
16 DIGITAL MARKETING EXPERTS 
Share What You Can Do Now To Pivot, Persist 
and Prosper During Unprecedented Uncertainty

Transformation
in Turbulent Times



THERE’S NO POINT DENYING IT: 
THE WORLD IS IN FLUX.
And if you’ve been struggling to navigate today’s business 
environment, you’re not alone.

These 16 digital marketing experts run small businesses, too. And 
they’re trying to make sense of things, just the same as you are.

But here’s what they know—and what they hope you remember.

Focusing on lead generation, marketing, sales, and branding will 
help you get through these difficult times.

The people quoted here believe—as you surely do—that things will 
rebound. That despite all the turmoil, the way forward will require us 
to grow, not shrink.

And whether you’re working hard to make sure that growth 
happens now, or you’re confused about where to go next, know this…

When you’re ready, the expert who sent you this document can help 
you, just like the others are helping their own clients.

16 communities, across America and around the world, leaning into 
uncertainty and doing what it takes to succeed…

See?

Told you you’re not alone.
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UNDERSTANDABLY, COVID-19 ARTICLES ARE 
GETTING A LOT OF GOOGLE TRAFFIC RIGHT NOW. 

So think like a media company and consider using this an opportunity to create a 
piece of authority content connecting what you do to COVID-19.
For example, a cleaning services company could create a blog post or video talking 
about how to keep a home or office safer from issues—both now and in the future.
Another example would be for a bike shop owner to talk about how more people 
using bikes instead of public transportation could help curb the spread of the virus.
People are consuming content about the Coronavirus all day—so you might as well 
take advantage of this opportunity to spread some awareness about your business.

Jeff Couret, SEOak | Harahan, LA
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PEOPLE ARE USING THEIR PHONES AND 
SCREENS AT ALL-TIME HIGHS RIGHT NOW. 

So no matter what is happening with your business right now—even if you’re 
closed—DO NOT GO DARK. 
Now is the time to get in front of them with visual content and virtual 
communication! We’ve been helping our clients get that done immediately, even in 
a virtual environment, and you can do it too.

Vince Lujan, Vinrock Media | Pueblo, CO
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DISCOVER AND LEARN HOW TO IMPLEMENT INNOVATION 
AS A TOOL WITHIN YOUR ORGANIZATION. DON'T BE SCARED 
OF INNOVATION—IT'S FOR EVERYONE, NOT JUST CREATIVES.

Learn to incorporate innovation in your business. Ask yourself 1.) What do people 
desire? 2.) What is technically feasible—that we can do in our company? And 3.) 
What is financially viable? These are the foundational tools of innovation you can 
use in every season.
Then think of your project as its most simple version, always being updated into 
new versions. Start with the most basic version first, as fast as possible.
Innovating can be more important than simply increasing your ad spend—because 
if people don’t think they want your existing product or service, no matter whether 
or not they actually need it, you’ll become irrelevant. Innovate to stay necessary.

Staeven Frey, Quantum Branding | Nashville, TN
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USE THIS TIME TO FINALLY LAUNCH THAT COURSE, 
ONLINE PROGRAM, OR ONE-TO-MANY VIDEO YOU'VE 

THOUGHT ABOUT BUT NEVER PULLED THE TRIGGER ON. 

You can use it to leverage your revenue and reach beyond those four walls of your business. 
Start now when you have extra time and your clients are stuck at home bored 
stiff—but still want to solve their problems.

Josh Parkinson, Resonate Web Leadership | Seattle, WA
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IF YOU’RE NOT ALREADY DOING THE MAJORITY OF 
YOUR BUSINESS ONLINE, NOW IS A PERFECT TIME.

Leverage your existing email list with one-to-many messages, information, offers, 
invitations to read content or watch webinars, small group coaching, and so on.
And consider reaching out to individual clients with customized product offers or 
virtual services. Drumming up business from your existing client base will be the 
cheapest, fastest and most effective marketing tool you have.
Yes, you CAN launch something quickly—using simple tools. And it's easier than you 
think to get started. Especially now. What you need most is simply the confidence 
that you can do it.

