
Digital Strategy

Client: TAY Organic Skin Care Products

Background

TAY is a new innovative beauty brand that specialise in organic skin care. Not only are the cream 
solutions organic and vegan friendly but the packaging is unique because it is made entirely from 
bamboo which enables it to be reusable re-enforcing the company ethos in being totally green and 
environment friendly.

Their packaging requirements are very strict they use natural materials and aim to work with 
sustainable and renewable resources.

TAY is about bringing simplicity to good skincare. TAY brings out purity and embraces only high-
grade botanical ingredients in its formulas. Founder and creative director, Sarah Tay, wanted to 
bring a natural and organic collection that would be potent and effective.

Overview

∑ Target Market/Solutions to problems
∑ Differentiation & branding plan
∑ Customer assessment (where they are & where they will be)
∑ Competitive analysis
∑ Tactical plan
∑ Results & feedback

Target Market

Women between the ages of 18-44; beauty is a multi-billion pound industry, in an increasingly image 
conscious world/society the hunt for the very best products can be never ending. Due to the digital 
revolution consumers are smarter than ever before having the tools to research products before 
they buy. 

To help with the targeting the consumer we can create a hypothetical target individual factors 
include:

∑ (If part of a business) Company Size, type, revenue ($), business model, cash available, etc…
∑ Buying habits – How do they find and learn about products they buy
∑ (Do they use the internet? Then a digital marketing strategy is the right thing to use).
∑ Psychograph (e.g. social characteristics (A-type, B-type), political views).
∑ All the problems they have including the problems you can help solve.
∑ Other products they use.
∑ Why they will buy your product.
∑ Why they might not buy your product.



Digital Branding & Differentiation

A major factor to effective branding is whether the product is differentiated; consumer brains are 
hard wired to only notice what is different. Everything Tay does needs to be unique and stand apart 
from its competitors. This already has been achieved by having products that are 100% organic as 
well as the packaging.

Focus

To maintain differentiation Tay must provide a consistent message:

∑ Who are you?
∑ What do you do?
∑ Why does it matter?

Communication Channels

What’s the strategy to communicate to potential customers? Doing this online line means digital 
integration which is the science of creating a message across multiple digital channels and media. A 
way of testing is to consider every point of contact Tay has to their clients and to make sure they can 
tell whether something is from Tay without telling them.

Visitor Sourcing

The internet has given us many new tools for understanding potential customers.  Potential 
customers are already online, they are posting in forums, creating groups, and shopping on EBay. 
Tay can use websites like these and more, to gain an immense amount of information about your 
potential customers.  Here are two of the most crucial things you should be doing to research 
customers online:

Join Target Customer Forums, Groups, Blogs and Channels. After identifying all the problems the
target customer faces, identify which sites they are using to address them online and join.

See what companies with the same target customer are doing to attract visitors. If other companies 
have been successful at reaching your target customer online, take note of what they are doing.  
There are many free online tools such as alexa.com that allow you to research websites and give you 
information about where their visitors are coming from.

Competitive Analysis

Competitors are, by their nature, hard to predict and difficult to characterize. There are some very 
basic, and effective, tools for tracking and analysing competitors such as competitions.  It is 
important to put together a competitor spread sheet that identifies critical customer characteristics 
and allows us to differentiate.

Another huge factor that many businesses fail to take into account in strategy is to consider what 
the industry time-line looks like in the future.  In order to have a strong and timely response to 
competitive actions, you must construct a hypothetical worst-case prediction of what they will be 



doing in the future.  This helps you realize that if there is a huge industry shift coming in two years, 
you need to start acting now to be ready.

Digital Marketing Tactical Plan

After competition has been considered, it is time to determine which marketing channels we will 
use.  Every tactical plan is different.  The reason why marketing on the internet is so powerful is that 
there are a huge amount of channels to use, and almost every potential customer is online for one 
reason or another.  So there is a lot of room for creativity.

A list of potential online channels we can use to reach customers:

∑ Affiliate marketing
∑ social media
∑ rich media
∑ email campaigns
∑ search(organic & paid)
∑ Feed services (e.g. Twitter), Blogs, PR engines, online stores, Meta engines, application 

development.

There are two additional steps recommend for determining which to use.  1) Determine what 
channels your customers are using and 2) Determine which ones your competitors aren’t. To 
illustrate this point, you may not want to start a new blog if a competitor has already created a 
successful one, or you might not want to use Twitter if less than 1% of you customers have even 
heard of it.

Results and Feedback

As with many things in marketing, this has changed with the internet.  Most particularly, Google 
Analytics has changed this game.

Today it is very easy to determine whether or not marketing campaigns are successful by tracking 
the amount of visitors to your site. You can test your site design with A/B tests and see where 
potential customers are exiting your sites. This is how we will judge how well the digital marketing is 
performing.

Website: www.tayeveryday.com

http://www.tayeveryday.com/

