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IST OF MARCH = “THIS IS NO JOKE

This is & mentoving gvoup, of a tvibe suppovting you on your quest.
The vesponsibility 1o do the wovk lies on YOU.
This is all about thinking fov youvself:
Weve not holding your hand.
o ‘Ernpowey Gveatness Within You!
This month's therve is .. ‘NMavk-eting on a tiny Budget” .
What is mavk-eting? Buying custorneys.
Genevate a vetun on youv investrment, to cveate a profit.
What do you veally want/What ave you mavk-eting fov? most people aven't mavi-eting,
theyve just making noise)
ls it ove leads/move money/custornevs spend move?
Welve heve to suppovt and help you.

APRIL ZND - “BUILDING YOUR 40 DAY PLAN

What an amazing tire fo be alive = move oppoviunity than evev.

40 Day ravk-eting Calendav.

I you can't see 12 week-s anead of youvself, what ave you doing?

Amazing wihat you can achieve in 40 day peviod.

You then have four pevfect peviods to make influential change 1o you life.
NMavk-eting is about cveating the oppovtunity fo sell

Only thvee ways to grow a business.

*

| 1. Get move custornevs _
7. Get custormevs to come back- to you move often ,
3. Get them to spend move money

What ave our cornmunication channels?

People mak-e the mistak-e of thinking they have 1o appeav evevywhere. Wrong,

Gveat ideas do not nagk-e you money. Excellent execution mak-es you money.

Go wheve youv custornevs ave.

Wheve ave the people that I'm looking to influence?

Be byilliant at the channels that wheve your custormeys ave.

‘Mininnunn Effective Dose” — what's the smallest annount of activity that you can do to
be present. in that channel, without taking all youv firne”

lgnove the daannels thatwon't wovk- fov you.

Usedhe docurvent in the group to cveate your mavk-eting plan, fov Apvil, Nay and June.
Simnple docurment to cornmit youy activities.

Plan your actions. Don't just do stuff for the sake of doing stuff.




IR0 APRIL = *ON THE COUCH”

MDonalds asking ‘Would You Lik-e To Go Lavge” = the best up-sell
They just ask, theve's no downside ov awkwavdness of saying no.
You need to decide when the. vight oppovtunity is.

The tiring is essentially with up-sells.

Always be. planned; the. gym is winning visibility fov the. New Year vush in Octobey.
Be patient = you don't put out a social media post that mak-es you a fortune instantly. e
building tvust/authovity 12 week-s in advance.

How often should | communicate with ry custornevs?

i o custorney is wovth £50/monthn = then you wouldn't phone them evevy week-
Managing theiv account (youd buvn all youy profit) . but if you had an account wovth
£750K - youd better be theve at all tires.

How do you decide if a mavi-eting piece is a winney ov a losey?

Mavketing isn't a garve, it's a puzzle”

i sornething isn't wovking, you need to mak-e changes/test it.

You need to undevstand WHY the piece doesn't wovk? It may depend on the trust
It Phil told you fo do sormething, youd do it — but if you got the sarne advice fvom
sormebody else = you may not.

NMak-e the first tvansaction easy — captuve data, bving into commnunity.

How do you get long-tevim custornevs on a vecuvving ovdey fo be intevested in new
products?

Ask thern guestions: What thvee things do you lik-e about us? Would you change
anything about us? Sore of ouv othey custormers like XYZ, would you like us to add
sorme fo youy next ovdev?

Leave a note with a sarple of othey things.

How to innprove SEO? Content and backlinks.

You should be building back-link-s.
Social profiles, Linkedin, Divectovies — all leading to the vight place

HTH APRIL = JOHN JANTSCH - DUCT TARPE MARKETING LIVE”

NMark-eting is the most impoviant pavt of business.

A mavieting systern is all about deliveving custornevs.

Online presence is the hub of youv business.

Lead genevation/lead convevsion and ongoing planning.

Stvategy befove tactics — huge mistak-e fov most people in business.

You must undevstand why you do what you do, who youlve set up to do it fov, and how
youve unigue.




Who mak-es an ideal client fov your business?
I you tvy fo be all things to all people, you won't be anybody to anything.
Melanie Pavvy cormment = ‘Find your SUPER client and speak- theiv language”

Find 0-5 of youv best clients and intevview them.

Psk thern why they buy from you, stay with you and why you delivey sornething othevs
don't.

Youll uneavth what you do that is unique.

You probably don't Fnow wihat it is, but your custorners do.

Then spend youy tirne on THAT.

Content is the voice of stvategy

Content dvives evevything.

Builds awaveness, educate, inform potential clients, convert dients .. if's not just a “thing”
- it's the THING

lt's how you move. people. along the. custorney journey,

You need to plan.

The days of just vunning ads and winning custorneys is ovey = that's how mavk-eting has
changed.

People don't buy the same.

What does the buying expevience need fo look- lik-e?

