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online marketing consultants

Teach New Dogs 0Old Tricks

Matt Bailey

President, SiteLogic
Matt@SiteLogic.com

Matt Bailey

Best-Selling Author, Trainer & Entrepreneur

Consultant Trainer Author
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“East Goast”

Destinations:
Boston
New York
Canada
Florida
Oregon

Themes:
college
golf

Types:

coach

bus

guided

tour packages
package
travel

tours

Season:
fall

Reactions Social
Motivations Conversation

Ad Buys

Trends Press Releases

Creative
eywords -

Language
Brand Market

Associati -
Bl Intelligence
Content Creation Rankings

Analytics

Triporana Tours Fall Foliage East Coast Tour




Know the |
““Real” Need @

Eco batteries save money & planet Eco
Re-use hundreds of times Benefits
S - % Use

*" Anywhere
& -

Use fike regilar AX's
in toys, mice, cameras... Recharge
anywhere

USBCELL saves C0z and toxic waste Buy now ALOUUBDCELL chargieg -5
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Education
o e
= History.org
Through the content-rich i we provide i materials,
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The Idea of America™

children's actvities, and *history on demand” weekly podcasts and vodcasts.

p 1|i

The Idea of America™
“The Idea of America” is an interactive, fully digital curriculum through which high school
students learn history and the principles of American citizenship.

OurAmericanRevolution.org
We maintain and update the engaging website, www.OurAmericanRevolution.org, as an online
resource exploring the causes, character, and consequences of the American Revolution.

The best possible start

Parenting Gategories:
All About Pregnancy
Baby’s Senses

Bath & Potty Time
Early Child Development
Family Matters
Grandparenting

Having Fun Together
Health & Safety
Imagination & Creativity
Language & Learning
Live with baby

Outdoor Play

Playtime & Toys
Travelling




Need or Motivation?

Upcoming Events From the Heart: News from
P P Pary =3 Amish Country
January 5, 2016

Gt e X =X The Month in Pictures: December
Aor 30 Barn Storming »v.u

Jun01-Nov08  Josiah for President | v |

anie Moo Fest =3

PetDay 1 2
LB o

= Ui Harvese Fest/Rib-Cookofl ‘

Upcoming Events From the Heart: News from
030 Pajamma Party Amish Country

January 5, 2016
= Dl The Month in Pictures: December
Apr 30 Bam Storming

n01-Nor08 Josiah for Preskdent

Moo Fest

Ask the Right
Questions




Draw a picture of
your ideal Vacation

Individual Needs
Segmentation

Key Differentiators $

¢ Tours

o Wake-up Calls
* Museums

¢ Local Sports

¢ Local Events p—e " 4
* Food/Drink w

e Cultural Events } .

o Group / Individual “

® Gasino
* Arts

Needs-Based Segmentation

Needs
Segment

Needs-Based Segmentation

Needs based statements:
| prefer to rely on my own research.
| like to talk with an agent to know my options.

< >
Not ME That's ME!




Needs-Based Segmentation

CUSTOMERS CLUSTERED INTO FIVE
VACATION NEEDS GROUPS

Recharge

"I need a pre-planned
detailed i
with activities for my
whole family to ensure we
have fun and | can still
stay connected to my
work.”

Security

“No surprises please. |

ary filled | don't want to have to meet

anyone new or deal with
anything unfamiliar while
I'm vacationing. Just
make me feel secure and
comfortable.”

Tradition

“Getting away to the
same place with my
family is becoming a
tradition, and it doesn't
have to cost me an arm
and aleg.”

Variety Self-Planner

“I can’t wait to see new | “Just get me on an
places and do new airplane. I'm
things. | like to do resourceful - Pll find
some research to what | want when |
make the most of the get there.”
experience.”

