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A practical guide for small business owners
who are working hard, showing up consistently,
and still not seeing the growth they expected.

Clarify your message. Strengthen customer connection.
Build a system for growth.
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BREAK THROUGH
THE PLATEAU
7 Marketing Fixes for Small
Businesses That Feel Stuck
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IS THIS YOU?

GROWTH STALLS WHEN CUSTOMERS 
CAN’T QUICKLY UNDERSTAND:

NEXTLEVELDMS.COM

If you're working harder but not seeing proportional growth, this guide is for you. 
Most plateaus don't come from a lack of hustle - they come from a lack of clarity
and a repeatable system.

When people are confused, they usually don’t take action.

That’s why more marketing is not always the answer. More
posts will not fix an unclear message. More traffic will not fix
a weak customer journey. More visibility will not
automatically create more trust or more conversions.

What most businesses need is a clearer, more connected
marketing system—one that helps customers understand
the value, trust the process, and confidently move forward.

Revenue has been flat for 1+ years?

Who you help

What problem you solve

Why your solution matters

What they should do next

Referrals are inconsistent?

Social media activity is not leading to real inquiries?

Customers buy once but rarely come back?

Growth feels harder than it should?



MOST SMALL BUSINESSES DO NOT
NEED MORE RANDOM MARKETING

THE GOOD NEWS IS THAT ONCE YOU
IDENTIFY THE WEAK POINTS, YOU CAN

START FIXING THEM ONE BY ONE.

THEY NEED BETTER ALIGNMENT BETWEEN

MESSAGE
OFFER
CONTENT
CALLS TO ACTION
FOLLOW-UP
CUSTOMER EXPERIENCE
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If customers do not quickly understand how you help them, they move on.

If your message feels scattered, vague, or hard to explain, use this simple framework
to tighten it up. At Next Level DMS, we believe strong marketing starts when a
business stops trying to say everything and starts saying the right things clearly.

Use these 5 questions to make your message easier for customers to understand
and easier for your business to repeat consistently.

Name the problem in plain
language. Focus on the
frustration they already feel.

Example: They are stressed
about finances. Their website is
not bringing in leads. Their back
pain is limiting daily life. Planning
their event feels overwhelming.

2. What problem are they
dealing with?

THE 7 MARKETING FIXES
NEXTLEVELDMS.COM

FIX #1: CLARIFY YOUR MESSAGE

Be specific. Not everyone. Not
“whoever needs this.” Focus on
the people you serve best.

Example: Busy homeowners,
first-time buyers, overwhelmed
parents, growing small business
owners, active adults over 40.

1. Who is your customer?

Show the win. Help them picture
what gets better.

Example: More qualified leads.
More repeat customers. Less
confusion. More confidence. A
smoother event. A safer home.
Better health.

4. What does success
look like?

Do not leave them guessing. Give
them a clear next step.

Example: Schedule a
consultation. Request a quote.
Book an appointment. Download
the guide. Call today.

5. What should they do
next?

Explain your solution clearly and
simply. Skip the jargon.

Example: We help small business
owners clarify their message and
build a marketing system that
turns attention into leads.

3. How does your
business help?

https://nextleveldms.com/
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The Simple Message Formula

Quick Test: Is Your Message Clear?

Once you answer those five questions, you can turn them into a basic message:
We help [who you help] solve [the problem] so they can [the win].

Here are a few examples:

Can a new visitor tell who I help within a few seconds?
Does my message name a real problem my customer cares about?
Does it show the result or win clearly?
Does it make the next step obvious?

If the answer is no, your message probably needs to be simplified.

THE 7 MARKETING FIXES
NEXTLEVELDMS.COM

FIX #1: CLARIFY YOUR MESSAGE

ACCOUNTANT:

PHYSICAL
THERAPIST:

We help small business owners understand their numbers and
improve cash flow so they can make smarter growth decisions.

We help active adults reduce pain and move better so they can
get back to the life they enjoy.

EVENT
PLANNER:

We help busy hosts plan polished, well-organized events so they
can enjoy the moment without the stress.

ROOFER: We help homeowners protect their property with reliable roof
repair and replacement so small issues do not turn into major
expenses.
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THE 7 MARKETING FIXES
NEXTLEVELDMS.COM

Many small businesses post whenever they think of something to say. One post may
promote a service, another may be inspirational, and another may have no clear
connection to a business goal at all. This makes marketing feel active, but not
effective. Random posting often leads to weak engagement, unclear messaging,
and inconsistent results.

