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fyou’re like most business owners, you’re probably already implementing a
variety of marketing strategies to keep things running smoothly. But as your

business starts to take off and your revenue grows, it might be the perfect time
to think about scaling up. To make that leap, you’ll need to adjust and refine the
way you market your business to match its growing potential.

Growing ybur bus_iness doesn’t happen
by chance - it’s all about taking the
right steps \to make it happen

At the heart of any business growth is a solid mafketing strategy.
It’s what helps you connect with customers, makes your brand
stand out in a crowd, and keeps you competitive. By tweaking

and improving your marketing approach, you’ll set your
business up for long-term success. Whether your goal

is to expand your operations or strengthen-your
~ position in the market, adapting your strategy is
a key part of realising those ambitions.




BEFORE YOU

DEFINE

REFOCUS
POSITION

efore jumping into creative campaigns,
website changes, or brand refreshes, stop and
ask: Who are we trying to reach and why?

To grow with purpose, you need a clear view of where your business sits in the market,
who you’re speaking to, what they actually need, and which opportunities are worth
pursuing. Without that clarity, your marketing efforts risk being too broad, too safe, or

simply misaligned.

Start by stepping back and sharpening your focus across
these 5 KEY AREAS - so when you’re ready to build momentum,
you’ll be headed in the right direction.

Define your market position

What you’re known for may not align with where
you plan to be. If your business is evolving, your
brand position may need to shift too. Reassess
how you want your business to be perceived by
your target audience, and make sure it reflects
your strengths, value, and future objectives.

Refine your target audience

It’s easy to focus on who you’re already serving,
but growth often lies outside your comfort zone.
Maybe that’s bigger clients, new verticals, or a
different buyer persona. The goal isn’t to abandon
your core audience, but to identify the next layer
of opportunity and reach them with intent.

Use personas to guide
messaging

To connect with your audience, you need to
understand them. Customer personas bring focus
to your messaging by turning general audiences
into relatable profiles with clear needs and
behaviours — giving you the insight to craft
targeted messages that resonate, not just reach.

Identify strategic niches

If the market feels crowded, narrow your focus.
Look for verticals you’ve barely touched, gaps
your competitors have missed, or audiences whose
needs are evolving fast but are poorly served. The
greatest wins often come from small, strategic
pivots that play to your strengths.

Future-proof your business

Today’s buyers seek faster answers, clearer value,
and a seamless online experience. Future-ready
businesses are those that embrace Al, automation,
and smart tools to stay relevant and responsive —
evolving alongside their customers and meeting
changing needs as they emerge.

KEY TAKEAWAY




The

of continuous marketing

t first, it takes a bit of effort to get the pedals enquiries and revenue. But if you stop, even for a little

turning, but once you’re up and running, it while, you’ll find yourself back at square one, needing

feels almost effortless to keep going. The to muster up extra time, energy, and money to get
same applies to your business marketing. If you keep things rolling again. It’s much easier and more cost- A
up a steady, continuous effort, you’ll keep that effective to keep the wheels turning than to start over. "

momentum flowing and enjoy a consistent stream of

When your marketing drives sales, it creates a positive cycle — and more
sales means more marketing budget, which can lead to greater growth.

of continuous marketing

Stay top-of-mind Gain a Build long-term
with customers competitive edge customer loyalty

When you market consistently, your Don’t give your competitors the People trust businesses that invest in
brand is always one of the first that chance to swoop in while you’re consistent communication. By
comes to your customers’ minds. inactive. Regular marketing keeps regularly engaging with your
Whether they’re ready to buy now your presence strong in your industry,  audience, you nurture trust and

or later, they’ll think of you before ensuring you’re always part of the loyalty, turning one-time buyers into
your competition. conversation. lifelong advocates.

