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Business & Marketing Guide in a Virtual Space  

Build trust, develop relationships, 
improve conversions, and 
generate leads

Increase your business's 
visibility online

Trusted techniques implemented 
together to build results
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OUR

SPECIALIST'S

NOTE

JEFF LIZIK

PRESIDENT/CEO

REDSHIFT

I have a bit of a pet peeve that I have 

carried with me for a while. Marketers lack 
of results and lack of good communication. 

It doesn’t matter if it’s in-house, a 
freelancer, or an agency.

I think a lot of marketers have grown to 
ignore the basics. I see in-house teams 

missing the basics often. Freelancers are 
looking at part of the equation for a 

successful marketing campaign but aren’t 

able to help their clients with a complete, 
integrated approach. Then I see many 

agencies trying to �gure out digital but not 
quite getting it and harming their client’s in 

the process.

I have always fallen back on the basics of 

good marketing. These principles are not 
new and have been around for decades. It’s 

a process and takes time and effort to learn 
what those before implemented with great 

success.

3



JEFF'S DIGITAL MARKETING ESSENTIALISM 

First, we have the consumer, strategy, and some quick wins. 
• We cannot ignore the buyer personas, empathy map, or buyer's journey. 

• Having an idea of the competitive landscape is helpful as well. 

• So many marketers skip this step or parts of this step and are never truly able to put 

themselves in the shoes of the prospect.

What are the core principles, when implemented, that are going to 
drive results across all clients?

CONSUMER STRATEGY

STRATEGIC PLAN

• We have to combine these initial learnings with the client's business objectives to 

build out a complete strategy and some quick wins. 

• Our strategic plan is usually 12 months, broken out by quarterly milestones and 

monthly check-ins. 

• The quick wins are tactics we implement to capitalize on traf�c and assets the client 

already has in place that we can begin using for lead generation right away.
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FULLY OPTIMIZED

PLATFORM

NEXT STEP

The main focus is optimizing the website, but we cannot ignore other 
platforms the client is speaking from, including social media platforms.
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After our optimization is in place, it’s time to 

begin pumping out great content. 

Mediocre or average content is not going to 

cut it. 

To drive traf�c, inbound links, and leads, we 

need to focus on great content. 

This also has to be a blend of written, video, 

and creative content. 

A complete omnichannel approach to content 

is going to give us the best results.

CONTENT

Omnichannel marketing is the seamless integration of 
branding, messaging, and online and of�ine touchpoints 
as consumers move down the sales funnel, enabling a 
more impactful customer experience. 

Omnichannel marketing takes a consumer-centric view 
of marketing tactics. Consumers can now interact with 
brands on innumerable channels, from social media to 
customer service hotlines. 

An omnichannel approach ensures that the consumer 
has a positive, consistent experience on each channel, by 
offering a few key elements:

Consistent, identi�able brand tone and vision
Personalized messaging based on speci�c interests 
Content that is informed by past interactions and 
current stage of the buyer’s journey 

OMNICHANNEL MARKETING
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DISTRIBUTION/SYNDICATION
Now we have Consumer/Strategy - Platform - Content all being addressed.

We are off to a great start, but content alone doesn’t cut it. We must distribute that content and 

get it in front of our target market.

Content syndication is the process of 

publishing your content on a third-party 

platform with the aim of reaching a larger 

audience.

Syndicating to a third party can allow you to 

get more use of your content by placing it in 

front of the types of people you want to 

attract as customers.

There are more ways to get your content in 

front of your target market than any one 

business can feasibly capitalize on. 

Main tactics:

• Paid ads 

• Social Media

• YouTube

• A few other client-speci�c channels 

depending on who the client is and their 

industry..
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LEAD GENERATION

1. Create plenty of opt-in opportunities 
Webinars, free reports, live demos… don’t stop at just one or two opt-ins. Turn every 

blog post into an opt-in page.

2. Always test 
Split test even where you think you don’t need to. Sometimes the results amongst your 
audience will seem counterintuitive, but this is why testing is critical.  Split test your 

headline, your button copy, and your background image. The results might surprise you, 
but you’ll be making better, more informed optimizations.

3. Grading Structure for Prospects
Because lead generation is so time sensitive, it’s a good idea to divide your leads into 

short-term, mid-term, and long-term to create a rolling pipeline. But why stop there, you 
can also have a set of criteria to de�ne who quali�es as a prospect and what they have to 
do to move to the next level of the pipeline.

How will we best capitalize on the traf�c we are getting to these 
signi�cant new assets we have put in place?

LEAD GENERATION TIPS:

8



In Conclusion

These are the basic building blocks of marketing right here. 
Any one of these alone isn’t going to be effective. All of these 

are implemented together, and your results will be 
exponential.

• Consumer Strategy & Strategic Plan

• Optimized Platforms

• Content

• Distribution/Syndication

• Lead Generation

Main Concepts:

9



LOOKING FOR MORE

ADVICE?

Not Your Average CEO: Lifeline is a vital source to executive 

advice that you’ve never heard before. We have the tools, 

resources, and tactics to help you reach the next level. Whether 

you are just starting out or have been in business

for decades, listen in for exclusive tips and content to suit your 

needs.

www.virtualassistusa.com/podcast-guest

Listen in now on Spotify or any podcast streaming platform!
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