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ABSTRACT  

A marketing strategy refers to a business’s overall game plan for reaching 

prospective consumers and turning them into customers of their products or 

services. A marketing strategy contains the company’s value proposition, key brand 

messaging, data on target customer demographics, and other high-level elements. 

INTRODUCTION 

A clear marketing strategy should revolve around the company’s value proposition, 

which communicates to consumers what the company stands for, how it operates, 

and why it deserves their business. 

I. Marketing Strategy 

What Is a Marketing Strategy? 

 

A thorough marketing strategy covers the four Ps of marketing: product, price, 

place, and promotion. 

 A marketing strategy is a business’s game plan for reaching prospective 

consumers and turning them into customers of their products or services. 

 Marketing strategies should revolve around a company’s value proposition. 

 The ultimate goal of a marketing strategy is to achieve and communicate a 

sustainable competitive advantage over rival companies. 



Understanding Marketing Strategies 

This provides marketing teams with a template that should inform their initiatives 

across all of the company’s products and services. For example, Walmart (WMT) is 

widely known as a discount retailer with “everyday low prices,” whose business 

operations and marketing efforts are rooted in that idea. 

Marketing Strategies vs. Marketing Plans 

The marketing strategy is outlined in the marketing plan—a document that details 

the specific types of marketing activities that a company conducts and contains 

timetables for rolling out various marketing initiatives. 

 

Marketing strategies should ideally have longer life spans than individual marketing 

plans because they contain value propositions and other key elements of a 

company’s brand, which generally hold constant over the long haul. In other words, 

marketing strategies cover big-picture messaging, while marketing plans delineate 

the logistical details of specific campaigns. 

For example, a marketing strategy might say that a company aims to increase 

authority in niche circles where their clients visit. The marketing plan puts that in 

action by commissioning thought leadership pieces on LinkedIn. 



Benefits of a Marketing Strategy 

 

Market research can help chart the efficacy of a given campaign and can help 

identify untapped audiences to achieve bottom-line goals and increase sales. 

How to Create a Marketing Strategy 

Creating a marketing strategy requires a few steps. HubSpot, a digital marketing 

resource, offers insight into how to create your strategy. 

Identify your goals: While sales are the ultimate goal for every company, you 

should have more short-term goals such as establishing authority, increasing 

customer engagement, or generating leads. These smaller goals offer measurable 

benchmarks for the progress of your marketing plan. Think of strategy as the high-

level ideology and planning as how you accomplish your goals. 

Know your clients: Every product or service has an ideal customer, and you 

should know who they are and where they hang out. If you sell power tools, you’ll 

choose marketing channels where general contractors may see your messaging. 

Establish who your client is and how your product will improve their lives. 

Create your message: Now that you know your goals and who you’re pitching to, 

it’s time to create your messaging. This is your opportunity to show your potential 

clients how your product or service will benefit them and why you’re the only 

company that can provide it. 

Define your budget: How you disperse your messaging may depend on how much 

you can afford. Will you be purchasing advertising? Hoping for a viral moment on 

social media organically? Sending out press releases to the media to try to gain 

coverage? Your budget will dictate what you can afford to do.3 



Determine your channels: Even the best message needs the appropriate venue. 

Some companies may find more value in creating blog posts for their website. 

Others may find success with paid ads on social media channels. Find the most 

appropriate venue for your content. 

Measure your success: To target your marketing, you need to know whether it is 

reaching its audience. Determine your metrics and how you’ll judge the success of 

your marketing efforts. 

Why does my company need a marketing strategy? 

A marketing strategy helps a company direct its advertising dollars to where it will 

have the most impact. Compared with the data from 2018, the correlation between 

organization and success in marketers jumped from being almost four times more 

likely to almost seven times more likely in 2022. 

What do the four Ps mean in a marketing strategy? 

The four Ps are product, price, promotion, and place. These are the key factors that 

are involved in the marketing of a good or service. The four Ps can be used when 

planning a new business venture, evaluating an existing offer, or trying to optimize 

sales with a target audience. It also can be used to test a current marketing strategy 

on a new audience. 

 

What does a marketing strategy look like? 

