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Introduction
The Small Business Dilemma
8 Ways to Grow Your Small Business

1. Get Organized, Automated and Integrated

2. Attract New Customers IntegratEd
3. Grow Revenues Sales and
4. Shorten Sales Cycles Marketing:
5. Increase Profitability

6. Increase Repeat Business 8 Ways to
7. Look Bigger and More Professional Grow Your

8. Enter New Markets Small BUSiﬂESS
To Learn More
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Small businesses come in many shapes and forms, from professional and
personal services providers to retailers to manufacturing. But one thing

|I‘Itl‘0ducti0n that almost all have in common is the desire to grow revenues and Top 5 Small Business
increase profits. To do this, the business must attract new customers, and Challenges
keep existing customers happy so that they’ll come back for more and
recommend the company toothers. Attracting new

customers

But connecting with both prospects and customers in a meaningful and
organized way can be time consuming—especially now, when they expect Growing revenues
more responsive and personalized offers, interactions and customer
servicethanever before.

Improving cash

flow
To engage and retain today’s savvy customers, small businesses need an

effective approach to create, nurture and convert leads, and to foster Maintaining
repeat business and referrals. But too often, small businesses try to grow profitability
the business with a tangle of disjointed point solutions—which are likely

togetintheway of growthinstead of enablingit. Retaining

customers
Sound familiar? Then read on to learn how an automated, integrated
sales and marketing process can provide the foundation your business

needstogrow. Source: SMB Group 2012 SMB
Routes to Market Study

0% 20% 40% 60%

"Today, marketing automation is required. You can only fly by the

seat of your pants so long."

- Jim Cavale, Iron Tribe Fitness
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Every small business wants to grow revenues and operate more
Th S ll profitably. But this is easier said than done! More than half of new
e oma companies fail within the first four years, according to the U.S. Bureau of

BUSiness Labor Statistics.
Dilemma

The good newsiis that if you make it through start-up mode, you've beaten
the odds. The bad news is that as you build the business, your challenges
change and marketing becomes more complicated.

Afew standalone tools, such as contact management, e-mail marketing, a
Facebook page and a web site, may suffice to get your business started.
But they can only take you so far. Without an integrated and automated
way to manage sales and marketing activities, you'll eventually hit the
wall.

As Julie Goldman, owner of The Original Runner Company learned, when
your to-do list gets too long to get done, leads can go cold. Conversion
rates can slide. Repeat business and referrals can drop off. Without a
good way to track customer touch points and results, it's hard to figure
outwhat’sworking and what’s not.

Julie Goldman

Click here to learn more about how The Original Runner Company, based in ™
The Original Runner Company

Montclair, NJ, uses automated follow-up to increase lead conversions by 60%
and referrals by 80% for its unique non-slip wedding aisle runner business.

"Not all inquiries were tracked and leads didn’t get followed

up with. More often than not, those leads ended up going cold."
- Julie Goldman, Owner, The Original Runner Company
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Trying to make several individual solutions work together is not only
1 difficult; it canhinder growth, waste time and cost you money.

[ ]
G et Orga 1] ized' So it's no wonder that SMB Group’s 2011 SMB Routes to Market Study
indicates that 20% of small businesses are planning to deploy an
integrated marketing automation solution within the next 12 months. A

Automated and

Integrated unified system consolidates datain one place, making it easier to organize
leads, run campaigns, close business, get referrals and increase repeat
sales.

Take it from Just A Minute, which had used a hodgepodge of e-mail
marketing, contact management and e-commerce solutions that didn’t
“talk to each other.” The company was losing 40% of its renewals because
it relied on inefficient manual methods to track down renewal
information. Since integrating the marketing process, Just A Minute has
doubledrenewalsfrom40% to 80%.

Integrating these activities also gives you back some of what is very likely

your most precious resource: time. Kari VanNoy

Just A Minute

Just A Minute, an Arizona firm offers subscription-based compliance services
for small businesses, has streamlined marketing and boosted renewal sales
to 80%.

"We were trying to stitch together a million different systems.
We were losing clients because we weren't effective in our

follow-up, our renewal rate was slipping and we were spending
hours on repetitive, manual tasks."
1213 456 78910 11 121314 - Linda A"en, CO'OWner,JuStAMinute




All businesses must continually attract new customers to grow. As people
increasingly turn to the internet and social media to gather information
and shop, your business needs to take full advantage of online marketing
toconnectwith new customers.

y

Attract New

Customers Gleason Financial Group learned this the hard way. Inits first two years of
business, Gleason had middling success with direct mail. But in 2007, a
$10K direct mail campaign generated zero leads—leaving the company
without a pipeline and with the prospect of potential bankruptcy.

Gleason needed a better way to attract and engage with new prospects.

TOp Reasons Small Using integrated marketing, Gleason can capture leads online with
Businesses Use educational “lead magnets” and web forms, and nurture them with a
Marketing TOO'.S: sequence of follow-up e-mails. When the prospect is engaged and ready,

Gleason schedules an in-person meeting. The approach has also enabled
Gleasontolaunch an automated client referral program that has doubled

1- Increase Brand referral business for the company.
Awareness
2. Generate Leads

Click here to find out how Gleason Financial Group, a Phoenix, Arizona firm that

o Jeanette and Joe Gleason
Source: SMB Group 2012 provides tax preparation and financial services to retirees, uses Infusionsoft to e Gleason Financial Group -

SMB Social Business Study captureleads, engage prospects and get the sale when customers are ready to buy.

