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PART 1: Identify Your Business Pattern
Check the pattern that best describes your service business:
☐ One Major Busy Season Per Year
· Examples: Wellness practitioners (January rush), tax services (April), retailers (holiday season)
· My peak season is: ____________________
· This typically lasts: ______ weeks/months
☐ Multiple Busy Seasons
· Examples: Tax services (April + October), education services (fall + summer)
· My peak seasons are: 
1. ____________________ (duration: ______)
2. ____________________ (duration: ______)
3. ____________________ (duration: ______)
☐ Year-Round Steady Business
· Examples: Dog training, consulting services, ongoing retainer work
· I notice mini-spikes in: ____________________
· I notice slowdowns in: ____________________
☐ Too New to Know My Pattern Yet
· Business age: ______ months
· Start tracking now! (See Part 6 for discovery phase guidance)


PART 2: Discover Your Rhythm (for New Businesses)
If you're too new to know your pattern, use this 12-month discovery tracker:
	Month
	Inquiries Received
	Clients Booked
	Revenue
	External Factors
	Notes
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	3
	
	
	
	
	

	4
	
	
	
	
	

	5
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	7
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	9
	
	
	
	
	

	10
	
	
	
	
	

	11
	
	
	
	
	

	12
	
	
	
	
	


External Factors to Watch:
· Holidays (which ones?)
· Weather/seasons
· School schedules (if relevant)
· Tax season (if relevant)
· Industry events
· Economic factors
· Other: ____________________
Question to ask every new client: "What made you reach out now versus last month or next month?"
Common answers: ____________________




PART 3: Map Your Annual Rhythm
For businesses with ONE busy season:
	Time Period
	Phase
	Content Emphasis
	Your Dates

	90 days before peak
	Ramp-up begins
	60% Awareness, 25% Consideration, 15% Decision
	_______ to _______

	60 days before peak
	Balanced build
	40% Awareness, 35% Consideration, 25% Decision
	_______ to _______

	30 days before peak
	Conversion focus
	25% Awareness, 25% Consideration, 50% Decision
	_______ to _______

	Peak season
	Execute & deliver
	20% Awareness, 20% Consideration, 60% Decision
	_______ to _______

	Post-peak (2-3 months)
	Ride momentum
	30% Awareness, 30% Consideration, 40% Decision
	_______ to _______

	Steady state
	Build for next cycle
	40% Awareness, 30% Consideration, 30% Decision
	_______ to _______


For businesses with MULTIPLE busy seasons:
Map each cycle:
Cycle 1:
· Peak season dates: _______ to _______
· 90-day ramp starts: _______
· Steady state period: _______ to _______
Cycle 2:
· Peak season dates: _______ to _______
· 90-day ramp starts: _______
· Steady state period: _______ to _______
Cycle 3 (if applicable):
· Peak season dates: _______ to _______
· 90-day ramp starts: _______
· Steady state period: _______ to _______
For year-round steady businesses:
Your baseline content mix:
 __% Awareness, __% Consideration, __% Decision (Suggested starting point: 35% / 35% / 30%)
Use the 90-day ramp for specific initiatives:
· New service launch: _______
· Workshop/program: _______
· Other initiative: _______
PART 4: Right-Size Your Content Volume
How much time can you realistically dedicate to content creation weekly?
☐ 1-2 hours (Minimum Viable Strategy) ☐ 3-4 hours (Standard Approach) ☐ 5+ hours (Accelerated Growth)
Based on your available time, here's your recommended content volume:
MINIMUM VIABLE (1-2 hours/week):
· ☐ 1 cornerstone content piece/week (blog, video, podcast)
· ☐ 3-5 social media posts/week (repurposed from cornerstone)
· ☐ 1 email/week to your list
· Monthly total: 4 cornerstone pieces, 12-20 social posts, 4 emails
STANDARD APPROACH (3-4 hours/week):
· ☐ 1-2 blog posts/week
· ☐ 4-7 social media posts/week
· ☐ 1-2 emails/week (mix of broadcast + segmented)
· Monthly total: 6-8 blogs, 16-28 social posts, 5-8 emails
ACCELERATED GROWTH (5+ hours/week):
· ☐ 2-3 blog posts/week
· ☐ 5-7 social media posts/week
· ☐ 2-3 emails/week (multiple segments)
· ☐ Additional content types (video, podcast, etc.)
· Monthly total: 8-12 blogs, 20-28 social posts, 8-12 emails
My commitment (be realistic): I will create _____ pieces of cornerstone content per month I will post on social media _____ times per week I will email my list _____ times per month



PART 5: Content Matrix Planning
Use this matrix to ensure you're covering all buyer stages with your topics:
Topic/Theme 1: ____________________
	Buyer Stage
	Content Idea
	Format
	Status

	Awareness (They don't know they have this problem)
	
	☐ Blog ☐ Social ☐ Email
	☐ Planned ☐ Created ☐ Published

	Consideration (They're exploring solutions)
	
	☐ Blog ☐ Social ☐ Email
	☐ Planned ☐ Created ☐ Published

	Decision (They're ready to choose a provider)
	
