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Your marketing campaign requires planning — it is easy to lose sight of your goals, especially when you have multiple 
channels to keep track of. It pays to have a guide you can follow so that your company can execute a successful 
strategy. Not only do you remember deadlines, but also all the other elements needed to complete your campaign 
launch. You can also determine the answers to the following questions:

Our checklist should make your marketing team’s life easier. 
Every campaign is unique, but some sections are the same 
across the board. Learn what you have to monitor next.

� What are the goals of your marketing campaign?
� What is your message across multiple channels?
� Which materials should you create and use for marketing?
� Which groups should work and coordinate with your
   marketing team?
� How can you share developments with your clientele
   and the press?



Your audience
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To execute a successful campaign, you have to 
understand your audience. This goes beyond 
knowing who they are—you also have to determine 
where they are in the customer journey, familiarize 
yourself with the different personas, and get in their 
minds on how they perceive the campaigns 
presented before them.

There is also a matter of simple demographics, such 
as their age, gender, and location, which could refine 
your campaign.
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Your campaign objectives
Besides knowing your audience, you will also have to 
outline your objectives. What are your campaign 
goals? 

There are many possible objectives, which include:

� Maintaining positive brand perception. You can do this 
and increase brand awareness by creating content that 
reflects your business or supporting ambassadors that 
influence how your clientele views you.

� Sustaining company growth. Growth is only partly based 
on revenue. Other things come into consideration, such as 
continued research, effective allocation of resources, and 
efficient teams and platforms.

• Promoting company values. This can mean delivering 
high-quality products and services, providing excellent 
customer service, or supporting social advocacies, 
among others.

� Increasing profits. You can begin with tackling capital, 
then creating a long-term financial plan and analyzing 
financial data. It can also mean adjusting your spending 
or campaign depending on the data.
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Marketing metrics
Your key performance indicators or KPIs are important because they measure success and offer a picture of how well your 
campaign is doing. Some of the KPIs that matter include:

� Customer acquisition cost. With this metric, you know just how 
much to spend to acquire a new customer. To compute customer 
acquisition cost, you divide all the spending that goes into customer 
acquisition by the number of customers gained in a given time.

� Lead-to-customer conversion rate. Just how much of your qualified 
leads result in actual sales? The ratio is critical in assessing how 
your sales funnel is performing. You can also determine which 
channels are closing the most.

� Return on investment. You would want to see gains 
from your spendings. It is an indicator of your 
periodic performance, like other metrics. Your ROI 
is also a deciding factor on what your expenditures 
should look like in the future.

� Revenue attribution. You can know how much 
return is generated by your campaign efforts and 
which, in particular, are contributing the most. 
There are different models you can use to track 
attribution, be it single-touch or multi-touch 
attribution. This way, you know where to allocate 
your resources best.

� Customer lifetime value. CLV is the revenue generated by your 
business from a customer in their entire lifespan as one. You can 
improve this metric by reaching out to customers and understanding 
what they value. A good CLV is linked to minimized churns and 
customer satisfaction.



� Blogs. Perhaps the most common way to relay news and share 
topics of interest, blogs also help build authority and maintain 
relevance.

� Podcasts. This asset can engage customers who 
are always on the go and are visually-impaired.

� Videos. Think of your customer base as highly 
visual creatures. Videos can engage in a way text 
just cannot. It is also easier to urge customers to 
watch than to read, especially when your clips are 
of reasonable length. Videos can be incorporated 
anywhere in your website, as well as emails.

• eBooks. This is essential in particular to B2B companies because it 
helps establish authority in your domain.

� Newsletters. Make it easy to stay in your customers’ minds longer 
with newsletters. Similarly, these can also convey that customers 
are a priority.

Don’t undermine what your digital assets and content can do for your campaign. High quality content is a tried and tested 
technique that makes your company appear more credible and improves your search ranking. 

Raising your brand profile can bring in more quality customers that can benefit from your products and services. There are 
more ways to produce content than one. This can also include content posted on your social media accounts, but we’ll have 
that as a separate item to tick off.

High quality content
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Social Media
In this day and age, social networks are important platforms 
that let companies connect with their demographic and 
build an online community. Customers can communicate 
with their preferred businesses through social media rather 
than going to their websites. It is also a great way to 
monitor feedback on campaigns as well as provide 
customer service because almost everything is instant: 
likes, shares, and comments, among others.

Social media is different from your other assets though as it 
incentivizes easy and quick reading, mixed media, 
shareability and frequency. There are also other 
requirements to consider such as word number and image 
size, which is why it is important to formulate a content 
plan.
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SEO
Building traffic through search engines does not happen 
overnight. Instead, it is a continuous process that is 
important because you can attract meaningful traffic and 
high quality leads. When successful, it can also increase 
brand awareness and conversions.

There are many factors to consider for SEO, which include 
keyword planning, backlinks, mobile compatibility, and rank 
tracking, among others. Ultimately, it is about 
understanding the intent behind your potential customers’ 
keyword search.
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There are many considerations that drive business growth, and it pays to 
keep track. The different teams involved in your marketing efforts will also 

know what is expected of them. Your checklist will look different 
depending on your campaign and its requirements, but having a 

foundation to base things on will make your launches more efficient. You 
can also determine areas where your efforts matter most, as well as those 

that require improvement.



Learn more at 

www.dealtale.com


