
Foundations of 
Digital Marketing 

Success
Review. Plan. Execute. 





What I thought I’d look like doing yoga…



What I actually look like…



The perfect plan



Things don’t always go according to plan



I review my progress month-to-month



This process feels familiar
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Even if marketing’s not your thing. 

Find out what it really takes 
to market your business!

Webby Awards Honoree Podcast!



Review

Reviews business and 
marketing regularly to 
adjust.



Plan

Breaks plan into tasks to 
complete in an hour or 
less.



Execute

Schedules the work she 
cares about.



Here’s what we’ll cover…

● Reviewing your online marketing approach and tools

● Planning marketing efforts to support goals

● Executing simple actions to boost marketing productivity



Your marketing coach

Dave Charest
Director, Small Business Success
Host, Be a Marketer podcast
Constant Contact
Let’s connect on LinkedIn!



Latest research shows

State of marketing: 

● 56% have an hour or less to 
spend on marketing

● 73% feel iffy about their 
marketing strategy

● 52% procrastinate on 
marketing



Reviewing your online 
marketing approach and 
tools



Setting the GPS



Word of mouth happens online



Stay top of mind and increase word of mouth

Connect
with new prospects

Entice
Staying in 
touch

Increasing 
exposure

Providing a wow

Experience

EngageDriving social visibility



We’ll focus on three tools today



Social Media: Engage and reach new people

Engagements are 
algorithm-driven, 
constantly changing, 
and you don’t own the 
connections.



A mobile-responsive website: Your online hub



Email & Text marketing: Reach customers directly

Collect emails and 
mobile numbers to 
contact people on 
your terms.



Use these tools to bring people closer



The Party Principle
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Social

The Big
Party

Email 

The After
Party

SMS

The VIP
Party
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Harness the strengths of each channel

SMS
Instant access

• Timely
• Relevant 
• Exclusivity

Email 
Relationships

• Direct 
connection

• Build loyalty
• Drive sales

Social Media
Awareness

• Public actions
• Engagement
• Reach a new 

audience



Then you can pay to amplify your efforts

28



● Is one social channel performing better than others? 

● Am I moving people to my owned channels? 

● Is my website mobile-responsive? 

● Are people taking the next step? 

● Am I sending emails/texts regularly? 

● Are people taking the actions I want them to take? 

How are you doing? 



● Use the right tools to communicate and engage

● Bring people closer to your business

● Review how your efforts are working together

Remember



Planning marketing 
efforts to support your 
goals
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The tools are the same. 
How you use them changes.



Your goals set the strategic plan



B2C

Open new location

● Reach out to local press

● Partner with local 
businesses

● Plan a grand opening 
event

● Get the word out

● Capture RSVPs

B2B

Launch an event

● Send out a save the 
date

● Collect payments

● Capture interest

● Automate 
communication with 
prospects

● Automate with 
registrants

NP

Bring in new donors

● Create donation page

● Ask for help spreading 
the word

● Create a social 
campaign

● Automate follow-up 
with new donors



Two questions to ask…

Are there things I 
need to implement? 

1 Are there things I 
can improve?
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I need to...

• Update my website 

• Pick a focus social channel

• Automate some marketing

I need to... 

• Grow my contact list

• Capture more online sales 

• Increase donations

What do you need to support your goals? 



Things you should plan on



A mobile-responsive website: Homepage

1. What is it?

2. Who is it for? 

3. So what? 

4. What should they 
do next?  

Andospizza.com

Answer four questions: 



Entice them to provide contact info

Exclusive content

Promotions & discounts

Show support



Greet contacts with an automated welcome email
Automations are always working for you

● Send immediately after 
someone signs up

● Allows you to engage new 
subscribers on their schedule 
automatically

● Consider a welcome series to 
start building relationships



Automate based on dates & shopping cart integrations
Engage at key moments

Don’t forget these items 
in your cart. 



When is a text better suited? 

● Is it timely?

● Is it of interest? 

● Does it feel personal? 

● Is it conversational?



Is a text message better suited? (aka SMS)

2 days before birthday

They join “yes” path if
subscribed to SMS

Yes No

Send an SMS Send an email



Include two types of emails in your strategy

Non-promotionalPromotional

77 New Cavendish Street 
London W1W 6XB 
United Kingdom



● Send on a regular schedule

● Make your intro personal 

● Keep it to three topics

● Encourage engagement

Use newsletters to your advantage
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Answer: It depends

How often should you send? 



● Consider the audience

● Match the need

● Send at least once a month

● For promotional emails: 

1. Announcement

2. Reminder

3. Last-chance reminder

DetermineYOUR best send frequency



Match your approach to the social channel
Focus on one channel at a time

Professional 
networking

Public news –
what’s 

happening 
now

Quirky video 
content

Friends, 
family, and 

news 

Highly visual Visual tips 
and ideas



Focus your social efforts

Driving awareness

Providing customer service

Getting people to engage

Spend time on:



Move people to your owned channels



Want to grow your list? Just ask.
List growth is customer growth. Make it part of your process.
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In-person
• At checkout

• While helping
a customer

• At events

Print materials
• Signage

• Flyers/brochures

• Direct mail

Online
• Your website

• Social media

• Email signature

• Landing pages





Use these channels to support each other

Social Email Text

Dave Charest: 
REMINDER: Live SMS 
webinar today at 1pm ET. 
Join here:
https://b.ctct.sh/SMS
Reply STOP to unsubscribe.

https://b.ctct.sh/SMS


● Goals set your strategic plan

● Capture email addresses/mobile numbers

● Communicate regularly: social, email, text

Remember



Executing simple actions to 
boost your marketing 
productivity



The first step: auto-asana



Write down three marketing goals to focus on



Choose one. Make a plan.



Use your calendar to prioritize the work



Review your reports to track your progress



Use technology to boost your productivity



Integrate your tools to streamline your efforts



Create content faster for social, email, and texts



Get a multi-channel campaign in just a few clicks.



Automate impactful marketing communications



● Decide to focus

● Use your calendar to prioritize the work

● Use technology to save you time

It’s grow time!



Final thoughts



Keep marching toward those goals





Consistent marketing is the key 
to changing your business.



Thank you!

👋


