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Being a small marketing team is challenging, especially a solo one. You’re balancing 
various types of marketing initiatives, including social media, brochures, tradeshows, 
content marketing, lead generation campaigns, and everything in between.

You are getting pulled in many different directions. You’re supposed to build sales 
enablement pieces while you’re working on anything upper management sends your way. 
And you haven’t even started executing the marketing strategy you created to meet your 
goals. Even though you’re trying to balance everything on your plate, you sometimes feel 
like that plate is about to fall to the ground and smash into a thousand pieces.

But here’s the good news: You’re not alone. Even better news: There are great resources 
out there.

Here are 10 tips to help you manage your small marketing team:
 

No matter what industry you’re in, you have expertise and best practices. One of the best 
ways to reach your customers and prospects is creating content they’ll want to consume.
 
Here’s an example: An injection-molding firm wants to let its customers know about a new 
process they’re using to cure O-rings. So, they create a white paper. Then what?

The firm can repurpose this information into much more than just a white paper. They can 
break down the process into a few different blogs. For instance, they could write a piece 
about the way this process differs from their previous method, the way it compares to 
other processes in the marketplace, and how it’s used.
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TIP #2: DON’T FORGET YOUR PURPOSE.
It’s easy to get lost in the daily grind. You have a lot of responsibilities, and you’re doing 
your best to keep up with demand. When things get hectic, focus on your purpose.

You have a marketing plan and strategy in place. Everything you do should be in line with a 
direct path to your goals.

Any time you start thinking about launching a new campaign, answer these questions:

•    How does this campaign fit into my overall marketing goals?

•    What is the KPI?

•    What is the time commitment for this new task?

•    What resources do I need?

Social media posts and infographics can be created to highlight the longer-form content. 
Additionally, the firm can generate a live webinar, where prospects and customers can 
come learn the new process and ask questions about it. Or they can turn this content into 
an audio file. Then people can listen to it while they’re driving or cooking dinner.

All these different marketing initiatives originally stemmed from the efforts put into one 
white paper, but this firm built many avenues to distribute this information. 

White Paper

Blog

Social
Media Posts

Infographics

Audio File

Webinar
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TIP #3: Q&A INTERVIEWS
Writing content can be time-consuming. Luckily, there’s a workaround. Posting Q&A 
interviews can be less time-consuming than other articles, especially if your interview 
subject is even a little bit tech-savvy.

You can send your interviewees your questions via email, and they can respond when they 
have time. Then you edit their responses for brevity, clarity, and grammar. And you’re all 
set!

Since these interviews are informative and straight-to-the-point, they’re easy reads for 
your target audience, and they shed light onto the topic at hand. They’re also fantastic 
ways to showcase multiple team members as thought leaders in the markets and 
industries you serve.

TIP #4: PLANNING PROCESS
Most marketers create a yearly marketing plan, then present it to their C-Suite. This plan 
showcases everything they have in store for the next year. But by the end of March, that 
plan is usually out the window. Why?
 
Things change rapidly for small marketing teams. You go into a new year with the best 
intentions of sticking to your plan. And every year, you promise yourself you will stick to 
the plan this time. Nevertheless, these intentions aren’t always realistic.

While you may have seen the next cool new thing at a conference, you should only test it 
out if you can fit it into your plan. If your main marketing goal involves promoting new 
product lines for the year, that’s where your efforts should be (unless you decide to pivot 
your plan and develop a new goal).

Remembering your purpose extends to everything coming your way. When someone at 
your company needs something from you, it’s important to ask about:

•    Priority

•    Timeline

•    How it fits into company goals

At first, it can feel overwhelming to ask your boss or coworker these questions. But remember, 
you’re not asking them to be pushy. You’re getting everyone on the same page and managing 
expectations for tasks.
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•    Timing 
To thrive, social media requires consistent posting. You want to produce two white 
papers this month, so you can promote them in four drip campaigns in different 
markets. The event prep is underway, and you need to complete the graphics for a 
new brochure. It’s time to do an SEO audit, and you need to check in on your 
top-read blogs to start a new content marketing initiative. Sound familiar?

Since marketing tasks are endless, it’s extremely important to set up deadlines and 
understand the best time to deploy all your tasks. When a colleague shoots over an 
idea for a new marketing campaign, ask him or her to give you a deadline and assign 
it a priority. (And it can’t just be “ASAP.”)

The best way to plan involves being realistic about your goals. You may be more 
successful in the long term if you focus on quarterly goals, rather than yearly ones. This 
strategy forces you to check in with your objectives and KPIs every three months, instead 
of once a year. In addition, it allows you to adapt to anything that comes your way more 
quickly. If there’s a new marketing technique that’s taking the industry by storm or an 
economic downturn, you can pivot faster, and you’ll waste less of your plan. 

TIP 5: EMBRACE THE THREE T’S OF 
SMALL MARKETING TEAMS
Small marketing teams are great at juggling. A new task is always popping up, and you 
need to complete backburner items at some point. By embracing the Three T’s of small 
marketing teams, you’ll be equipped to handle anything that’s thrown your way.
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•    Canva (graphics)

•    Buffer (social media)

•    Hotjar (heat maps)

•    Pixabay (stock images)

•    Trello (project management)

•    Timecamp (time tracker)

TIP #6: USE THE TOOLS AT 
YOUR DISPOSAL
Technology is your friend. From social media dashboards (such as Hootsuite and Buffer) to 
full-blown marketing automation platforms (such as HubSpot and Sugar Market), there’s 
technology on the market that’s specifically designed to help you improve your 
efficiency—despite the size of your team.

