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Step 1 - Define Your Ideal Customer Profile

Demographics: Identify the key demographic characteristics of your ideal
customer, such as age, gender, location, education, and occupation.
Needs and Pain Points: Understand the specific needs, challenges, and pain
points your ideal customer faces, which your product or service can address.
Buying Behavior: Analyze the buying behavior of your ideal customer,
including their preferred shopping channels, decision-making process, and
budget constraints.
Interests and Hobbies: Discover the interests, hobbies, and lifestyle
preferences of your ideal customer to tailor your marketing messages
effectively.
Brand Alignment: Ensure your ideal customer shares values and aligns with
your brand's mission and vision, creating a stronger connection and loyalty to
your products or services.

Define Your Ideal Customer Profile Before diving into lead generation, it's
important to clearly define your ideal customer profile. This will help you target
your efforts more effectively.

Hers a simple table to fill out in order to define your customers - if you want a
more indepth look you can download our buyer persona guide HERE.

5 things to consider

https://www.signalbordon.org/buyer-persona-template


What inbound marketing can
you/are yo doing?

 
 

What outbound marketing
are you/can yo do?

 
 

Do you currently have a
referral scheme? if so what

is it? if not what can you do?
 
 

Step 2 - Lead Generation

Inbound Marketing: Create valuable content, optimize your website for search
engines, use social media, and leverage email marketing to attract leads. also
consider Blog posts, how to guides, and free downloads. 
Outbound Prospecting: Identify potential customers and reach out to them
through cold calling, email outreach, or attending industry events. 
Referrals: Encourage satisfied customers to refer others to your business.

There are various ways to generate leads, including 
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B
(Budget)

A
(Authority)

N
(Need)

T
(Timing)

What is their
spending ability?

Who is the decision
maker?

What immediate
needs or urgent

problems are there?

In what time frame
will they need a

solution?

Step 3: Qualify Leads

Not all leads are equal. To save time and focus your efforts, implement a lead
qualification process. This may involve assessing factors like budget, authority,
need, and timeline (commonly known as BANT criteria) to determine which leads
are most likely to convert into sales.

Step 3



Step 4: Initial Contact and Needs Analysis

Research your Prospect: Gather information about your prospect to
understand their preferences and communication habits. Look for clues in
their online presence, such as social media profiles, website, or LinkedIn, to
tailor your approach.
Understand the Purpose: Determine the purpose of your initial contact. Are
you introducing your product/service, following up on a previous interaction,
or offering a solution to a specific problem? Different purposes may warrant
different communication methods.
Choose the Right Channel: Select the communication channel that aligns with
your prospect's preferences and the purpose of your outreach. Common
channels include email, phone calls, social media messages, or in-person
meetings.
Personalization: Customize your message to make it relevant and personalized
to the prospect's needs and pain points. Personalization shows that you've
done your homework and are genuinely interested in helping them.
Timing: Consider the timing of your contact. Avoid reaching out during busy or
inconvenient times, and aim for moments when your prospect is more likely to
be receptive.
Follow-Up Strategy: Plan a follow-up strategy in case you don't receive an
immediate response. Persistence and a well-thought-out follow-up plan can
demonstrate your commitment and interest in working with the prospect.

Once you have identified qualified leads, initiate contact. This could be through a
phone call, email, or an in-person meeting. During this stage, aim to understand
the prospect's pain points, challenges, and goals. Conduct a thorough needs
analysis to uncover how your product or service can address their needs.

Deciding on the best way to make initial contact with a prospect depends on
various factors, including your target audience, the nature of your product or
service, and your overall marketing strategy. Here are some steps to help you
make that decision:

1.

2.

3.

4.

5.

6.

Remember that the best way to make initial contact may vary from one prospect
to another. Being adaptable and open to feedback will help you refine your
approach over time.
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Step 5

Product/Service
Product Value (pros - why
they want it, what it will

do for them)
Concerns and objections 

Step 5: Present Your Solution

Based on the information gathered in the needs analysis stage, tailor your
solution to the prospect's specific requirements. Prepare a compelling
presentation or proposal that clearly communicates the value your product or
service provides. Address any objections or concerns that may arise during this
stage.