Build a custorney journey with the end in mind

f's how youve going to move people thvough the steps

Educate, create awaveness, nuviuve, build trust.

How evevything wovks togetiher to build a total presence.

A website that puts the custorney as the *Hevo” of the journey,

John spends most of his advevtising dollavs on building Fnow/li-e/tuust.

You need a systernatic approach to tuming leads to sales.

You want to have a methodoly fov you vespond to every enduivy,
Qualify/disqualify

Give thern the education/infovrmation that they need to Enow that youve diffevent
Map out the. cornponents.

Ensuve they go thvough the Enow/like/tvust stage befove you sell them anything.
You must live by planning/net the plan

The tvick is undevstanding that the plan will nevey end. Youve nevey done.

It evolves, youve always inproving it.

NMake mavk-eting a nabit.

APRIC STH = “CANMPAIGN VS CONTINUITY

What's the diffevence between a canpaign piece and a continuity piece?
It youve vunning an event .

Carnpaign could be seasonal — avound Easter holidays.

Continuity — collect data fov futuve oppovtunities




I youve using email mavieeting .

Continuity = send vegular email newsletter (custorney of the month/showcase piece,
sinnple. tip, etc).

Carnpaign — you have an offev/incentive that vuns in the sare channel

Fov exarnple, if youve a newspapey .

Continuity — the avticles that ave theve evevy single month
Carnpaign — the ad space wheve the ads ave continuously changing

4TH APRIL - *GEEK CHEAT” - NATHAN LITTLETON

Ahuge amount of mavieeting comnes with a ceviain armount of design.

Whethey it's fov a prornotion, ov fov your social media profiles

But good design can be expensive (and since this montins theme is ‘Navketing on a
Budget”) = then theve’s a tool that can help.

The best option is to design fov yourself

The ‘Geek Cheat” is called Canva (wnww.canva.con)

It makes it vevy easy to cveate byilliant designs.

f's a dvop & dvop editor

Pevfect for creating professional images, Facehool- posts, social media profiles, business
cavds etc.

I0TH APRIL - “ON THE COUCH’

How do you decide who your pevfect custorney is?

Youlve look-ing for your “hread & butter” and youve looking for the top dlients.

Theve ave lots of diffevent clients at dif fevent times.

But the people that youlve tavgeting might not be in the position 1o be youv pevfect client.
Phil can't affovd to help people bhecause of the cost of his fime.

Nice. guys win. Build your business in an ethical way.

Psk- youv clients the thvee veasons wihy people. lik-e wovking with you AND ‘wihat would be
the one thing youd change about us”

Youll learn evevything you need to grow youy business.

Can you builld up youv proposition to mak-e it a “no bvainey” for your clients?

When Phil speals, the client is paying fov his 90 minutes of stage — it's the 20 yeavs of
expevience.

What cannpaigns would dvive custormer frequency? Fov exanple; Restauvants giving you
vouchevs to corne back ov loyalty cavds in coffee shops.

Could you vun a ‘celebvation” fov vepeat custorners?

The carpaign could be an “Easter Pavty Event” = vun campaign to get them theve in
ovdey to acquive new custormers.

Phil could vun a free infovration-based Webinav, vun a campaign to get attendees, then
offev value/give infovmation and at the end, invite people to hecorne clients.

A bvand won't win your custorneys, look at apple, they got a sinnple logo because they
weve move focused on the tech side — when they got big, they changed theiv logo 1o
nnatch theiv bvand values.




/

Want to feel confident in any meeting? Be bettev prepaved than the other pevson.

ITH APRIL — “NINDSET FOCUS”

Phil's nine secvet ingredients to think- like a move successtul mavi-etey.

How fo think- like a winney.

) Believe than opportunity is everywineve

) Your netwovk will affect the quality of your net worth

3) With evevy campaign, youlll eithey win ov leam

4) Have a cavpet fittevs mentality — medasuve twice, cut once.

S) Build plans that ave. 10x biggey than youv problenns

b) Progvess beats pevfection. Plways be moving fowavd

7) You raust vespect your cornpetition and Enow wheve you it

5) Success leaves dues and opinions cveate distactions

4) Have the belief that theve is move on the table, don't celebvate too eavly

lTH APRIL - *SIN\PLE T1P”

‘Collect the data of evevybody that you come into contact with”

lt's the lifeblood of youv business.

Do you hold all the contact details of your cuvvent custorneys? Highly unlit-ely.
Challenge: get theiv information fov evevy cormmunication challenge (phone numbey,
ernail, Linkedin, Facehook, Instagvan, addvess?)

[5TH APRIL - “*ON THE COUCH”

L

When you have one. ov move. business, how should you cross-sell?

Don't think- about them as multiple businesses, theyve dif fevent products.

Think of Tesco — you go in to lbuy grocevies, at check-out, you see infovimation about
cvedit cavds, insuvance, etc.

