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In today‟s tough market place, getting sales 
can be a challenge, especially on a tight 
budget. In an attempt to get more sales, you 
may have discovered that it isn‟t as simple as 
throwing money into advertising. This is because 
those who see your advert don‟t know 
you, nor do they value your product or service. 
 
Something is missing… 
 
Take for example your website: more visitors 
will not guarantee more customers unless you 
make a compelling offer. 
 
If the value and results you promise are unclear, 
any offer you make will be weak and ineffective. 
 
Without a strong Unique Selling Proposition 
(USP) and defined objectives, what you deliver 
will appear unrelated to your business. Getting 
your USP right is where you need to start… 
 
Netflare has created a Marketing workshop 
called Jumpsite Marketing to help and guide 
businesses through the following three steps to 
create successful marketing campaigns that 
bring in sales. 

The three essential steps to get more marketing 
impact for less cost: 
 
1) Know your objectives 
- Clearly communicate what you do. 
 
2) Find customers and keep them 
- Create front-end marketing plans to 
acquire customers. 
- Create back-end marketing plans to 
nurture customers. 
 
3) Get more sales 
- Implement campaigns that target 
specific customer types. 
- Progressively roll-out bigger 
campaigns and test & measure their 
success. 

                            Introduction 
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The only thing that matters to your 
customers is that you must deliver the 
results. This has to be your primary 
objective. So how do you make this 
apparent to your customers and make 
effective marketing decisions to maximise 
your sales? There are three important 
points to consider when answering this… 
 

1) Unique Selling Proposition 
 

It is essential that the first thing you do is to 
clarify what your business does by defining 
your Unique Selling Proposition (USP). Your 
USP encapsulates your products or services; 
your ideal customers; your key benefits and the 
results you deliver. The benefit of having a clear 
USP is that your customers will relate to your 
motives and become as passionate as you are 
about your business. 
 
2) Review Your Marketing Strategies 
 
Imagine your marketing strategy as your map 
of goals, the plans are the routes and the 
campaigns are the vehicles to take you there. 
Your strategy won‟t change; this concerns 
achieving your goals. Your plans may change; 
you may meet immovable obstacles. Campaigns, 
however, can change at a moment‟s notice 
depending on circumstances. 
 
 You will only know great marketing campaigns 
from poor ones by the way you test and measure 
them. The sooner you determine suitable Key 
Performance Indicators (KPI‟s), the sooner you‟ll 
know which campaigns don‟t work, so you can 
focus on those that do. 

Once you have reached this point, then you can 
focus on improving sales by reviewing customer 
needs and how well matched they are to your 
products and services. You can then create 
different package offers to suit them. 
 
3) Build an Effective Marketing Plan 
 
An effective marketing plan should not only 
outline your SMART (Specific, Measurable, 
Attainable, Realistic and Timely) goals, but the 
business must be aligned with what you do 
naturally: you steer the business in the direction 
you want to go. 
 
So use your marketing strategies to answer the 
following questions and drive your business in the 
right direction. 
 
- What level of sales are you looking to 
achieve? 
 
- What products and services are you selling? 
 
- How many customers do you need? 
 
- How many leads do you need? 
 
Without any answers to these questions how 
can you set achievable goals and devise ways of 
measuring your progress? 

   Step 1: Know Your Objectives 
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How to get real results and grasp the 
secrets 
of successful marketing strategies which 
can be applied to your website 
 
The biggest problem that most small businesses 
face is how to attract customers and make it 
simple for them to become customers. 
 
When you get a new customer, no doubt your 
service will be excellent, you‟ll deliver according 
to your promises and this customer will 
continue to buy from you for many years. 
 
But when you market your services, the 
promises you offer are also being promised by 
many other companies. If only you could get 
more people to experience your excellent and 
reliable service, then they would realise that you 
are one of the few businesses that actually does 
deliver the value and results you promise. 
 
The investment you put into marketing to find 
new customers often brings poor returns. Why? 
Probably because the material you use is mostly 
ignored and at best read with scepticism. The 
reason is there is no basis to believe your 
claims and the risk will be seen as too high. 
They need to actually experience what you 
promise. 
 
