your content strategy to ensure that you are

creating content that is relevant, valuable, and
engaging for your audience.

How To Create Your
Content Strategy

continued...



A great website is vital for businesses
as it serves as a digital storefront,

enhancing visibility, credibility, and
customer engagement, ultimately

driving growth and sales.

Step 7 -
 Optimise Your Website

Make a great first impression
with your website.



Improve your website's user experience: Ensure
that your website is easy to navigate, loads
quickly, and is mobile-friendly. Make sure that
your website's design and layout are consistent,
and use clear and concise messaging to
communicate your value proposition.

Create high-quality content: Create valuable,
informative, and engaging content that resonates
with your target audience. Use keywords and
phrases that your audience is searching for to
optimize your content for search engines.

Optimise for search engines: Use search engine
optimisation (SEO) techniques to improve your
website's visibility in search engine results pages
(SERPs). This includes optimising your website's
structure, using appropriate keywords and
phrases, and building high-quality backlinks.

 How To Optimise your
Website.



Use calls-to-action (CTAs): Use CTAs to guide
your website visitors towards your desired action,
such as making a purchase, signing up for a
newsletter, or filling out a form. Make your CTAs
clear, prominent, and compelling.

Leverage social media: Use social media to drive
traffic to your website, promote your content, and
engage with your audience. Make sure that your
website has social media sharing buttons so
visitors can easily share your content.

Test and optimise: Regularly test and optimise
your website to improve its effectiveness. Use
analytics tools to track user behaviour, identify
areas for improvement, and make adjustments as
needed.

 How To Optimise your
Website

continued...



Tracking and analysing your results is
essential for measuring your success,

identifying areas for improvement,
and making data-driven decisions. By
regularly evaluating your results, you
can optimise your marketing efforts

and achieve better outcomes for your
business.

Step 8 -
 Track and Analyse Your

Results
Measure your success and

make data-driven decisions.



Google Analytics: This is a free tool that allows
you to track website traffic, user behaviour, and
other metrics. It provides valuable insights into
user demographics, interests, and behaviours,
which can help you optimise your website and
marketing campaigns.

Social media analytics: Each social media
platform has its own analytics tools that allow you
to track engagement, reach, and other metrics.
For example, Facebook Insights provides detailed
analytics for Facebook pages, including audience
demographics, post-performance, and
engagement metrics.

Email marketing tools: Email marketing platforms
such as Mailchimp and Mailerlite offer analytics
tools that allow you to track open rates, click-
through rates, and conversion rates. You can also
segment your email list based on user behaviour
and preferences to optimise your campaigns.

 Tools Available For
Tracking Your Results



Refining and adapting your strategy
is crucial to stay ahead of
competition, as it ensures

responsiveness to market changes,
customer needs, and emerging

trends.

Step 9 -
Refine and Adapt Your

Strategy

Stay ahead of the competition.



Analyse your data: Use marketing tools such as
Google Analytics and social media analytics to
track and analyse your marketing results. Look for
patterns, trends, and insights that can help you
optimise your approach.

Review your goals: Assess whether your
marketing goals are still aligned with your overall
business objectives. If not, refine your goals to
ensure they are measurable, attainable, and
relevant.

Keep up with trends: Stay up-to-date with the
latest marketing trends, technology, and
consumer behaviour. Attend industry events, read
industry publications, and follow thought leaders
in your field.

 How To Refine And Adapt
Your Marketing Strategy



Monitor your competition: Keep an eye on your
competitors and their marketing strategies.
Analyse their strengths and weaknesses, and
identify opportunities to differentiate yourself.

Test and experiment: Try new marketing tactics
and experiment with different approaches. Use
A/B testing to compare different versions of your
marketing campaigns and identify what works
best.

Listen to your customers: Solicit feedback from
your customers through surveys, reviews, and
social media. Use this feedback to refine your
marketing messaging and approach.

Many businesses put all the work in and then
forget to review their strategy to see if the

objectives are still relevant, this means they
could be wasting time and budget.

 How To Refine And Adapt
Your Marketing Strategy

continued....



Outsourcing marketing to specialists
saves time and money, allowing

businesses to focus on their strengths
while experts efficiently handle

complex promotional strategies.

Step 10 -
Know When To Get Help

Focus On Your Strenghts.



Marketing is a multifaceted and complex arena,
where success often hinges on specialised skills
and knowledge. 

Outsourcing to experts in specific areas, such as
social media management, SEO or website
development, can be a strategic decision for
businesses. Engaging specialists not only saves
time and resources but also ensures that each
aspect of marketing is handled with expertise. 

This approach can prevent costly mistakes and
inefficiencies that often occur when non-experts
attempt to navigate these specialised fields. 

Additionally, leveraging the skills of professionals
can accelerate business growth as they bring in
advanced strategies, tools, and insights that
might take longer to develop in-house. Ultimately,
outsourcing in marketing can be a cost-effective
way to enhance your business's visibility and
profitability.

Let The Experts Help



If you have found this ebook useful, please
leave us a review at Click Here 

If you require extra help in defining your
marketing strategy or any of the elements
within this guide, feel free to get in touch.

Book a FREE informal 30 minute call here  

Email
contact@purpleoctopus.co.uk

Website
www.purpleoctopus.co.uk

Thank You!

Social Media | Advertising | Websites | Strategy

https://g.page/r/CclQAD6NIRAREB0/review
https://calendly.com/purple_octopus