We have created a simple template that you can use. please note that this should
be a working document as you should be updating and changing it as you get
more data on the concerns and objections of your customers.



Step 6

Product/Service Concerns and objections How will I overcome
these?

Step 6: Handle Objections and Negotiations

Prospects may have objections or concerns that need to be addressed before
moving forward. Listen actively, empathize with their concerns, and provide
relevant information or solutions to overcome objections. 

If necessary, be prepared to negotiate terms, pricing, or additional features to
reach a mutually beneficial agreement. 

Remember that overcoming objections is an ongoing process, and building trust
takes time. By actively listening, providing solutions, and demonstrating genuine
interest in helping your prospects, you increase your chances of successfully
overcoming concerns and objections.

You should already have the common concerns and objections from step 5. now
you need to define how you will overcome these. 
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Step 7: Close the Sale

Once all objections have been addressed, it's time to close the sale. This can be
done through various methods, such as signing a contract, processing an online
payment, or confirming a verbal agreement. Clearly communicate the next steps
and ensure all necessary paperwork or agreements are completed promptly.

Do you have an Onboarding process set up for your customer? If not here is a very
simple onboarding journey for customers. Make sure you map out your customer
onboarding, it can be as simple or as complicated as you like/need.

Step 8: Follow-Up and Relationship Building

Personalized Thank-You Notes: Send a personalized thank-you email or note
after each purchase, expressing your appreciation for their business. Make it
genuine and specific to the customer and their purchase.
Follow-Up Surveys: Send follow-up surveys to gather feedback on their
shopping experience and satisfaction with your product or service. Use this
information to improve your offerings and show that you value their opinions.

After the sale is closed, don't neglect your customers. Follow up to ensure their
satisfaction, address any post-sale concerns, and provide ongoing support.
Building a strong relationship with your customers can lead to repeat business,
referrals, and positive reviews.

Here are the 12 best ways to stay in contact with your customers after they have
made a purchase.
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Email Newsletters: Regularly send informative and engaging newsletters to
keep customers updated on new products, services, promotions, and industry
news. Segment your email list to provide relevant content based on their
interests and past purchases.
Loyalty Programs: Implement a loyalty program to reward customers for their
repeat purchases. Offer exclusive discounts, special offers, or early access to
new products as a way to show appreciation for their loyalty.
Social Media Engagement: Be active on social media platforms and engage
with customers through comments, messages, and posts. Share user-
generated content and respond to inquiries promptly.
Exclusive Content and Offers: Provide exclusive content, such as tutorials,
guides, or behind-the-scenes insights, to your existing customers. Offering
them unique benefits helps to strengthen their relationship with your brand.
Customer Service and Support: Maintain excellent customer service and
support channels to address any issues or questions promptly. A positive
customer service experience can turn a dissatisfied customer into a loyal
advocate.
Birthday and Special Occasion Messages: Send personalized messages or
offers on customers' birthdays or other special occasions. This personal touch
helps to create a sense of connection and shows that you remember and care
about them.
Automated Drip Campaigns: Set up automated drip campaigns to send a series
of relevant and valuable emails to customers over time. This keeps your brand
top-of-mind without being intrusive.
Community Building: Create an online community or forum where customers
can interact with each other and your brand. Encourage discussions, address
questions, and foster a sense of belonging.
Product Updates and Enhancements: Keep customers informed about product
updates, enhancements, or improvements based on their feedback. This
demonstrates your commitment to continuously improving your offerings.
Ask for Reviews and Testimonials: Request feedback and reviews from
customers and showcase positive testimonials on your website and social
media platforms. Positive reviews can encourage new customers to trust your
brand.

12 best ways to stay in contact with customers continued:

Consistency and relevance are essential when staying in contact with customers.
Be mindful of the frequency of communication, ensuring that it adds value to
their experience and maintains a positive relationship with your brand.

