Branding, Marketing + Communications Must-Haves

A Strategic Reset & Growth Diagnostic

1. Strategic Clarity & Business Alignment

Reconfirmed business goals (revenue, occupancy, pipeline, expansion)
Clear understanding of where growth has stalled and why

Alignment between leadership, marketing, sales, and operations
Updated ideal customer profile (may have shifted over time)

Refined value proposition based on current market realities

Clear articulation of what problem you solve today (not 5 years ago)

Agreed-upon definition of success across departments

2. Brand Relevance & Market Positioning

Honest assessment of brand perception in the market
Competitive positioning review (who has passed you and why)
Messaging audit: what’s outdated, diluted, or unclear

Brand differentiation clearly stated—or identified as a gap
Leadership visibility and credibility assessment

Consistent brand voice across all channels and locations

Story refreshed to reflect today’s mission, not legacy success

3. Leadership Visibility & Thought Authority
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Executives positioned as visible, trusted leaders

Clear thought leadership themes tied to business strategy
Consistent leadership presence on LinkedIn and key platforms
Executive messaging aligned—not fragmented

Internal leaders empowered as brand advocates

Speaking, PR, and earned media opportunities identified

Leadership content tied to trust, not promotion

4. Digital Foundation Audit (Often the Growth Blocker)

Website performance, UX, and conversion audit

SEO authority and keyword ownership review

Google presence and local authority evaluation

CRM and lead tracking effectiveness

Attribution clarity (what actually drives leads and revenue)
Tech stack simplification and optimization

Automation supporting—not replacing—human engagement

5. Content That Drives Movement (Not Noise)

Content mapped to the buyer’s journey

Clear purpose behind every piece of content
Educational vs promotional content balance
Proof-based storytelling (results, people, outcomes)
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Case studies updated and utilized
Repurposing strategy to maximize ROI

Content that answers real objections and concerns

6. Social Media: Engagement With Intent

Platform strategy aligned to decision-makers
Shift from posting to engaging

Leadership-led conversations vs brand-only posts
Consistent cadence with strategic themes
Community management standards

Engagement tied to pipeline or reputation goals

Performance tracked beyond likes and impressions

7. Email & Lead Nurturing Optimization

Email strategy tied to lifecycle stages

Content aligned with trust-building, not blasts

List health, segmentation, and deliverability reviewed
Open rates, clicks, and conversions benchmarked
Sales and marketing alignment on follow-up
Automation reviewed for relevance and timing

Email positioned as a relationship tool, not a broadcast channel

8. Reputation, Trust & Proof
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Review volume, quality, and recency assessed
Reputation trends over time (not snapshots)
Testimonials actively integrated into marketing
Brand credibility gaps identified

PR and earned media effectiveness evaluated
Community trust indicators measured

Social proof aligned with buyer decision points

9. Measurement, ROl & Accountability

KPIs tied to business outcomes—not vanity metrics
Clear dashboards leadership understands

Monthly, quarterly, and YOY performance reviews
Cost-per-lead and conversion analysis
Channel-level ROI clarity

Continuous optimization cadence

Accountability ownership defined

10. Budget, Resources & Focus

Budget aligned to strategic priorities
Spend evaluated for impact, not habit
Internal vs external resource assessment

Capability gaps identified
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Marketing investment tied to growth stages
Stop-doing list created

Focus shifted from “more” to “better”

11. Culture, Process & Execution

Marketing, sales, and operations working as one team
Clear processes and ownership

Internal buy-in and belief in the brand

Training and enablement provided

Cross-functional communication cadence

Agility built into execution plans

Resistance to change identified and addressed

12. Growth Reality Check

Established companies often struggle not because they lack effort—but because:

The market has changed

The message hasn’t evolved
Leadership is invisible
Systems are fragmented

Data exists but isn’t actionable

Marketing is busy, not strategic

Growth doesn’t come from doing more.
It comes from doing the right things, in the right order, with intention.
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Why a Framework Matters

This is where a system like SLIM ROLL™ becomes critical:
*  Speak with clarity and authority
*  Lead with visibility and trust
* Inspire through proof and storytelling
*  Market with purpose and measurement

*  Repeat with discipline and refinement
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