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MAXIMIZING TOP OF THE FUNNEL MARKETING

FOR YOUR BUSINESS
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Prospects

Get People to say “Yes”

HOT

WARM

Reciprocity (Give something of value for free)
Liking (find commonality with your audience)
Social Proof (show stats)

Scarcity (only x number of items available

Consistence and commitment (No-shows drop with active

commitment

1 Time Customer

Invite to tele-seminar/webinar

Have a “Discount Deadline”

Re-State your offer multiple times in
different ways

More content + Soft close attempts

Repeat Customer

Track for “Hotness” actions + move to
------------ hot-list-or-make-hot-offer—----—--- > (Customers

Nurture campaign

ONE year nurture plan. One email or

“Touch” a month v

Advocate

Invite them for “FREE” advice or hel

Make a 50% off offer 1-3 times a year.
Use retail price for 50% off offer

Lost customers

Dead Customers

Must be treated with care and WOW'd
with service & attention to detail. Put
your best foot forward for the first 30
days.

Do something special to recognize them
as a new member of your business
family. (New client kit etc.

Make an offer for them to move to higher
level or membership in your business

Maintenance & nurture plan (newsletter
etc)

Reminder system for important things
like regular maintenance etc.

Reward them for being your customer

User offer-logic to move them to
advocate state

ifts and free stuff

Reward with special

Make sure they get everything in the
customer column and more

Ask for hel

our business

Collect testimonials automaticall
Make a killer offer to return
Make a FREE offer for something

Ask them why they left? By asking them
what would they do differently?

Use a different medium to contact them.
Opposite of what you’ve been usin
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