Lifetime Customer Value

Tradition

Security elf-Planner

Variety

Recharge

’I need a pre-planned | “No surprises please. | “Getting away to the M “I can’t wait to see “Just get me on an
detailed itinerary filled f§d0nt wantto have tomeet|  same place with my new places and airplane. I'm
with activities for my anyone new D’v[{ea, Wr:ih family is becoming a do new things. | resourceful - PIl find
whole family to ensure [§ @1thing unfamiliar while | - tradition, and it doesn't " jike to do some what | want when |
we have fun and | can I'm vacationing. Just | have to cost me an arm h K get there.”
make me feel secure and and a leg.” research to make
the most of the

|, still stay connected to comfortable.”
\, my work.” J experience.”

SEGMENTATION DEVELOPMENT

Possible Segments
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Cultural Experiences

Food/Drink

Sporting Events

Tours

City Experience

Pool, Book

and a Drink

Anticipate ¢
Objections




Net Promoter Score
How likely are you to recommend...?

Detractors Passives Promoters

5 ' 6 7 8 9 10

- % Detractors — Net Promoter Score

Promoters Passives Detractors

use very different language to describe their experience

_ Value, not money
Promoters: Passives: Detractors: ; . ;
“Worth it!” “Too Expensive” “Price-Feature Gap” Is # 1 Obl ectlon

“Great!” “Good, but “Not worth it!”
expensive.”




Time + Quality
Overcome price objections.

Stories

What Objections do You Face?

How can you turn Objectlons
into a selling point? :

Referrals are
your Best SOUI&
of Sales




Net Promoter Score

Promoters

]

9 10

- % Detractors — Net Promoter Score
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- “THOS€ WHO TELL THE
STORIES RULE SOCIETY.”

-PLATO

B2B Prospect-to-Deal Sales Rate
customer referrals 14.7%

social media*

email campaigns

Average: 84 Days

paid search to conversion

internal sales
LinkedIn*
website

Referrals: 18 Days

Ask for |
the Sale,




Grand Slam! LSMF Sets All-Time
Attendance Record

o

Dawson to Receive 2015 LSMF
Living Legend Award

b can't miss our iconic, sixstory
eplica of Babe Rfh's bt!

Buy A 201

Clear Calls to Action

Address, Hours, Prices
Judicious Use of Red

Email Subscription + Offer

PEERLESS

DISTILLING

PEERLESS lﬂ'y‘“SIIIVE BLACK

suss

VISIT  OURSTORY SHOP  NEWS  CONTACT

MAKERS OF FINE Wlm 1} PEERLESS f‘lllllS STERL KENTUCKY PEERLESS
MOONSHI LASK DISTILLING CO. MESH RAT

s sun 5139

DSP-KY-50

VISIT A TRUE GRAIN TO BOTTLE DISTILLERFINDOWNTGWN LOUISVITEES !

f v & s o DSP-KY-50

XPERONCE ASTHENTIC BOURSON MAKNG >

HOME | VISIT | OUR STORY | SHOP | NEWS | CONTACT
T AR TN M OGRS PRACTNLEY KM

Beautiful Presentation

Great Rich Media
Judicious Use of Red

No Clear Call to Action

Call to Action:

Below the Fold

Prominent Display of Hours
Address, Hours, Prices

No Clear Call to Action

Too Many Competing Elements




Measure the Right Things customer value
66% What is a “Good” Client?

%

%
35%

27%

Website Social Time on SEO Subscriber Sales
Visits Sharing Site Rankings k Growth Leads j

Source: Content Marketing Institute and Marketing Profs: Benchmarks, Budgets and Trends

ESrii Video

s s s o o soccen woesors [ ey wpuw 1120 What makes a good foothall player?

