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Why Now And Why Me

I’ve written this book with one thing in mind - to help
businesses like yours grow and increase your profits. And,

as obvious as it might sound, the fastest way to grow your
business is by getting more leads and more customers.
Marketing is all about growing your profits and improving
your customer base, it isn’t about jargon and buzzwords and it
shouldn’t feel overwhelming. If you get your marketing right,
your profits will increase.

I’m going to take you through 11 profit-boosting ideas to help
you make changes now, to ensure your business not just survives
but thrives in these uncertain economic times.

I will show you what can be done quickly, what’s new, and
also the forgotten areas of marketing that could actually be

the key to your long-term success. Some of these ideas will
almost certainly be new to you, or perhaps you’ve not had the
time or the confidence to test them yet. I’ll unravel some of the
marketing myths and make your marketing simple to follow.
I’ll take you through exactly what you need to do to at least
double the profits coming in to your business.

Yes,  did say Double Your Profits...

And that may be being conservative.
I promise you it’s simpler than you think.

And the simple aspect of this is crucial. As you read on, I hope
that ideas will spark and you’ll begin to see the potential for
fast growth in your business. But the speed at which you take
on these ideas and growth is in your hands.
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Throughout the book, there is the opportunity to make notes.
Some ideas will be quick to do, literally just 30-60 minutes of
your time, and others will take more thought and planning. If
at any point you feel overwhelmed, and you feel you’re going to
need more advice on how to make your plans a reality, ’'m here
to support you.

If anyone has told you that you just need to get Google right
and your troubles are over, they are selling you and your
business short. I’ll show you why Google is an essential tool for
your business but there is much more to be done to achieve the
best results and to ensure long-term growth.

Much of what ’ll be talking about is quick to implement
and I’ll even give you ideas on what you can do that’s
essentially FREE.

So, how can I make these bold claims? Well, for over 20 years,
I’ve been helping businesses like yours to successfully market
and grow their profits. I’ve spent time working directly with
clients across a vast array of business sectors. I’ve helped clients
across health and lifestyle, property investment, business start-
ups, recruitment, subscription services, and other marketing
agencies. But it doesn’t matter what type of business you run,
the steps to marketing success and growth are the same. You
may be a plumber, an accountant, a consultant, a florist, or a
beauty therapist. The only difference I see between businesses
is their desire to succeed. And the businesses that succeed are
the ones that aren’t afraid to test new ideas, and that recognise
when something is working, and are prepared to invest and
scale up that activity to reap the rewards.

This is a time of immense opportunity for those businesses who
choose to grab it. You need to make sure your business is so
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strong it can withstand any economic downturn we will face
and not just withstand it but increase your profits too.

To grow your business fast, you need to get 3 things right:
1) You need to get more customers.

2) You need to increase how much your customers are
spending.

3) You need to increase how frequently your customers
spend with you.

I realise that might not sound like rocket science but, as you’re
reading this now, I’d guess that you’ve hit a wall with at least
one of these, which is why you’re not achieving the profits you
deserve. I can show you precisely how to do all three effectively.
Even successful businesses have room to grow.

You might think that you’re doing ok and that many of your
competitors are in a worse state than your business. If that

is you, think back over that last comment. Are you sure you
are satisfied with things just being ‘ok’? Are you really happy
to compare your business to a floundering one and say “Well
they’re worse off than me’? It’s a sad fact that many business
owners are satisfied with ‘average’ and they’re ok with just
about paying the bills. That’s why so many don’t stay afloat
and have to close. How many businesses do you know have
started up and not been able to continue and that business
owner has had to return to working for someone else? If they’d
had more leads coming in, and known how to convert them,
they’d be thriving.

The fact you’re reading this now, tells me that you’re in the
minority.
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You want to SUCCEED...
You see the POTENTIAL IN YOUR BUSINESS...

You want to PROTECT IT FROM THIS
DANGEROUS ECONOMY...

And you want to GROW YOUR PROFITS...

I know that your competitors will not be following all these
steps; you have the opportunity to put your business above
the competition and stand out as the ‘go-to business’ in your
industry.

I want to show you, as simply as I can, what is working and
what isn’t. I want to explain what you can be doing for
yourself, or with your team, and when you will benefit from
having outside support.

Take your time to read through these ideas and think about the
impact they will make on your business. And keep in mind that
this is just the tip of the iceberg of what you and I could do for

your business together.
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More Leads = More Customers = More Profit

Let’s start with an obvious fact but something you might have
lost sight of... if you don’t have enough leads coming in, your
business will be suffering and if you have leads coming in but
they’re not spending yet, your business will not grow. If you
generate more leads AND you convert those leads well, the
simple fact is that your business will thrive and so will your
profits.

Easier said than done? Well, no, it’s not. You just have to be
everywhere your customers are looking for you. And, your
business must be seen as the trusted authority in your industry
(more on how later).

All marketing channels have an important role in your business
growth but should be prioritised differently, and whatever
marketing budget you have available should be focused on
where your customers are looking for you.

There are two types of marketing we’ll focus on here:

1) Attraction Marketing — where the person engaging
with you is looking for a business like yours. And
because they are actively searching, they are likely to
be ready to spend money with you.

Google Search advertising is one of the most responsive types
of Attraction Marketing. Anyone searching for a business like
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yours will be likely to convert. If they find a business they feel
they can trust, and that makes it very clear they can provide the
right service, they will spend money.

2) Interruption Marketing — This is exactly as it sounds;
this person is being interrupted by your marketing.
With clever targeting, you will communicate with
your ideal customers but you can’t guarantee they
are ready to spend money now.

Your options here are vast and include channels such as
Social Media, Direct Mail, Email Marketing, Radio, TV,
Telemarketing, and SMS.

Imagine you’re a dentist or a vet, looking for new clients. In an
ideal world, you want to reach a new client when they are ready
to make a booking — they might be looking at getting their teeth
whitened or their dog might just have developed a limp. You
need that new client to see you first, see you as the authority in
your area, and pick up the phone straight away.

If you make Attraction Marketing your priority this is exactly
what will happen. New clients and customers will see you first,
believe you are the authority and call you right then and there.

If you focus solely on Interruption Marketing, you’ll have to
hope that they see you enough times and that you stay in their
mind so when they are ready you are the business they call. Or
your marketing should be so appealing that you make them
want to act now, even though they didn’t realise they’d be
making a call to you today.