Create a simple content plan where each post has a purpose. Instead of asking, “What
should I post today?” ask, “What does my audience need to see in order to trust us,
understand us, and take the next step?”

A simple way to do this is to rotate through 4 content jobs each week:

FIX #2: STOP POSTING RANDOMLY AND START
POSTING WITH A PLAN

The Simple Posting Strategy

Speak to a frustration, risk, or challenge your
customer is already dealing with. This helps
people recognize themselves in your content.

Show that your business can deliver results. Use
a client story, before-and-after, testimonial, or
simple explanation of your process.

Invite the audience to take a clear next step.
Keep it simple and direct.

Teach something practical that helps the
customer make a smarter decision. This builds
credibility.

Example: “Small roof leaks rarely stay small.
What starts in one spot can lead to water
damage, mold, and higher repair costs.”

Example: “This homeowner called us about a
minor leak. We caught the issue early and
helped them avoid more extensive interior
damage.”

Example: “If you are unsure about the
condition of your roof, schedule an inspection
before small issues become major repairs.”

Example: “3 signs it may be time to schedule a
roof inspection before the next storm.”

Problem Post

Proof Post Action Post

Helpful Post
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THE 7 MARKETING FIXES
NEXTLEVELDMS.COM

A physical therapy clinic wants more evaluation appointments but has been posting
random exercise clips and office photos. Instead of posting without a plan, they switch
to a weekly content rhythm:

When your content has a purpose, your marketing
becomes more focused and more persuasive.

People begin to understand the problems you solve,
trust your expertise, and see a clearer reason to take
the next step. Instead of just posting to stay visible,
you start posting to build momentum.

Post 1: Problem
 “If knee pain is stopping you from walking, exercising, or using stairs comfortably, rest
alone may not solve it.”
Post 2: Helpful
 Short video: “2 common mistakes people make when trying to fix knee pain on their
own.”
Post 3: Proof
 Client story: “One of our patients came in struggling with everyday movement. After a
focused treatment plan, they were able to return to regular exercise with much less
pain.”
Post 4: Action
 “Need help figuring out what is really causing your pain? Book an evaluation today.”

FIX #2: STOP POSTING RANDOMLY AND START
POSTING WITH A PLAN
The Example

How Your Business Improves Post-Solution
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THE 7 MARKETING FIXES
NEXTLEVELDMS.COM

Many small businesses do a decent job getting attention, but then lose momentum
because they do not clearly tell people what to do next. A potential customer may
visit the website, read a post, or watch a video and still be left wondering how to move
forward. When the next step is vague, hidden, or too broad, interested people often
do nothing.

The Simple Call-To-Action Step

Transitional CTA Direct CTA

Make the next step simple, visible, and easy to act on. 
Every major piece of marketing should answer the question: What should this person
do now? A practical way to improve this is to use two types of calls to action:

Examples:

Implementation:

Examples:

Implementation:

Use these when someone
needs one more helpful
step before they are ready
to commit.

Put those CTAs in the places where people naturally pause and decide what to do next:

homepage
service pages

social media bio
email footer

lead-generation
guide

end of videos
captions and posts

Use these when someone
may be ready to buy, book,
or contact you now.

Choose one direct CTA that
reflects your main business
goal

Choose one transitional
CTA for people who are
interested but not ready

Download the Guide
See Our Pricing Tips
Watch the Video
Get the Checklist

Book a Consultation
Request a Quote
Schedule an
Appointment
Call Today

FIX #3: GIVE PEOPLE A CLEAR NEXT STEP
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Who is this for?
Make it obvious who you help.

What do you help with?
Clearly explain the problem you solve.

Why should I trust you?
Use proof like testimonials & results.

 Include a clear CTA that’s easy to find.
What should I do next?

THE 7 MARKETING FIXES
NEXTLEVELDMS.COM

Many small business websites look fine on the surface but do not do much to turn
visitors into leads. The message may be too vague, the layout may bury the most
important information, or the next step may not be clear enough. As a result, people
visit the site, scroll a little, and leave without taking action.

