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Basic Content Engine Frameworks
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Advanced Content Engine Frameworks
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Content Framework – Customer’s Problems



Content Framework – Customer’s Problems



Content Framework –
Customer’s Information Requirements



Content Framework –
Customer’s Information Requirements



Content Framework – Messaging Framework



Content Framework – Messaging Framework



Content Framework – Customer Engagement



Content Framework – Customer Engagement



Conclusions

• Plan

– What to build, why – priorities

– How to build

– Who to involve

• Acquire

– Minimize impact on time-sensitive SMEs (customers)

– Leverage every acquisition opportunity

– Manage short time slots

– Ask the right questions – get the right input: Ideas & Language

• Create

– Multiple purposes, roles, buy stages, industries

– Reduce time, effort, costs – minimize routine decisions

– Raise the volume and variety of output

– Preserve quality, consistency

– Build re-usable assets



Action Steps – Get the basics right
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