You must be there, at the forefront, when your customers are
ready to spend, AND, be visible to those customers who can be
encouraged into spending now.
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From the moment your new lead engages with you, you must
continue communicating with them until they are a fully paying
customer. If you’ve paid to attract that new lead, do not let
them get away. It should be abundantly clear to them why
you are the business they want to spend money with. Don’t
fall into the trap of worrying you’re bombarding someone with
too much contact. To grow fast, you must have the opposite
approach — be in front of that lead regularly and with high-
quality, interesting communication. And you cannot assume
they’ll only engage on the platform they found you. You must
be in front of them everywhere.

Your marketing has to focus on three different groups of people:

1) You need to attract leads who have never engaged
before.

2) You must communicate with those leads to get them
to spend money quickly.

3) You need to keep talking to your current and lapsed
customers to get them to spend more money, more
often.

To do this successfully, you must communicate your business
highlights in more ways, more frequently.
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Quick To Do:

Tick which of these you've done in the last 3 months
(only tick if the activity was specifically for your business):

| Direct Mail (items sent out in the post)
Emails

Sales Calls

Google Ads

YouTube Ads

LinkedIn

Facebook

Instagram

X (formerly Twitter)

SMS

WhatsApp

s s e e 0 I I A I e O

Networking Events

Pick one of the activities you've not ticked
(I'd suggest Direct Mail, Email or Sales Calls, as you can easily
do something today without any extra knowledge needed).
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Select a small random section of your customer database
and either call them, send them a short email or post them a
letter. You might want to say you're keeping in touch and to
check if they need anything, or offer them an incentive to order
or book with you now, or tell them about something new you
are doing (it doesn't have to be brand new, just new to them).

Make a simple plan to roll out that activity to all
your customer database over the next week.

Then you can start a basic plan to introduce the other things on
the list not ticked. Start small, and scale up. Don't berate yourself
for not doing it all now and be realistic about what you can achieve
each week. Doing just one small thing will make a big difference.

What you categorically cannot do is ignore your business's
potential because your action plan becomes overwhelming.

AND

Have a look at where your first 5 customers came from.
| bet they weren't all referrals, you probably cold-called them or
perhaps you ran a magazine advert or sent them a brochure.

Are you still doing that activity? If you're not, start
doing it again, test and see what results you get now.

Intelligent Marketing Made Simple
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NOTES:

If you’re already worrying, you’re going to need help to
put these ideas into place, give me a call and I will help you
to start a new marketing growth plan. We can break down
the things you can handle in-house and what you’d benefit
from having support with. Call me on 01795 483996

or email questions to info@Ismarketingservices.co.uk
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Stand Out From Your Competitors
And Be Everywhere

If your new lead didn’t spend money with you straight away,
you need to be sure that when they are ready, they spend that
money with you. How? You must be everywhere. You cannot
assume that because they searched and found you on Google
that is the only platform they interact with. They may use
Instagram, Facebook, LinkedIn, X, emails, read newspapers,
listen to local radio. If they see a reminder of your business
whenever they are online, you increase the likelihood that, when
they are ready to spend, it’s your number they will be calling.
And, you make it less likely that this potential new customer
isn’t going to spot your competitor before they call you.

Say you decide you don’t use Instagram and make the
assumption it won’t work to get new business. Big mistake.
Why? Because your next new potential customer has seen your
business on a Google Search but they got distracted and didn’t
call straight away. Now they are scrolling through LinkedIn,
and spot an advert from your competitor, and, because they
have also seen your competitor on Facebook, Instagram and
their Google search and they’ve had some emails and have the
impression that your competitor is the authority, they call your
competitor. Guess where that customer has just spent their
money? You must be everywhere!
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This isn’t just about Google and Social Media. You can get
your message through customer’s front doors, in their email
inbox, when they’re listening to local radio and via their
phones.

If you listen to local radio, how often have you heard an
‘expert’ being interviewed about an interesting topic? Those
experts are often business owners, talking about the subject
they know best — what they do for a living, their business. It
might be a local vet talking about caring for pets in the summer
weather, or a mobility company talking about how to help older
people be more independent. When your new customers are
searching or scrolling through Social Media, and they see you
and your business, the fact they’ve heard you talking on local
radio instantly cements you as the expert they should be calling.
Appearing on local radio won’t cost you a penny and it’s easier
than you might think. Most local radio stations are crying out
for interesting people to interview. You have nothing to lose
and everything to gain by getting in touch.

The vital thing I must say to you at this point is ‘your
competitors almost certainly won’t be everywhere’. Very few
business owners understand what it takes to grow a business to
great heights. You clearly want to grow your business. This is
your opportunity to put yourself in the top spot and leave your
competitors standing. Be everywhere and your new customers
will come to you first.

It is also important to be clear to you that ‘being everywhere’
doesn’t have to mean spending money everywhere. There are
many ways to build your brand and business value that are low-
cost or free.

Your customers must see you as the authority in your industry
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and be very clear on the benefits of using your business. The
quicker you can do this, the quicker they will spend money
with you. And let’s be honest, that’s why you are running your
business — to attract more customers, to spend more of their
money. Your competitors won’t have done this yet. There will
be businesses in your industry, scratching around to grab the
next new customer, going around in circles, wondering why
their business is suffering, and not making enough money. You
have the ability to position your business at the top, bringing in
regular, high-quality leads; giving you the power to grow your
business and your profits to the level you desire.

Quick To Do:

Is there an ‘authority’ in your industry or local area?

If there is, think about all the places you have seen them, you
have to be there too plus all the channels they might be missing.
You can push yourself up into the authority position. Write
down 5 key reasons customers should spend with you, and
ensure they are at the forefront of everything you do.

If there is no clear authority in your industry, now is your
perfect chance to claimit! Be clear on whatis going to
make you the authority. Write down the 5 key reasons
customers should spend with you and tell everyone.

Intelligent Marketing Made Simple
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NOTES:
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Google - What's All The Hype About?

Google is the ultimate in Attraction Marketing. Quite simply,
Google is the place to be if you want to get in front of customers
searching for your business. There is nowhere else online that
can do this on the same scale.

Google is THE essential way to dominate your market.

Can you remember the world before Google? It’s hard to
imagine a time before we could ‘Google it’. For so long now,
when you want to find something out; get the number of an
emergency plumber; find a vet for your new puppy; get your car
fixed; find a local clinic for a facial; or prove yourself right and
your partner wrong on an argument — we ‘Google it’.

