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Full-Service Digital
Marketing

Custom marketing solutions that combine creative strategy, content
strategy, and technical expertise to deliver measurable results and ROI

Digital marketing now spans websites, search, content, email, paid media, marketing automation, and
analytics. For small, midsize, and mid-market businesses, managing all of these channels requires a
wide range of creative and technical skills, and many organizations are investing more in marketing

to keep pace.?

68% 74% 57%

of small business owners expect to expect to spend more time on of B2B decision-makers name
increase their marketing budgets in marketing’ search engines as their most
2026" common early research channel?
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Full-Service Digital Marketing

‘ ‘ Small business owners are entering 2026 with a clear directive: do
more, but do it smarter.

Smita Wadhawan, Chief Marketing Officer, Constant Contact’

The Challenges of Getting Results

For most organizations, the biggest challenge in digital marketing is getting results.

01 Limited Resources
Marketing teams are expected to manage the website, publish content, run campaigns, and
maintain marketing technology, often with a small staff. Hiring specialists across channels is costly,
and few organizations have the budget to staff them all.

02 Fragmentation
Websites, SEO, content, email, ads, and marketing automation are often handled by different
people, vendors, and tools. Without coordination, campaigns are harder to align, data is harder to
connect, and results are harder to attribute.

03 Generating and Proving ROI

Business leaders need marketing that generates leads and revenue, along with the tracking to
show it. Without clear measurement of cost per lead, conversion rates, and pipeline contribution, it
is difficult to improve performance or justify continued investment.

‘ ‘ CMOs are being asked to deliver growth, efficiency and transformation

without meaningful budget expansion.

Ewan Mcintyre, VP Analyst and Chief of Research, Gartner Marketing Practice®

Outcomes, Not Individual Services

Businesses do not want a developer, a copywriter, or a designer on their own. They want outcomes: more
leads, more customers, and marketing that delivers a measurable return. That usually takes a complete,
done-for-you solution, such as a multi-channel campaign with lead gen and tracking, rather than a single
service.

Full-Service Digital Marketing nathantwarne.com - 2
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Full-Service Digital Marketing

Nathan T Warne

My approach combines three pillars:

01 02

Creative strategy

Campaign ideas, messaging, and
creative direction that give the

audience a reason to respond.

Content strategy

Content and copy for websites,
search, email, social, and
campaigns, planned around
what buyers need to know.

03

Technical expertise

Websites, marketing
automation, integrations, and
tracking that connect the
marketing and measure the
results.

| serve as project lead and consultant, working with a network of qualified partners, including designers,

developers, creative specialists, and technical support providers. Businesses get the range of an agency,

with one point of contact who coordinates the work and is accountable for the outcome. Companies with

internal teams can also bring in done-for-you solutions and productized services for specific needs.

Full-Service Digital Marketing Services

Websites and Web Apps

| design, develop, and manage websites on WordPress,
Django, and static site frameworks, along with custom
web applications. Management covers hosting, domain
registration, maintenance, security patching, backups,
upgrades, and performance monitoring. Ongoing
content updates and technical support keep the site
current, secure, and fast.

Campaigns

| plan and manage campaigns across paid search, paid
social, email, social media, and content, using tools
such as Google Ads, LinkedIn Ads, Meta Ads,
Mailchimp, and Constant Contact. Campaigns share
one calendar, one budget, and one message, so the
channels reinforce one another. Creative strategy,
copy, and campaign setup are included.

Full-Service Digital Marketing

SEO, AEO, and Content

| develop keyword and topic strategies, handle
technical SEO and on-page optimization, and structure
content so it can be found in search engines and cited
by Al answer engines. Content includes website copy,
blog posts, long-form content, campaign messaging,
and sales enablement material. Content is planned
around buyer questions and search demand, so it
supports both visibility and conversion.

Lead Gen

| design offers, landing pages, and forms that give the
audience a reason to respond, then set up lead scoring
and follow-up so sales time goes to the leads most
likely to convert. Lead gen programs can include paid
and organic channels, email nurture, and content offers
such as assessments, guides, and templates.
Performance is tracked against cost per lead,
conversion rate, and lead quality.

nathantwarne.com - 3
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Full-Service Digital Marketing

Nathan T Warne

Marketing Automation, Martech, and Data

Analytics

| set up and manage marketing automation, CRM, and
email tools such as HubSpot, Marketo, Salesforce, and

Salesforce Marketing Cloud Account Engagement

(Pardot), along with workflow automation in n8n,
Zapier, and IFTTT. This also includes custom Al

applications and agents where they add value. Tracking

and analytics in Google Analytics and Google Tag
Manager, along with campaign reporting and
performance dashboards, show what marketing

delivers.

Consulting and Project Management

| provide strategic direction, planning, and project
management across channels and partners. As project
lead, | coordinate designers, developers, and creative
and technical specialists, so the work moves forward
on schedule and stays aligned with the business goals.
Consulting is also available on its own, for teams that
want guidance on a specific initiative.

Monthly Solutions for Small and Midsize Businesses

| offer ready-made monthly solutions for small and midsize businesses, delivered as an ongoing managed

service. The examples below can be combined and customized, and custom projects are available

separately. Contact me for more information about any of these solutions.

Websites

Website setup, hosting, and
maintenance, including
security, backups, upgrades,
and content updates

Lead Gen

Funnel development and
optimization, or qualified
leads delivered directly

Social Media

A monthly social media
calendar, posts, and
reporting

Paid Ads

Campaign setup,
management, and
optimization across
search and social ads,
with monthly reporting

Content and SEO

Weekly articles, SEQ,
keyword tracking, and
reporting

Marketing
Automation

Setup and management of
marketing automation,
CRM, and workflow
automation, with tracking
and reporting

Custom Solutions for Mid-Market Companies

Email Marketing

Monthly email campaigns,
list management,
automated welcome and
nurture emails, and
reporting

Full Service

A combination of
websites, content and
SEO, social media, email
marketing, paid ads, and
reporting

Mid-market companies can choose custom solutions or productized services designed around their

goals, existing team, and current tools, such as:

e A multi-channel campaign with lead gen, tracking, and reporting

e A website redesign or migration, followed by ongoing management

e Marketing automation and CRM setup, operated as an ongoing managed service

e Monthly content, SEO, and campaign support alongside an internal marketing team

Full-Service Digital Marketing

nathantwarne.com - 4
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Full-Service Digital Marketing with
Nathan T Warne

Effective digital marketing depends on creative strategy, content strategy, and technical execution
working together. | bring 15+ years of experience in marketing, SEO, content strategy, and web
development, combining the creative side of marketing with the technical expertise to set up, connect,
and manage the systems behind it.

My services span websites and web apps, SEO, content, campaigns, lead gen, marketing automation, and
martech, delivered as monthly solutions, custom projects, or ongoing managed services for businesses
and agencies.

About Nathan T Warne

e 15+ years in marketing, SEO, content strategy, and e Creative strategy, content strategy, and technical
web development expertise in one solution

e Hands-on work across marketing automation, CRM, e A network of qualified partners for design, creative,
email, website, and advertising tools and technical support

If you are ready to bring your digital marketing together, book a free Book a Strategy Call

strategy call today.

nathantwarne.com
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