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1. Introduction

2. TWO HYPOTHESES

TOOLS:

1. I = Initial Organisation & Automation

2. M = Market Profiling 

3. P = Persona Mapping (Key Stakeholders) 

4. A = Awareness Raising  

5. C =Contact Finding 

6. T = Tailored Engagement

AGENDA - DEVELOPING THE ULTIMATE ONLINE TOOLKIT 



1. Understand how you’re performing right now – note down the gaps 

2. Audit your top 3 offline and online competitors

3. Write down your top 3-5 core objectives  

4. Work out (and share with everyone) your 3-5 core personas – makemypersona.com

5. Tactics time – work out which will help you reach your objectives? 

6. Build the right team – understand where your gaps are 

7. Create the path from A to B with your resources and budgets – be realistic

8. Build out Google Data Studio reports to track your journey

Actions 



TWO observations



1. We are living in one of the biggest culture 
shifts business has seen



1. We are living in one of the biggest culture & 
now TECHNOLOGY shifts business has seen



2. This may be the scariest 
presentation you’ve ever seen











WHY IS THIS GENERATIONAL KNOWLEDGE SO IMPORTANT?

MARKET RESEARCH 
EMPLOYMENT BY
EMPLOYMENT OF

INVESTMENTS
PARTNERSHIPS

MARKETING



DEVELOPING THE ULTIMATE 
ONLINE TOOLKIT





An AI method of identifying the healthiest sperm to use for artificial 

insemination

At present this is done manually – a trained technician looking through a 

microscope and inspecting each one.

This technology allows a whole batch to be imaged at once and for the 

machine to pick the ‘best’ ones.

Huge potential cost saving, mostly because it cuts out the technician’s 

time and cost.

“Alphasperm”



1. I=NITIAL ORGANISATION & 
AUTOMATION

IMPACT



https://business.linkedin.com/sales-solutions/sales-navigator

Approx Cost: 70 euros pcm

https://business.linkedin.com/sales-solutions/sales-navigator


https://business.linkedin.com/sales-solutions/sales-navigator

Approx Cost: 70 euros pcm

https://business.linkedin.com/sales-solutions/sales-navigator


https://www.evernote.com

Approx Cost: From FREE

https://www.evernote.com/


https://www.feedly.com

Approx Cost: From FREE

https://www.evernote.com/


https://www.ifttt.com

Approx Cost: From FREE

https://www.evernote.com/


https://www.google.com/alerts

Approx Cost: FREE

https://www.google.com/alerts


Q & A 

https://www.hootsuite.com

Approx Cost: From FREE

https://www.hootsuite.com/


Actions 

1. Setup the tools around you to help you organise and automate the incoming 
information you’re going to begin to collate



2. M=ARKET PROFILING

IMPACT



SIZE OF MARKET, TRENDS, KEY 
PLAYERS, COMPETITORS, KEY 

INDIVIDUALS AND THEIR 
CHALLENGES

IMPACT







































https://trends.google.com/

Approx Cost: FROM FREE

https://trends.google.com/


https://trends.google.com/

Approx Cost: FROM FREE

https://trends.google.com/


https://trends.google.com/

Approx Cost: FROM FREE

https://trends.google.com/


https://trends.google.com/

Approx Cost: FROM FREE

https://trends.google.com/


https://trends.google.com/

Approx Cost: FROM FREE

https://trends.google.com/


https://explodingtopics.com/

Approx Cost: FROM FREE

https://explodingtopics.com/


TOOLS TO FIND OUT HOW PEOPLE 
SEARCH

IMPACT



https://ads.google.com/

Approx Cost: FREE (needs account)

https://ads.google.com/


https://ads.google.com/

Approx Cost: FREE (needs account)

https://ads.google.com/


https://ads.google.com/

Approx Cost: FREE (needs account)

https://ads.google.com/


https://ads.google.com/

Approx Cost: FREE (needs account)

https://ads.google.com/


https://ads.google.com/

Approx Cost: FREE (needs account)

https://ads.google.com/


Actions 

1. Setup the tools around you to help you organise and automate the incoming 
information you’re going to begin to collate

2. Immerse yourself in your market to understand who operates in this space and 
who might compete



3. P=ERSONA MAPPING

IMPACT



WHAT IS A PERSONA? 



JO(E)

CHARLIE

• BUSINESS OWNER 
• 2 MILLION +
• DOMINANT / DEMANDING
• DRIVEN BY ROI 
• DRIVEN BY LUXURY LIFESTYLE
• ON FACEBOOK TO KEEP UP WITH THEIR 

KIDS/GRANDKIDS 
• ON LINKEDIN BUT NOT SURE ABOUT HOW TO USE IT 
• RARELY ON TWITTER 
• DOESN’T EVEN KNOW WHAT TIKTOK OR SNAPCHAT 

ARE! 

 

• MARKETING MANAGER / ASSISTANT 
• 2ND / 3RD ROLE IN CAREER 
• WORKS FOR JO’S COMPANY 

• ON THEIR WAY UPTO MARKETING DIRECTOR 
• WANTS THE SAME AS JO BUT WANTS TO 

UNDERSTAND MECHANICS
• ENJOYS AN ALE/PROSECCO AT THE WEEKEND WITH 

FRIENDS 
• READS MARKETING WEEK
• ON MOST OF THE DIGITAL CHANNELS (PROBABLY 

NOT SNAPCHAT/TIKTOK) 

 



Continued Education Project – EXETER UNIVERSITY



WHO COULD YOU CREATE 
PERSONA’S FOR:

INVESTORS
PARTNERS
LICENSEES

INFLUENCERS…



https://www.hubspot.com/make-my-persona

Approx Cost: FREE

https://www.hubspot.com/make-my-persona


https://sparktoro.com/

Approx Cost: FROM FREE

https://sparktoro.com/


https://sparktoro.com/

Approx Cost: FROM FREE

https://sparktoro.com/


https://sparktoro.com/

Approx Cost: FROM FREE

https://sparktoro.com/


https://sparktoro.com/

Approx Cost: FROM FREE

https://sparktoro.com/


This is where it gets scary



https://chat.openai.com/

Approx Cost: FROM FREE

https://chat.openai.com/






















Actions 

1. Setup the tools around you to help you organise and automate the incoming 
information you’re going to begin to collate

2. Immerse yourself in your market to understand who operates in this space and 
who might compete

3. Take your technology/project and train chatGPT on it. Begin by asking it 
questions and getting it to help you with tasks like persona development (not 
confidential)



4. A=WARENESS RAISING

IMPACT











https://answerthepublic.com/

Approx Cost: FROM FREE

https://answerthepublic.com/


https://answerthepublic.com/

Approx Cost: FROM FREE

https://answerthepublic.com/






But not just for your platform...







Actions 

1. Setup the tools around you to help you organise and automate the incoming 
information you’re going to begin to collate

2. Immerse yourself in your market to understand who operates in this space and 
who might compete

3. Take your technology/project and train chatGPT on it. Begin by asking it 
questions and getting it to help you with tasks like persona development (not 
confidential)

4. Ensure you have a ‘space’ online to point people back to



5. C=ONTACT FINDING
”WATERING HOLES”

IMPACT



https://www.reddit.com/

Approx Cost: FREE

https://www.reddit.com/


https://www.reddit.com/

Approx Cost: FREE

https://www.reddit.com/


https://www.reddit.com/

Approx Cost: FREE

https://www.reddit.com/


https://www.reddit.com/

Approx Cost: FREE

https://www.reddit.com/














Actions 

1. Setup the tools around you to help you organise and automate the incoming 
information you’re going to begin to collate

2. Immerse yourself in your market to understand who operates in this space and 
who might compete

3. Take your technology/project and train chatGPT on it. Begin by asking it 
questions and getting it to help you with tasks like persona development (not 
confidential)

4. Ensure you have a ‘space’ online to point people back to
5. ‘Watering Holes’ provide another source of potentially relevant contacts for 

outreach



5. C=ONTACT FINDING
INFLUENCERS

IMPACT





https://buzzsumo.com/

Approx Cost: FROM FREE

https://buzzsumo.com/


https://buzzsumo.com/

Approx Cost: FROM FREE

https://buzzsumo.com/


https://buzzsumo.com/

Approx Cost: FROM FREE

https://buzzsumo.com/


Actions 

1. Setup the tools around you to help you organise and automate the incoming 
information you’re going to begin to collate

2. Immerse yourself in your market to understand who operates in this space and 
who might compete

3. Take your technology/project and train chatGPT on it. Begin by asking it 
questions and getting it to help you with tasks like persona development (not 
confidential)

4. Ensure you have a ‘space’ online to point people back to
5. ‘Watering Holes’ provide another source of potentially relevant contacts for 

outreach
6. Use the tools to find and store key influencers in the market for potential 

outreach



5. C=ONTACT FINDING
USING YOUR NETWORKS

IMPACT



6000

1000

2000

9000















22/05/23









Actions 

1. Setup the tools around you to help you organise and automate the incoming 
information you’re going to begin to collate

2. Immerse yourself in your market to understand who operates in this space and 
who might compete

3. Take your technology/project and train chatGPT on it. Begin by asking it 
questions and getting it to help you with tasks like persona development (not 
confidential)

4. Ensure you have a ‘space’ online to point people back to
5. ‘Watering Holes’ provide another source of potentially relevant contacts for 

outreach
6. Use the tools to find and store key influencers in the market for potential 

outreach
7. Work your contact spheres - who are you linked to already? Save for outreach



6. T=AILORED CONVERSATIONS

IMPACT



https://www.crystalknows.com/

Approx Cost: FROM FREE

https://www.crystalknows.com/


https://www.crystalknows.com/

Approx Cost: FROM FREE

https://www.crystalknows.com/


https://www.crystalknows.com/

Approx Cost: FROM FREE

https://www.crystalknows.com/


https://www.crystalknows.com/

Approx Cost: FROM FREE

https://www.crystalknows.com/


https://www.crystalknows.com/

Approx Cost: FROM FREE

https://www.crystalknows.com/


https://www.crystalknows.com/

Approx Cost: FROM FREE

https://www.crystalknows.com/


https://www.crystalknows.com/

Approx Cost: FROM FREE

https://www.crystalknows.com/


https://www.hunter.io/

Approx Cost: FREE

https://www.reddit.com/


SUMMARY

1). Are you considering multiple generations in your approach?

2). Setup tools to organise and automate your processes

3). Research the market – search / social

4). Work out your personas - who do you need to talk to?

5). Setup and use your platform (personal & organisation)

6). What content will attract your personas? Does it answer their pain questions?

7). Build lists of people you want to reach out to

8). Ensure you give yourself the best chance of engagement



Connect with me:

www.findingyourpassion.co.uk
www.optixsolutions.co.uk

www.marketingleaders.community

alastairbanks.substack.com

alastair@optixsolutions.co.uk

https://www.linkedin.com/in/alastairbanks/
www.youtube.com/alastairbanks

www.Instagram.com/banksy6 

@banksy6

Connect with me on 
LinkedIn

http://www.optixsolutions.co.uk/
http://www.optixsolutions.co.uk/
mailto:alastair@optixsolutions.co.uk
https://www.linkedin.com/in/alastairbanks/
http://www.youtube.com/alastairbanks
http://www.instagram.com/findingyourpassionuk
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