The solution is to create two different marketing 
strategies. Create a customer acquisition 
strategy to find new customers and a customer 
nurturing strategy to keep them. 

The concept is simple: by nurturing your 
customers they will become loyal and will keep 
spending with you. This means that their lifetime 
value will increase, making any profit on the first 
sale less significant. 
 
With this knowledge, you can now create powerful 
and irresistible offers, as the focus is to acquire 
long term customers and not necessarily the sale. 

Step 2: Find More Customers    

And Keep Them! 
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Customer Acquisition 
 
Customer acquisition is all about 
attracting and acquiring new customers. 
 
As the lifetime value of a customer will make 
the initial cost of attracting them relatively 
insignificant, you can focus on novel and 
exciting ways to encourage people to make that 
leap and give you a try. The experience they gain 
from your high quality products and services 
will mean they stay as long term customers. 
 
The three key points to mastering successful 
customer acquisition are: 
- make your offer irresistible, so that the 
customer cannot pass by without noticing 
you; 
- make the next step simple, clear, easy and risk 
free and; 
- back up your marketing with information that 
substantiates your promise. 
 
Create Irresistible offers 
 
Of the normal products and services you offer 
your customers, consider whether you could 
make a part of it available for a substantially 
reduced price, or even free. 
 
Be adventurous and imaginative in your ideas. 
Create a long list and fine-tune them to a few 
good candidate offers you are happy to run with. 
 
Target a certain type of customer and provide 
enough information and evidence to make the 
offer absolutely irresistible. 

Write down your tuned list and test these offers to 
find which ones appeal to your potential 
customers. 
 
Create a compelling call to action 
 
By identifying your customer type, you will gain 
an understanding of their reservations, 
hesitations and reluctance to make purchases. 
 
Having attracted your customers, you need to 
encourage them to take action. You can build in a 
few simple steps – calls to action - that are small 
and risk-free, so that the customer is encouraged 
to give it a try. Provide plenty of impartial advice, 
together with clear exit paths, so that your 
prospect knows they can walk away at any time. 
 
Examples of simple and risk-free next steps are 
subscribing to newsletters or email subscription 
services, or downloadable reports and fact-sheets. 
 
Look at your list of irresistible offers and create a 
corresponding call to action for each offer in no 
more than 11 words. 
 
Substantiate your promise 
 
The offer must be backed by additional 
information that substantiates the promise and 
provides a high level of credibility. 
 
Once people subscribe to the newsletter or enter 
their email in order to download a free report, 
they can be added to auto-responder follow-up 
emails to provide further information. The 
purpose of this is to satisfy the questions, “Why 
should I buy from you?” and “Will this really work 
for me?” 
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You can now develop a strong portfolio of 
offers that make your investment in 
customer acquisition pay for itself many 
times over. This is the sign of an extremely 
successful and powerful front-end 
marketing strategy. 
 
Lead Generation Strategies 
 
If you prepare your marketing strategies based on 
your passion, motive and uniqueness, your 
website or advertising campaigns can be used to 
collect your own targeted lists of potential 
customers. The enquiries can be intelligently 
captured, categorised and followed-up using 
smart marketing strategies. 
 
Improving your Conversion rate 
 
Measuring the success of your lead generation 
activities will help you improve and better 
define your ideal customer type. By being as 
specific as you can when looking for customers, 
your conversion rate can only improve. Most 
businesses do not measure the success rate of 
their marketing and may well repeat poorly 
performing methods until their enthusiasm or 
cash runs out. 
 
This is where all your hard work in preparing 
your customer acquisition strategies will start to 
deliver the results you are looking for. With the 
right planning, your passion, motive and 
uniqueness will allow you to demonstrate 
credibility. This will start attracting the visitors 
who have the problems you can help solve. 
 
With direct response-style marketing that 
highlights all the benefits that you can think of, 
you‟ll be able to provide compelling reasons for  
visitors to stay and encourage them to provide 
their contact details. 

By offering regular impartial and valuable 
information through newsletters and 
autoresponder emails, you can also 
comprehensively follow-up all enquiries. Only by 
freely giving and sharing your help and advice, will 
you be able to gain the trust of the visitor and 
continue to build the relationship that will 
eventually turn them into great customers. 
 