Stephanie Hofhenke, STRING Marketing | Minneapolis, MN
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THE BEST DEFINITION OF A BRAND IS “THE GUT FEEL-
ING A CUSTOMER HAS ABOUT YOUR BUSINESS.” 

You can build a positive gut feeling by caring about your customers in this stressful time.
I’m talking about genuine caring. If you’re thinking of faking it, stop reading right now.
If you’re for real, wrack your brain for ways to make a real difference however you can.
Consider all the things you could do to offer practical help to your customers. Look for 
every possible way to ease their minds.
You’ll become recognized as the alternative to the more well-known brand that didn’t 
go all out when it mattered. 

Jeff Stadden, Ten After One | Lancaster, PA
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UNLESS YOU ARE IN AN INDUSTRY THAT IS TOTALLY 
CLOSED FOR THE NEXT 30-90 DAYS, DO EVERYTHING 
IN YOUR POWER TO KEEP YOUR MARKETING GOING. 

Pay-per-click advertising, social, and all other digital streams—NOW is the time to 
double down. 
For the first time in your lifetime, your buyers are almost 100% at home. (Or soon 
will be.) That means you have the most captive audience in the history of marketing. 
Find your opportunity in the chaos we are currently experiencing—it is there.

Shane Roberson, Integrity Web Studios | Metairie, LA
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FOCUS ON THE THINGS YOU CAN CONTROL. 

Don’t get overwhelmed by the possibilities and ‘what ifs’—especially the negative ones. 
Take action to move forward, in a positive way, based on the knowledge you have at hand.
Keep in mind that the things you need to be doing for the next few months are the 
same things you should have been doing for the past few months. It's ok to pivot, and in 
many cases necessary, but stick to your process, and try not to get too distracted. 
If you are trying something new, make decisions quickly, don’t get caught up with 
perfection paralysis, take fast action to implement, learn and refine as you go. 
Above all, double down where you know you can add value. Clients and prospects, 
partners and promoters are seeking expertise and ideas. These are unprecedented 
times, make it your moment to shine.

Bryon and Kellie McCartney, ArchMark | Estero, FL
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YOUR HEALTH IS YOUR #1 PRIORITY. TAKE CARE OF 
YOURSELF SO YOU CAN TAKE CARE OF OTHERS.

But once you’ve made that a habit, your next priority should be to add value 
wherever you can—blogs, social media, emails to customers and so on.
We always see new ways of life come out of a crisis—which means we may be 
witnessing a fundamental shift in not only business, but in life as a society.
I have to think that the way through is in caring for others and providing as much 
value as you can.

Austin Crane, Bellaworks | Charlotte, NC
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PEOPLE ARE STILL LOOKING FOR HELP.

Consumers may have “pumped the brakes” on making big purchases and 
investments, but that doesn’t mean that they aren’t still active online. 

We’re seeing real opportunities to fill the top of your sales funnel with valuable 
insights, information, and instructional materials that can help drive sales later on.

Now is a great time to get an understanding of some of the challenges your audiences 
are facing—and create instructional materials to help them learn how to solve those 
problems today. 

Even reaching outside of what your business provides can prove beneficial for 
relationship-building... Which can transition into sales opportunities in the future.

Stu Swineford, Relish Studio | Denver, CO
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DURING THESE TIMES WHERE SO MANY PEOPLE ARE 
STUCK AT HOME, MORE PEOPLE THAN EVER ARE 
SEARCHING ONLINE FOR YOUR PRODUCTS AND SERVICES. 

One thing to consider is what your Digital Footprint looks like. Your Digital 
Footprint comprises all the places your business is visible online—including your 
website, your Google My Business page, your social media profiles, directory 
listings, review sites, Chamber of Commerce, and so on.
Updating your Digital Footprint will improve your visibility, increase awareness, 
and build your audience while attracting new leads—all benefits for your business 
now and in the future.