Evolve with Boost your sales
market trends and growth

TOP TIP

The market is always shifting, and It’s simple — when more people know
S0 are your customers’ needs. about you and trust your brand, more
Continuous marketing helps you people buy from you. Continuous

stay agile, allowing you to refine marketing creates those opportunities

your strategy and keep up with to grow your revenue and expand
any changes. your reach.



the Right
Mﬂmﬂ/{fﬂﬂﬁ
annels for GROWTH

Different tools for different jobs Here’s our quick guide to 10 core
Each channel has its own strengths. Some gather ma I’keting channels:

momentum slowly but steadily. Others create quick
spikes in traffic or leads. Some are designed for visibility,
others for relationships or direct conversions.

here’s no shortage of ways to
promote your business. From
Google Ads to printed
brochures, trade shows to email
campaigns, the options are
endless — and that’s exactly

Consistent leads,
Need sales leads fast? Organic SEO Long-term brand visibility
Try PPC or referrals. & credibility

the challenge. Many Looking to establish long-term leads Go?géec)ms Medium-High Shfermid Quick, targeted leads
b . . d ’ h and credibility? A
usinesses just dont have Invest in SEO and content marketing. Social Media uaience

Medium Mid-term engagement, brand

Ads (PPC) visibility

the time, team, or budget to
be active on every channel.
But the truth is, you don’t
have to be!

Want to stay top-of-mind?

Stay visible with social media and email marketing. Organic Social
Media

Community building,

52 HEERL brand storytelling

Aiming for more face-to-face i
engagement? Mar?eatling Low Long-term | Nurturing relationships
Consider events or printed materials.

M(;?E:iir:g EonmiseiL Long-term nLﬁ:JE?gtzelzL;iicl)dniSﬁi’ps
. ) -l -f; - ) ) Local targeting,
The most effectlve lt S .n.Ot one-size f'ts. a"’ and p?rgizac;kang Medium Mid-term tangible brand
marketing setup definitely not one-size-forever presence
is rarely the The right channel mix won’t look the same for every Trade Shows / High Mid-term Networking,
. . Events lead generation
busiest one business, and it may not even look the same for your
: business six months from now. As you grow, your Partnerships /| = vedium |~ Mid-term Brand credibility,
Spreading your efforts too objectives, market conditions, and customer behaviours Referrals lead generation

thin can dilute your message,
burn through your resources,
and leave you without the
data to know what’s actually
working. A focused approach,
centred on your goals,
audience, and capacity to

e 4 .y L s QTIPS FOR GETTING STARTED

and strategic impact.

will shift too. Agility is key: test channels thoughtfully, Brand credibility,

N . PR / Media , . :
track what’s gaining traction, and be ready to enhance Outreach  ow-Medium — Mid-term reaching new

audiences

what’s working or change direction as the results come in.



The 10 x 10 strategy is all about keeping things simple and il P
effective. By allocating 10% of your budget to 10 different g AR
strategies, you’re spreading out your risk while maximising e\
your chances of success.
It’s like planting seeds in different areas to see which ones Why monitor and
grow the strongest. Once you find the “fruit-bearing” op timise?

strategies — the ones delivering the best results — you can | : o
. shift more of your budget towards them. Monitoring your marketing \: WX,
. . . i i ial part of i
[ Ou’ l ‘/ i a ’ e ln The great part? This approach is flexible. Every periormance 1s a cruciat part of ensuring
. . your budget is being put to good use.
quarter, you can re-evaluate and test new ideas, ensuring . .
our marketing efforts stay profitable By consistently keeping an eye on how your
I Y & yPp ’ campaigns are performing, you can make informed

decisions that maximise your return on investment.

Optimisation is fine-tuning campaigns to make sure

. . . . BENEFITS INCLUDE they’re running at their best, helping you achieve bigger
hen it comes to growing your business, understanding how to goals with smarter strategies.
effectively allocate and optimise your marketing budget is key. - Identifies strengths and
It’s not just about spending money, but about spending it wisely to Weaknesses so you can quickly spot what's Getting it right

working and what isn’t, and focus on strategies

that drive results. Great marketing is about delivering measurable results

generate the best returns. Many business owners feel overwhelmed trying
while ensuring your investments are worthwhile. When