A marketing strategy will detail the advertising, outreach, and public relations 

campaigns to be carried out by a firm, including how the company will measure the 

effect of these initiatives. They will typically follow the four Ps. The functions and 

components of a marketing plan include market research to support pricing 

decisions and new market entries, tailored messaging that targets certain 

demographics and geographic areas, and platform selection for product and service 



promotion—digital, radio, internet, trade magazines, and the mix of those platforms 

for each campaign, and metrics that measure the results of marketing efforts and 

their reporting timelines. 

Is a marketing strategy the same as a marketing plan? 

The terms “marketing plan” and “marketing strategy” are often used interchangeably 

because a marketing plan is developed based on an overarching strategic 

framework. In some cases, the strategy and the plan may be incorporated into one 

document, particularly for smaller companies that may only run one or two major 

campaigns in a year. The plan outlines marketing activities on a monthly, quarterly, 

or annual basis, while the marketing strategy outlines the overall value proposition. 

II. Eight Marketing Strategies Every 
Startup Or Small Business Can Afford 

 

As the founder of a marketing company that helps startups and small businesses, 

people often ask me, “How can we effectively market and scale with a tight budget?” 

It can be challenging to decide where to invest your time and limited resources in 

marketing. Should you invest in the top of the funnel or the bottom?  

In my experience, a full-funnel approach is usually the most sustainable over time. 

That said, certain strategies are just out of reach and do not make sense for smaller 

companies — like, for example, TV advertising. Here are eight tried-and-tested 

marketing strategies I recommend every startup or small business consider: 

1. Earned Media/PR 

The value of a credible third party touting your praises cannot be underestimated. 

Not only do press articles and earned media gain you trust, but you can also benefit 

from a wider distribution by leveraging their existing audiences.  



Influencers and bloggers can fall into this category and can share your company 

with their followers, which gains you an endorsement with potentially exponential 

reach. Stunts can also be a creative (and low-cost, if done right) way to garner 

media attention or that of your target market.  

2. Content Marketing 

Creating content that’s relevant and interesting to your target audience can help you 

generate new leads by capturing their interest and building trust. It can also help 

increase your close ratio by building your brand, answering customer questions and 

providing reasons why prospects should choose you.  

 

From articles to infographics to eBooks and even videos, you should showcase your 

expertise, differentiation and brand values to attract potential customers and help 

those who are already considering you to make that purchase decision. Great 

content also often gets featured and backlinked, so you can increase your domain 

authority by placing it on your website.  

3. Partner Marketing 

Partnering with another company or organization that has a similar target customer 

can help you both increase your reach and marketing abilities if you pool your 

resources together to build your brands.  

Complimentary products and services can be a great place to start. By sharing 

email lists, exchanging blogs, bundling offerings or even co-branding programs, ads 

or sponsorships, you can create win-win situations for both partners.  



4. Social Media 

Having your own social channels not only allows you to control your message and 

share updates freely, but also allows you to build a community around your brand, 

company and product.  

As a free channel to activate, social media can be a great place to build user-

generated content, get feedback or even address customer service concerns. Many 

customers also look to social channels to see if they can trust the brand or company 

or to check out their reviews, so maintaining a presence can actually help 

conversion rates.  

5. Search Engine Optimization (SEO) 

Most people search for information online, and organic search can account for the 

majority of a website’s traffic. This makes optimizing your website for SEO 

extremely important.  

Through strategic SEO, you can introduce yourself to leads with a high need state 

or purchase intent, which can make this kind of business easier to close. 

Furthermore, if a customer searches for help with a problem and your website 

comes up, this helps position you as a credible, trustworthy source to help them.  

6. Email Marketing 

If you’ve built your email list right, you’ve gathered a group of people who have 

expressed some interest in your company or product. By segmenting this group 

based on different characteristics and then emailing them with the right content and 

offers at the right time in their customer journey, you can influence a purchase 

decision successfully with no added impact to your marketing budget.  

 



7. Affiliate Programs 

Affiliates are a cost-effective way to build sales without adding large fixed marketing 

costs like advertising. Because they have skin in the game, affiliates are properly 

incentivized to promote your products or services and are only rewarded if they are 

successful. These affiliates can take the form of influencers, content publishers and 

review or coupon sites, and you can structure the partnerships to pay out based on 

clicks, leads or sales.  