So, if the world is Googling, why aren’t more businesses
focusing on improving their online presence? Because the vast
majority of businesses would say they don’t have time, they’re
not sure how to do it right, or they’ve tested it for a couple of
weeks and decided it was ‘expensive’. If you’re spending money
on something that’s not generating leads then I can see why it
might be considered expensive. However, if you’re spending
money and getting great quality leads, why would you stop

- surely you’d want to keep spending more. If you want to
increase profits, keep increasing ad spend until you have all the
leads you could possibly want. You have to test, look at what
works and keep scaling it up.

Now to let you in on a hidden gem... something that you
probably don’t know and your competitors certainly won’t...

Intelligent Marketing Made Simple
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Google now lets you pay only for results! Google allows you to
pay them only when someone carries out the action you have set
as your goal. That might be a sign-up, an enquiry, a call or a
sale. You can run your advertising to only pay for those results.
This is monumental!

Google advertising has evolved from you paying to place an

advert to paying for clicks (PPC) and now paying for results.
How many other platforms do you know where you can pay
only when a lead actually does something?!

Google has grown to be one of the biggest Al Superpowers in

the world. We’ll talk more about Al but, for now, it’s important
I tell you that you don’t have to understand the finer details of
how it’s working, you just need to make sure you utilise its power
to the maximum potential. Google is now so sophisticated

it will only serve your ads to leads who match your specific

target market, have shown they engage well online and have the
greatest likelihood of becoming a paying customer, based on their
previous activities. How? Because Al is a Superpower. It has
thousands of computers working in the blink of an eye to look at
how likely it is that, if they serve your ad to this new customer,
they will act on it. This is why Google can now allow you to pay
for your results — it is so confident it can deliver what you need.

What about your competitors? Not only are they almost
certainly unaware of their potential, but they also probably
don’t realise that you can actually get your ads seen by your
competitor’s customers. Yes, Google lets you serve your ads to
customers searching for your competitors. Google can’t make
them call you instead but, if it thinks your ad is more relevant
and the journey through to your site is better and that they are
more likely to act on your ad, you will be served up in a higher
position, above your competitor that they were searching for.
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You might wonder why this is. It’s because Google is there to
serve the user above all else. Google is a search engine and it
wants to provide its users with such a great service that they
maintain their position as the largest search engine in the
world. If they serve up irrelevant content, pointing to slow and
uninformative websites, their users will stop searching. Google
won’t ever let that happen.

And, whilst the amount you’re willing to spend to advertise
and claim your top spot on Google is important, the
engagement and service you will provide your customer is
almost more important.

Google gives you the opportunity to own your market and
become the authority. You can feature in Google Search results
PLUS you can appear across Google’s network of over 3 million
partner sites through the power of re-marketing. You literally
can appear everywhere.

Local businesses / E-commerce Businesses /
Business to Business / Start-Ups:

If your business falls into any of these categories, you cannot
ignore Google.

LOCAL BUSINESSES — Did you know you could come up
on a local search even when a new customer types in your
competitor’s name? If you demonstrate to Google why
they should serve up your ad, they will put you at the top,
because they want to offer their user the best experience,
even if that means promoting you above the business
name the customer originally searched.

Intelligent Marketing Made Simple
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E-COMMERCE BUSINESSES — There have been some huge
changes you should be taking advantage of. Google’s
Performance Max campaigns enable you to be everywhere
and for your ads to be seen across the entire Google
network. Google’s huge Al power means it can serve your
ads more frequently to the customers who are most likely
to buy now. It’s not just about being in front of potential
buyers, you want to be in front of the ones most likely

to be spending now and stay in front of them until they
spend money.

BUSINESS TO BUSINESS — If you are targeting businesses,
your audience is used to searching. If you don’t appear
near the top, there is no way you will be getting all the
enquiries you should. Google allows you to focus on a
highly targeted audience profile.

START-UPS AND NEW BUSINESSES - You might think your
competitors own your market because of their years of
experience. Not true! Google will promote your business
based on what you offer, how you present your business
and how successfully you set up your advertising. Google
wants to provide their users with the most relevant
information. If you set things up right, you have as much
chance of attracting new customers as your competitor
who has been in business for 20 years.

GOOGLE HAS THE POWER to get you all the leads and customers

you could ever want.
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Quick To Do:

Go to your Google Business Profile (it's free to have a Google
account so open one if you haven't already). Click Edit Profile and
go through all your key business information. Make sure it's up to
date and properly reflects your business. Don't skip anything.

Write down three words or phrases your customers
would use if they were looking for your business. Open a
Google search window and type them in one by one. Who
comes outin the top 3 positions? Where do you feature on
the list? If you don't feature at all, you need to give some
serious thought about the leads you are missing out on.

If you feature in the top 3 you might have been lulled into thinking
that Google is already doing your job for you and you've not spent
apenny. Think again. It's one thing being in a top position, it's
another to get leads converting from Google. If you're not getting
leads call you from Google, something isn't being done right. And,
you need to be on top of all the relevant searches, not just one.
Think about how many ways a business might find you, if you're

not coming out on top for them all, you're missing out on leads.
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You Must NOT Rely On SEO
(Search Engine Optimisation)

SEO is the process of improving the performance, user
experience, and authority of your website so that it has better
visibility on search engines such as Google. Great you might
think — well, it’s not that simple.

Warning — whatever anyone tells you, including your website
builder, you cannot rely on SEO to get more customers.

It used to be that you could play a smart game with Google
and bypass certain algorithms with clever website wording
and coding to ensure you come out on top. Unsurprisingly,
Google being the Superpower it is, now ensures they win every
game, not you. Even if you devoted every minute of the day to
optimising your site, Google will still win.

What does this mean in real terms?

Google serves up ads based on what it knows will be most
relevant to the user and they are most likely to act upon. It
does this because it wants to serve the user and they make more
money from its advertisers. If it does a good job for the user
and the advertiser, both will use it more which means more
profit for Google.

Google will not allow you to mess this up. Its Al-driven
technology means it can identify businesses trying to manipulate
and bypass their setups and, on the first hand, it will push you
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way down the bottom of the search list and, if that doesn’t stop
you, it can ban you from appearing on Google.

Do not believe anyone who says they can outplay Google!

You have to accept that Google knows what it is doing and the
only way to take advantage of its power is by playing by its
rules and using its Al knowledge to its maximum capability.

Important note if you think you’re ok because Google is serving
your business regularly in the top 3 spots and you’re not
spending any money doing it. Ask yourself how many leads
you think have come from Google. Is your strategy (or lack of
strategy) working?

