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Your marketing plan... tough to win the
game without one

Best customers?




What’s your customer’s lifetime value?
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How usess tee] abeut your
preduct or sexvice

4004 here you're {(rewed here i gooy

Lo Ve T Hate

Chart by Kathy Sierra

2/15/12



Features

Facts....

Benefits

Emotions!!!
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8-13 times before

they even notice




T T

§§é,a drip, not a downpour.
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Homework:

* Lifetime value of
customer

* One key message for
each audience

Drew’s ?keting minute
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What you don'’t know about your sales funnel EM
by Drew McLellan
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We all think and talk about our sales
funnel a lot. We're always saying things

have actively put someone into the funnel. In other words — it's not you who is doing the

http://www.drewsmarketi

= Your existing customers
= The customer who left and is working with your competitors

a_Yourvendors

Create a love affair with your customer. Q)

AIL & RSS SUBSCRIPTION

To subscribe via email, enter your email:

Subscribe

Delivered by FeedBurner

To get the RSS feed, click the button below:

like:
What is RSS?
= We need to keep it full. H
.
= We need to stay active with the 60%
pr:::aects that have been in it for BEthe mlas
awhile. cycle is over -
Sfor s buyer CONNECT WITH DREW
= On average, it takes a prospect X talks to your
months to move through it. salesperson.
’ - E &3
= Andsoon....
But consider the statistic to the right. 60% of your sales efforts are what happens before you DOWNLOAD DREW'S APP

q*

DOWNLOAD DREW'S IPHONE/DROID APP AND

POCKET!
Minute and
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McLELLAN MARKETING GROUP
Where strategy and passion co[lide*

www.DrewsMarketingMinute.com

Copyright 2011. Drew MclLellan. All rights reserved.




