
Clearly  and succinct ly  answer the
quest ion,  “Why would someone want  to
buy f rom (work for ,  invest  in ,  partner  with)
you?”

Know why your  company exists .

Understand what  makes you unique to
your  industry .

Know who you are t ry ing to reach with
your  message.

Have support ing facts  that  prove your
unique story is  t rue.

Diagnose your  company’s  main
chal lenges before you prescr ibe a
strategic solut ion.

S T R A T E G YS T R A T E G YS T R A T E G Y
The decis ion to leverage a new market ing
tact ic  is  dr iven largely  by your  company’s
story and strategy.

Each of  your  market ing channels  and
tact ics  has a  clear ly  def ined purpose.

Each of  your  market ing assets
communicates a  unique facet  of  your
company’s  story.

Without  looking at  your  logo or  branding,
your  prospects  can identi fy  you as the
author  of  a  piece of  content .

You’ve chosen to advert ise in  /  be featured
in external  channels  that  ref lect  your
audience’s  preferences.

E X E C U T I O NE X E C U T I O NE X E C U T I O N

RESOURCESD O E S  Y O U R  M A R K E T I N G  M E A S U R E  U P ?D O E S  Y O U R  M A R K E T I N G  M E A S U R E  U P ?D O E S  Y O U R  M A R K E T I N G  M E A S U R E  U P ?
T h i s  c h e c k l i s t  i s  d e s i g n e d  t o  h e l p  y o u  ( o r  y o u r  t e a m )  b e t t e r  e v a l u a t e  y o u r
m a r k e t i n g  e f f o r t s ,  f r o m  s t r a t e g y  t o  e x e c u t i o n  a n d  r e s u l t s .  T h e  m o r e  b o x e s
y o u  c a n  c h e c k ,  t h e  c l o s e r  y o u  a r e  t o  a  c o m p l e t e  m a r k e t i n g  s t r a t e g y .
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You’ve used your  strategic plan to set  c lear ly  def ined goals .

Each of  your  goals  has set  object ives.

You can clear ly  establ ish a  direct  route to achieve these goals .  (This  wi l l  help you determine i f
your  goals  are strong enough to be measured –  for  instance,  your  goal  may be “to be known as the
best  f inancial  f i rm in New York state”  but  measuring that  could be next  to  impossible. )

You can prove your  market ing ef forts  are impacting your  bottom l ine.  

Further ,  you can prove which ef forts  have the most  impact  on your  bottom l ine.

R E S U L T SR E S U L T SR E S U L T S

M A R K E T I N G  S T R A T E G Y :  C H E C K L I S TM A R K E T I N G  S T R A T E G Y :  C H E C K L I S TM A R K E T I N G  S T R A T E G Y :  C H E C K L I S T

Ready to improve your marketing strategy? WordWrite uses your organization's unique story to
improve your marketing efforts and drive results. Learn more about our trademarked StoryCrafting

process and how to increase sales, generate more leads and measure your marketing ROI at
wordwriteagency.com.

https://www.wordwriteagency.com/strategy

