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Before you embark on your digital marketing journey, it’s important to establish a plan. Business 
owners’ roadmaps can stay on course and stay focused, ensuring that their eyes are always on 
the prize. Those without a plan are often destined to go astray, running in circles without a true 
destination. Being an entrepreneur is a wild ride and will surely have unexpected twists and 
turns, so the idea behind the plan isn’t to account for every possible little detail, but rather create 
an overall macro-level outline of where you are now and where you want to be in the future.

1. Fail to Plan, Plan to Fail

It’s very important to set clear and measurable goals that you can strive for. The goal needs to be 
defined in a way that you’re positioned to be able to cross it off as “accomplished” once you 
conquer it. Often times, entrepreneurs set abstract goals like “be successful”; and, while that is 
clearly something they may want, it’s not defined enough. A goal like “get 10 new clients this 
quarter” is far more specific and will lead to a much deeper focus and desire to achieve it. The goals 
you craft are ultimately points on the map for the overall plan you’ve created. It’s all connected!

2. Set Goals: What Gets Measured, Gets Done

The most effective digital marketing tactics are incredibly hyper-targeted to reach your target 
audience. But, it’s impossible to try to find that audience if you haven’t yet defined them. Building a 
buyer persona is an exercise in capturing all the nitty-gritty details about your target customer. It’s a 
blend of demographics and psychographics. It’s everything you can possibly articulate about them. 
How old are they? Where do they live? What gender are they? How educated are they? Do they 
have kids? What motivates them? What are they afraid of? What do they do for fun? What are their 
goals? The answer to each and every question you ask becomes another important clue about how 
to reach them with your digital marketing tactics.

3. Define Your Customers: Build Buyer Personas

One of the best things about digital marketing is that it can all be measured in real time. 
That means you can do more of what works and less of the things that don’t; this ultimately 
leads to a stronger ROI. With every entrepreneur trying to stretch each dollar as much as 
possible, being able to pivot to have your best foot forward is the secret ingredient. 
It’s important you are set up with Google Analytics on every page on your website so you 
can see exactly how people are interacting with it. Each advertising platform is also going to 
provide a wealth of data about your campaigns and the more you can understand the story 
and what the numbers tell you, the better you can react, adapt, and optimize.

4. Analytics are the Secret Ingredient to Maximizing ROI



Building on the previous point about analytics, it’s important you don’t end up drowning in data overload. 
In the world of digital marketing you will have a lot…A LOT...of data you can review. Oftentimes, people 
get so overwhelmed by the sheer volume of data that they can’t get the proper insights to turn that into 
action. One way to address this is by figuring out your KPIs, which are key performance indicators. 
Basically, these are the things that matter most! For a lot of small business owners, a KPI is a “conversion,” 
which means it’s the action you ideally want people to perform on your website. This is frequently 
someone buying something from your eCommerce store or someone filling out a lead generation form. 
Within Google Analytics, you can set up these actions as “goals.” If you set up a goal on day 1, then it 
becomes way easier to see what digital marketing tactic is leading to the most goal completions.

5. Set Up Conversion Goals to Track KPIs

At my agency, Elite Digital, we frequently put together cross-channel digital media campaigns. 
This is a fancy way of saying that we’ll set things up on Google Search, Google Display, Gmail Ads, 
YouTube, Facebook, Twitter, Instagram, LinkedIn, and more. (Oh yes, there are a lot of digital ad 
platforms!) But, our goal is never to stay active on every single platform. Instead, what we do is 
measure which one gives us the best results. Then, once we know our top performers, we spend 
more ad dollars on those platforms and cut the ones that are underperforming. While you don’t 
have to set things up on every single platform, it’s a good idea to try at least a few so you know 
your ads are in all the right spots to position you for maximum success.

6. Determine the Platform That Drives the Biggest Bang for Your Buck
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In a perfect world, everyone who visits your site becomes your customer, but we are rarely that lucky! But 
does that mean you should simply give up if someone doesn’t convert right away? Absolutely not! This is 
when remarketing becomes your best friend. We all see remarketing campaigns all the time. It’s not 
random that after you look at that pair of shoes online, you end up seeing those shoes everywhere. That’s 
remarketing in action, and you can easily set that up, too. All the major ad platforms typically offer 
remarketing as a tactic to engage your audience and it’s one of the best tactics you can employ. With just 
a little snippet of code, you can add a pixel to your site, and unlock a world of remarketing opportunities.

7. Don’t Give Up If Someone Visits Your Site and Doesn’t Convert, Remarket to Them!

Being an entrepreneur is not easy. After all, if it was easy, then everyone would do it! The journey will have 
many ups and downs, along with successes and failures, which is especially true in the rapidly changing 
digital landscape. The good news is that it’s very easy to try a new digital tactic to see if it works for you. 
But, the key thing is making sure you view everything as a learning opportunity. You should not shy away 
from new things; but if you go into everything knowing you’re looking for key learnings and new insights, 
then after each new thing you do, you’ll be better off for it! When you fall down, you have to get right back 
up, but as you’re getting up, ask yourself what you can learn and do different in the future.

8. Everything is a Learning Opportunity, Especially Failures
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