The Simple Website Conversion Strategy

Treat your website like a tool for guiding people, not just informing them. A good small
business website should quickly answer four basic questions:

FIX #4: IMPROVE YOUR WEBSITE SO IT CONVERTS, 
NOT JUST EXISTS



Homepage Hero Section
Headline:
Craftsmanship You Can Trust
Subheadline:
At Harrison Home Remodeling, we provide high-quality renovation and improvement
services for homeowners throughout the region. Our experienced team is committed to
excellence, professionalism, and customer satisfaction.
Button:
Learn More

Why this feels “old” or weak:
It sounds polished, but generic
It does not clearly say who the company helps in a specific way
It does not name a real customer problem
The CTA is vague

THE 7 MARKETING FIXES
NEXTLEVELDMS.COM

Example: Ineffective Home Remodeling Website

Example: Better Home Remodeling Website

FIX #4: IMPROVE YOUR WEBSITE SO IT CONVERTS, 
NOT JUST EXISTS

Homepage Hero Section
Headline:
We help homeowners turn outdated spaces into beautiful, functional rooms
Subheadline:
From kitchens and bathrooms to full interior remodels, Harrison Home Remodeling helps
homeowners upgrade their space with a clear plan, quality work, and less stress
throughout the process.
Button:
Schedule a Remodeling Consultation

Why this version works better:
It immediately says who the business helps
It frames the service around a customer outcome
It makes the value feel practical and personal
It offers both a direct and transitional next step



About Section
Headline:
About Harrison Home Remodeling
Body:
Harrison Home Remodeling is a family-owned business with over 20 years of experience
in the home improvement industry. We take pride in providing dependable service, quality
workmanship, and attention to detail on every project. Our team is passionate about
helping clients improve their homes through a wide range of remodeling and renovation
services.

Why this feels “old” or weak:
It focuses heavily on the company
It does not connect the company’s experience to a customer outcome
It does not address why a homeowner would care right now

THE 7 MARKETING FIXES
NEXTLEVELDMS.COM

Example: Ineffective Home Remodeling Website

Example: Better Home Remodeling Website

FIX #4: IMPROVE YOUR WEBSITE SO IT CONVERTS, 
NOT JUST EXISTS

About Section
Headline:
A Remodeling Partner That Helps You Move Forward with Confidence
Body:
Remodeling your home is a big decision. You want the finished space to look great,
function better, and feel worth the investment.
That is why Harrison Home Remodeling combines experienced craftsmanship with a clear
process. For over 20 years, we have helped homeowners improve the spaces they use
most through quality work, communication, and thoughtful planning.
We are here to help you make smart decisions, reduce stress, and create a home that
feels more functional and comfortable.

Why this version works better:
It starts with the homeowner’s perspective
It connects the company’s experience to a real customer benefit
It makes the company sound like a guide, not just a contractor



Email Nurture Sequences

Consultation Follow-up Emails

Reminder Emails or Texts

Valuable content that stays in touch over time

Email 1: the guide, a welcome note, and what to expect next

Email 2: a common mistake buyers make when searching
without a plan

Email 3: a client success story about avoiding stress and making
a smarter offer

Email 4: an invitation to schedule a free buyer consultation

THE 7 MARKETING FIXES
NEXTLEVELDMS.COM

FIX #5: BUILD FOLLOW-UP INTO YOUR MARKETING
Too many businesses rely on one-time attention. Someone downloads a guide, fills
out a form, stops by the website, or asks a question, and then nothing happens.
Without follow-up, warm leads often go cold.

Create a simple follow-up system that keeps the relationship going. 
This can include:

A real estate agent offers a free guide called “5 Mistakes Homebuyers Should Avoid
Before Making an Offer.” After someone downloads it, they receive:

Follow-up helps you stay top of mind, build trust over time, and increase the chances
that leads eventually convert. It also helps your marketing feel more intentional and
less dependent on one-time luck.

The Simple Follow-Up Strategy

The Example

12NEXTLEVELDMS.COMNEXT LEVEL DIGITAL MARKETING SUITE
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Cookies for the Community: Family Bake & Give Back Day

Event concept: A Saturday afternoon event at the bakery where families and local supporters are invited
to decorate cookies together, enjoy free hot cocoa samples, take photos, and participate in a simple bake-
themed activity for kids.

Collaboration component: The bakery partners with a local coffee shop to provide discounted hot drinks
and with a neighborhood children’s arts program to host the decorating contest.