to figure out what’s working and what isn’t — and that’s completely normal! S el Al you understand the numbers and how they work together,
. . . . . : lnp,l Disls DIRZEI ) O,Ca L you can unlock steady growth for your business.
The good news is, with a straightforward approach to tracking and testing ensuring your resources are being spent on
. : . high-performi igns rather th ted ine bei
strategies, you can turn your marketing budget into a powerful tool that BRI S R G RE e Imagine being able to bring in high-quality leads at a lower
) : on underperforming ones. cost while maximising the value each customer brings.
drives consistent growth. It’s all about working smarter, not harder, and once you nail
. Enables pl‘oactive adjustments , this, your marketing efforts will feel like a well-oiled
allowing you to adjust campaigns in real-time, machine driving your business forward.

rather than waiting for results to plateau.

- Tracks progress towards goals,
keeping you aligned with your business
objectives by measuring performance against

clear KPIs.
Test and learn each marketing initiative
c Encourages long-term gl”Owth by setting clear performance measures
by building a habit of continuous improvement, that you review regularly. This will allow
and keeping your marketing strategies agile and you to reallocate budgets to the channels
competitive. that perform best. Rinse and repeat for

continued success.



etting clear goals and staying organised can

be tough, especially when you re juggling the

demands of running a business. That's where
a 90-day plan comes in. It’s a great way to focus
your efforts, drive progress, and make sure you re
always moving closer to your big-picture goals.

6 Key Benefits of a 90-Day Plan

. Focused direction: It provides a clear roadmap, ensuring you know exactly where to focus
your energy and resources to achieve your goals.

Manageable milestones: Breaks larger goals into smaller, actionable steps, making even
the biggest challenges feel achievable.

Improved accountability: Clear objectives and regular check-ins keep you and your team
accountable, helping to maintain momentum and meet deadlines.

Adaptability: The framework allows for adjustments along the way, so you can stay agile
and respond to opportunities or challenges.

‘ Enhanced productivity: With a structured plan, you can prioritise tasks effectively,
reduce procrastination, and get more done in less time.

Measurable progress: Regularly reviewing your 90-day plan helps track what’s working,
and what’s not, and celebrate the wins along the way.

How to create the plan

Creating a 90-day plan can make a real difference
for your business. Start by defining your key
objectives: what do you want to achieve in the
next three months? Break these down into
smaller, actionable goals that are specific,
measurable, and realistic. Next, map out the steps
needed to achieve each goal and assign clear
deadlines to keep things moving. Be sure to
prioritise tasks based on their impact, and don’t
forget to have regular check-ins to monitor
progress and make adjustments if needed.

Request your
free editable 90-day
plan template

TOP TIP




AMFILI

BRAND

What is Brand Amplification?

rand amplification is turning up the volume of your
brand’s presence to make sure your message

reaches the right audience at the right time. It’s not
just about visibility, but about making a lasting impression
that sets your business apart from the competition. By
leveraging strategic marketing tools and channels, brand
amplification helps you maximise your reach, foster
stronger connections with your customers, and ultimately,
drive growth. Think of it as giving your brand a
megaphone to ensure it gets noticed in a crowded
marketplace.

How to audit your brand

Conducting a brand audit is a crucial step in evaluating
how your business is perceived and identifying areas for
improvement. It provides insights into your current market
positioning, the effectiveness of your messaging, and the
overall customer experience.

Your messaging needs to suit the
audience on each channel and resonate
with where they are in their buying

journey. Split your content into a mix of
brand awareness, consideration, and
conversion content - targeted by channel.

Follow these 7 key steps to
get started:

Review your logo, tagline, colours, and visual
assets to ensure they align with your brand
values and resonate with your target audience.

Examine your messaging across all
platforms to check for consistency and clarity
and that it reflects your unique value
proposition.

Gather feedback from customers and
stakeholders to understand how your brand is
viewed externally.

Compare your brand to competitors to
identify unique strengths or areas where you
can differentiate.

Audit your website, social media channels,
and online content to evaluate their alignment
with your brand’s goals and audience
expectations.

Review key metrics like engagement rates,
sales performance, and customer retention to
identify trends and assess your brand’s
impact.