Video Wome  Ratio Nome The Litest  HIghSghts  Sperts = TV Shaws +

Signals: The Cowboys and the Indian




Lifetime GCustomer Value - LGV

Average Length

Average Value Number of
of Retention

of a Sale Repeat Transactions

= 7

Lifetime Customer Value - LGV

= £ B

Number of
Average Value Repeat Transactions Average Le_ngth
of Retention

of a Sale (Annual)

$3500 2
= $21,000

Lifetime Customer Value

3 years

Lifetime Customer Value - LGV

= 0 B

Number of
Av%rfageszlaelue Repeat Transactions A‘;T:g;;;‘;%th
(Annual)

$3500 3 8 years

= $84,000

Lifetime Customer Value

Audience Value

LOV (2 - mvevne )
$21,000 x (3,000 - 2,500)
-$10,500,000 %

L4

QL

Y,




Conversion | Average Per Visit | Marketing
D || rate Value Value [

Organic 150,000 3,000 $200,000 2.0% $66 $1.30 $15000 20%
cpc 65,000 1105  $55,000 1.7% $50 $0.84  $30,000 6%
Social Assist 45,000 180  $18,000 0.4% $100 $0.40 $10,000 2%

Email 55,000 880 $60,000 1.6% $75 $1.09  $3,000 14%
Direct 45,000 585 $40,000 1.3% $70 $0.88 = 9%

Display 35,000 420 $20,000 0.6% $45 $0.57  $6,000 3%

Comparison 10,000 250  $25,000 2.3% $100 $2.50 $5,000 5%

FOREVER
FONTAINEBLEAU
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Upgrade Offers

sweer sure vy -1 month out from stay

T )
-u_—_-.--nm g

Booking Confirmation

. OCTOBER PACKAGE
SAVINGS




roservationstontainebiesu.com

To. Matt By
ek Your Partect Seay ot Fontanetieny

hrouum:uuu MiAMy aEAeH

Hotel Dining & Amenities
-1 week out from stay

[ ronTaINEBLEAU"
'ﬂ MIAMI BEACH

Doar Matthew Bailey,
We look forward to your arrival at Fontainetiesu Miari Beach, Click on the ink

o0 for check-in. We wil do our very best 4o have your room ready for your arrival
Foe your corverience, please arrive through our Main Drive located at 4441 Colins
Avere.

Begin Pre Check-in

Cont 540 the image atove? Click ek 10,0060 10 Web083R

apm P

Wihen your room is ready, Then
Chateau Front Desk in the lobby to pick up your keys.

Kind regards,

Pre Check-in

Morning of Reservation

donotreply@tontainedlea.com
o Matt Baley

Would you e to check o4t from your phone?

hFON'AiNiIl[AU'
| mamscace

Dear Ciick below to

your Room. You may opt for a
late check-out, depending on avadadiity.

View Check-out options

Enjoy your stay!

Your Toam
doncmsh S tomansbie o
306 538 2000

vou 0 roceing T el s pat of o Fortametiens M Boacn eservaion.

Trm 3 47 s messagn b fortarating Aary feach -

©20141 A8 Foghes Reserves

Fortaretiea, arrs Beach, Werrs Basch 1L Urin Baes

Privacy Poscy | Terme mn Cengtions

Online Check Qut

Morning of Departure

Fortaneblesu Management

Matt Basiey

Feecbiack Requested from Matthew {65462473)

| FONTAINEBLEAU

Dear Matthew.

On Behall o the enire Fortainebiey team, thank you for your recent vist. We Ganuisely Care 800ut deivering memorstin
xDRreNces 10 you, 873 SY1ve 10 warm how . by hearing fom you.

No more ukd o necussary Please share you thughts. Wo a1 ruly
intecestnd. Thank you for your
Your corsact informat wil rwver a0 Unifocs.
Piase cick hare 10 1k OUF Survay of COpy your
WA our sincace Panks,
HOTEL MANAGEMENT
Fortainstiona Miam Beach | 4441 Coling Avenve | Miam Beach FL 33140
P 305 538 2000 | rurvey@bertairation com
fontane o7 | Slonainetioa |
e e
et Do e a1
= o e S G5 e

Survey Invitation

+24 hours after checkout




Thank You

-Book Again

-Subscribe

- : -“Share”

o e , +48 hours after checkout

$3.99 Amazon Kindle ak“:%m“

[
$10 Print version TODAY  ($12 +tax CC) W

WiredToBeWowed.com m
Ga

pusiness Card Get a link to download the
presentation, resources and

ation . . .
Pest®® . references in this session.
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