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Sales 1Listen to your 
Customer



Keywords
Press Releases

Motivations

PPC Bids
Brand Association Creative

Rankings

Market 
Intelligence

Trends

Content Value
Analytics

Social Tracking

Ad Buys

Reactions

Language

Build Rapport 2Create the Need





Need or Motivation? 3Anticipate  
Objections



Q:  How likely are you to recommend…? Each of the 3 Groups:  
Promoters, Passives, Detractors  

use very different language to describe the product.

Promoters: 
“Worth it!”

Passives: 
“Too Expensive”

Detractors: 
“Price-Feature Gap”

“This is saying a lot - it is an 
expensive product, and I am 
by no measurement 'well off‘.    

However, it is a matter of 
prioritizing what provides the 
most results and it does just 
that.”

Product is good. Just a little 
bit expensive.  Have had 
good results with it.

I used for about an 8 month period.  
Discontinued because the minor 
results did not warrant the high cost 
of the product.

Findings
Cost is #1 
Objection

Response:  
Performance results overcomes price 
objections.



What Objections  
Do You Hear? 4Ask for the Sale



Just Ask…



5Don’t Muddy  
the Water



3 Rules for 
Increasing 

Subscriptions
1. Easy 
2. Relevant 
3. Value



10% Increase in 
“Send to Friend”



Science Projects:  
12,500 Visits

Things to Do:  
11,333 Visits

30 Days 6Follow-up  
After the Sale

1. New = Interested  
2. Buyer’s Remorse

Follow-up? Welcome Series: higher engagement
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Welcome Series Benefits

Open 
Rate 

Click 
Rate 

8x
Revenue 

$ 

5x4x
Source: Inbox Group

Welcome Series
First “Welcome” Email: “How to”

Welcome Series
Second “Welcome” Email: Features
+7 days

Welcome Series
Third “Welcome” Email: “Hook”
+14 days



Welcome Series
Fourth “Welcome” Email: Features
+60 days

Welcome Series
Fifth “Welcome” Email: Feedback
+ 120 days

7Word of Mouth is 
the Best Referral

52

4%

8%

12%

16%

Referrals Social Email PPC LinkedIn Website Webinars

Conversion Rate by channel
14.7%

8.5% 7.8% 6.9%
5.3% 5.0%

2.5%

Source: Implicit



Q:  How likely are you to recommend…?

Promoters  
create 

Promoters 
(word of mouth)

Finding

Response
Give Promoters a Simpler 
message to make word-of-
mouth Easier

Marketing Strategy:  
Find Loyalists - Give them stuff



57

Loyalists Relationships 
= Referrals
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