By using these powerful marketing strategies 
on your website, you will attract the strong 
leads that can be followed up with valuable 
information to win their trust. 

 

Electronic Overtures Ltd t/a Netflare 
T: 01954 202464 E:info@netflarehosting.com 
Registered in England and Wales:No. 4804891 
 VAT Registered No.: 819 285 012 
Registered Address: 30A High Street, Over, Cambridgeshire. CB24 5ND 

 



7 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Customer Nurturing 
 
By nurturing your customers, you will begin to 
form strong relationships with them. This will 
allow you to offer increasing value as the 
relationship grows. Your customer nurturing 
strategies can be thought of as a funnel of trust 
layers, each layer adding value to your customers 
as they begin to trust you more. 
 
Starting from a customer who has just bought 
from you for the first time and working down to 
your perfect customer, who has implicit trust 
and buys high value products and services from 
you, you can determine between 4 and 7 distinct 
layers of trust. 

Build trust layers and create products and 
services around them 
 
For each trust layer, build and shape specific 
products and services tailored to the customer 
type and the level of value they will appreciate. 
At each stage, give, share and serve everything 
you are able, in order to inform and improve 
the relationship with your customers. Their 
trust will increase and they will gradually 
become more interested in the products and 
services in the next trust layer. They are now 
more willing to buy higher value services from 
you. 
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Follow up all customer enquiries 
 
When your customers ask questions, they are 
reflecting changes in the marketplace. It is an 
opportunity for you to understand your 
marketplace and discover what products and 
services people are looking for. 
 
You should relentlessly follow up all enquiries. 
When a customer has an enquiry, it can become 
part of a two-way conversation to help them 
find a solution. As part of this process, you 
should demonstrate impartiality and follow up 
with a genuine intention to help to the end, even 
if they do not end up buying your product or 
service. The reason for this is that you can ask 
questions in return and it helps build trust. It is 
not difficult to ask questions as long as they are 
not about money or sales. 
 
Up-sell by offering higher value services 
 
As you work in your marketplace and develop 
products and services around your trust layers, 
you will be able to offer stepped value services 
and enhancements if the customer is ready to 
buy. 
 
Create preferred customer lists 
 
With any list of customers, there will be a small 
percentage that will respond to higher value 
offerings. These will be the customers that will 
get the most out of your services because they 
appreciate and value it most. 
To help encourage these customers, you can 
create privileged groups and even name them 
eg. „Premier customers‟. You can create a range 
of products and services that will only be 
available to this limited set of people or 
businesses. These will be the customers you 
invite to move on to the next level and offer 
higher value services. 

Communicate regularly with your customers 
 
In order to build a good relationship, you need to 
communicate regularly and spontaneously. The 
communication could be for any of the following 
reasons: 
 
- GIVE: think of innovative ways to demonstrate 
that your products and services can help their 
business 
 
- SHARE: highlight an interest in their business 
by sharing new information 
 
- SERVE: what more can you do for them? 
 
The method of communication can be: 
 
- e-newsletter 
- email auto-responder lists for specific offers 
- personalised letter 
- telephone 
- booklets or reports 
 
While your marketing messages are 
communicated automatically using regular 
newsletters and auto-responder emails, your 
customer is being carried along a „value 
information path‟ to bring them impartial 
information. At the same time, you are providing 
solutions through your products or services. Any 
enquiries made as a result of this communication 
will be followed-up to encourage the customer to 
move down the trust funnel. 
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Advertising is where you spend your 
budget. For austerity marketing it is 
essential that your objectives are clear 
and your plans are set in order to 
maximise the rewards of running 
campaigns that deliver sales. 
 
Build Marketing Channels 
 
A marketing channel is a method of sale where 
the customer is taken through a process, starting 
from the point of interest through to the close. 
 
Each channel refers to a specific area of visibility 
such as selling directly through an advert in a 
magazine, selling through an agent, or selling 
from your website. 
 
