Your Journey to a

Kick @$$ Marketing
Accountability Chart

Nicole Mennicke
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REFLECT

The Big “Stuff”

¢ VTO™ Marketing Strategy
e Client Personas

The Little “Stuff”

Check the things your team does and the things you want them to do.
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Branding (internal training and
compliance, resources)

Business cards
Channel selection
Company letterhead

Company newsletter (external
and / or internal)

Contact for sales personnel for
marketing content

Content creation delegation (Ex:
digital design, content writing)

Content posting / calendar
Content creation

Crafting email marketing strategy
Crisis communications

CRM support

Customer feedback surveys / NPS /
focus groups

Customer service content (FAQs,
how tos, emails)

Database management
Demographic research
Deploying email marketing efforts

Digital ad copy writing

o0 oo oo O b bbdddddbod oo gd
O oo oo o o ogdddddod oo g

e Employee Personas
¢ SW.O.T. Analysis

Have Want

e Marketing Plans

e Audience Data / Research

Digital icon creation

Employee success / issue
conversationst

Event planning

Google My Business profile
management

Holiday specials - visual
Image purchasing

In-house content organization
Internal / company website
Blogs / "knowledge base"

Internal stakeholder presentations /
updates / reports

Internship recruitment / interview /
coordinator

IT issues (servers down, email /
phone is down)

Landing page development

Manage and work with volunteers
or customer

Manage marketing budget

Manage speakers / thought leaders
/ experts / VIPs

Marketing project tracking

Media requests
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New business client & competitor
research

New business presentation
deck & pitch

New product launch strategy
New website outline plan
(development, cost, design,
e-commerce, accessibility)
One-off asks to "make it pretty"
Owner / CEO update meetings
Paid advertising graphics

Paid channel selection / strategy

Paid media account management

Password management (server,
subscription programs)

Photo shoots

Photography (events, head shots,
stock photos)

Plan and execute self-promotional
holiday gifts and business
development boxes

PR material (emails, gifts, phone call)
Presentation banners (physical)
Presentation banners (digital)
Presentation decks

Print mail / direct mail campaigns

Rebranding and brand identity
exercises

Reporting, KPIs, analytics
sales path

Search Engine Optimization
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Sales Support

Social media content
Social media strategy
Social media visuals
Solicit and respond to reviews
Supplies (internal office
supplies, event supplies,
customer orders, etc)

Swag selection and purchase

S.W.O.T analysis of competitors
and self

Team meetings
Template creation

The only person in the office
who knows how to edit PDFs :)

Trade show collateral (visual)

Trade show investment and
strategy

Trade show set up (reservation,
hotel, flight, marketing
materials)

Undefined "word-smith this"
requests

UX updates

Vendor management
Vendor relationships
Video shoot and editing
Website overhaul
Website visuals

Writing email marketing copy
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Workshop

What other little “stuff” isn’t on this list? Is this
something your team has or wants?

Have

Think about your “today” needs first,

but also what those roles eventually

need to accomplish.







BUILD

Center of Excellence (COE)

Center of >
Excellence When?
Single brand
Function businesses or want
deep expertise.
Business is heavily
Product focused on
product.
Business is
Channel organized around
buying channels.
Customer
Persona segments have
distinct needs.
Customers want
Geography

locality and speed.

Build first without people in mind,
then modify for strengths.






Workshop

What could your accountability chart look like?
Draw it here.




Outcome Accountability
Statement Chart

Use the outcome to communicate what it
feels like to kick butt at this role.







QUANTIFY
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Top 50 Marketing KPIs

1. Revenue 26. Quote-to-closed rate
2. Qualified leads 27. Social engagement

3. Cost per acquisition/lead 28. Custom landing page traffic
4. Net promoter score 29. Customer phone number calls
5. Market share 30. Discount code usage
6. Impression share 31. Ad spend

7. Cost per click 32. Email open rates

8. Clicks 33. Unsubscribe rate

9. Impressions 34. Scroll depth

10. Traffic to site 35. Full-funnel traffic data
11. Organic click-through rate 36. Follower growth

12. Conversion rate 37. Referral traffic

13. Email sign-ups 38. Event attendance

14. Lead quality 39. Downloaded content
15. ROI/ ROAS / COA 40. Assisted conversions
16. Customer lifetime value 41. Click-through rate

17. Sessions by channel 42. Repeat opens

18. Conversions by channel 43. Mobile open rate

19. Revenue by channel 44. Average order value
20. Site search usage 45. Average quantity

21. Device type traffic 46. Spam score

22. Average time on page 47. Crawl errors

23. Site events 48. Featured snippets

24. Keyword rankings 49. New Users %

25. Site speed 50. Add to cart events

Remember to think both lagging indicators and

leading indicators and build for both scorecard
and regular reporting (monthly / quarterly).
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Workshop

Brainstorm potential KPIs based on the seats
you are considering!
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FILL

Outcome Accountability Get  Want Capacity

Statement Chart it? it? todoit?
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Evaluate external partners just like you would

internal ones and make the tough people
choices to get the right people in those seats.
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ROKET CLIKS

MARKETING
NAVIGATIONAL
CHART

As a marketing agency Running on EOS™ ourselves, we
know leveraging your marketing strategy is easier said
than done. That's why we huddled up with some experts
to create a Marketing Roadmap with a Free Resource
Library to help you get unstuck.

SCAN FOR
FREE SUPPLIES

RocketClicks.com/MNC



https://www.rocketclicks.com/marketing-navigational-chart/?utm_source=generic&utm_medium=in-person
https://www.rocketclicks.com/marketing-navigational-chart/?utm_source=generic&utm_medium=in-person

ROKET CLIKS

YOUR NEXT STEPS

Ready to learn more about Rocket Clicks? We've got a three
step process to help potential partners see if we're the right fit.

20-Minute Discovery Call

Our partner success team will learn about your business

goals and help determine if a partnership with Rocket Clicks
is the right fit for you

Comprehensive Strategy Audit

Our team of experts conduct a free audit of your existing
site and/or paid media accounts. This deep dive helps us
better understand where your biggest opportunities are.

Obligation-Free Audit Findings Presentation

We present the findings from our audit, outlining the biggest
opportunities for growth for your account. Deal or no deal,
you'll walk away with actionable next steps and a better
sense of what working with Rocket Clicks would be like.

SCANTO

Lets Talk SCHEDULE

Success@RocketClicks.com RocketClicks.com 262-437-2334


https://www.rocketclicks.com/schedule-a-discovery-call/?utm_source=EOS&utm_medium=in-person
https://www.rocketclicks.com/?utm_source=eos&utm_medium=in-person
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Resources

Scan the QR Code or visit

RocketClicks.com/EOS-AC

for this presentation and all
resources referenced today.



https://www.rocketclicks.com/eos-ac
https://www.rocketclicks.com/eos-ac
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