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Think 
workshop… 
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Creating 
raving 

fans 

Drew McLellan, Top Dog - McLellan Marketing Group 

It’s about creating 
a love affair… 

Doesn’t 
happen 

by 
accident 
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Or 
because 

you’re an 
angel 

Or your product  
is perfect 
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What are the 
rules for 
winning the 
game? 

Firs
t b

as
e: 

Who? 

What  turns a customer into a fan? 
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And makes it seem perfectly normal to be that crazy about anything 

It’s personal.  It says something about me. 

It appeals to my interests 
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Birds of a feather…. 

67% of all  

consumer decisions are primarily  

influenced by word of mouth. 

…and that number is  

growing every day. 

Not everyone wants to be a fan 
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Chart by Kathy Sierra 

Not being brave enough to really brand 

Can’t have one emotion without its opposite 
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The net method of marketing 

The spear fishing method of marketing 

If you try to be everything 
to everybody… 
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Would they show up? 

smart marketing = being willing to  
leave $ on the table 

How would you sell these shoes? 
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How would you sell to each of these women? 

Creating personas 

Second base: 

What? 
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Features 

Advantages 

Benefits 

Features Advantages Benefits 

Self-setting clock 
50-number speed dial 
1-click financial reports 
Custom programs 
Open 24 hours 
Batteries included 

Convenience 
Fewer key strokes 
Immediate information 
Designed just for you 
Shop when you want 
Ready to use 

Features Advantages Benefits 

Self-setting clock 
50-number speed dial 
1-click financial reports 
Custom programs 

Open 24 hours 
Batteries included 

Convenience 
Fewer key strokes 
Immediate information 
Designed just for you 

Shop when you want 
Ready to use 

Never miss a meeting 
Multi-tasking 
When the boss is 
shouting 
Head nurse 
Kids don’t get sick 9-5 
Box to laughs = 5 min 
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Features Advantages Benefits 

Facts…. Personalized facts… Emotions!!! 

Always ask…what am I selling? 
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Features 

Advantages 

Benefits 

Third
 bas

e: 
 

I d
on’t k

now 

Not understanding social media 
isn’t acceptable any more 
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More than 25% of search results 
on Google for the world’s 20 largest 
brands are links to consumer 
generated content. 

Source: Nielsen Buzz Metrics 

The number of text messages sent and received every day 
exceeds the population of the Earth. 

57% of adults are texting on a regular basis. 
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People have found their voice.   

And they are not going to give it back. 

The animals have taken over the zoo 
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No wonder most businesses 
are afraid to step into the water! 

Pay attention to the big 4 
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Social marketing is nothing more than using 
web 2.0 tools, sites and services to promote 
your organization’s products, ideas, issues, 
agendas and services. 

And on a scale that is hard to fathom. 

Read more 
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Google Alerts 
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The Geek Squad 
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Your listening tools 

Let’s listen 
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Going home: 

         Today! 

Marketing is like a New Year’s resolution 
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Why drive to Cleveland without a map? 

Plan to be a boring drip 
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8-13 times 
before they even 

notice you. 

Be a drip, not a downpour. 
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Know where they hang out 

Surprise them! 

Let it be about them, not your product 
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Make it easy to share 

Let’s map it out! 

Going home: 

      Today! 
Firs

t b
as

e: 
Who? 

Second base: 

What? 

Third
 bas

e: 

 I d
on’t k

now 



28 

"Too many people think only of 
their own profit. 

But business opportunity seldom 
knocks on the door of self-centered 

people.  

No customer ever goes to a store 
merely to please the storekeeper.” 

Link to all slides, resources etc. 
http://www.DrewsMarketingMinute.com/MC.html 

Copyright 2010.  McLellan Marketing Group.  All Rights Reserved. 
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515-251-8400 •  Drew@McLellanMarketing.com 

All rights reserved.  Copyright 2010.  McLellan Marketing Group 


