
CREATING KILLER CONTENT:
6 STEPS TO SUCCESS
If your marketing is not remarkable, you’re in effect invisible. And no marketer wants their 
brand, product or service to not be seen. If you want to stand out from the crowd and cut 
through the clutter - these are the bedrock principles in successful content creation.
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There are SIX ESSENTIAL STEPS every brand must follow in order to stand the best 
chance of capturing the attention of their customers. A process of immersion and 
understanding, followed by a process of being ‘choiceful’ that will arm you with a brief 
potent enough for your creative partners to springboard into fresh, unexpected waters - 
concluding with a reminder on the importance of crafting your content to capitalise on all 
the tricks of the trade available to you, whilst casting a look to Artificial Intelligence and 
Machine Learning in preparing for the ultimate in customer experience with personalised 
and dynamic content creation.

At the end of this overview, you will be clear on the principles used to 
create stand out content.

STEP 1
Immerse yourself in your consumers world

STEP 2
Positioning your product to appeal to your customers

STEP 3
Writing a good brief

STEP 4
Getting the best from your creative partners

STEP 5
Attaining expertly crafted work

STEP 6
Dynamic content - making everything personal
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The fundamental questions every successful marketer must understand are “who are my 
customers? What do they think and feel? What do they want and need?”.

Resist the urge to answer these fundamentals with instinctive answers from the gut. Walk 
away from anyone in your team offering up anecdotes and ‘surveys of one’. These are half 
baked and misleading. Worse still - these opinions are dangerous to your business. Why? 
Quite simply they are bogus, and as well meaning as they may be, they are not an accurate 
representation of your actual customer. Anyone who is involved with the production, 
placement, promotion of your product - is by default ‘not your typical customer’. The best 
marketers know at this step they know nothing. That’s not strictly true - they certainly 
know the techniques of marketing - but what they are conscious of is the fact they really 
do not know their customer.

So - what they do is ‘immerse’ themselves in their customers’ world. They read about 
them, they study them, they observe them, they talk to them. Their governing drive is to 
‘understand their customers’ better than any one in the company.

THE TEXTBOOK DEFINITION OF THIS APPROACH IS 
WIDELY DOCUMENTED AND REGARDED AS BEING 
‘MARKET ORIENTATED’.

From this great understanding - they can move to step two, confident that they can 
muster the troops in ways to deliver exactly what their customers desire.
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Building on the immense insight and understanding achieved from the immersion step, 
the exercise is to now look at positioning your product so that your customers recognise 
the benefits and are motivated to purchase. 

Here is where you work hard with your team to choose all the aspects that make your 
product ‘compelling’ to your customer - price, availability, as much as what benefits you 
single out in your communications. All of which are ‘competitive’ to what’s available in the 
market.

BEING STRATEGICALLY TRUE WILL GUIDE YOU 
THROUGH THIS PROCESS. FOR A BRAND TO BE TRULY 
SUCCESSFUL, THIS PART CANNOT BE FABRICATED.

Customers are far too savvy and will see through any smoke and mirrors. Good advice 
from those in the know is to be truthful.
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Why is this step so important? Allow me to let Dominic Grounsel, Marketing Director at 
US financial firm Capital One explain: “The equation is simple, tightly written briefs plus 
passionate briefing equals engaged agencies, impactful campaigns and strong market 
results.”. As I’m sure you know, the success of a great project starts with a strong brief. 

As a marketer, you often work with agencies and companies beyond your own team. How 
they are briefed is one of the most important things you do. How you go about briefing 
them determines the calibre of the response you get in return. The chances of your agency 
giving you not just good, but great work are increased significantly by the brief into which 
some real thought and consideration has been invested. 

Take your time. Consult with your team, as well as taking counsel from your sales and 
operations counterparts. Use the process to bind your organisation as much as to create 
a meaningful brief for your external partners.

Core to every potent brief are what we call SMART objectives. You’ve no doubt heard of 
them. As dry as they may sound when written - they are the nub, the crest, the zenith, the 
end goal - nay, the purpose for making all of this effort in the first place. Madness then, 
would it be to not define and share this with everyone involved? If we don’t all know the 
purpose, how then can anything be made with certainty of impact? 

MAKE YOUR OBJECTIVES SPECIFIC, MEASURED, 
AMBITIOUS, REALISTIC AND CONTAINED WITHIN
A TIMEFRAME. 