If you’re not doing paid advertising, I don’t imagine you’re
getting anywhere near the leads you should be. This is because
it’s unlikely that your website will have been set up to cover

all the ways a customer will search for you. With Google,

you can create multiple advert groups, based on the terms

and phrases customers will search for you under, and you can
control how often you appear at the top in all those searches.
SEQ is too often based on the more obvious search terms.

You will frequently find that the more ‘outside the box’ search
terms generate more leads and convert into sales much better.
Without testing, you’ll never know. Either ways, if your business
is on Google, and you’re not getting enough leads, something
needs to change fast!
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Quick To Do:

Go to your Google Business Profile and select the
Performance tab (this is free to do). Look at how many
people viewed your Business Profile, and how many searches
you appeared in, and then look at the Website Clicks tab. If
those numbers don't correlate whatever you're doing on
Google is not creating your business enough leads. You

have to maximise the users viewing your details on Google
converting into becoming leads and customers.

NOTES:
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Your Marketing Should Effectively Be Free

Yes, you did read that right. You might think a successful
marketing campaign is out of your reach, perhaps because
you don’t believe you have sufficient funds available. One of
the core beliefs of my business is that your marketing should
effectively be free. Many clients have come to me with fear
that their marketing will be ‘expensive’ and ‘cost them a lot of
money’. And this stops so many businesses from reaching the
success and the profits they deserve.

Any marketing activity you do should be trackable, profitable
and scalable. If it’s not, why are you doing it?

If your marketing activity is proven to generate your business
significant profit then that marketing no longer becomes a ‘cost’,
it becomes an essential tool for your business to grow and thrive.

Here’s what I mean:

Let’s say you're a service provider, such as an accountant, a
consultant, a solicitor or a surveyor. You know that every new
client is worth a minimum of £1,000 profit each year to your
business. You test a new marketing activity that generates high-
quality leads for £30 each. You convert 1 in every 10 (I'm being
conservative here). You will have spent £300 to get those 10
leads and one of those becomes a client worth £1,000 profit.

That’s £700 actual profit in your account and a 233 % return
on your investment — you will have tripled your investment!
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After a short test period, to prove this activity is sustainable,
you scale up your marketing spend to £3,000 a month — that
233% ROI still applies. Now you have 30 leads, 3 new clients
and £2,100 additional profit. You can keep scaling up that
activity in line with how much you want to grow your profits.

AND with your excellent customer service skills, you will retain
all those new clients, so that £700 yearly profit per client will be
repeated every year and all from that initial £30 for the lead.

OR

Perhaps you run a health and beauty business offering services
and selling products. You know that every new client is worth
a minimum of £100 per year to your business. You test a new
marketing channel which brings in new leads for £5 each. You
convert 1 in every § either to use one of your services or start
buying products. So, you spend £25 for every 5 leads and one
of those becomes a customer giving you £100 profit each year.
That’s £75 profit and a return on your investment of 300%!

You now know that for every £25 you spend on marketing,
you’ll generate an additional £75 profit. If you spent £250
on that marketing, you’d generate £750 profit! You can keep
scaling up and up.

Whatever marketing you do should not simply cover the cost,
but increase your profits substantially. Otherwise, why are
you doing it? You will know how many customers you need to
make the profit you deserve. When you start a new marketing
channel, you do have to test and it can take time to get things
right, but once those leads are coming in, you will consider
that marketing as free because your profits will overshadow the
money you have spent getting them.

Get testing to see how far you can grow your profits.
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Quick To Do:

Pick your most important product or service (the thing
you most want to sell more of), write down what you
charge, what your costs are and what the profit is.

And now imagine you can increase your new leads quickly and
get another 10 sales each month. Write down what 10 x "your
profit figure' actually looks like. Visualise what that would do
foryou and your business and what that would mean if you
could do that every single month. You can achieve this.

NOTES:
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Social Media Traps To Avoid

Don’t Assume Your Customers
Are Searching Where You Search...

It is easy to focus attention on the things we do ourselves.

You might have dabbled with some work stories on Facebook
because it’s where you and your peers post so surely everyone
is on Facebook. Or you might be great at posting photos of
your latest work project on Instagram and hoping for likes.
What you’re probably forgetting is that only one group of

your potential new customer audience will be active on each
platform. And just because you prefer to create a great-looking
Insta Reel with backing music, it doesn’t mean your next new
customers will be sitting waiting to see it. That perfect new
customer might be at work and regularly searching on LinkedIn;
if you rely on them seeing your Insta Reel, you’ll never grab
their attention.

You need a high-quality business profile on all Social Media
platforms, written in such a way that they will generate a
response when customers find you. You should regularly post
interesting and engaging content with all the keywords and
hashtags relevant to your industry.
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Likes on Social Media
Don’t qet You More Customers...

Whatever you’ve been told, getting likes on Social Media
won’t grow your business. Since you set up your Facebook,
Instagram, LinkedIn and X profiles you’ve probably been told
repeatedly that ‘if you build up your Social Media following,
and you get lots of likes, customers will come’. T hate to burst
this bubble, but it’s not how Social Media is anymore.

Of course, you should ask your current followers to like,
comment and share your posts. But the fact is growing your
audience this way, organically, is going to take a very, very long
time. You cannot take the risk that people will stumble across
your content. It has to be in front of the right potential new
customers on all the Social Media platforms all the time — these
new customers will become your future social media followers.
You cannot just wait for them to find you — you must go out

and find them.

Linkedin is NOT Just for B2B...

If you think it’s only B2B businesses who benefit from being on
LinkedIn then you are missing out on a hidden gem. LinkedIn
is being used by business owners who are also consumers;

they will be spending money with plumbers, accountants,
beauticians, online retailers, dentists and vets (the list goes on).
LinkedIn offers the same highly targeted audience profiles for
your content as all the other Social Media platforms.
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Your new customer is making personal spending decisions all the
time whether at home or work; they’ll be considering renovating
their house, planning a wedding or event, or getting their finances
in order. You must be in front of them all the time. Because if
you’re not, your competitors soon will be. LinkedIn is also very
good at serving its users, meaning that the people engaging there
are more likely to trust their information. If someone sees your
targeted content and ads, they will likely engage.

Social Media is probably not the first
place you should be spending...

If you’ve skipped to this Social Media section, you’ll have
missed me explaining the difference between Attraction and
Interruption Marketing. Social Media advertising is a type of
Interruption Marketing — you are interrupting what that user

is doing. If you have set up your Social Media campaigns well,
you will be interrupting the right kind of customers but you
can’t be sure they are ready to buy or engage with you now.