Use the insights gathered to address gaps,
strengthen your branding, and align your
strategy for future growth.



strong marketing setup is key to growing your
business sustainably. Scaling up, launching new

services, or building brand loyalty all require
the right mix of skills working behind the scenes.

Shape a marketing team that grows
with you

Modern marketing covers a lot of ground — strategy, creativity,
content, digital, data, and customer experience — all working
together to build awareness, generate demand, and fuel long-term
success. With so many moving parts, having access to the right
expertise at the right time is crucial for staying competitive and
adaptable as your business grows and diversifies.

Successful business growth doesn’t mean
you have to manage everything yourself.
Knowing when to collaborate with the
right external partners can help you
extend your team, sharpen your strategy,
and move faster with purpose.

In-house or outsourced marketing teams?

EXPERTISE AND VERSATILITY

Your team knows your brand inside out, but they’re only as versatile as the roles
you’ve hired. Outsourced services connect you with a full suite of specialists,
expanding your skillset without expanding your headcount.

COST AND EFFICIENCY

Building an in-house team means more control, but also recruitment, training,
and salaries. Outsourcing brings an integrated team at a predictable cost,
without delays, extra tools, or the need to manage every detail.

SCALABILITY AND FLEXIBILITY

While internal teams take time to grow, marketing agencies scale with your
needs. Launching a new campaign? Dial up support. Going through a slow
period? Dial it back. You stay lean, focused, and responsive.

PERSPECTIVE AND CLARITY

In-house teams deliver with consistency but can easily fall into routines.
Agencies bring fresh ideas, diverse experience, and creative direction, helping
you break patterns and push boundaries without losing alignment.

TOOLS AND TECH

The right tools and technology can drive performance, but they can be costly
and complex. Agencies come equipped with premium platforms and the know-
how to maximise them, so you hit the ground running.

The future is hybrid

Think of your marketing like a trip to a new city. You can explore it alone — set
your own pace, figure things out as you go, maybe uncover some hidden gems.
But with a tour guide, you get a clear route, avoid common missteps, and make
the most of every stop along the way.

So, what’s the best approach?

Today’s most forward-thinking businesses are developing hybrid
marketing models — keeping core functions in-house, while
outsourcing to trusted agencies for specialist skills, strategic input,
fresh perspectives, and on-demand support.



unning a business comes with its fair share of challenges, but here’s the
good news — there are practical, actionable steps you can take to foster
long-term growth, no matter the obstacles.

LEIGEESE T Y IERE

Strengthen customer Refine your
relationships marketing approach

Building strong connections with your

customers is crucial. Happy customers are
more likely to return and recommend your
business to others. Focus on excellent
service, proactive communication, and
personalisation.

Upgrade Keep an eye
operations on finances

Strong financial management is key

to stability and growth. Regularly review
your budget, manage cash flow, and
consider professional advice to stay

on track.

Leverage Invest in
technology your team

Technology can simplify operations and
enhance customer experiences. Consider
investing in tools like customer relationship

management (CRM) software, automation
tools, or e-commerce solutions to make

your processes smoother.

If you’re always caught up in the day-to-day tasks, who’s
steering the ship towards growth? Taking the time to step
back and focus on the bigger picture might feel challenging
at first but it’s the key to creating a business that thrives
even when you’re not there.

After all, isn’t the ultimate goal to have the freedom to
enjoy the fruits of your hard work?

If you need help working out who to market to, how to
market to them, or what to track, our specialist teams are
here to help! Whether you need compelling content,
cutting-edge design, or a full-scale marketing strategy,
we have the expertise to make your vision

a reality.

Get in touch
today to start
the conversation

& Lo



business
growth
with
direction

ENJOYED THE READ?

Follow us on LinkedIn for topical articles, industry
facts, strategy and thought leadership content.

https://www.linkedin.com/company/fwd-motion
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FWD Motion is a well-established
digital marketing agency with

an experienced team who excel
in marketing, design, website
development, and print.

You can get in touch with us at
enquiries@fwdmotion.co.uk
or call us on 01246 439045

www.fwdmotion.co.uk
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