Pre-Webinay

POLL

What stragegies and/or tactics do you
currently use to market your business?

A. Email

Ybe yo
. ; an ) ur
B. Direct Mail bi';'(’)if’m the hoy
C. Blogging any coml’nZi‘:fﬂg
D. Social Media Would e afu’f"
E. Networking then cyjcy
Sllbmjt

F. Referrals/Word of Mouth

G. Advertising
H. Other (please describe)
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Welcome to the Webinar!
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GET '.
o CLIENTS &

sNOW!:

28-Day
. Program l
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GET CLIENTS NOW!™

with your Host & GCN! Facilitator

Marty Marsh
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Marty Marsh




The Secret to Successiul
Professional Services
Marketing:
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The Secret to Successful
Professional Services
Marketing:

Choose a set of simple,
effective things to do, and
do them consistently.
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Scattershot
OY

Sporadic

Marketing
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Strategies
VS.
Tactics
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Why vyou must
have a Marketing
SYSTEM...
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A Marketing System 1s:

Reliable, Predictable, Consistent
Affordable
Efficient

Provides Abundant Numbers
of Your Perfect-Fit Prospects,
Clients, and Customezrs
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What Works?

What really works to market
your business or
professional services?
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What Works?

What really works to market
your pbusiness or

professional services?

Referrals... networking... making contacts and
then following up... word of mouth...
email marketing... direct mail... the phone
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What Works?

And what DOESN'T
work so well?
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What Works?

And what DOESN'T

work so well?

Buying ads... generic letters and emails

to strangers... spending $$$ on promotion...
waiting for the phone ring...
Building a website then hoping they'll come...
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The Best
Marketing System
I know...
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Effective Marketing Strategies

%7 1. DIRECT ® 3. puBLIC P 5. PROMOTIONAL
F CONTACT AND )28 SPEAKING EVENTS
—afl FOLLOW-UP 2y 4

Visibility —L
Credibility| | Visibilty |

(outreach) |

Visibility

Outreach
Credibility

e [ Visibility ]
Credibility

gl 2. NETWORKING e 4. WRITING T
¥ AND REFERRAL ™% AND l.‘-l.il:HEHE 6. ADVERTISING

@8 £UILDING ISAEE PUBLICITY
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What Will Work for YOU?

Which 2-4 strategies will you
use this month?

1. Direct Contact ﬁ 2. Networking and
and Follow up Referral Building

' 3. Public Speaking E 4. Writing and
=)

Publicity

5. Promotional %
Events @

6. Advertising
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The Universal
Marketing
Cyvcle

COLLECT
-

M Hilling the Pipeline
M bollowing Up

B Having Sales
Conversations

M Closing the Sale
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Where are You Stuck?

M Lilling the Pipeline — knowing enough people
to contact

M Following Up — contacting the people you already
know, or know about

B Having Sales Conversations — getting from follow-up
to meaningful conversation

M Closing Sales — getting from meaningful conversation
to the sale
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Need New Business? Fast?

B New business from
NEW PROSPECTS
B New business from
EXISTING PROSPECTS
B New business from
INACTIVE CLIENTS
B New business from
ACTIVE CLIENTS
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What's Missing?

B What are the missing ingredients?

Why can't you

Why aren't you
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What's Missing?

B What are the missing ingredients?

Why can't you ?

Why aren't you ?
Why can't you {ill the pipeline?
“I'm not sure which clients to approach.”

Why aren't you filling the pipeline?
“I don 't know where to network.”
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Your Mini-Marketing
Action Plan - Part 1

SUCCESS INGREDIENTS

By when:

By when:

By when:
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Your Mini-Marketing
Action Plan - Part 1

SUCCESS INGREDIENTS
1. Sociad Media Stes for M&Y\L&\'iV\ﬁ
By when:  4/22/\b

2. N(f\’WOY\LiV\ﬁ NVenues
By when: __ 3/25/1b

3. 30-second Tvroduction
By when: __ 4/1/1&
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What Will You Do?

m Remember the strategies you chose...
...and where you said you were stuck

How can you

using ?
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What Will You Do?

m Remember the strategies you chose...
...and where you said you were stuck

How can you

using ?

How can you fill the pipeline using
networking and referral building?
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What Will You Do?

How can you follow up using direct
contact and follow-up?

How can you get more presentations
using public speaking?

How can you close more sales using
wrIiting and publicity?
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Your Mini-Marketing
Action Plan - Part 2

ACTION STEPS

How many/how often:

How many/how often:

How many/how often:
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Your Mini-Marketing
Action Plan - Part 2

ACTION STEPS
1. Atrend ch'won/-img EVents
How many/how often: | pex weel

2. _Place wWaxrm phone cadls 10 prospects
How many/how often: ___ 3 {pex dﬂz\,l

3. _Post go0d stuff 1o Social Media
How many/how often: 2 & IMeS pex dﬁz\'l
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Putting It All Together

M [t doesn't matter so much what you
choose as 1t does that you choose

B Consistency and persistence will pay
otf better than occasional brilliance

B The best way to stick to a plan is to
share it with someone
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'l' CLIENTS '
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. 28-Day
® Program .I

Get Clients Now!

A 28-Day Marketing Action Program for Coaches,
Consultants and Independent Professionals

NEXT SESSION STARTS:

March 14, 2015

Includes 2-Part Kick-Off Seminar plus b Group Coaching Sessions
to ensure that you are successful in implementing the program

Facilitated by Licensed Get Clients Now! Coach, Marty Marsh
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GET '.
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28-Day
.. Program l

Get Clients Now!

A 28-Day Marketing Action Program for Coaches,
Consultants and Independent Professionals

THREE INVESTMENT OPPORTUNITIES:

347 or $497 or $2,567
www.MartyMarsh.com/GCN

www.MartyMarsh.com/GCN

© 2016 Wings for Business, LLC and Marty Marsh Creative Enterprises




