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Marketing & Sales

YOU NEED BOTH TO COMPETE TODAY

prospect

builder

LINDSAY KELLEY, PROSPECT BUILDER
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Start With
Why

How We Think of Sales and Marketing

Sales = Driver Marketing = Expense
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Go back 10 years ago.

20%

What about today?

70%
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What will the next decade look like?

0%7?

Xerox e\ Shop Xerox UNITED STATES

Qs'muﬂ Orcer status ~ Support & Orvers

Printers Multifunction Pri

Home > Office Equipenant > Multifunctions > WorkCentre 6505 >Madals > Accessories

WorkCentre 6505/N in Stock $499.00 {
> choose 8 different modal
m— What comes in the box:
i « Print cartridges of sach color (capacity: 9,000 pages)
° « Software and CO (with Quick Guide,Quick Use Guide, Features.
S Setup Guide, User Manual)
ales is neede | SR

At

n O W b u t Save 10% with a Xerox Starter Toner Kit 464,56 [}
’ o

Offer is only available with purchase of the WorkCentre 6505, $409.46

. ‘ Limited time offer inciudes:
« 1 Cyan High Capacity Toner Cartridge (106R01504, yield: 2,500 pages)
Someone WI | | é « 1 Magenta High Capacity Toner Cartridge (106R01595, yield: 2,500 pages)

figure out that e

« 1 Black High Capacty Toner Cartridge (106RO1597, yieid: 3,000 pages)

O Pnaser 8500/WorkCentre 8505 Standard Capacity Cyan 106R01591 In Stock $69.99 0
. Toner Cartridge
t IS Stu Ca n e O Phaser 6500/WorkCentre 6505 Standard Capacity Magenta  106RD1592 In Stock $69.99 o
Toner Carvidge
H O Phaser 6500WorkCentre 6505 Standard Capicity Yelow  106R01583 n Stock e
SOIa online b
.
B Phaser 8500/WorkCentre 8505 High Capacity Cyan Toner  108R01584 In Stock. $11499 0
Cantridge  Bos! Vi
O Phaser 6500/WorkCeniro 8505 High Capacity Magenta 106R01505 In Stock $114.99 0
Toner Cartridge  Sest Valun
© Phaser 6500/WorkCentre 8505 Migh Capacity Yellow Toner  106RD1596 In Stock $11499 o
O Phaser 8500/WockCantre 6505 High Capacity Black Toner  106RD1597 in Stock. $109.99 )
Carridge

8664956288  Crust now

Q search

& Accessories

Sign Up For
Savings

Sign up now

on all supplies

Don’t take a
chance with
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Technology has empowered the consumer...

Activities

Sales

M COLD EMAILS
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Marketing Activities Pf_:ﬁzzk ’

Technology

Q-automate’ & COMPASS
Y

SHERPA;
_EGi SV
ConnectWise’

CEO[SIJUICE" HUbSaf)t
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The Sales Methodology

IDENTIFY CONNECT EXPLORE ADVISE

Qualified
Leads

AWARENESS CONSIDERATION DECISION

The Marketing Methodology

ATTRACT CONVERT CLOSE DELIGHT
o S
) 3
. .
1] Strangers [ Leads
’ .
+N .
& o
Blog Forms CRM u
Keywords Calls-to-Action Emall Smart Content
Soclal Publishing Landing Pages Workflows Soclal Monitoring

Promoters
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~
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Automation

Customer Sales

* 2
® Enroliment criteria:
Contact has filled out
Campaiga_ M d_IT_Bén_A
° o . AND
> ° Contact has not filled out IT Assessment/

* e Evaluation.

° A See loss criteria

e o o ls 0 lo 0ile 0o a0

e o o o o

=

s v Send email Ben_Campaign_MNS_Kickoff

o o o o o lo 0 ile s

0 g 6.3% click rate

Delay the next action for
1 days

° e o s o

.
.
o o lo o oo e o o o e o

0 contacts
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If/then branch:
Contact clicked the fink to info.ais-
now. freq fro in
Ben_Campaign MNS_Email £2.
AND
¥ See all 2 criteria
I¥Es]
Send email Ben_Campaign_MNS_Nurture Add to list
1 Bon_Campaign_MNS_Assessment
7.7% click rate
Send internal email
Ben_Campaign_MNS_Internal Sales
Delay the next action for Notification to  sales@y com
3 days
1 contact
v TrenE S
Hf/then branch:

Contact has filled out IT Assessment/ Evaluation.

=) =)

Add to list Add
Ben_Campaign_MNS_Backburner Ben_Campaign_MNS_Assessment

(o

Send internal email
Ben_Campaign_MNS_Internal Sales
ification to y com

Create a deal HubSpot MNS Campaign -
BEN

10
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My deals
y dea v Ady|
Qualification Process CRM Qualified Demo scheduled Decision agrees on value
All al
SixQ - TEST- does this Zapier - New Deal Biack Duck Software - Deal-deal-deal
3pot Owni ” change lifecycle stage?? $0 Awesome Deal $3,500
$0 Close date: 08/31/2014 $500 se date
Close date: 08/31/2014 Close date: 00/3072014
+ | Add fitter n #*
— New Deal Testing Add
Deaily-Deal Company Quantopian - Deal for
$3,200 0 Russo
Close date: 08/30/2014 Close date! 00/30/2014 §1,200
Another Quantopian Deal Another now doal
$1,200 s
ose date: 08730 14 lose date DI04
A '0;“'
Quanty, ther
$2.259 Pian Doy

Two Primary Keys to Marketing
Automation Success

1. Understand that marketing automation does not do marketing and lead generation for you,
but can help scale your successful efforts. Sales needs to be a part of the process.

