
Marketing
Marketing for Investment & Exit 

Fueling recruitment business growth through impactful marketing

Key value drivers
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Action items

Quality of brand/service
● Review your online presence
● Promote the company visual/narrative brand
● Articulate your value proposition
● Ensure all materials reflect the company identity
● Invest in SEO to increase visibility
● Invest in company / executive PR

Scalability
● Review your customer ecosystem 
● Consider X-sell and ABM
● Assess your CRM and percentage engagement
● Invest in marketing automation
● Identify your cost per customer (candidate / client) 

acquisition
● Develop an annual marketing strategy

Technology/systems/controls
● Ensure your website is primed for inbound traffic and 

conversion
● Invest in marketing with website at the core
● Initiate marketing automation to engage your 

database
● Consider your wider tech stack and how marketing 

aligns with your BD and operations


