Here's a simple, repeatable framework to start that
process by auditing what you have, aligning it to what
your buyers need and building a roadmap that scales.

Everything

Map your content by type, topic, buyer stage and
date. You need a clear picture of what you have
before you can optimize.

Give Yourself a

Head back to school and slap a grade on what you
have. Be honest. Use three buckets: Keep, refresh
or retire. Base this on performance, strategic fit
and buyer relevance.

Find the

Where are you missing key buyer questions,
stages or use cases? If you can't find clear
answers to customer questions, your buyers can't
either.

what Works

Update high-performing content with new stats,
visuals or formats. Don't reinvent, refine.

the Clutter

Outdated, underperforming content can drag
you down and make you look out of touch. Get
ruthless and cut anything that isn’t a clear match
for your current customers.

Make a

Your best content shouldn't just sit idle on your
site. Build a plan to promote your existing content
even as you build out new, fresh ideas.

Schedule Your

Twice a year, review what is and is not working on
a big-picture level. Make adjustments to keep your
content ecosystem healthy and focused.