At your checkout, you can then mention dif fevent businesses that you do — fake
advantage of cvoss-sells (but do it at the vight time)

b p's of Pevsuasive copy

Pevspective — “set the scene”

Problerm = ‘explain the probleny”

Pain = “what does the problemn do?”
Possibilities = ‘outline possible solutions”
Pleasuve — ‘outline the feelings and ernotions”
Plan — ‘get olvious with the steps/actions to tak-e” >

Phil uses social rmedia platfovms dif fevently, y 4



Instagvarn — pevsonal — what he sees on his jouneys
Linkedin — business ovientated

Twitter — deliveving content

Facehook- Gvoups — controlled envivonment fov content delivery

Doubling the Guavantee — what can you do 1o go to ahove & beyond 1o tak-e all the visk-
away from the sales process?

You need to Fnow who you sevve and what problerns you fix fov themn, then create sorme
lead bait fov free to build credibility — to get people into your mavk-eting funnel

UST APRIL = *CLAIRES BOOK REVIEW ~ DUCT TAPE M\ARKETING

Best used as a ‘Handbook of tolis vather than something to vead cover to covey.

Read the fivst thvee chapters and innplerment = no point in moving fovward until you have
the foundations in place.

Stvategy befove tactics.

What's the big ovevall plan, befove you wovk- out the intvicate details.

<, The Duct Tape NMavketing Systern:
B Develop stvategy befove tactics

Ervbvace the Navi-eting Houvglass (see point 10)
Adopt the content publishing rodel

Create a total weh presence

Ovchestvate the lead genevation tvio

Dyive a lead convevsion systern

Live by the mavi-eting calenday

e o @
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Claive’s favouvite pavt The Navketing Hourglass'

Nost people put all their effort into acquiving a client, but the veal profits come in the
phase ‘below the funne!

Develop velationships to have a constant flow of profitable incorme.

Know - like - tvust - tvy - buy - vepeat — vefer

ZIND APRIL - “YJOHN JANTCH INTERVIEW”

“Duct Tape NMavketing” doesn't have to be pretty ov expensive, it has to wovk-

Failing fast is sornething we all should do. Expevirnent to eliminate.

Not undevstanding who rnak-es an ideal client is one of the biggest mistak-es most small
business ownevs mar-e.

Once you undevstand who youy client is, you can design your mavk-eting rnessage 1o
nnak-e youvself the solution to help them.

Look- fov people who have a cornmunity/tvibe look- to pavtner with them — levevage othey
peoples velationships

Social N\edia Tip: Look- fov conversations you can add value 1o, vather than just twing to

stavt convevsations i




Being a coach/consultant/expert seems to be a tvendy thing, the best way fo grow your
authovity (in John's wovds) is to ‘develop a unique point of view in the mavk-et”

NMakee it easy fov your custornevs to vefer you — send them two gift ceviificate, one for
thernselves and one to give fo a friend.

We all have 20evs% - build your cornmunity of channpions/fans = take cave of them, vun
an event fov them efc.

Nost powerful thing you can do is to undevstand winy people buy frorn you — undevstand
theiv problerns and ensuve you the solutions.

RO APRIL - “BUSINESS BUILDER”

Define youv tavget mavket

Make a list of name & contact details of pavtnevs (people who can introduce you these
custorners)

Create appointrnents to meet and build velationships

Mak-e a win/win scenavio = wheve both pavties win.

Get close to these people/align with them.

Cormnmunicate like a pvo.

When you veceive intvoductions, act accovdingly.

Say “thank you” fov evevy introduction you evey veceive — vegavdless of the vesults.
Ovev-deliver (so the vefey passes you move).

HTH APRIL - *ON THE COUCH”

The best way fo build youy business using Facehook- is to use it as a listening tool vathey
than a bvoadcasting tool.

Engage wheve appropriate (e you would in veal life)

i you add value and build genuine velationships — youlll get bettey vesults.

Phil stavted wovk-ing with ‘expevis’ — vathey than sticking it all over b = he did two posts
and evevyboody that vesponded got added to a private group.

Dor't fall foul of the ‘Broadcast

Google Places and Reviews — wovks for businesses, it's debatable to whethey it's wovin
the effovt (come up against a lot of tvouble)

For Phil's dients, he focusses on a diffevent veview platfovim fov clients evevy few
nnonths and then rmoves between them to ensuve theyve veviewed evevywheve.

What's the vight Kind of prograrinnes fov rindsets? Its all shifting youy beliefs.

When bad stuff happens, do you see the positive ov do you get peed off

Adopt bettev beliefs that ave helpful.

How to builld velationship with data?

Get Capsule CRN\ - custornize for youv business

Get the tool vight now to help you ovevcorme the higgest problem — most peoples issue is
they have the wvong business model.

It will neve allow you to get to your tavgets. You may have to fix that?

It you have that vight, leavn how to acquive move clients.

CASH IS KINGI]