	☐ Blog ☐ Social ☐ Email
	☐ Planned ☐ Created ☐ Published



Topic/Theme 2: ____________________
	Buyer Stage
	Content Idea
	Format
	Status

	Awareness
	
	☐ Blog ☐ Social ☐ Email
	☐ Planned ☐ Created ☐ Published

	Consideration
	
	☐ Blog ☐ Social ☐ Email
	☐ Planned ☐ Created ☐ Published

	Decision
	
	☐ Blog ☐ Social ☐ Email
	☐ Planned ☐ Created ☐ Published



Topic/Theme 3: ____________________
	Buyer Stage
	Content Idea
	Format
	Status

	Awareness
	
	☐ Blog ☐ Social ☐ Email
	☐ Planned ☐ Created ☐ Published

	Consideration
	
	☐ Blog ☐ Social ☐ Email
	☐ Planned ☐ Created ☐ Published

	Decision
	
	☐ Blog ☐ Social ☐ Email
	☐ Planned ☐ Created ☐ Published





PART 6: Weekly Planning Template
Week of: _______
Current phase: ☐ Ramp-up ☐ Peak ☐ Momentum ☐ Steady State
This week's content emphasis: __% Awareness, __% Consideration, __% Decision
Monday - Planning & Batch Creation
· ☐ Review content calendar
· ☐ Write/create cornerstone content for this week
· ☐ Draft social posts
· ☐ Write email(s)
Tuesday - Repurposing
· ☐ Turn blog into 3-4 social posts
· ☐ Create graphics if needed
· ☐ Extract key quotes/stats
Wednesday - Scheduling
· ☐ Schedule social posts for the week
· ☐ Schedule email(s)
· ☐ Prepare any other content
Thursday - Engagement
· ☐ Respond to comments
· ☐ Engage with others' content
· ☐ Monitor what's performing well
Friday - Review & Adjust
· ☐ Check analytics
· ☐ Note what's working
· ☐ Plan for next week

PART 7: Content Repurposing Tracker
One piece of cornerstone content can become:
Blog Post Title: ____________________
Repurpose into:
· ☐ Social post #1 (key takeaway): ____________________
· ☐ Social post #2 (different angle): ____________________
· ☐ Social post #3 (quote or stat): ____________________
· ☐ Social post #4 (call to action): ____________________
· ☐ Email to full list (awareness)
· ☐ Expanded email to engaged subscribers (consideration)
· ☐ Excerpt for sales page (decision)
· ☐ Lead magnet content
· ☐ FAQ page addition
· ☐ Other: ____________________



PART 8: Quarterly Review Checklist
Review this every 3 months:
Quarter: ☐ Q1 ☐ Q2 ☐ Q3 ☐ Q4
Content Volume Check:
· Did I hit my content goals? ☐ Yes ☐ No ☐ Mostly
· Was my volume sustainable? ☐ Yes ☐ Need to reduce ☐ Can increase
· Adjustment needed: ____________________
Pattern Recognition:
· Did my predicted busy season match reality? ☐ Yes ☐ No
· Unexpected spikes occurred in: ____________________
· Unexpected slowdowns occurred in: ____________________
· Pattern adjustments needed: ____________________
Next Quarter Planning:
· Based on my business pattern, next quarter I'll be in: ☐ Ramp-up ☐ Peak ☐ Momentum ☐ Steady State
· Content emphasis should shift to: __% Awareness, __% Consideration, __% Decision
· Key dates to prepare for: ____________________
· Content to batch-create during slower times: ____________________
Lessons Learned: What worked this quarter: ____________________

What didn't work: ____________________

What to try next quarter: ____________________




PART 9: Your 90-Day Action Plan
Starting date: _______
My next peak season is: _______ (or initiative launch date)
That means my 90-day content ramp should start: _______
Month 1 (90 days out) - Focus: Build Awareness Content emphasis: 60% Awareness, 25% Consideration, 15% Decision
Top 3 priorities:
1. 
2. 
3. 
Content to create:
· 
· 
· 
Month 2 (60 days out) - Focus: Balanced Nurture Content emphasis: 40% Awareness, 35% Consideration, 25% Decision
Top 3 priorities:
1. 
2. 
3. 
Content to create:
· 
· 
· 
Month 3 (30 days out) - Focus: Drive Conversions Content emphasis: 25% Awareness, 25% Consideration, 50% Decision
Top 3 priorities:
1. 
2. 
3. 
Content to create:
· 
· 
· 

QUICK REFERENCE: Buyer Stage Characteristics
AWARENESS STAGE
· Audience: Cold (don't know you, might not even know they have a problem)
· Content goal: Problem identification, education, trust-building
· Examples: "Why you're tired all the time," "5 signs your dog needs training," "Common wellness mistakes"
· CTAs: Download guide, subscribe to newsletter, follow for tips
· No hard sell
CONSIDERATION STAGE
· Audience: Warm (know they have a problem, exploring solutions)
· Content goal: Position your unique approach, show methodology
· Examples: "3 approaches to [problem]," case studies, "How I help clients with [issue]"
· CTAs: Book discovery call, download detailed guide, watch training
· Educate about your method
DECISION STAGE
· Audience: Hot (ready to buy, choosing provider)
· Content goal: Remove friction, address objections, create urgency
· Examples: Testimonials, "Available appointments," package details, FAQ
· CTAs: Book consultation, schedule now, claim spot
· Clear path to working together

Remember: You're always creating content for ALL three stages. The 90-day framework is about adjusting the emphasis and ratio, not creating sequential campaigns.
Need help implementing this strategy? Visit B2BCopywriterGailNelson.com for copywriting services tailored to service businesses.
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