In order to build a pipeline of good leads, you need relevant, optimized content that speaks to your
target prospect.

2. Remember the person receiving this is HUMAN.

You need to leverage all your technology tools to relate to them as a person, not a number in your CRM.
Those days are gone.

11
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Where does sales
come in?

Get the

prospect to fill ﬂ

this out

2

Enrollment criteria:
Contact has filled out
Campaign_M d_IT_Ben_A
AND
Contact has not filled out IT Assessment/

Evaluation.

A See less criteria

Q

Send email Ben_Campaign_MNS_Kickoff

6.3% click rate

©

Delay the next action for
1 days

0 contacts

12
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John,
Thank you for our conversation yesterday. Learning about your dealership and your goal of and understanding more of the challenge you are having with was insightful.

ito-hard-te " ihatis-truth-and what i

Many other CFOs like you have heard many different things about document mana
After our conversation, | thought you would really benefit from this artiefe - 5 Myths About Document Management - And Why Believing Them Is Bad For Business.

| look forward to speaking with you and your team next week.

Sincerely,

Pulley
Prospect Builder
(561) 349-5150 x301

about a here.
2/15 Blog - It Costs HOW MUCH to Generate Leads With Hubspot?
1/19 Blog - Social Media Profile Pics - Biff Not So McFly

Yin and Yang Podcast featuring Prospect Builder's Lindsay Kelley and HubSpot's Brian Signorelli
Podcast - Inbound Marketing Part 1 - The Attract and Convert Stages
Podcast - Inbound Marketing Part 2 - The Close and Delight Stages

IDENTIFY CONNECT ‘ EXPLORE ADVISE

ATTRACT

CONVERT

Blog Forms CRM Surveys
Keywords Calls-to-Action Emall Smart Content
Soclal Publishing Landing Pages Workflows Social Monitoring

CLOSE DELIGHT

Promoters

13
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The Buyer’s Journey

Awareness N Consideration Decision

Stage Stage tage

: o B ~ A-hal | have strep throat! | can see my primary care .
Ih throat, f \ Y ! ) 4 \
‘ ::g f.,:f:hy :»la:v:rver | What are my options for | [ physician, the ER,orgotoa |
z relieving or curing clinic. The ER costs a lot, but |

What's wrong with me?

my symptoms? have insurance.

Let’s look at some real world applications

14
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Mail -

Inbox
Starred
Sent Mail
Drafts (7)

i (6]

To: Taylor O'Neil (5)

Pricing Follow Up — iy

s

More ~

o

Inbox  Re: Your question abc

Taylor O'Neil (gmail.com)

Pricing Follow Up

Elise Beck

1.
M SansSeit - T- B 7 U A- E-

ElEl 4

9

e s

Log in CRM &

t— e

=@ ="

Moo @ w%

I

1170017 < > -
1 HubSpAt saLEs 2O
1 Taylor O'Neil
Job tile  Marketing Manager

Litecycle  opportunity
View in CRM

Calling +18603020708 © 0:24

Not recording m

eing 51,13 G

Progcam Poicies
Powersd by Google”

Wcr15178 <
L

Mar 16 (4 days ago) S

Moet with Adam Arras?

Stop veecdng asch cover Vet
fime works for you?* emaits.

Tiy Meatings 10 book yonr neat

meeeing in socand

L cxoure sctty. O snten i
OQetasy

15
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HubSPHt SALES 1 0

Dave Gurprasad

Meet with Dave
Gurprasad?

Stop sending each other "What
time works for you?" emails,

Try Meetings to book your next
meeting in seconds.

HubSPHL SALES 1 2 >

1 Dave Gurprasad
First name Dave ’
Last name Gurprasad 4
cld s’
Website hubspot.com ’
Title s
Emall dgurprasad@hubspo... 7
Phone Add phor 4
Lifecycl Subscriber T
Cancel

Save in HubSpot

" L Call
'\5 Adam
N Sotutions Archaect - IT Managed
Services at
Acxons
A S @
~ About Adam
March 2017

e @3 Inbound Marketing

Mavch 478 ot &

@ = @ orvveren

D2/14/2017 11:28 AM EST

© 9...

© o @ oeuveren

t 1:06 prr

Joha Pulley {jpulleyBprospectbuilder.net)

‘

+logactvity O Createtask O Schodula

was sent the macketing email Gulnness

OPENED CLCXED

was sent the marketing ermail Yaur Sales Team Thinks tnbaund lsn't Warking

OPENED CLCXED

Not Gimmicks or Greer Beer - for

Filkar tmeling (15/26] v

Details
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70%

Closing the Loop

& COMPASS

Y

ConnectWise’
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1,523

1,523

ORGANIC B42 | = B .

681 more than December
2015 (+81%)

fon " 8 New Form Completions
COMPLETIONS (0.05%)

1 ip

SQL’s (SALES 3 New Sales Qualified Leads
QUALIFIED (37.5%)

LEADS)

CLOSES

$113,323 Hardware Sales to Date

In Hardware

How to get started

19
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Then What?

*Share the documented sales process

*Brainstorm all the questions asked throughout the sales
process today and 10 years ago.

*Come up with a plan for marketing to share that awareness
level content to prospects in their emails, on their social
media...

20
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Questions?

Lindsay Kelley, Prospect Builder
lkelley@prospectbuilder.net

@Ivkelley

21