8. Referral Marketing 

Tapping into the goodwill of happy, existing customers is one of the fastest, easiest 

and most cost-effective ways to grow. Mobilize your customers to spread the word 

about your products or services by reminding them to share their experiences and 

incentivizing them to bring new business to you. You’ll likely get highly qualified 

leads at a lower overall cost of acquisition than if you had to find them on your own.  

Even with a modest budget, there are many options available to you to create a 

solid marketing plan as a startup or small business.  

By employing a number of different affordable strategies that address the entire 

marketing funnel, from awareness through conversion and advocacy, you can 

strategically, creatively and tactfully garner customers and build revenues to 

eventually reinvest in your marketing efforts and speed up your growth.   

III. Tactics to use B2B marketing to drive 
business growth 

B2B marketing is a constant balance between the emotional and the analytical. 

Running a successful marketing team means getting that balance consistently right, 

and it’s what keeps Nicole Parlapiano up at night. she was inspired to share her 

insights about how to use B2B marketing to drive business growth with us after 

listening to Sydney Sloan’s Up At Night podcast episode. 

https://www.linkedin.com/shareArticle?title=Tactics+to+use+B2B+marketing+to+drive+business+growth&url=https%3A%2F%2Fwww.wework.com%2Fideas%2Fprofessional-development%2Fbusiness-solutions%2Fb2b-marketing-growth-tips%3Futm_source%3Dideas-linkedin%26utm_medium%3Dsocial


 

On the one hand, Parlapiano says, B2B marketing leaders need to run teams that 

come up with impactful creative that differentiates their product or service in a 

breakthrough way. That sometimes means not taking the traditional problem-

solution route. On the other hand, those leaders need to be experts in the 

measurable metrics they’re committed to, like opportunities and revenue. 

Parlapiano’s overarching advice for B2B marketing leaders—or anyone aspiring to 

climb the marketing ladder—is to embrace the mix of creative and analytical. 

So, how does B2B marketing drive business growth? Parlapiano shared her six B2B 

marketing tips with us to help you get started. 

1. Understand the context and complexities 

“The tough part about B2B marketing is that it’s a rational and emotional sell,” 

Parlapiano says. “The individuals involved usually care about different things, and 

the sales journey is long. It’s marketing’s job to inform and influence the buyer 

groups along the sales cycle, and to help expedite the sales cycle to close the deal.” 

Bu you can learn from the experience, she explains. “If you are a marketer at any 

company, philosophically understanding the challenges of B2B marketing will help 

with internal communications and buy-in,” she says. “The better you are at 

explaining your plans and making your case for budgets with different stakeholder 

groups, the faster you can move.” How does she make her case? She models. 

The better you are at explaining your plans and making your case for budgets with 

different stakeholder groups, the faster you can move. 



2. Model everything 

With a background in private equity, Parlapiano said she’s learned to apply financial 

models in order to internally build a business case for B2B marketing campaigns, 

and for campaign optimization. 

“I model everything,” she says. “I look at historical performance benchmarks, form 

my assumptions, and forecast what I think the campaign will yield. We usually like to 

look at three different scenarios: low yield, average, above average. This gives us a 

performance range. Midway through the campaign flight, we reevaluate and check 

where we are falling within that range and which areas of the funnel we can 

improve.” 

Not everything works as planned, she admits. “You sometimes need to know when 

to call it, when something just isn’t working no matter how much you try to optimize, 

and it becomes a waste of time, money, and resources to try to make it work,” she 

acknowledges. “I have a hard time doing that because my ego is saying it failed, 

which is hard to admit. But if everything is successful, we’re not really learning 

anything.” 

3. Manage the biggest risk: executing the creative 

“Creative is always the most risky component when I’m planning campaigns or 

programs,” Parlapiano explains. “I can recall many times in my career where the 

creative idea was amazing, and it just fell apart in execution, or where we played it 

too safe and it didn’t move the needle. It’s a hard thing to nail.” 

I can recall many times in my career where the creative idea was amazing, and it 

just fell apart in execution, or where we played it too safe and it didn’t move the 

needle. It’s a hard thing to nail. 

