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In today's competitive marketplace, having a robust marketing strategy is essential for any 
business aiming to thrive. A well-crafted marketing strategy not only helps you reach your target 
audience but also ensures you stand out in the crowded market. Here’s a step-by-step guide on 
how to build a good marketing strategy. 

1. Define Your Objectives 

Before diving into marketing tactics, it's crucial to establish clear, measurable goals. Ask 
yourself what you want to achieve: 

 Increase brand awareness? 
 Generate leads or sales? 
 Enter a new market? 

Your objectives should be specific, measurable, achievable, relevant, and time-bound (SMART). 

2. Understand Your Audience 

Knowing your audience is the cornerstone of any successful marketing strategy. Conduct 
thorough market research to gather insights about your target customers: 

 Demographics: Age, gender, income, education, etc. 
 Psychographics: Interests, values, lifestyle, and behavior. 
 Pain Points: Problems your product or service can solve. 

Use surveys, focus groups, and analytics tools to gather data. 

3. Analyze Your Competitors 

Understanding what your competitors are doing can provide valuable insights and help you 
identify opportunities and threats. Conduct a SWOT analysis (Strengths, Weaknesses, 
Opportunities, Threats) for your main competitors. Look at their marketing tactics, customer 
reviews, and social media presence. 

4. Develop Your Unique Selling Proposition (USP) 

Your USP is what sets you apart from the competition. It’s the unique benefit that your product 
or service offers. Ensure your USP is clear and compelling, and communicate it consistently 
across all marketing channels. 

5. Choose Your Marketing Channels 



 

Not all marketing channels will be effective for your business. Based on your audience research, 
select the channels that will best reach your target customers. Common channels include: 

 Digital Marketing: Search Engine Optimization (SEO), Pay-Per-Click (PPC), social 
media, email marketing, content marketing. 

 Traditional Marketing: Print ads, television, radio, direct mail. 
 Events and Sponsorships: Trade shows, webinars, local fairs and markets, community 

events. 
 Local Chambers of Commerce: Networking, celebrating anniversaries and grand 

openings,  
 Local Tourism Organizations: Advertising targeted at seasonal guests and consumers 

from other states or countries. 
 SBDC: marketing plan development, social media exposure, celebrating ribbon cuttings. 

6. Create a Content Strategy 

Content is a critical component of any marketing strategy. Develop a content plan that aligns 
with your objectives and addresses the needs of your audience. Types of content might include 
blog posts, videos, infographics, eBooks, and social media updates. Ensure your content is 
valuable, relevant, and consistent. 

7. Set a Budget 

Determine how much you’re willing to spend on your marketing efforts. Allocate your budget 
across different channels and tactics based on their expected Return on Investment (ROI). Be 
prepared to adjust your budget as you track the performance of your campaigns. 

8. Implement and Monitor 

Execute your marketing plan with attention to detail. Use project management tools to keep track 
of tasks and deadlines. Once your campaigns are live, continuously monitor their performance. 
Utilize analytics tools to measure key metrics such as website traffic, conversion rates, and 
customer engagement. 

9. Evaluate and Adjust 

Regularly evaluate the effectiveness of your marketing strategy. Analyze the data to understand 
what’s working and what’s not. Be flexible and ready to adjust your tactics based on your 
findings. Continuous improvement is key to long-term success. 

10. Foster Customer Relationships 

Build strong customer relationships for repeat business and referrals. Engage on social media, 
respond to feedback, and provide excellent service. Use loyalty programs and personalized 
marketing to boost retention. 



 

Conclusion 

Building a good marketing strategy requires a clear understanding of your goals, audience, and 
market landscape. By following these steps and remaining adaptable, you can create a strategy 
that not only reaches your target audience but also drives sustainable business growth. 
Remember, marketing is an ongoing process of learning and adapting, so stay proactive and keep 
refining your approach. The Small Business Development Center at Arizona Western College 
offers marketing assistance. Contact SBDC via phone at (928) 317-6151 or via email at 
TeamSBDC@azwestern.edu.  