If you have a limited starting budget for your marketing, you
must spend that money where people are looking for you — and
typically that will be Google. Google is the only place online
where people are actively searching for what you do (Attraction
Marketing at its best). Once you have that working well, you
can utilise what you’ve learnt about converting leads and start
testing paid Social Media ads. All marketing can generate leads
for you, it’s just important to prioritise what is likely to get you
the most leads, of the best quality, and fastest. The beauty of
Social Media is that you can do a lot that’s free to build up your
presence and promote yourself as the authority, whilst focusing
money on activities that generate leads faster.
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Quick To Do:

Ensure you have well-written business profiles on
ALL Social Media platforms: Facebook, Instagram,
LinkedInand X. Do not miss any of them.

AND

Post at least twice a week on ALL Social Media platforms -
don't forget you can use the same post on all platforms. You
can also recycle posts in the future, perhaps use a video again
with a new caption or a link to an article with an updated
description. Not every post has to be entirely new. Each week
set a diary alert to post this content. | recommend having one
set day and then alternating the other posts’ days and times.

NOTES:
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7

Your Customer Goldmine

I’ve spoken a lot about how to increase the leads coming into
your business but what about the customers you already have?
This is the real Gold in your business. You have already spent
time and money acquiring customers for your business so can
you be sure those customers are generating the profit they

should be?

Whether you’ve been in business for 1 month, 1 year or 10
years, you will have been collecting information about your
customers. You’ll know some key information: their name,
address, email and, possibly, phone number. You’ll also know
what they spent with you and whether you can sell more to
them, provide more services or increase your prices. If you’re
not in regular contact with your customers, you are missing out
on huge profit potential. Once you have a new customer, you
should hold on to them forever. You need to offer great ongoing
customer service, even if that’s just a courtesy call every quarter;
keeping them interested with industry news and the latest on
your business; alerting them to new products and services; and
selling more to them!

It is far easier to sell to a satisfied customer than it is to convert
a new lead. And, whilst you must have a constant stream of
new leads you absolutely cannot ignore your customers. The
other really interesting thing is that your competitors almost
certainly won’t be making the most of their customer data.
They’ll have plenty that they’ve allowed to lapse and who aren’t
spending any more. So, once you have your own customer

Intelligent Marketing Made Simple

34



communication rights, you can reach out to your competitor’s
customers too, knowing that you will keep hold of them. There
is nothing underhand about this, if their customers aren’t
spending, they are fair game for you.

You need a strategy for keeping in touch with them, and don’t
be afraid to keep in regular contact. Too often I hear business
owners say that they don’t want to ‘bombard’ their customers
with emails and calls. Sadly, they tend to be the businesses in
decline, and if they don’t change their mindset they won’t be
around much longer. If you have something interesting to say,
your customers will listen.

The key to getting the gold from your customer database is
regular emails, calls and Social Media content. This doesn’t
have to be time-consuming, you can repost interesting news,
share videos of other happy customers, and drop them a
courtesy call to say ‘Hi, how’s things’. There are a few tricks to
getting this right:

1) Ensure your customers always view you as the
authority in what you do or sell.

2) Don’t always contact them when you want to sell or
sign them up for a service.

3) Be interested in your customers — the personal
approach wins every time (remember their dog’s
name, how many children they have, and where
they’re going on holiday). People buy from people
almost all the time.

Your customers need to be continuously reminded of what
makes you great. Even if you’re running a large business, with
many employees, they are still ultimately buying from you.

www.Ismarketingservices.co.uk



One of the ways many businesses ensure they maintain great
customer relationships is by having a VIP membership or
subscription. This can cover a huge array of bonuses and
perks for your customer and it’s a smart way of locking in
their loyalty. Some of these perks might include early access to
new products, additional support with their paid-for services
or ‘add-ons’ to the work you already do for them as standard.
You might send gifts to your VIPS or make it so your senior
staff members are on hand for their enquiries. The list is endless
but the crucial thing is that ‘VIPs’ tend to make very loyal
customers. And turning a customer into a VIP doesn’t have

to mean denting your profits. Quite the opposite, it should
increase them because they will spend more.

Quick To Do:

Look up your first 3 customers and your most recent 3 customers.
Call them today, unless you're reading this after hours in which case
call them tomorrow! You don't need a reason. You could phone to
check in and see how they are doing or tell them something exciting
about your business... do you have a new product or service?

AND

Write a basic plan for the next 30 days to ensure you stay in
front of all your customers. | recommend you include at least
one call a month (ideally from you or your top salesperson), a
couple of weekly emails, and a monthly letter (yes, actually post
them something). You can reuse this same plan every month so
you are always at the forefront of all your customers' minds.
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NOTES:
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How To Prove What You Are Doing Is Working

One of the things that makes me most frustrated is hearing
about businesses that are spending money on marketing but
have no idea whether it’s working. The worst of these is when
it’s a marketing agency spending their money!

If you spend anything on marketing, even if it’s £100, it is
imperative you can see what is generated from that investment.

Some marketing activities are slightly easier to track than others,
but everything is measurable, somehow. Even if it’s as simple

as counting how many calls or emails your business gets on
average and then see if that goes up during the next marketing
activity. That’s a pretty simplistic take on things but at least it’s
something.

Marketing, such as Google, Social Media and Email, is
trackable in many ways. You can see how many people have
seen your ads or emails; how many people engage or open them;
how many people click through to your website; how many
people enquire; how many people convert or spend money with
you; and where on your site people are engaging.

With Direct Mail, you can add response codes or special website
links to monitor whether someone acted directly as a result of
your mailing.

You and your team must record where every new customer
and enquiry comes from. Whether you have a CRM (customer
database) or you work with a spreadsheet for now, you can
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have a data field for ‘Source’ — where did they come from?
Wias it a referral; did they come from Google or LinkedIn;

did they respond to a letter or flyer; were they an old lapsed
customer you’ve reactivated? If you can build up a picture
quickly of where your customers are coming from, that will
help you to a) increase your budget for successful marketing,
and b) look at what you could be doing differently for the less
successful marketing. It can take time to test a few ideas to get
something working well.

And, once you are tracking where all your customers are
coming from, the other thing you can do is to see specifically
where your most profitable customers are coming from. You
might be getting 10 new customers each month from Google
and 20 from Facebook but those 10 from Google are spending
3 times more. Logic would say you scale up the Google activity
first, to keep generating those high-spending customers, and
then tweak things on Facebook to keep bringing in customers
but only if you can get them to spend more money.