 



When you’re utilizing B2B marketing to drive business growth but the creative ideas 

fall apart, she says, it’s due to one of two reasons: Either there are too many cooks 

in the kitchen, or the idea is impractical to execute. “Sometimes it’s a great idea, but 

it can’t be executed in real life,” she says. 

Another problem she’s encountered is being overly precious. “In hypergrowth, we 

don’t have time to be precious,” she explains. “It’s more of a get-it-done mentality.” 

Still, Parlapiano is a big believer in creative. “I’d say 60 percent of marketing 

effectiveness is message and creative articulation. Amazing creative trumps 

everything.” 

4. Build bridges 

Parlapiano and her team agree to aggressive annual goals, then reassess on at 

least a weekly basis. But they don’t agree to the goals in a vacuum—Parlapiano has 

a close relationship with all of her cross-functional stakeholders: sales, government 

affairs, general managers, real estate, design, and of course the regional “C-We-O.” 

They sit together, they’ve traveled together, and they’ve built a lot of trust. And they 

have a strict “no throwing under the bus” mentality. 

Building trust with fellow leaders may seem like simplistic advice, but Parlapiano’s 

success has come by turning that trust into open conversations and clear 

agreement on the interdependence of marketing’s goals.  “Everything is connected,” 

she says, “from marketing to sales to real estate to the community teams on the 

ground.” And by explaining exactly what inputs and follow-through she needs to hit 

her marketing objectives and impact the company’s overall goals, Parlapiano is a 

more effective marketing leader. 

5. Hold clarity meetings, especially during rapid business 

growth 

This is a shared technique that Parlapiano heard Sydney Sloan mention in her Up 

At Night episode. Sloan said she uses a “clearing meeting” with her CEO to discuss 

any issues or tensions. As she put it, “I may agree or disagree, but I’ve learned it’s 

better to be aligned sometimes than to be right.”  



 

Parlapiano takes a similar approach. One of her biggest fears in growth mode is that 

the business moves so quickly that people can become confused about the 

company’s purpose and what it’s driving toward. Or people make false assumptions. 

So she sets monthly “clarity” meetings with her leadership counterparts, a deliberate 

venue to resolve any ambiguity and to make sure everyone’s aligned. 

She takes the idea of clarity even further, practicing the inclusive management 

technique of balancing the opinions of extroverts with those of introverts. “If I know 

someone is naturally more introverted on my team, I will ask them for input after the 

meeting instead of calling them out in the room,” she explains. “Leadership needs to 

be inclusive, so I want to stay attuned to the emotions in the room.” 

6. Be passionate about your product 

Parlapiano’s move from private equity to marketing was driven partly by the product, 

she says. She spent time working for dating site behemoth eharmony, where “the 

mission was to find someone a soulmate.” She describes a headquarters filled with 

framed photos of marriages and families that eharmony helped create. 

WeWork’s product can be seen in a similar way, she explains, and that helps her 

bring passion to her work every day. “At WeWork, we’re trying to match people and 

companies with a physical space where—for better or worse—they will spend more 

time with their coworkers than with their families at home,” she says. “We want to 

make that a better experience. They may not meet their soulmate, but they could 

meet their business partner or a funding source, or form a stronger connection with 

coworkers.” 

IV. Business Success Definition 



 

The financial rewards that come from being successful in business are of course 

important to many entrepreneurs, and are key factors in motivating them to work 

hard and take tremendous risks. But if success can be defined as the feelings of 

satisfaction and completion you have when your business career is over, success 

has other dimensions that for many business owners are as significant, or more so, 

than monetary rewards. 

Personal 

For entrepreneurs, great satisfaction comes from the process of creation -- starting 

with just an idea and building something that lasts. There is pride of ownership from 

seeing your family name on the company. Successfully facing challenges and as a 

result finding skills and strengths you didn’t think you had -- these are definitely 

aspects of personal success in business. 

Financial 

Successful businesses earn a substantial return on investment for the shareholders 

who risked their capital in the venture. The founders of the company, who are 

generally also shareholders, are able to create wealth for their families and security 

for their future, as well as enjoy a more affluent lifestyle. They measure success by 

being able to provide a better life for their children than they had when they were 

young. 

