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Evolving your digital
marketing plan
Seminar eleven 



1. Reviewing vs. evolving

OVERVIEW

3. The art of the stop and 
pivot

2. Working with
failure

4. The five whys (again) 



Think of your 

digital marketing 

plan as a living 

document that 

evolves with your 

business. 

1.  REVIEWING VS. EVOLVING



2. WORKING WITH FAILURE

There is a very 

good chance that 

your digital 

marketing strategy 

will not go to plan. 



3. THE ART OF THE STOP AND PIVOT

Don’t stop, pivot. 
• Underperforming marketing strategies 

• Using the wrong channel in a stage of

your marketing cycle

• User journey/behaviour confusion



Define the (digital) problem 

Why is that happening? 

Why is that?

Why is that?

Why is that?

Root cause

The ‘five 
whys’ system

4. THE FIVE WHYS SYSTEM (AGAIN) 



Customers abandon their carts at 
my website checkout

• Some level of cart abandonment is expected 
• Poor user experience 
• Customers not committed to purchase 
• Unexpected costs (high shipping, taxes etc.) 

Customers are seeing the 
products for the first time on the 
website/windowshopping

Customers haven’t been made
aware of product/brand/service on 
other platforms  

Your brand is not visible (or visible 
enough) on the platform where your 
customers are

Wrong platform or wrong 
content strategy 

The ‘five 
whys’ system

4. THE FIVE WHYS SYSTEM (AGAIN)



Wrong platform or wrong 
content strategy 

Revisit user journey

Look at traffic sources

Boost marketing efforts 
on existing channels 

Divert resources to a
different channel

4. THE FIVE WHYS SYSTEM (AGAIN)



Instagram impressions are high, but 
page engagement is low

The awareness stage strategy is effective, 
but something is lacking in the 
interest/desire (or possibly delight) phase 
of the cycle

Disconnect between what is 
advertised and what is offered 

• Language
• Imagery
• Content
• Message

Key branding elements have not 
been incorporated at some point in 
the strategy 

The ‘five 
whys’ system

4. THE FIVE WHYS SYSTEM (AGAIN)

Inconsistent branding 
across the sales cycle 



Inconsistent branding 
across the sales cycle 

Experiment with new types of content 
(do a competitor analysis of a brand 
that has strong engagement to see 
what they do) 

Review and adjust 
language 

Review paid advertising and page 
from a branding perspective

Streamline content 
marketing 

Dig into insights to see what your 
customers engage with the most 

4. THE FIVE WHYS SYSTEM (AGAIN)



Workshop tasks:

• Envision a possible roadblock you might hit
with your current digital marketing plan

• Use the 5 whys system to parse out the
potential causes

• Come up with a pivot strategy 

• Let me know if there is anything you would 
like me to talk about in detail in the next 
seminar (our last one!) 