For example “Increase brand consideration of FIFA 21 amongst male teen gamers from 
15% to 50%, becoming the number one Christmas gift this summer.”. Come the new year 
and we can measure with a high degree of certainty whether we achieved this objective. 
Or not.
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Remember - your role in this process is to devise the strategy. Set the map, identify 
where to play, and outline how you think your brand can win. By win, that means secure 
the greatest value of sales from your target customer segment. This ideal is expressed 
passionately and clearly within the brief.

As the strategist, refrain from sketching loose scripts. Don’t allow yourself the temptation 
to outline a new content series. Leave pen and pad alone and do not share the poster 
you have in mind for the in-store activation. As Much as you cringe when a well meaning 
colleague chips in about ‘what they read somewhere recently about millennials and 
marketing’ and ‘what they heard last night on Fox, or was that CNN?’ and you have to 
politely listen then park their wonderfully ill conceived notion. Avoid doing the same with 
your creative experts.

Leave the creative development to those best equipped. Your Creative Team. Armed 
with the right stuff (the stuff in your well considered brief) allow them the freedom to 
interpret in ways previously never conceived. Let them be creatively brilliant. For you and 
for your brand. 

Don’t feel neglected. You’re still in the driving seat and the one who must make sure 
whatever the idea, whatever the concept that is devised - it matches the desire and intent 
of your brief in a meaningful and powerful way.

Confident that your team has answered the brief in a highly original and emotive manner 
- you’re off to the next exciting stage of bringing it all to life.
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A common mis-step in the whole content creation process often occurs here. Do not be 
that person.

CAMPAIGN DEVELOPMENT IS A MARATHON,
NOT A SPRINT.

Yes, sure work can be created and turned around fast when needed. But don’t fall into that 
mode as a default. Pace yourself. Invest enough time in understanding your customers 
wants and needs. Get the real insights to fuel your positioning which will make your brief 
super smart.  Then - and this is the important part - please remember to allow as much 
time and energy in the realisation and manifestation of all the hard work. The careful craft 
of production.

Give your team time to plan and time to execute all the exciting components of the brief. 
With planning in place you hit the production able to create more than you’d imagine. 
Enough to publish and publish and publish. 

Aside from the volume of assets (yep all the component parts of your campaign) you get 
to invest time and effort in crafting the work. The extra 1%’ers here and there go a long 
way in making really stand out material.
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When you think about being able to ‘stand out’ and ‘cut through’ - at the heart of this 
dilemma is ‘context’. Predicting the context in which the content will be consumed allows 
for greater ‘relevance’.

THE MORE RELEVANT THE CONTENT IS, THE GREATER 
CHANCE IT WILL BE SEEN. 

Harnessing the power of Artificial Intelligence (AI) and Machine Learning (ML) will provide 
multiple ways for you to create content that is dynamically served and personalised to 
specific need states, behaviours and served at specific parts of the customer experience. 

This is when the core principles hit overdrive. They are still rigidly important - the task 
simply becomes multiplied. 

By carefully plotting what your customer ‘wants’ and ‘needs’, as well as ‘thinks’ and ‘feels’ 
throughout their buying process - enables the creation of a sophisticated message matrix 
designed to usher customers through the funnel towards sales and ultimately advocacy 
for your product.
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Every marketing plan is uniquely designed to satisfy the specific desires of their 
customers. Based not on assumption, but on market research, products are positioned 
strategically to compel the customers to buy ahead of the competitive alternative. Using 
this positioning, your agency team is tasked with expressing this in as creatively brilliant a 
way as is possible (within time and budget realities). 

Your responsibility is to appraise and make sure everything remains true to the intent and 
ambition of the SMART brief. All whilst giving yourself ample time to expertly craft the 
work so that it looks as impressive as all the hard thinking that has gone into it so far. After 
all - it’s the content that is the one and only thing that the consumer sees right? So best 
to make that look as amazing as possible.

YOU’LL TAKE PRIDE, YOUR AGENCY WILL TAKE PRIDE 
AND YOUR CUSTOMERS WILL TAKE NOTICE. 

As with any campaign development, there is a beginning and there is a process to navigate 
each step. The P2 Content Creation process starts with a BIG BANG. To book a bespoke 
session with our Director of Content & Strategy - email your request to hello@p2.com.au 

Good luck with your next campaign. 

NEVER. NOT. STAND OUT.

IN SUMMARY
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