Barry Alt, Motorhead Digital | Palmyra, NY

Laura Theaker Sutherly, Agtivation | Troy, OH
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KEEP YOUR MARKETING GOING—OR, IF YOU CAN, RAMP IT UP. 
BUT MAKE SURE YOU’RE OFFERING VALUE AND HELPING.

 
Consider offering lower-cost options or create new high-value virtual options that 
make them feel safe.
People are online. They're searching and scrolling. This means that even if they can't 
purchase anything now, they'll remember you later if you’re providing as much 
value as you can. 

Debra Friday Scarpa and Ashley Blaesing, Friday Marketing | El Dorado Hills, CA
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IN TIMES OF CRISIS, SALES OFTEN SLOW WAY DOWN. 
MAKE SURE YOU’RE OUT THERE IN FRONT OF 
PROSPECTS MUCH MORE OFTEN. 

Use all possible means of communication to be in front of potential clients and provide 
real, valuable content that helps them survive or thrive during these difficult times. 
You will create loyalty and future sales this way.
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DURING TIMES OF ANXIETY, CHILDREN’S’ TELEVISION HOST 
MR. ROGERS LIKED TO REPEAT WORDS HIS MOTHER TOLD 

HIM WHEN HE WAS SCARED: “LOOK FOR THE HELPERS. YOU 
WILL ALWAYS FIND PEOPLE WHO ARE HELPING.”

 
This is an incredible time to be one of those helpers—and go out of your way to 
encourage and serve your clients. 
Use this time to share personal stories behind why you love your work, and talking 
about what motivates you to keep serving. You’re also likely to have things to share 
about how to move past hurdles and use them as a way to grow. Talk about this 
part of your personal focus and determination to inspire your followers.

Gretchen Ozee Cawthon and Trina Fisher, Left Right Labs | Decatur, IL & Orange, CA
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Alexander Galarraga, SPIN Internet Media | Willemstad, Curaçao
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LET’S BE HONEST... THIS SUCKS. AND YOU MAY FIND 
YOURSELF WITH TIME ON YOUR HANDS, BUT THERE’S 
A SILVER LINING. 

You now have the time to focus on—and level up—your business, so that when this is 
over, and it will be over at some point, you come out stronger and more durable. 
What should you upgrade? I’d like to answer that question with another question: 
What will make the biggest impact? 

Here are some possibilities:
■  The clarity of your messaging
■  The way you’ve positioned your brand
■  Whether your visual identity is serving you
■  How easy it is for customers to use your website
■  Whether your company looks consistent across all your digital channels  
    (LinkedIn, Google My Business, Facebook, Instagram, etc)
■  The effectiveness of your sales tools: slide decks, case studies, brochures, 
    trade show materials, videos, landing pages, lead generators, and so on
■  Your authority in the market: articles, LinkedIn posts, recorded webinars, and 
     videos, etc.

Regardless of when, where and how much you choose to upgrade, changes in any of 
these areas will make a big impact.

Tracy O’Shaughnessy, Branding & Beyond | Austin, Texas
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Nate Freedman, TechPro Marketing | Swansea, MA

AS A BUSINESS OWNER, I UNDERSTAND HOW DIFFICULT 
IT CAN BE TO SERVE YOUR CURRENT CUSTOMERS AND 
STILL GROW AND EVOLVE YOUR OWN ORGANIZATION. 

But the one thing that the most successful companies have in common? They know 
how to implement a three-pronged strategy that helps them become the business they 
hope to be running in the future.
First, you need to identify what your dream customer looks like, so you can make 
decisions that attract and engage them.
Then you need to let those people know that you exist. 
Finally, you need to talk about how you solve problems in a way that nobody else 
does—and ask those dream customers to work with you.
At the end of the day, your growth rests on nothing more than those three things.
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