Social 

Companies also measure success by the good they accomplish for society. Some 

have specific social goals, such as improving the environment or providing 

educational opportunities for children through the products and services they offer. 

Others have a very high commitment to charitable giving and being good corporate 

citizens. Film star Paul Newman’s company, Newman’s Own Inc., which 

manufactures and markets a variety of consumer products, distributes all of its after 



tax profits to charitable causes. The company’s charitable foundation has donated 

more than $300 million, according to Newman's Own website. 

Longevity 

With the number of businesses that fail or start out strong only to stumble in the 

competitive marketplace a few years later, another measure of business success is 

the ability to sustain success in the turbulent, ever changing business world. Book 

publisher John Wiley & Sons began in 1807 as a small New York City-based 

printing shop. Two hundred years later, in 2007, the company’s revenues were 

more than $1 billion, according to the company's website. The company has been 

able to successfully adapt to changes in readers’ taste but also to the technological 

changes in the publishing industry -- for more than two centuries. 

Customer Satisfaction 

Helping customers solve a problem -- that’s the reason many of the products and 

services we use every day were created. For business owners, seeing that your 

products made your customers lives better in a significant way is one of the 

motivating factors that keeps them working tirelessly on developing even better 

solutions. Praise from satisfied customers provides a feeling of accomplishment that 

for some business owners is as important as the financial rewards they earn. 

Employee Satisfaction 

“Fortune" magazine publishes an annual list of what it considers the 100 best 

companies to work for, but thousands of business owners don’t need national media 

recognition to know that they have made taking good care of their employees a high 

priority. They see it in how hard their employees work, how committed each 

member of their team is to the organization’s goals. They measure this aspect of 

business success in how many employees stay with the company for five or 10 

years or more -- sometimes their whole career. 

V. 10 Highly Effective Business Success 
Tips for Entrepreneurs 

Entrepreneurs have to perform a multitude of tasks when they are holding the top 

spot in the organisation. Consequently, they are reeling under the pressure to 

perform every day. They need to ensure that their organisation stays financially 

stable and overcomes challenges without disruptions. Also, working with a big team 

and managing relations with clients and suppliers is an enormous responsibility that 

can lead to stress, financial distress, and disputes. 



Usually, entrepreneurs who purchase a business for sale in Sydney rely on 

guidance and support from senior team members or mentors to scale up the entity. 

However, sometimes they find themselves working alone and without any 

assistance. They follow their intuition and proven success formulae to conquer the 

highly competitive market in Sydney, NSW. So, here is a list of ten such tips that wil l 

help your business grow effectively. 

1.Delegate and Monitor 

 

 
 

If entrepreneurs try to do everything on their own, they are bound to suffer from 

burnout and mental exhaustion. It can take a toll on their mental and physical health 

and affect their decision-making capacity and competence. Thus, they need to 

delegate work to their subordinates to free-up their time for meetings with 

stakeholders, business development, brainstorming, analysing competitors and 

learning new skills. 

Delegation aids in empowering the workforce and making them accountable for their 

tasks. It increases their dedication as their performance is examined and 

supervised. The appreciation they get for good work helps motivate them and others 

in the team to perform better. It makes them step up and work efficiently while 

easing the burden of the leader. 

2. Learn Time Management 
 
Overworking is not the right way to deal with responsibilities. You need to work 

smart not hard. Organise your day by scheduling daily tasks according to priority. It 

creates a work culture that pays attention to being methodical and systematic. It 

aids in working without getting stressed or forgetting vital issues on hand. 

Thus, business owners follow a daily and monthly scheduler or calendar that helps 

meet deadlines and complete projects without any downtime or delay. Organising 

also helps properly arrange documents and workflow, reduces time spent on each 

task, and leads to better management. 



3. Recruit Experts 
 

Your employees are an asset for the business and must be skilled and 

knowledgeable to progress. Since they are responsible for the delivery of projects 

and products to the clients, they must have the expertise and proficiency required to 

accomplish the business goals. 

Thus, you must hire qualified and talented candidates for different roles to make 

your organisation a highly productive workplace. The team leaders must have a 

positive attitude that energises the entire workforce, encourages them and boosts 

their morale. It will help you to rest assured that your company is in good hands and 

things will be managed professionally even in your absence. 