This might all sound daunting but the information is easily
accessible, and anyone helping you with your marketing should
be able to demonstrate the key stats to you methodically and
logically. Don’t forget, you’re an expert in your business, not
marketing. That’s why you probably need more support.
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Quick To Do:

Add a field to your customer data and note where every customer
finds you. Do the same for your enquiries too. If you can recall
your older customers note those. And don't be afraid to ring recent
customers and see if they can remember where they found you.

NOTES:
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Al Is Your New Superpower

The key to turning Al (Artificial Intelligence) into your
Superpower is first understanding that Al is everywhere, and
you can’t fight it. It’s not something to be worried about, we
are hugely fortunate as business owners to be living in these
times. Technology can now help us streamline our businesses
and personal lives, and make you and your team the most
efficient it has ever been.

I should also point out that Al isn’t limited to Spielberg’s David
the Mecha prototype or ET phoning home. Al is everywhere
and if you have a smartphone, subscribe to TV streaming, shop
online or have looked on Google for a local tradesperson, then
you are already utilising the power of Al. Now you need to tap
into that power for your business too.

There are so many ways to harness this power but we’ll focus
here on your 2 biggest Al powers: 1) Getting More Leads and 2)
Reducing Business Costs.

Getting More Leads

Google is the largest, Al-powered, lead generation tool in

the world, and it’s driven by highly sophisticated Al machine
learning. If you’ve ever seen an image of what it looks like
inside a Google data centre you’ll have an inkling of how and
why it’s such a Superpower. These data centres are located
around the world and are continuously working 24/7. They
don’t break for lunch, health care, or bank holidays. Google
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has spent billions investing in these worldwide data centres and,
in 2024, invested a further $1 billion in a new UK data centre.
In 2021, Google laid a subsea cable connecting the UK with the
US and Spain. Using this technology gives you the opportunity
to grow your business from a local enterprise into a UK or
worldwide enterprise.

Whether you are a local business, B2B or E-commerce, Google
provides you with the solution to your biggest business problem
— getting in front of new customers. Once you get Google
working in your business, you can control the number of leads
coming in so you have a continuous flow of new enquiries

and you control that flow. If you want more you turn up

the flow, if you have more than you need you turn the flow
down. It is vital that once it’s working, you don’t assume the
job is done. You must monitor that the money you invest in

ad spend continues to generate the profit margins you need to
make your business an ongoing success. Keep on top of new
trends, search terms and changes in how Google might serve up
your ads. This isn’t always difficult but it requires time and the
conscious decision to make that time regularly or trust someone
to support you.

Reducing Costs In Your Business

You might be relieved that I’'m not suggesting you replace your
team (or yourself) with a new robot clone. Whilst it might be
beneficial in the future, for now, the cost savings I’'m referring
to are more about allowing Al to help with tasks that are
either being forgotten, ignored or that are too time-consuming.
Utilising the power of Al means you can take tasks from your
team, or your to-do list, and free up that time for other tasks
that you or your team could do more effectively.

Intelligent Marketing Made Simple

42



You might have a salesperson spending more time than you’d
like sending out email follow-ups or sales quotes and you’d
much prefer them to be on the phone talking to people because
it’s what they are good at! You could use one of the multitudes
of Al tools (Chat GPT being just one) to write emails and use

a basic online mailing system to schedule those emails. Any

Al copy you use must be sense-checked, and ensure it reflects
your company’s brand and ethos. The more you do this and the
more info you feed the Al the better the content it will produce.

Perhaps you’ve become bogged down with looking at
spreadsheets and using that information to make future business
decisions. Al can help you input data turning it into easy-to-
read formats, and it can analyse that data in a way that will
help assist you in making those important decisions.

You can use Al for research; to search for information on your
competitors; to keep on top of industry news; and then to

use this research to help you create engaging content for your
marketing.

Advancements in Al are happening every day. If you are not
part of this technological revolution, you will be left behind,
it’s as simple as that. And if you ignore this warning, your
competitors will catch up, and you’ll lose this opportunity to
dominate your market now.
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Quick To Do:

This one is a bit of fun but will show you how fast Al works
and the scope of its creativity. Sign up for a chatbot that is
free for basic use (I quite like ChatGPT for simple tasks but
have a play with a few because some are better for different
tasks) and then ask it to write a poem about your business.

So, in the action window, give it some basic facts - what you

do, what your customers are like, why you are great and if your
website is more than a couple of years old, you can ask it to use
information from that too (just type in the URL), then ask it to
‘write me a poem’. You might decide to share your poem with your
customers; humour can be a great way of engaging with them.

Try it out on other ideas too, write a customer service
email or a reply to a query you've had - copy in the
query you've received and ask it to write a reply.

Here's my version.

| asked it to ‘write a poem about Joanna Gargiulo
from LS Marketing Services' and in less than
6 seconds this is what it gave me:

In a bustling world of commerce grand,
Where ideas flow like shifting sand,
There stands a beacon, clear and bright,
Joanna Gargiulo, in marketing's light.
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Her strategies, a work of art,
Crafted with a master's heart,
From campaigns bold to subtle grace,
She leads with wisdom, sets the pace.

In meetings filled with fervent thought,
Her insights and ideas are sought,
With every challenge, she stands tall,
A leader answering the call.

Her passion for the work she does,
Is felt by all, it's quite the buzz,
A mentor, colleague, and a friend,
On her, so many do depend.

Joanna Gargiulo, a name to know,
In LS Marketing, she helps it grow,
A star in business, shining far,

A guiding light, our northern star.

| feel quite touched that this Al thinks so highly of me

t's

obviously a novel approach but | want to demonstrate that
marketing can be amusing and ideas can be generated in seconds.

You don't have to be a creative wizard, you simply
need to use the right tools and check that what's
been created for you represents you accurately.
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Pricing to Win

And now for the $64,000 question.... when was the last
time you tested a price increase? I would hazard a guess
that it probably wasn’t this year and maybe not even the last
12 months. Businesses are often too afraid that increasing
prices will decrease their sales opportunities. Another

huge mistake! And it’s a fundamental reason why so many
businesses fail. If you don’t get your pricing right you are
setting yourself up for failure.

If you’re confident in your products and services you should be
equally confident to charge the right prices. Base your prices

on the profits you want to achieve and how much you can push
your customers to pay. Remember, you started your business to
make a healthy profit, not to do your customers a favour. And
it’s your existing customer base who should form the starting
point for your price testing.

