
Content Planning
BEAT WRITERS BLOCK NOW AND FOREVER
https://inboundmarketingbliss.com/wceu



Who am I 
To Teach

YOU



WordPress Story
¸ƛøŻŻøũŲ

1999 - First HTML site (NotePad )

2006 ǱFirst WordPress site

2014 ǱFirst WordCamp & first time volunteer

2017 ǱFirst Contributor Day (WCEU)

2017 Ǳ1st & 2nd talk: WordCamp Nijmegen & WordCamp Utrecht

2017 ǱFirst time WordCamp Organiser (Utrecht)

2018 ǱLeadership team # MakeWordPress Marketing

2018 ǱFirst WordCamp Workshop



Credentials
¸ƛøŻŻøũŲ



YOU
XÕġˮĚtalk 

about



EXERCISE 1
I °esV °I~F˂



Why?
Talk to someone new

Get to know your brainstorm partner for today

Have a basic version of your buyer persona



I Work With

Whowant to

I help themlearn/ create/ achieveƺźĕøŻā

So thatā



EXAMPLE
I °esV °I~F˂



Yvette Sonneveld



I work with business 
owners in the services 
industry



Who want use inbound
marketing to attract
better targeted leads 
and clients



I help them get clear on 
who their ideal client is 
and help them build
content and campaigns
that build trust 



Sothat they get work
with more clients who
ÅAppreciate them both

as a person and as a 
professional

ÅPayfast and pay well
ÅSend other qualified

leads their way



I Work With

Who want to

I help them learn
/ create / achieveˍ àÕġ˂

Sothat˂

3 Minutes



Time 
To

Switch



I Work With

Who want to

I help them learn
/ create / achieveˍ àÕġ˂

Sothat˂

3 Minutes



Today
3 Commonly made mistakes
you better avoid



Today
3 Commonly made mistakes
you better avoid
Discover Pillars of Expertise



Today
3 Commonly made mistakes
you better avoid
Discover Pillars of Expertise

Play with Matrix Method



So That
¶ĈĦˮúúbeat writers block

¶ĈĦˮúúget comfortable
sharing your message

¶ĈĦˮúúbe ready for next steps:  
SEO, audio, video, funnels
& campaigns



MISTAKES



1. Not planning content at all



1. Not planning content at all
ÅFail to plan > plan to fail



1. Not planning content at all
ÅFail to plan > plan to fail
ÅAlways something more 

urgent



1. Not planning content at all
ÅFail to plan > plan to fail
ÅAlways something more 

urgent
ÅRecipe for writers block



2. Not planning for ideal client



People buyfrom peoplethey



People buyfrom peoplethey
Know



People buyfrom peoplethey
Know
Like



People buyfrom peoplethey
Know
Like
& Trust



For Service BasedBusinesses
Can (s)he relate to
where I am now?



For Service BasedBusinesses
Can (s)he relate to
where I am now?

Is (s)he qualified to
help get to my goal?



For Service BasedBusinesses
Can (s)he relate to
where I am now?

Is (s)he qualified to
help get to my goal?

Will it be fun to work
with this person?



YourIdealClient



YourIdealClient
Has all characteristics of 
your favorite clients



YourIdealClient

Has a need, and a deadine

Has all characteristics of 
your favorite clients



YourIdealClient

Has a need, and a deadine

Thrives on your mix of 
expertise and personality

Has all characteristics of 
your favorite clients



YourIdealClient

Has a need, and a deadine

Thrives on with your mix of 
expertise and personality
Follows a fairly predictable
path to purchase

Has all characteristics of 
your favorite clients



3. Not planning for buyersjourney



3. Not planning for buyersjourney
No flow in content 



3. Not planning for buyersjourney

No clear calls to action

No flow in content 



3. Not planning for buyersjourney

No clear calls to action

No follow up campaigns

No flow in content 