A visibility focused marketing channel is one 
that attracts people who know what they want. 
Your objective is to become as visible as possible 
and demonstrate to them that you are the best 
choice. These are potential customers, they are 
looking for you, they know that they need your 
kind of product and are ready to buy, but they 
haven‟t found you yet. 
 
A promotion focused marketing channel tries to 
persuade people to use products or services 
although they have not expressed any interest in 
them, yet. The intention is that once they 
discover your services they will be persuaded to 
find out more. These are weak, you are seeking 
them, they are people that don‟t realise they 
need your product or service, but may be 
interested once they see the benefits. 

When comparing the two types of marketing 
channels, promotion focused marketing takes 
more effort, is more costly and is less productive. 
With promotional marketing, the best you can 
hope for is that the customer becomes interested 
in the benefits, but will most likely become 
attracted to your competitions‟ visibility focused 
marketing channels. 
 
Develop a Sales Process 
 
Create sales literature that invites customers to 
learn more about your products or services, create 
compelling offers that offer immediate value and 
relate to specific customer needs. 
 
Create Campaigns 
 
Target different customer types with your 
campaign, learn which material works best for 
each customer type by testing and measuring each 
campaign‟s effectiveness. Constantly change 
and adapt your campaigns until you reach your 
sales targets. 

        Step 3: Get More Sales 
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How do I know if this is right for me? 
 
The only way to find out is to call and chat for 
about half an hour and discover whether this 
offer is practical and realistic for you. 
 
The Jumpsite workshops run one afternoon 
(1:00pm-4:30pm) every week (day depends on 
your level). You will spend at least 2 hours with 
me and a small select group of other local 
businesses at the Netflare office in Over, 
building and developing solid marketing 
foundations for your business. 
 
You‟ll get the knowledge to build breakthrough 
strategies in website marketing. 
 
You‟ll get a solid growth plan for your website, 
giving it purpose and value. 
 
You‟ll know what you‟re doing is not only 
right, but delivering tangible results. 
 
You‟ll build a customer acquisition marketing 
tool to capture new business, and a customer 
nurturing tool to keep your existing customers. 
 
You‟ll master the art of writing direct response 
copy. 
 
You‟ll move away from the sales role toward 
the consultant and the trusted advisor. 
 
You‟ll finally get to understand how the search 
engines work and what you can do to improve 
your visibility. 

Come and try the introductory workshop for 
FREE 
 
This workshop will cover the following areas: 
 
- Splitting your marketing activities into 
customer acquisition and customer nurturing 
marketing strategies. 
 
- Generate a business posture by presenting 
value and results combined with your passion 
to deliver the results the customer desires. 
 
- Add clarity to your objectives by asserting a 
well defined USP. 
 
The introductory workshops are to be held 
every Tuesday from 1:00pm - 4:30pm and will 
include a complimentary buffet. 
 
Those companies who wish to take this further 
can arrange one-2-one training or join an 
existing workshop group held on Wednesdays or 
Thursdays. 
 
To enrol, please complete and post the form 
overleaf, call 01954 202464 or complete the 
form online at: 
 
www.netflarehosting.com/austerity-marketing 

 Introducing Jumpsite Marketing 
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EXCLUSIVE PRE-BOOK OFFER: 
 
Pre-book before you attend the 
introductory workshop and pay only 
£250+VAT (per attendee) [90% off the 
standard price] for the full 8 sessions 
and get access to all the training material. 
 
To qualify for this offer, please enrol stating 
booking code: 
 

AM317 
 
To enrol, call 01954 202464 or email 
enrol@netflarehosting.com using AM317 
as the subject. 

75% DISCOUNT OFFER 
 
If you choose to try the introductory workshop 
before enroling, Netflare is currently offering a 
75% discount off the standard 
price. 
 
The standard Jumpsite Marketing Programme (8 
sessions) is £2500+VAT for a single attendee. 
Additional fees are £180 +VAT per session per 
attendee. 
 
That means you pay only £625+VAT if 
you enrol immediately after the free 
introductory workshop. (This offer will 
only be available at the workshop). 
 
The Austerity Marketing Programme is an 
exclusive series of workshops to be run over the 
Summer / Autumn 2012. 
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