Think about the world we are living in right now. I guarantee
that almost every time you step into a supermarket right now
to buy your preferred bottle of milk, a loaf of bread or Friday
night pizza, you’ll be paying at least a few pence more than the
last time you bought it. Prices are creeping up all the time and
customers are paying them. You look at the price, you question
the product’s value for a moment then, if you still want or need
it, you go to the checkout and pay for it. All business works
the same, if your customer wants your product or service then
they will pay for it. Your customers are rarely buying based

on price anyway. It is all about the perceived value of what
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you sell. Do they want your product or service enough, do you
offer great service, great follow-up, have good integrity and are
you the authority in your market? If you are, your customers
will pay the prices you deserve.

Once you have tested your price rise on a small proportion

of your customers, you have found the price they are willing
to pay, you roll that out gradually to all your customers and
then you start price testing your other products and services.

Good customers stay loyal and pay well. If you increase your
prices incrementally, you can gauge what price your customers
will be prepared to pay without risking losing them.

There are many ways of delivering these price increases. You
might offer them under new product or service names; you
might offer different payment options which means you can
charge more for extended payment plans; or you could just
charge them the new price next time and see what happens.
If you have a good customer service relationship with your
customers, you can very quickly pick up on uncertainty and
that doesn’t mean you should revert to the old prices, it just
gives you the opportunity to remind your customers of your
value to them.

Consider having premium versions of your products and
services and offering VIP incentives. You don’t actually have

to offer much more, you just need your customers to consider
themselves as being premium customers so they will expect

to pay premium prices. You could even make your premium
services appear to be a limited offer, encouraging your customers
not to miss out.
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If you’re wondering why I’ve not mentioned competitor pricing,
it’s because it’s irrelevant. Do not concern yourself with what
your competitors are charging. Focus on the maximum you
can charge because it is a sure way to increase your profits. In
times of economic uncertainty, it’s the businesses that panic and
lower their prices that don’t survive. Stay firm with the belief
that your products and services are valuable and your customers
will be willing to pay more.

Quick To Do:

Pick one of your products or services and increase the price

by 10% today, for customers spending during the next 14 days.
Then, increase it by another 10% to the customers who spend over
the following 14 days.

Keep doing that until you get a strong sense that you've reached
the limit your customers will pay. And that might be as much

as 60-70% price increase, especially if you can't recall the last
time you increased your prices! Don't limit yourself to 10%!

Once that's working do the same for your other products and
Services.
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The Power to Influence is All Around You

First things first, influencing someone isn’t the same thing as
managing them. If I started to talk about influence within
your business you might be mistaken that I’'m giving you
management tips. Influence is much more powerful.

You can influence your team; your colleagues; your customers
and your suppliers; AND you can influence yourself.

Influencing Yourself

Be honest with yourself, work out the things you want to
change, the things you realistically can change, allow yourself
to forget past mistakes, prioritise time for yourself and, most
importantly, believe in yourself. Allowing time for yourself
might seem like one of the hardest things but it doesn’t have to
mean taking yourself off for daily yoga. It’s about setting aside
even 15 minutes to think about yourself and your goals.

Decide if you are someone who works well with pen and paper,
in which case get out that notebook and jot down some notes,
lists or whatever you think you are most likely to follow if you
are going to make changes in your business.

You might work better online, using an app, a calendar, and
reminders. Again, it doesn’t matter what the masses are doing,
you have to do what works for you.
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Customers

And, while you’re working on influencing yourself, let’s think
about how you can influence your customers.

How will you get them to spend for the first time, spend more
money, and spend more frequently?

People buy from people, above any other reason. So, the key
to your customer growth is in the relationships you create and
nurture.

The first thing is to build rapport with your customers. This
might be face-to-face or when you appear online, in videos, and
on Social Media. If you have a strong rapport, you can greatly
influence what your customer does next.

One of the best ways to build rapport is to get on a level playing
field emotionally. This is easier face to face but you can do it
equally successfully online. You may find that your customers
tend to fit a similar profile, they will be drawn to your business
because of your ethics, and your level of service and personality,
so make sure this is well reflected in everything you do and say.

You need to think about the voice you use, the pace, the volume
and the language. This is also true of your body language and
gestures too. And when you are face to face, try to mirror

your new customer. Let them take the lead with pace and
volume and mirror them. I realise it might take you out of
your comfort zone if you’ve never done this before, it’s worth it
though. You’ll be pleasantly surprised at how this makes your
customers more receptive to what you are saying.

The second crucial step to influencing your customers is the
quality of your objection handling. Now for some more honesty
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with yourself. Do you always objection handle with your
customers? How often have your customers given you a reason
not to buy, you’ve thanked them and turned away and never
followed up again? And what about online objection handling?
This might be where you lose the majority of your sales. You
need to have steps in place to turn around those customers who
don’t make it through to payment. This might include pop-up
messages, a phone call, follow-up emails and remarketing ads.
Objection handling isn’t always about having one conversation,
it can take time and a series of actions from you.

The other consideration with objections is being sure of the
real objection. Often your customers will be masking what
their real issue is. The most common objection in sales is price.
Customers will say they can’t afford it or it’s too expensive.
The issue here isn’t usually price, it’s that they haven’t properly
understood the value of what you’re selling. Remember we’ve
talked about price and your customers paying you enough. If
they can see the value, the price won’t be an objection.

Your Team

Influencing your team will be a lot easier if they trust you, and
they believe in you. That is most likely to happen when you
have belief in yourself.

If you want your team to make changes or improvements
explain the benefits. Any changes you plan to make are likely
to focus on increasing productivity or profitability so explain
why that’s so important, don’t assume they understand why.
Make it clear how improving your business will make their jobs
more secure and perhaps it might even mean increases in their
salaries, bonuses, perks or even promotions.
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Encourage the team to share their ideas with you and reward
them for doing this — and that doesn’t have to be a financial
reward. Make them feel that no idea is silly and everything
will be listened to. If you listen to your team, by the law of
reciprocation, they will give you the same respect.

Your team will be most productive if you influence them into
doing what is best for the business.

Your Colleagues

If you’re in business with others you must be able to
communicate well with them. You might not always agree
but you should be able to listen and communicate through the
agreements and disagreements.

Your sales and communication skills come into play here with
colleagues just as much as they do with customers. You will
need to negotiate and handle objections. And you’ll need to be
clear on the benefits of what you are suggesting.

As with marketing your business, you have the opportunity

to make yourself the authority in your business by being on
top of all that is important. Be everywhere, know the top-line
information in all the areas of your business, don’t be afraid to
ask questions, and listen.

Suppliers

If you want to ensure you are paying the right amount to your

suppliers, you need to think about your own business processes.

