
LEARNING 
The first step in the process is for us to learn 
everything we can about your business, your 
customers, your prospects and your industry. 
Learning includes:

WHAT ARE YOUR CHALLENGES & 
OPPORTUNITIES?
What are the hurdles to overcome; 
opportunities for new products, market 
segments, channels, customer types?

DEVELOP TARGET PERSONAS
•Develop a detailed picture of how they 

think and what motivates them
•Understand roles, purchase cycle, 

influencers, responsibilities, barriers to 
purchase, etc.

DEVELOP MESSAGING & CONTENT STRATEGY
• Create specific messaging that communicates our 

positioning
• Identify top, middle and bottom of the funnel offers
• Set up content workflows that include emails, landing 

pages, content offers 

DEFINE YOUR POSITION IN THE MARKET 
Determine where you’ll put your stake in the 
ground – what your value proposition is, what 
you can promise prospects, and what evidence 
you’ll use to convince them.

“WE’RE SOLD ON INBOUND MARKETING...SO, WHAT’S NEXT?”

CREATE A DETAILED ACTION PLAN
With an editorial calendar, we’ll create a day-by-day 
schedule of activity (both ours and yours), set up your 
HubSpot account and activate workflows and blog. We’ll 
also train your people on all aspects of inbound 
execution so they can take over if that’s your strategy. 
Then: we “flip the switch!”

WHAT ARE COMPETITORS DOING?
Gauge activity on social media, evaluate 
keywords and SEO activity, understand 
message strategies

YOU’RE OFF AND RUNNING!
We’ll monitor all activity daily to see who’s 
converting on what offers, which blog posts are 
most valued, what offers are getting the most hits, 
which social media are bringing in the most leads, 
etc. We’ll use that info to continually refine and 
modify content to make sure it’s working as hard as 
it should to attract visitors and convert leads!

UNDERSTANDING YOUR TARGET
What are customers’ and prospects’ 
important pain points, views on 
available solutions, and attitudes toward 
you and competitors?
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