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Landing Page for Marketing Roadmap

(My one-on-one consulting piece)

What’s the offer?

This is for the innovative small business owner who has gotten to a certain point in their business based on what they’ve picked up about marketing but needs to make significant changes in order to take their business to the next level. When a business owner hits this stage, they’re usually feeling frustrated for a few reasons:

· They want to expand their services (e.g., well-known as a trainer but wants to do less training and more large, consulting engagements)

· They want to attract a different customer base (wants to find customers who are larger and more profitable to work with)

· They want to make more money and be more profitable without having to work harder

· They want to try or expand into a new marketing approach, oftentimes they want to begin developing an ecommerce business

Usually, the owner needs to invest time and money into developing a new marketing strategy, new systems to support the strategy, and into developing marketing elements such as product, message, pricing, etc.

Questions we need to answer are:

· Where do you want to be in your business?

· Where are you now?

· What needs to change in your marketing (if anything) to get you there.

· What are you currently doing to market to customers

· How’s it working?

· What are your current products and services?

· Which (products or services) do you want to focus on in the next 12-months?

· Who are your customers for the products and services you want to focus on?

· Are they current customers or a new segment?

· What problem or pain does your product/service solve for your customers?

· How will you talk about your products and services?

· How will you get the message out?

· How will you develop a relationship with you customers? (basically take them from prospect to customer)

· What do you offer that your customer can upgrade to?

· How will you know you’ve been successful?

I’m thinking that it will take 1 1/2 months to answer the first five questions.

2 – 3 months to help them answer questions the remaining questions

3 – 6 months to implement marketing for one product or service. Maybe more if they haven’t yet actually developed a product.

2 meetings a month for three months.

Includes

· Workbooks and materials

· Unlimited email support

· Laser phone calls (to address a specific issue)

1. Brainstorm questions

The first that you do, take the offer what they want to sell. Great if you can get friends. Here's my offer, what questions do you have? Brainstorming questions. Once you have a list, you can just list questions. 1. Prove it's worth my time and effort 2. Logistics questions: how much, how do I get it, secure payment, isolate, Content questions, biggest thing.

· There’s tons of stuff out there on small business marketing, what makes this one so different?

· I’m already using brochures, business cards, pens, etc. I thought I was marketing my business. How is what you offer different.

· I’m already working with someone on my marketing and I’m doing ok, why should I work with you?

· What new information could you possibly be able to give me?

· Marketing doesn’t work for my business because (too technical, too hard to describe, experiential, etc)

· What’s it going to cost me?

· How can this be worth spending $500 - $750 a month?

· How much work do I need to do? 

· How often do we meet?

· When do we meet?

· What exactly do we do when we meet?

· What will I end up with after we work together

· I’ve taken marketing classes and workshops in the past but they never really helped me. How do I know that yours will?

· Do I need to have a working website to work with you?

· Do I need to know a lot about marketing to do this?

· What makes you qualified to help me?

· How will doing this help me get more customers (or make more money?)

· I just want a new business card (or brochure or cover letter) can you help me?

2. Answer the questions

Not writing copy, just answer the questions. Once you answer the questions, start coming up with bullet points. There is an art to writing bullet points. How your marketing can really be gift to the world. As many bullets as you can come up with. Had people. Five different. Teaching a copy writing class. 

3. What bonuses are you offering?

Third thing - bonuses are actually a critical piece. You need bonuses to help lift people out of their inertia. You want to come up with bonuses. Bonuses that are worth 

4. What do you want them to do next? 

Once you have the bonuses, part of what you're going to be thinking about is the upsell. You want to contextualize the offer. 

5. Risk reversal

Risk reversal - is the money back guarantee but it doesn't have to be a money back guarantees. Prove it to me. How can you create/prove this is a dependable thing?

6. Visuals

 - really important also. Partially the graphics. istock, sprucing up the page. How you are painting a picture with words or a signature story. An oasis versus a desert. Jungle metaphor. You want to 

7. Testimonials and case studies. 

Testimonials should answer different questions. You never want testimonials that say "she's great!"  Testimonials to hit these different question. If people are skeptical. When i saw her website I though oh great another marketing expert, despite my misgivings I'm so glad I took it because 

8. A yes, yes offer. 

Has to do with having a regular version and a premium version. Make it veryeasy to choose the premium version. Have an extra 10-15% profit. I want this. You can have this version or the other version. 

9. Urgency 

- time based/buy before we're sold out. Before the price increases. Benchmark urgency. When someone. Give themself a way to measure themself. Every business has a point of no return. You're working and working and working. How close are you to this point of no return. When they are done well it's a really valuable thing. Conversation with Jason on copywriting. It was tremendously effective. Earned $2,500. Using the conversation in another place. You don't want to ignore them. Anyone can do it. I have something to 

10. When you're finally talking about the problem, the solution, and your target market. Its for a segment of your target market. Not for everyone in my class. You need to think about really clearly. Who is this for? Introductory offer is for everyone. Still want to be crystal clear. Writing a whole customer focus. When you have those ten ingrediants are down. Just make sure all of those pieces are there. 

Visuals pricing grid at the end. How you bullet point out. Which sentences do you bold. 




What’s the problem and is it a marketing problem? (Is it a problem I can help them with?)
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