You need to be prepared to pay fairly for good service, but you
also know that perhaps your supplier has tested similar pricing
strategies. There is no harm in pushing back on quotes and
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seeing if there is room to lower costs. It’s very important that
the quality of the product and service offered does not go down
with the costs.

Negotiate with your suppliers about the advantages of bulk
ordering and buying. Do be sure that what you order will be
used; it’s of no benefit to buy twice as much as you’re going to
need just to get the item price down. It might be better to pay
more for what you know you need.

You might also find that your suppliers have upgraded you to
a premium service you no longer need and are paying more for.
Influence with suppliers works both ways, so be mindful of this.

The power to influence everyone around you is in your hands.

Quick To Do:

Next time you're talking to a long-standing customer, ask them
what made them start working with you, and what keeps them
being a customer.

You could do the same thing with a valued team member too - why
do they like working for you and what makes your business great?
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Now Let's Start Doubling YOUR Profits

When it comes to marketing for your business, I appreciate it
is probably something that you plan to look at when you have
a moment, or after your daily work, between eating dinner
and your other commitments. You have the best intentions
but you already have a lot to do. You have important tasks in
your business that only you can do. So, it’s no surprise, and
nothing to be embarrassed about, that your marketing has
been neglected.

If you’re worrying that you haven’t got the time to put your
ideas into practice, don’t panic. The best thing you can do for
your business is to ask for support. Reading this book to the
end tells me you’re serious about making changes; you already
have the momentum, now run with it and see where it will take
you. You have absolutely nothing to lose.

If you’re going to succeed in at least doubling your profits,
something needs to change now. Realistically, you will need
help to get this right, either with external support, in-house
teamwork or a combination of both.

Too many businesses put marketing at the bottom of the
priority list and that’s where it stays. And all too often those
businesses flounder and fail. Don’t let your business falter.
You cannot grow your customer base and your profits without
getting in front of enough leads, showing them you‘re the
authority and convincing them to spend their money with you
and not your competitors.

Get in touch now to talk through exactly how I can support you
in at least Doubling the Profits in Your Business. Call 01795
483996 or email questions to info@lsmarketingservices.co.uk
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Learn More About How You Can Manage
the Marketing in Your Business with
‘Your Marketing Revolution’

If you’re ready to take things to the next level, I have an
amazing opportunity for you.

You can take control of your marketing today with my 7-step
“Your Marketing Revolution’ online programme. If you want
to learn how to take control of your marketing, and understand
the why and how of each idea, this programme is for you and
your business. I will cut out all the jargon and break things
down as simply as possible.

You will discover in detail:

e How to become THE authority ‘go to business’ in
your industry.

e How to set up a Google account.

e Exactly how to use each marketing channel to get all
the leads you could ever need — we’ll cover Google,
social media, email, direct mail, telesales and much
more.

e How to maximise the conversions of your leads into sales.

* How to uncover the Gold locked in your business data —
we’ll look at ways to get your existing customers to spend
more, and reactivate your lapsed customers.

e How to understand your marketing results to ensure
you get a good return on your investment.
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e AND the steps you should take to scale up your
marketing activity to increase profits fast.

e How to get the most from your price testing and
ensure you continuously charge the prices you deserve.

* How to influence the people around you - customers,
team, colleagues and your suppliers.

Step by step I will show you: how to introduce new marketing
ideas into your business; how to scale them up; and how to
ensure they are providing you with maximum return on your
investment.

PLUS you’ll get a FREE one-hour personal 1-2-1 marketing
review session with me. We can run through your most pressing
questions and discuss the best first steps for your plan to (at
least) double the profits coming into your business.

To find out more scan this QR code now:

Or go online to:
www.Ismarketingservices.co.uk/
your-marketing-revolution

Orcall 01795 483996

www.Ismarketingservices.co.uk



Whatever marketing you decide to do next; please only spend
money on activities that you can track and can prove are

generating your business significantly higher profits. And don’t

be embarrassed to ask for support.

And don't just take it from me. Here's what some
of my clients have said about working with me:

MIKE HARRISON -
STREETWISE PUBLICATIONS LTD

“We have dealt with Jo for very many years. She has always had a
great understanding of our requirements and dealt with usin a highly
professional and efficient manner. All of our projects involving Jo have

been a success and we would recommend her to anyone needing

the help and support of an outstanding marketing professional.”

LETA BERNHOEFT -
CAPITALRISE FINANCE LTD

"Jo has been coordinating our direct marketing campaigns for
the past 18 months and we continue to benefit from her
industry expertise and professional service. She works quickly
and efficiently and never compromises on quality, providing
compliant solutions and managing successful campaigns.”

Intelligent Marketing Made Simple

60



LIOR ZAIDNER - COGRESS LTD

"Jo has facilitated and managed our direct marketing campaigns
and we are delighted with the work and professionalism carried out.
Since Cogress is an FCA regulated private equity investment firm,
communicating with only qualified investors, our marketing options
are restricted. Jo understands the high standards that our company
requires and is most efficient in delivering within time constraints.

I would highly recommend working with LS Marketing Services."

TONY BROWN - PARAMOUNT

‘I can thoroughly recommend LS Marketing. Jo has been extremely
efficient and her advice, assistance and support has been superb. In
working with Jo, | find that she cares every bit as much as | do about
making sure campaigns are successful. Add that care and attention
to her professionalism and knowledge and the conclusion is that the
service received is outstanding. LS Marketing deserves the highest
recommendation. Every aspect of the service provided is first class.”

DAMIAN PHILIP - DATAFUEL LTD

"Having worked with Jo at LS Marketing since 2018, |

can only commend her professionalism and attention

to detail. Jo has a wealth of experience in her field and
| would thoroughly recommend her services.”
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INTELLIGENT
MARKETINE

I'm Joanna Gargiulo and I've worked in marketing and sales for
over 20 years, helping businesses like yours successfully market and
grow their profits. | can show you how to implement new strategies;
how to relook at ideas you might have ignored or misunderstood; and
ultimately, how to increase the profits coming into your business fast.

If you break marketing down into basic steps, it’s really quite
simple, when you know what you’re doing. But it’s even easier
to ignore the things you should be doing, perhaps because of
time and priorities or a lack of understanding about what is
actually going to help your business.

The key to your business success is in carrying out marketing
activities that you can prove are generating you higher profits
and that can be scaled up to continue your growth. If you can’t
prove it’s working, don’t waste money on it. And if you can’t
do this yourself you MUST have support, which is obviously
why you’ve found this book now.




