Relational Sales Marketing Roadmap

Channels Marketing Strategy Summary
Website . — . .
Content The website ser\{es asa Frust-buﬂdmg hub, showcasing thought legder§h|p thljough
(Landing blogs, case studies, and in-depth service paggs. It n.urture's potential cllent§ with valuable
Service Bl;g downloadable resources and ensures messaging aligns with the customer journey. Clear
’ ’ CTAs encourage consultations rather than hard sales, fostering long-term relationships
Downloadable)
Focuses on engagement and relationship-building through thought leadership,
Social Media interactive discussions, and storytelling. Content includes behind-the-scenes insights,
(Posts to Pages testimonials, and educational posts that nurture trust. Encourages participation in
& Groups) relevant groups, positioning the business as an industry leader while subtly guiding leads
toward deeper interactions.
Ads are awareness and engagement-driven rather than immediate conversion-focused.
Ads (PPC or Campaigns highlight brand authority, customer success stories, and educational offers

Social Media)

like webinars or downloadable guides. Retargeting ads reinforce credibility, bringing
warm leads back into the funnel for consultations or strategic content interactions.

Email nurtures leads over time through personalized sequences, client success stories,

Emai . . . -
ma.ll and thought leadership content. Rather than hard sells, emails offer guidance, insights,
Marketing & . . .
CRM and educational value to keep prospects engaged. CRM segmentation ensures tailored
messaging, deepening relationships with new and existing clients.
Industry Relationships are developed through in-person connections, speaking engagements,
Events, and collaborations. Strategic networking and referral partnerships play a key role in
Partnerships & customer acquisition. Content from live events (such as Q&A sessions and panel
Networking discussions) is repurposed into marketing materials, reinforcing credibility and expertise.
Webinars, Webinars and educational content establish authority and trust by providing deep
Educational insights rather than direct sales pitches. Live Q&A, workshops, and presentations allow
Videos & Public prospects to engage, ask questions, and feel personally connected. Video content
Speaking reinforces expertise, positioning the business as a trusted advisor.
Google My Business and local listings are optimized for credibility and engagement, not
Google My . s . . . . .
Business & just search visibility. Profiles feature detailed service descriptions, thought leadership
Citations posts, and customer testimonials. Responding to reviews and sharing content builds

trust and increases brand visibility, driving long-term customer relationships.
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Personal . proof through through groups for

(Posts to Sharing . .

Pages & brand & customer client success group past clients -

g behind-the- . . stories - Polls interactions - Personalized

Groups) testimonials
scenes posts & user- & surveys to Case study- thank-you &
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