Marketing

Clarity
Checklist

Know Your Audience (B2B vs B2C)

o Identify exactly who you serve: businesses (B2B) or clients/consumers (B2C).
» Tip: Misunderstanding your audience is the #1 reason marketing fails. Stop
guessing — get specific.

Define Your Unique Offer

e What problem do you solve better than anyone else?
* Why should people choose YOU over competitors?
e Bold tip: If your offer isn't irresistible, your ads will scream into the void.

Choose Marketing Channels

» Decide where your audience spends their time: online, offline, or a blend.

e Test channels first — don’t throw money at everything.

e Scandalous truth: Businesses spend thousands on channels that don't convert
because they copy others blindly.

Marketing Strategy Basics

e SWOT Analysis: Identify your Strengths, Weaknesses, Opportunities, and Threats
e AIDA Model: Guide prospects through Attention — Interest — Desire — Action
* Insider tip: Most campaigns fail because this step is skipped. Don't be like them.

Set SMART Goals

e Specific: Clear and precise
e Measurable: Trackable numbers
e Achievable: Realistic targets
» Relevant: Aligns with your business
e Time-bound: Set a deadline
Pro tip: If your goal isn't SMART, your marketing will wander aimlessly.

MeasureR

e Track every marketing investment — ask: “Is this bringing money back?”
e Scandalous truth: Most marketing “experts” teach strategy without measuring
results. Don't be fooled.




