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“A recent Corporate Executive Board study of more
than 1400 business customers found that those
customers completed, on average, 60% of a typical
purchasing decision—researching solutions, ranking
options, setting requirements, benchmarking pricing, and
soon...
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...before even having a conversation with a
supplier!”

--Harvard Business Review, July 2012




If your sales efforts hinge on your
own outbound activity, you are

* Missing opportunities

* Not working smart

* Definitely working too hard
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Pushing

Interruption
marketing

“Selling”

Pulling

Permission
marketing

Helping customers
buy

Make sure they
can find you!




Make Sure
You're
Unavoidable!
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* Warmer leads
* Less expensive

* More
predisposed to
buy
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Get overwhelmed

Make it an “all or nothing” proposition

Convince yourself you can’t

— No budget

— No authority

— No expertise

— No time

Which are you already using? Is it working?

Which are your competitors using— “me too” or
something new?!

What fits your target audience?

Opportunities to outsource or automate?

Opportunities to partner?




I. Turn your website into an ATM
Get smart about social media

Produce kick-@ss content

H W

Partner up for profits
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e It’s all about
SEO

* Think “Wiki”
* Mobile friendly

¢ Fresh content

Study of search rankings:

18% click on first search result
10% on 2nd

7% on 3

5% on 4

If you're not in the top 4 results, kiss 40% of the market
goodbye
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* SEMRush.com—lists every keyword your site ranks
for, your competitors info

* SEOMoz.org—great blog

» OpenSiteExplorer.org—free tool

* Adwords.Google.com

¢ Goalis
conversion!

* Make it easy to
start the
conversation.
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e LinkedIn

— Company
profile page

— Groups

— Discussions

— News

e Facebook & Twitter
— Build brand

— Build community

— Drive traffic back to
your website for
conversion
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Goal:

Establish “thought
leadership”

Answer questions
Entertain

Improve SEO

* Webcasts

* Articles

* Blog Posts

* Public speaking
* Video
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* Who is already communicating with your target
audience?

* Who already has credibility with your target audience?

* Who would benefit from partnering with you?
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Always measure ROI
Look for opportunities to double or triple up
Look for opportunities to involve others

Use vendor partners wisely
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Retention
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