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§§ Before Prospect Get them to know you and indicate interest

During Lead Get them to like you and buy from you for the
: first time

After Customer Get them to trust you and buy from you
: regularly and refer
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1. My Target Market 2. My Message To 3. The Media | Will Use To
My Target Market Reach My Target Market

Before (Prospect)
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7. How | Deliver A World 8. How | Increase Customer 9. How | Orchestrate And
Class Experience Lifetime Value Stimulate Referrals

After (Customer)










 Weddings: Photojournalism:
Personal fulfillment =5 Personal fulfillment =9
Value to the marketplace = 7 Value to the marketplace = 7

Profits = 9 Profits = 2
Total score: 21 Total score: 18

Corporate photography: Family portraits:
Personal fulfillment = 3 Personal fulfilment = 9
Value to the marketplace = 6 Value to the marketplace = 8
Profits = 9 Profits =9
Total score: 18 Total score: 26
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' '.'::::-_-_:::::.'.'.'.:.:.:.:.: /-0 Would not take it |

......... even if it was free

i Ready to buy

{Very cpen to
buying

Not interested ~ Interested but not

right now


















COLD PROSPECTS CUSTOMERS RAVING FANS

Capture Leads Convert Sales Upsell
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Attract Interest Nurture Leads Deliver & Wow Get Referrals
(Market, Message, Media) L

Front End Back End

Your goal is to break even on customer acquisition costs This is where the real money is made







