GROWTH PLAN

TIME PERIOD

ACTIVITY

MONTH 1
(2023 - SEPT)

1) Complete Items I-VI in Start-Up Framework
2) Begin Optimization of the Website for Marketing

MONTH 2
(2023 - OCT)

1) Complete Website
2) Daily long-form blogs when the website is completed
3) Begin 1* demand generation program
a) Determine E-book subject matter and create (25 page minimum)
b) Create:
i) landing pages
ii) nurturing campaign (emails with unique content based on E-book
e Infographics
e 2-4 Page guides
e Checklists
e Case Studies
e Videos
4) Daily Omni-channel social posts pulled from above
5) Begin Monthly PR outreach
6) Begin Conversations with Connections and Contacts

MONTH 3
(2023 - NOV)

1) Rollout 1* demand generation program
2) Identify 15 companies and contacts for 1** ABM initiative
a) Repurpose month 2 Collateral for the ABM initiative
b) Rollout ABM program
3) Develop an Outline for the Weekly Podcast and begin mid-month
4) Begin the development of a monthly webinar series
a) Must be educational/informational
b) Must be with the guest influencers to target the same personas and have a list
5) We begin an aggressive growth hacking program designed to A/B test and optimize all
aspects of the program
6) Continue blogging, PR outreach, social media, outbound sales, and ABM programs

Month 4
(2023 - DEC)

1) Sign new contracts and begin to scale
a) See the revenue projection sheet
a) Minimum retainer of 3 months with transition to yearly retainers as default
ii) Financial projections can be the accumulative total of contracts
iii) All clients must be enterprise or multi-national companies
iv) Targeted companies should be B2B with a focus on Tech, SaaS, and Healthcare
2) Begin 2" demand generation program
i) See month 2 for details
3) Set up a Referral Program
4) Rollout monthly webinar series
5) Continue blogging, social media, ABM, PR outreach, growth hacking, demand gen,
nurturing, and podcast programs

Month 5
(2024 - JAN)

1) Sign new contracts and begin to scale
a) See the revenue projection sheet




b) See month 4 for client conditions
2) Develop 2™ demand generation campaign with new content

a) See month 2 for details
3) Continue blogging, social media, outbound sales, ABM, PR outreach, growth hacking,
demand gen, webinar, nurturing, referral, and podcast programs

Month 6
(2024 - FEB)

1) Sign new contracts and begin to scale
a) See the revenue projection sheet
b) See month 4 for client conditions
2) Rollout 2" demand generation program
3) Identify 15 companies and contacts for the 2" ABM initiative
a) Repurpose Month 5 Collateral for ABM initiative
b) Roll out the ABM program
4) Begin to establish a partner program
a) Establish program elements
b) Develop collateral and landing page
c) Identify prospective partners
5) Continue blogging, social media, outbound sales, ABM, PR outreach, growth hacking,
demand gen, webinar, nurturing, referral, and podcast programs

Month 7
(2024 — MAR)

1) Sign new contracts and begin to scale
a) See the revenue projection sheet
b) See month 4 for client conditions
2) Roll-out partner program
3) Continue blogging, social media, outbound sales, ABM, PR outreach, growth hacking,
demand gen, webinar, nurturing, referral, and podcast programs

Month 8
(2024 - APR)

1) Sign new contracts and begin to scale
a) See the revenue projection sheet
b) See month 4 for client conditions
2) Rollout partner program
3) Develop 3™ demand generation campaign with new content
a) See month 2 for details
4) Continue blogging, social media, outbound sales, ABM, PR outreach, growth hacking,
demand gen, webinar, nurturing, referral, partner, and podcast programs

Month 9
(2024 - MAY)

1) Sign new contracts and begin to scale
a) See the revenue projection sheet
b) See month 4 for client conditions
2) Rollout 3™ demand generation program
3) Identify 15 companies and contacts for the 3" ABM initiative
a) Repurpose Month 5 Collateral for ABM initiative
b) Roll out the ABM program
4) Develop a client retention program
a) Unique monthly content
b) Unique monthly webinar
c) Monthly temperature-taking meetings
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5) Continue blogging, social media, outbound sales, ABM, PR outreach, growth hacking,
demand gen, webinar, nurturing, referral, partner, and podcast programs

Month 10
(2024 - JUN)

1) Sign new contracts and begin to scale
a) See the revenue projection sheet
b) See month 4 for client conditions
2) Create a gamification initiative to be rolled out in July and August
3) Continue blogging, social media, outbound sales, ABM, growth hacking, demand gen,
webinar, nurturing, referral, partner, client retention, and podcast programs

Month 11
(2024 - JUL)

1) Sign new contracts and begin to scale
a) See the revenue projection sheet
b) See month 4 for client conditions
2) Develop 4™ demand generation campaign with new content
a) See month 2 for details
3) Rollout gamification initiative
4) Continue blogging, social media, outbound sales, ABM, PR outreach, growth hacking,
demand gen, webinar, nurturing, referral, partner, client retention, and podcast programs

Month 12
(2024 - AUG)

1) Sign new contracts and begin to scale

a) See the revenue projection sheet

b) See month 4 for client conditions
2) Rollout 4™ demand generation program
3) Identify 15 companies and contacts for the 4™ ABM initiative

a) Repurpose Month 5 Collateral for ABM initiative

b) Roll out the ABM program
4) Continue blogging, social media, outbound sales, ABM, PR outreach, growth hacking,
demand gen, webinar, nurturing, referral, partner, client retention, gamification, and
podcast programs

Month 13
(2024 - SEP)

1) Sign new contracts and begin to scale

a) See the revenue projection sheet

b) See month 4 for client conditions
2) Continue blogging, social media, outbound sales, ABM, PR outreach, growth hacking,
demand gen, webinar, nurturing, referral, partner, client retention, and podcast programs

Month 14
(2024 - OCT)

1) Sign new contracts and begin to scale
a) See the revenue projection sheet
b) See month 4 for client conditions
2) Develop 5" demand generation campaign with new content
a) See month 2 for details
3) Develop end of year campaign
4) Continue blogging, social media, outbound sales, ABM, PR outreach, growth hacking,
demand gen, webinar, nurturing, referral, partner, client retention, and podcast programs

Month 15
(2024 — NOV)

1) Sign new contracts and begin to scale
a) See the revenue projection sheet
b) See month 4 for client conditions
2) Rollout 5" demand generation program
3) Identify 15 companies and contacts for the 5" ABM initiative




a) Repurpose Month 5 Collateral for ABM initiative

b) Roll out the ABM program
4) Rollout end of year campaign
5) Continue blogging, social media, outbound sales, ABM, PR outreach, growth hacking,
demand gen, webinar, nurturing, referral, partner, client retention, and podcast programs

1) Sign new contracts and begin to scale
a) See the revenue projection sheet

Month 16 b) See month 4 for client conditions
(2024 - DEC) | 2) Continue blogging, social media, outbound sales, ABM, PR outreach, growth hacking,
demand gen, webinar, nurturing, referral, partner, client retention, end-of-year, and podcast
programs
2025 Wash — Rinse - Repeat




