
6 Ways Marketers Can Adapt in Times of Uncertainty
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Change is nothing new, especially for marketers. But we’re living in especially volatile 
times, leading to new professional realities that are requiring us to adapt.   
 
Event cancellations have forced us to reallocate money set aside for in-person conferences, 
meetups and other field programs. Digital content and engagement are more critical than 
ever for us to reach and engage our audiences. But these executives are also navigating 
new personal and professional challenges, creating a perfect storm for B2B marketers 
and content creators.  
 
Don’t panic.
Here are six ways you can quickly pivot and still meet your goals.

11
REALIGN ON PRIORITIES.
Before you get to work on an action plan, take the time 
to connect with your colleagues in product marketing 
and sales. With a meeting of the minds, you can:  

Prioritize gaps in your strategy that need to be 
filled due to canceled events 

Revisit and revise goals as needed 

Establish new priorities that require time 
and investment 

Zero in on target accounts and/or buyers 

The outcomes of these planning conversations will be 
the foundation for the remaining steps in this checklist.

https://content4demand.com/
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22
LOOK FOR HIGH-IMPACT WAYS TO REIMAGINE EVENTS. 
New digital event platforms, hubs and interactive tools allow you to replicate the power of face-to-face 
experiences that have been canceled. Here are some ideas:

33
GO BACK TO THE FUNDAMENTALS.
Once you’ve filled your events calendar with new content experiences, you can do some foundational 
work that can help you better understand your audience in this time of change. Here are some quick 
and relatively turnkey ways to revisit your personas—or sketch out new ones.  

Connect with existing customers: What do they want and need right now? What are their challenges, 
and how can you help them? (Only ask the latter if you believe you can authentically help them. Don’t 
put a veil of faux concern over a sales pitch.)

Talk with sales: See what kinds of conversations they’re having and share outcomes from yours. How 
has your customer base changed during this time? What new things are they concerned about? What 
kind of pressure are they feeling professionally? 

Revisit your messaging: Update any go-to-market messaging you have in place that may impact your 
content and campaigns. See if there are any new ways you can add value, both from a solution and 
thought leadership perspective.

Once you go through these steps, you can finalize the topics or themes you should 
focus on through the year—and beyond.

Hold your own branded webinars: This will allow you to focus on timely topics and buyer needs. You 
can even onboard a customer, partner or subject-matter expert to make it a more dynamic conversation.

Run digital workshops: If you’re looking for a more interactive format, run a virtual workshop focused 
on a topic you were planning to feature in an upcoming event session.

Create digital hubs based on buyer roles and pain points: 
Create curated experiences that combine webinars, 
short-form videos and even written content. This will help 
you create relevant and immersive experiences that your 
audience wants to binge. 
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44
ASSESS PAST CONTENT PERFORMANCE. 
The best way to create content quickly is to reuse what you have. Whether you call it a content audit, bill of 
materials or content inventory, you should have a list of all your existing content that includes key identifiers. 
These may include buyer’s stage alignment, persona alignment or even theme alignment. Once you identify a 
few pieces that have potential, look at their performance and ask yourself:

What assets worked well?  

What content is relevant but may need to be reimagined for a new format? 

What is the best way to transform or retell the story?

55
REPURPOSE, REUSE AND REIMAGINE.
Having a list of high-value, existing content will allow you to: 

Fill gaps in your campaign calendar due to canceled conferences and field events. 

Use content in its current form to meet new campaign needs.  

Get a jumpstart on content creation if it needs to be refreshed or reimagined for a new format. 

66
EMPOWER YOUR SALES AND FIELD 
MARKETING TEAMS IN THE LONG TERM.
The cancellation of conferences and field events has led to a big gap for your sales 
team’s engagement strategy. They lose face time with key prospects and clients and 
miss the chance to generate new leads for the business.  Consider investing in other 
high-touch tactics with the power to replace in-person interactions, such as: 

Direct mail

Virtual roundtables

Virtual workshops

“Meet the influencer” digital events

You can create repurposed or net-new content to support these experiences and 
better position your sales and field teams as trusted experts and thought leaders. 

https://content4demand.com/
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It may feel extremely challenging to overhaul your marketing strategy, especially as you 
navigate all your other personal and professional pressures. But we hope these six steps 
make it feel easier (or at least less overwhelming) to build your path forward.   
 
At Content4Demand, we’ve helped several brands pivot their content messaging and 
strategy due to this new climate. Let’s work together to refine your strategy. 

Schedule a workshop

https://content4demand.com/
https://content4demand.com/workshops/