4. Plan Everything 
 

 
 

Business planning is an integral part of becoming successful. It ensures that you are 

not making arbitrary decisions and are following a well-researched flow of action. A 

business plan helps in setting realistic objectives, vision, and mission of the 

business to steer the organisation towards success. 

It helps in reducing the fear of uncertainty and risks that can affect the business. 

Planning creates a roadmap that can be followed by the entire workforce to be on 

the same page. It helps the business owner to create a business strategy for growth 

and allocate the budget accordingly. 

5. Understand Your Finances 
 

It is a known fact that financial management is the backbone of an organisation. 

Thus, the business leader must have profound knowledge of using capital sensibly 

and without causing any wastage. With planned use of finances, the owner can 

allocate the required funds for various tasks and cut down on redundant expenses. 



The leader must work on improving the profitability of the business and implement 

ways of creating a cash reserve for the dry periods. Effective financial management 

with the help of an accountant allows the owner to attain stability and reinvest in the 

business for success. 

6. Create Contingency Plans 
 
The COVID-19 pandemic has made every business aware of financial struggle that 

can come with an unforeseen crisis. Thus, it is vital to have preventive measures in 

place that can keep the business protected in adverse situations and economic 

challenges. 

Whether it is loss of sales, failure of a new product or entry of a big player in the 

market, the business should be prepared to handle challenges that can pull it down. 

The owner must identify the resources and processes needed to come out of such 

problems and sustain the entity with an alternative plan for growth. 

7. Keep Networking 
 

 
 

Networking should be an ongoing process for business leaders. They must interact 

and engage with people from diverse fields, including entrepreneurs, investors, 

industrialists, politicians, etc. It helps in growing your knowledge base through the 

exchange of ideas and information. It allows them to learn from each other and find 

new opportunities. 

Acquaintances and contacts can help with recruitment, acquiring funding, 

mentorship, business advice, partnerships, etc. It helps in promoting your business 

in the industry and creating awareness about your brand. 

8. Invest in Innovation 

 
Businesses thrive on new ideas that have not been in use and can provide 

exceptional benefits to customers. If the business is involved in thinking out of the 



box, it will continue to be creative and work on improving its functions. The brand 

will be known for its continued excellence in terms of quality and value offered to the 

customers. 

Thus, the business can stay a step ahead of competitors and grow exponentially 

because the customers are satisfied. It helps in improving the level of productivity of 

the employees and boosts their imagination. 

9. Leverage Technology 
 
Technology is the need of the hour, and we cannot survive even a day without our 

gadgets. From smartphones and smartwatches to the smart TV and other gadgets, 

we are dependent on the internet and wireless technology. Naturally, businesses in 

Sydney are no different and need technology like artificial intelligence, machine 

learning and cloud-based software for automation. 

The use of various software helps in reducing the time spent on laborious tasks and 

eliminating the risk of errors and downtime. Automation increases speed, reduces 

costs and delivers high-quality results that improve efficiency. Thus, entrepreneurs 

need to use the latest tools and equipment to stay relevant and ahead of the 

competition. 

10. Work on Personal Growth 
 

 
 

Leaders who are competent and confident can encourage others to perform. Thus, 

CEOs need to work on improving their skillset and knowledge to become a better 

version of themselves. They must constantly strive to learn new tools and get 

trained to motivate the employees to do the same. 

It is also significant to work on personal development through regular exercise, 

meditation and reading books that bring peace and joy to your mind. Relieving the 

accumulated stress is essential for living a fulfilling and satisfying life that has space 

for work, family and leisure. 



Finding success is not easy when you are starting off. It takes a lot of determination 

and patience to realise your goals. Thus, if you are planning to purchase a business 

for sale in Sydney, you must use these tips to succeed in your entrepreneurial 

journey. 

CONCLUSION 

The ultimate goal of a marketing strategy is to achieve and communicate a 

sustainable competitive advantage over rival companies by understanding the 

needs and wants of its consumers. Whether it’s a print ad design, mass 

customization, or a social media campaign, a marketing asset can be judged based 

on how effectively it communicates a company’s core value proposition. 
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