Community donation component: A portion of every holiday cookie box sold during the event is donated
to a local organization such as Philabundance or a neighborhood food pantry. The bakery also creates a
“Buy a Box, Give a Box” option where customers can purchase an extra treat box to be donated to local
families through the partner organization.

How the bakery promotes it: email invitation to past customers – in-store flyers – social media
countdown posts – collaboration posts with partner businesses and the nonprofit – follow-up thank-you
email with photos and next purchase invitation

THE 7 MARKETING FIXES
NEXTLEVELDMS.COM

FIX #6: GIVE CUSTOMERS MORE REASONS TO STAY CONNECTED
Many businesses focus so much on attracting new customers that they forget to stay
meaningfully connected to the people who already know them. As a result, customers
buy once, then drift away. That leads to weaker loyalty, fewer repeat purchases, and
fewer referrals over time.

Give people reasons to stay engaged beyond the transaction. This is where
businesses can go deeper by creating experiences, partnerships, and value-
added moments that make the brand feel more memorable and more connected to
the community.

When customers have more ways to stay connected, your business becomes more memorable and
less dependent on new leads. You build stronger loyalty, repeat engagement, referrals, and goodwill.
Over time, your business becomes one people care deeply about and want to support.

The Simple “Deep Dive” Strategy

The Example: A neighborhood bakery wants to become more than just a place people
stop by occasionally. It creates a seasonal community event called:
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A Clear Message
Make sure your business can
clearly explain who you help,
what problem you solve, and
what result you help create.

Consistent content
Use social posts, videos, or
emails to repeat your message,
speak to customer problems,
and build trust over time.

A follow-up sequence
After someone downloads
the resource or reaches out,
send a few emails that
continue helping them,
building trust, and pointing
toward the next step.

A clear offer or
consultation

End the system with a simple
action, such as booking a
consultation, requesting a
quote, or scheduling an
appointment.

A lead generator
Offer something useful, such
as a guide, checklist, or
resource, that gives interested
people a reason to engage
before they are ready to buy.

Create more value through
Collabs + Experiences

Create more reasons to stay
connected through workshops,
events, partnerships, or co-
branded resources that build
trust, expand reach, and make
your business more memorable.

THE 7 MARKETING FIXES
NEXTLEVELDMS.COM

FIX #7: BUILD A SIMPLE MARKETING SYSTEM
Many small businesses are doing some marketing, but the pieces do not work
together. Their website says one thing, social media says another, email follow-up is
inconsistent, and offers are not clearly connected. This makes marketing feel busy
but scattered. As a result, potential customers may notice the business without ever
being guided toward trust, action, or purchase.

Build a simple marketing system where each part supports the next. The goal is not to
make marketing more complicated. The goal is to create a clear path that helps
people move from first seeing your business to eventually taking action.

The Simple System Strategy



YOUR NEXT BREAKTHROUGH
STARTS HERE

START MAKING THOSE SHIFTS NOW, AND GIVE YOUR BUSINESS A
REAL CHANCE TO MOVE FORWARD WITH MOMENTUM.

Feeling stuck does not mean your business
cannot grow. It may mean your next breakthrough

is waiting on clearer messaging, stronger
connection, and more consistent action.
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BREAKING THROUGH THE PLATEAU 
STARTS WITH THE RIGHT FIXES

NEXTLEVELDMS.COM

Many small businesses do not stay stuck because they lack effort. They stay stuck
because their marketing is unclear, inconsistent, or disconnected. The good news
is that growth can start again when the right pieces are strengthened.

These 7 fixes help businesses:

clarify their message so customers quickly understand the value
create content with purpose instead of posting randomly
give people a clear next step so interest turns into action
improve their website so it generates more leads
build follow-up into marketing so leads do not go cold
create more reasons to stay connected through loyalty, experiences,
and community
build a simple marketing system so everything works together

When these areas improve,
the business becomes:

easier to understand
easier to trust
easier to choose
more likely to generate repeat
engagement and referrals
better positioned for steady,
sustainable growth



YOUR BUSINESS DESERVES THE CHANCE
TO GROW, AND YOUR COMMUNITY
DESERVES THE VALUE YOU BRING.

SCHEDULE A CONSULTATION WITH
NEXT LEVEL DMS 

AND LET’S MOVE YOUR MARKETING
FORWARD WITH PURPOSE.

HTTPS://MEETINGS.HUBSPOT.COM/GARRON-GIBBS

https://meetings.hubspot.com/garron-gibbs
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