


My Approach:
YesGrowth allows investors to participate in the financing 

of loans to SMEs in the UK and Europe. 

It also facilitates loans to SMEs. Their interest rates are far more 
competitive than high street banks and building societies. 

My role was to develop a creative branding solution 
that included content marketing, thought-leadership 

and social media advertising.



The Challenge



YesGrowth had 3 main aims:

● Boost Brand Awareness

● Increase Conversions

● Boost Engagement



Buyer Journey



Mapping The Buyer Journey

● I started by setting out the unique steps and stages 
that of the customers

● The next step was to highlight the goals, activities 
and opportunities at each stage

● This buyer journey was then linked to the digital 
marketing strategy





My Process



Content Strategy



To develop a digital strategy, I did the following:

Coordinated with the finance team, CEO and customer 
service teams to set a marketing budget and ensure the 

strategy fits within that plan

Conducted a full website audit using Google Analytics, 
Moz, and HubSpot

This included a full SEO strategy, social media audit and 
email marketing strategy



I also created audience avatars to ensure the marketing 
campaign was correctly targeted

I then conducted keyword analysis, and researched 
topic ideas

The chosen topics were then organized into a content 
calendar

This was then sent to the client for review



Content Creation



My digital marketing campaign consisted 
of the following:

Whitepaper

Facebook and Linkedin Posts

Website copy

Email Marketing



Whitepaper



Outcomes
I wrote a 19 page whitepaper about alternative funding

The whitepaper included statistics, case studies and 
financial research.

More than 200 people purchased the whitepaper from 
the client website.

The client gained new business customers after I 
promoted the whitepaper on their Linkedin page.



Social Media Posts



Facebook
I created a number of Facebook ads aimed at small 
business owners over the course of 6 months

This included a mixture of In-Post adverts, and 
retargeting ads. 

The ads generated more than a million impressions

It also generated $17,000 (£13,928) in revenue





Twitter & Linkedin

I also created the Twitter and Linkedin pages on behalf 
of YesGrowth

I grew the followers on both pages by posting regularly, 
resharing other content and participating in online 
discussions and commentary





Email Marketing



Email Marketing Process

● I started by analysing the original email strategy
 

● The next step was to outline the email marketing goals, 
deliverables and timelines

● I then defined the user flow and audience groupings, 
and analysis methods before creating the email content

● The strategy resulted in 600+ new business subscribers, 
worth a total of £80,000 within an 18 month period



Overall Results & Outcomes



Increased Conversions & Engagement

Overall, I successfully obtained the following:

● £13,000 in revenue from social media ads
● 600 new subscribers, (worth £80,000)  from 

email marketing
● 200 new purchases of the whitepaper