Step 8: Follow-Up and Relationship Building



Step 9 - The Upsell

Understand Customer Needs: Before attempting an upsell, thoroughly
understand your customers' needs and preferences. The upsell should
genuinely enhance their experience or provide additional value.
Offer Relevance: Ensure the upsell is relevant to the customer's initial
purchase. Recommend complementary products or services that complement
or enhance the original item.
Highlight Benefits: Clearly communicate the benefits and advantages of the
upsell. Explain how it addresses specific needs or offers additional features
not available in the original purchase.
Timing is Key: The timing of the upsell is crucial. If the customer is still in the
process of making their initial purchase decision, wait until the transaction is
completed before suggesting the upsell. Avoid being too pushy or aggressive.
Bundle Deals: Offer attractive bundle deals that combine the original product
with the upsell. Bundling can incentivize customers to take advantage of the
additional offer.
Exclusive Offers: Create a sense of exclusivity around the upsell, making the
customer feel they are getting a special deal or limited-time offer.

An upsell is a sales technique where a seller encourages a customer to purchase
a more expensive or upgraded version of a product or service they are already
considering or have already purchased. The goal of an upsell is to increase the
average order value and maximize revenue from each customer.

Implementing upsells in your business can be a beneficial strategy if done
thoughtfully and ethically. Here are some tips on how to do it effectively:

1.

2.

3.

4.

5.

6.

By implementing upsells strategically and with a customer-centric approach, you
can increase revenue while also enhancing customer satisfaction and loyalty.
Remember that the key to successful upselling is offering valuable and relevant
options that genuinely benefit your customers

Step 9

Product What is the Upsell?



Conversion Rate: This metric measures the percentage of prospects who take
the desired action in each stage of the sales process. Calculate the conversion
rate for different stages, such as lead to opportunity, the opportunity to close
the deal, etc. Identifying conversion bottlenecks can help optimize the
process.
Sales Cycle Length: The sales cycle length tracks the time it takes to convert a
lead into a customer. Monitoring this metric can help you identify delays and
inefficiencies in the sales process and work towards shortening the cycle.
Lead Response Time: Measure the time it takes for your sales team to respond
to leads or inquiries. A quick response can significantly impact lead
engagement and conversion rates.
Win Rate: The win rate represents the percentage of opportunities that result
in a closed deal. It highlights the effectiveness of your sales team in
converting opportunities into customers.
Average Deal Size: Calculate the average value of closed deals. This metric
provides insights into your revenue generation and can help you understand
which deals are most valuable to your business.
Sales Velocity: Sales velocity is a metric that measures the speed at which
deals move through the sales pipeline. It considers the number of
opportunities, win rate, and deal size to estimate how quickly revenue is
generated.
Customer Acquisition Cost (CAC): CAC quantifies the average cost of acquiring
a new customer. It helps you understand the efficiency of your sales and
marketing efforts.

This is probably the most important step of this guide. you should continuously
evaluate your sales process to identify areas for improvement. 
Monitor key metrics such as conversion rates, average sales cycle length, and
customer feedback. Use this data to refine your process, optimize your efforts,
and enhance the overall sales experience.
Remember, the sales process may vary based on your industry, target market, and
specific business needs. Adapt and customize these steps to suit your unique
circumstances.

Here are some crucial metrics to consider:

Step 10: Evaluate and Improve



Customer Lifetime Value (CLV): CLV estimates the total revenue a customer is
expected to generate over their lifetime as a customer. This metric helps you
prioritize efforts to retain and nurture valuable customers.
Churn Rate: The churn rate represents the percentage of customers who stop
using your product or service during a specific period. Reducing churn is
crucial for maintaining long-term profitability.
Sales Funnel Drop-Offs: Identify stages in the sales funnel where the most
significant drop-offs occur. Analyzing this data can help you identify pain
points and optimize those stages.

Regularly monitoring and analyzing these key metrics will provide valuable
insights into your sales process's strengths and weaknesses. Use the data to make
data-driven decisions and continuously improve your sales strategy for better
results

Step 10: Evaluate and Improve



At SiGNAL we provide workspaces to help
you get your business off the ground and
grow. From meeting rooms, offices and
desk hire, we have workspaces for
entrepreneurs, sole traders and micro
businesses right in the heart of Bordon.

We also offer fantastic business
networking events - 
because who you mix with matters! 

why not check out the BiZHUB for
yourself. Simply go to our events page
and book onto our next event!

Find out more about SiGNAL by visiting our website. 

www.signalbordon.org

SiGNAL
Martinque House
Hampshire Road
GU35 0HZ
Phone 01420 556335
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