
MODULE OVERVIEW   
Module 
Number

Module Topics covered Business outcomes

1 Tracking and Reporting
 

1 The importance of data, how it’s used by 
marketers 

2 Google Analytics - introduction, set-up 
and customise

3 Reviewing data 
4 How to track and report data
5 Testing campaigns and how to put results 

into action

Clear grasp of Google Analytics and how to 
use the data to better understand marketing 
campaigns, customer behaviour and website 
performance.

Put data at the heart of marketing decisions 
and start reporting via monthly report or 
dashboard.

2 Customer Focus 1 Introduction to branding
2 Value of knowing your customer 
3 Researching your audience
4 Audit your marketing resources 
5 Create customer personas

Understand the importance of “customer 
focus” and how it can drive better 
business results.

Identify and segment target customers 
and clarify company communications so 
customers and prospects take notice.

3 Clarify your message 
and build your 
marketing confidence

1 Developing an effective peer group
2 Transactional vs Relational relationships
3 Business Made Simple University
4 Customer Lifecycle 
5 Product Lifecycle
6 Create Brandscript
7 Your audiences

Developing the personal skills of your digital 
marketer to build confidence in themselves, 
their line manager and their organisation

Using Storybrand and Brandscripts to clarify 
your message so customers will listen

4 Understanding people as 
customers and clients

1 Headlines (Grabbing attention)
2 Behavioural economics
3 Away and Towards Motivation
4 Perceptions of time
5 The six principles of persuasion
6 Brandscript and one-liner
7 Reducing resistance with customers

Understand your customers’ mindset and 
how their relationship with you will change 
as you build loyalty and create opportunities 
for emotional connection.

5 Optimising Websites 1 Main types of websites and their 
characteristics

2 Key components of a website
3 Generating traffic to a website
4 Auditing a website
5 Assess your own website and create 

a wireframe

You will know how to create a website 
that converts browsers into buyers, 
is poised to rise up Google rankings 
and is mobile compatible. 

You will also know how to get the most 
value from a tech supplier, and brief & 
manage external experts to complete 
more technical tasks.
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6 Attraction 
- Organic (SEO)

1 Why SEO?
2 SEO tactics
3 Create great content that works hard 

for you

You will understand why and how SEO can 
support your business, and know how to 
create digital content that will rise up the 
Google rankings.

7 Attraction 
- Social Media

1 Understanding key social 
media platforms

2 Understand the variety of tools that 
can be used

3 Reputation management & how 
to deal with negativity 

4 Social media analytics and measurement 
5 Create a social media campaign 

for your business

Maximise your return from using social 
media to generate leads, and know how 
to respond to customer complaints and 
reputation/crisis issues on social media.

8 Nurture 
- Lead Magnet

1 Purpose of lead generators
2 Understand different types 

of lead generators 
3 Identify the right lead generator(s) for 

your business, current strategies and 
any gaps

4 Measuring performance

You’ll know how to attract a growing list of 
prospects and how to educate, inform and 
entertain the right prospects. 

You will have in place a lead generation 
strategy that captures prospects who are 
target customers.

9 Nurture 
- Email Marketing

1 Sales v nurture campaigns
2 Positioning your organisation as 

the authority
3 Crafting effective subject lines and 

content suitable for all devices
4 Monitor campaign performance

Develop an evergreen process to build a 
loyal customer base, drive sales and an 
engaged pipeline. 

10 CRM 1 Technologies: CRM to email marketing
2 Analysing email campaigns
3 GDPR 

You will be able to effectively target 
customer segments and develop automated 
processes to turn prospects into customers, 
and customers into advocates.

11 Attraction 
- Digital Advertising

1 How to launch a Paid Advertising 
Campaign (PPC)

2 How to reach the right audience 
3 How to measure success

You’ll know how to create an effective 
advertising campaign, know how to target 
and retarget the right people, and get the 
most from your advertising budget.
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