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Your marketing plan... tough to win the
game without one
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Best customers
Customer lifetime value
1 key message for each audience
Best 5 stories — test them against the rules
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The possibilities
are endless so
now what?
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WWhere sratagy aned pamten celhie

Mini Marketing Plan Grid @mu

What When Measure

Who
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~Is everything working justas it should?”
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Better?

I More often?
~ More professional look/feel?
Shift from about us to
being about them?
Storytelling?

Give up some control?
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How do |
know what
marketing
tactic will
work?

——

Where do they hang out?
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; - 4
73% of consumer decisjgn%im ed by word of mouth.

McKinsey 2009
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Mini Marketing Plan Grid
What When Measure
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Homework:
* Do it.

*If you haven’t started
— start.

*If you haven’t
finished, finish.
*Keep doing it.
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Create a love affair with your customer. Q)

HOME ABOUT DREW SPEAKING WORKWITHUS NEWSLETTER BLOGROLL CONTACT

What you don't know about your sales funnel EMAIL & RSS SUBSCRIPTION

by Drew McLellan

JANUARY 30TH, 2012 - CUSTOMERS/CLIENTS, SALES B Like s [E0EE0 40 G o<1 11 To subscribe via emall, enter your email:
(Subscribe

We all think and talk about our sales Delivered by FeedBurner

funnel a lot. We're always saying things

like: To get the RSS feed, click the button below:

; Whatis RSS?

7012 readers

EY FEEOEURNER

We need to keep it full.

.
We need to stay active with the 6 0%
prospects that have been in it for

! of the sales
awhile. cycle is over -
before a buyer CONNECT WITH DREW
= On average, it takes a prospect X talks to your
months to move through it. salesperson. t n ﬁ}
= Andsoon.... R
But consider the statistic to the right. 60% of your sales efforts are what happens before you DOWNLOAD DREW'S APP

have actively put someone into the funnel. In other words — it's not you who is doing the
ollis DOWNLOAD DREW'S IPHONE/DROID APP AND

POCKET!

Minute and

= Your existing customers =) Iﬁl

= The customer who left and is working with your competitors

a_Yourvendors
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McLELLAN MARKETING GROUP
Where strategy and passion collide*

www.DrewsMarketingMinute.com

Copyright 2011. Drew McLellan. All rights reserved.
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