Maybe you’ve shied away from marketing solutions in the past because you’re concerned 
about the investment. If so, try out some of the free solutions available. They include:

•    Team
If you’re a one-person marketing team, you’re probably thinking, “What team?” But 
your team could include anyone you outsource your marketing to, including your 
graphic designer and copywriter.

And don’t forget about your team members in other departments. For instance, they 
may be able to help you write a Q&A interview or a blog.

•    Talent
A key to the success of any small marketing team is understanding your team’s 
strengths and weaknesses. It’s not easy to admit your own weaknesses, but it’s 
better to keep what you’re good at in-house and outsource your shortcomings. 
Maybe you’ve never conducted an SEO audit. Or you’re great at creating marketing 
automation campaigns, but you struggle with writing the content.

Once you understand the talent you have available, you can most effectively figure 
out your next steps. 

Then set up realistic deadlines for when you’ll do the work and get it out into the 
world.
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•    Where is your audience? 

•    Where do you finds leads and potential customers?  

•    Where are you interacting with them? 

TIP #7: REPLICATE SUCCESSES
When you create a marketing campaign, you may not need to reinvent the wheel. If 
something was successful, try replicating that success.

For instance, if you are a trucking company and navigated through a successful driver 
recruitment campaign for the Northeast, how can you run that same campaign in the 
Southeast? To personalize it, what would you need to change (without exerting much 
effort)?

TIP #8: MASTER THE MEDIUM YOUR 
AUDIENCE IS IN
Even if you have a small marketing team, you don’t want to look like you do. You want to 
be everywhere and do everything. Or at least look like you are.
Answer these questions:

Once you figure out where you’re having the best engagement with your customers and 
prospects, focus your energy there. Then, you’ll look like a master of all.

For example, Melinda is a one-person marketing team for a midsize manufacturer. She 
knows that Facebook is largely considered to be the biggest social media platform, and it 
has robust options for ads. So she focuses her social strategy on that site. In reality, she 
ends up getting the most engagement from job seekers and other manufacturers on 
LinkedIn.

Here another example: Jerry loves to write content. He’s in charge of content marketing for 
a transportation company. He wants to create content for drivers, so he crafts some short 
blogs that he thinks they can read quickly. But while drivers spend a lot of their free time 
on social media, they spend most of their time on the road. So one of the best ways to 
reach drivers involves creating audio content they can listen to while they’re driving.

If you want to look like you’re everything to everyone, you have to know where your 
customers and prospects are and engage with them there.
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TIP #9:  DON’T WAIT FOR PERFECTION
There’s an art to “good enough.” While it can be 
incredibly challenging to let some things remain 
imperfect, it’s too easy to get caught in the 
weeds.

In all likelihood, you spend too much time on a 
graphic for social media, or you stare at the 
same piece of content for days on end. Then 
when you send it out, you’re still afraid it isn’t 
perfect.

While you don’t want to send out an email 
campaign with obvious grammatical errors or 
clashing colors in the artwork, you’ll waste 
precious time if you take hours (or even days) 
perfecting it.

TIP #10: EMBRACE OUTSOURCING OPTIONS
Remember, while doing everything in-house is a great goal, it may be unrealistic. As a 
small marketing team, you may have an expert content writer or a marketing strategist. 
But chances are you don’t have a copywriter, graphic designer, SEO expert, and a 
marketing automation genius.

Keeping up with every marketing trend out there and producing everything you need to 
send out can become a never-ending task.

You know you need more help, but it can be tough to get the budget to hire on more 
people. Instead, try outsourcing some of your marketing services.

If you’re not fully ready to commit, try hiring an SEO consultant to give you tips on ways to 
improve your rankings. Or partner with a marketing agency that offers limited commit-
ment, which will allow you to get a feel for your needs.

•    Conclusion
You can more effectively execute your marketing plan and get the most from your 
time if you implement some best-practice strategies. And you’ll reap the rewards of 
great work if you more fully understand your resources (both your personnel and 
technology) and repurpose and replicate your efforts.
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FayeBSG is a global technology company that helps companies grow by 
successfully creating, customizing, implementing, and managing industry 
leading customer experience, CRM, and ERP software platforms to meet ever 
evolving business needs.

As a SugarCRM Elite partner and awarded the 2020 SugarCRM Global 
Reseller of the Year, FayeBSG is also a leading partner with Sage, Zendesk, 
Ytel, Hubspot and a variety of custom software solutions.

FayeBSG is known for their SugarCRM integrations with Sage 100, 
Quickbooks, NetSuite, Acumatica, Intacct, Constant Contact, Authorize.Net, 
Hubspot, Ring Central, Box, Jira, Ytel, and more. Services include project 
management, software implementations, consulting, training, custom 
development, and support.

The FayeBSG Marketing Services team focuses on customized in-house digital 
marketing programs that range from short-term engagements to longer-term 
marketing strategy support.

Specializing in software implementations and personalized on-demand 
marketing solutions for a variety of industries, FayeBSG has customized 
successful CRM, ERP and Marketing Automation platforms for a variety of 
mid-market and enterprise businesses.

For more information, please visit www.fayebsg.com.

5950 Canoga Ave., Suite 615 Phone 818-280-4820
Woodland Hills, CA 91367 Fax 818-280-4821

About FayeBSG 
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