"We've automated a ton of processes, especially around prospect

education and customer follow-up. It’s been huge for us."
- Jeanette Gleason, Co-owner, Gleason Financial Group
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Growing revenues is atop goal for any business. Achieving and sustaining
growth, however, requires systems to support added scale and volume.

3 SMB Group’s 2012 SMB Routes to Market Study revealed that small
s businesses that use marketing automation solutions are 21% more likely
Grow toforecastrevenue growth than those that don't.

Revenues

An integrated, automated system enables you to execute a well-crafted
sequence of online and traditional promotions and campaigns, including
customized landing pages, tailored nurturing programs and referral
programs. For small businesses, of course, the system needs to both have
the horsepowerto support growth and be easytouse.

Iron Tribe Fitness found the right fit and fine-tuned its marketing and
sales process to build on early success and scale its business. Having the
ability to capture leads with web forms, identify individual preferences
and automate and integrate everything from live events to social media
campaigns has helped Iron Tribe convert 46% of its leads in a recent six
month period.

Click here to learn more about how Iron Tribe Fitness, a fitness and training Forrest Walden and Jim Cavale
franchise headquartered in Homewood, Alabama, has hit its growth targets Iron Tribe Fitness -
using astrategic and automated sales and marketing process.

In a recent six month period, Iron Tribe converted 542 leads

from web forms to clients via Infusionsoft.

- Jim Cavale, Iron Tribe Fitness
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Lengthy sales cycles not only frustrate sales people; they decrease

productivity and slow down cash flow into the business. When sales reps

4 have to answer the same questions over and over for every new prospect,
[ ]

Shorten

itusually means that marketingisn't doingagood job priming the pumps.

Sa les Cycles Your marketing system should prep prospects for the sale, providing
them with targeted information that moves them through the funnel

based on individual behavior. When it works, sales reps get leads when
the prospectis educated and pre-disposed to buying—shrinking the sales
cycle.

AtH.U.M.AN.Healthy Vending, sales reps had been spending agrueling 8
to 10 hours educating each prospect. Recognizing that this sales sinkhole
could sink the company, H.U.M.AN. Healthy Vending turned to
integrated marketing to provide personalized, automated information to
each prospect. Now, sales reps can focus on qualified leads—based on
prospect behaviors such as email open rates, report downloads and
webinar attendance—slashing the sales cycledownto 2 or 3hours.

@

Sean Kelly and Andy Mackensen
Click heretosee how H.U.M.A.N. Healthy Vending, an L.A-based healthy foods H.U.M.AN. Healthy Vending

vending machine business, slashed sales cycles, grew revenues from $0 to $3
million in 12 months and earned a spot on Entrepreneur Magazine’s 100
Brilliant Companies list.

"By the time a prospect gets to a salesperson, they are educated,

pre-qualified and pre-disposed to buy."
- Andy Mackensen, Co-founder and Managing Partner, H.U.M.A.N. Healthy Vending
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Some small businesses want to grow and scale up, while others want to
remain small. But all businesses want to be profitable, and most small
5 business ownerswant to maintain work-life balance.

[ ]

|nCI"eaSe The formula for profitability is simple: the difference between revenues
Profita bi li ty and expenses. But this is easier said than done. Achieving and increasing

profits requires that you maximize the value of every sale. To do this, you
need to do things faster, better and more efficiently so you both delight
the customer and save time, money and your own sanity.

After being stuckin arevenue and profit rut for several years, Hear & Play
Music implemented marketing automation to roll out a personalized
follow-up campaign for each client. Each campaign is triggered by
demographic or behavioral tags that Hear & Play Music “choreographs”
to customer events, such as birthdays, and where the client is in the
lessonplan.

With this system, Hear & Play Music has doubled growth, “profits have
exploded,” and owner Jermaine Griggs has achieved his goal of work-life
balance.

Jermaine Griggs
Hear & Play Music

Click here to find out how Hear & Play Music, which provides online music
lessons, has created a high-touch and highly profitable service—and also
givesits owner the work-life balance he wants.

"Profitability is the most important thing to me. | have work-life

balance with more life than work!"
- Jermaine Griggs, Hear & Play Music

12345678ﬂ10 11 121314
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Once you've worked hard and attracted customers, you want to keep
them coming back for more. Sales to existing customers cost less, and

6. these customers are easier to service because you already understand
their needs. If they’ve had a positive experience with your business, the
Increase - v . sy i
R t are likely to purchase more often and buy higher value products or
ep_ea services. And if they become raving fans, they will likely refer others to
Business your business.

To maximize repeat business, you need to know as much as possible
about your customers, and use that information to tailor your
engagementas their needs evolve.

For Hear & Play Music, the nurturing starts when the customer places his
or her first order. The integrated marketing campaigns include special
offer postcards, thank you cards, text messages, birthday cards, special
offers and gifts. Each campaign is triggered by what the individual
customer doesordoesn’tdo.

Needless to say, this type of sequenced, personalized follow-up would be

allbutimpossible without anintegrated marketing solution. .
. Jermaine Griggs

Click hereto learn more about how Hear & Play Music has increased average Hear & Play Music

customer life time value (LTV) from $90 to $374 using integrated marketing

campaigns.

"Even repeat customers were new to us before Infusionsoft.

Now, we can talk to them like a friend."
- Jermaine Griggs, Hear & Play Music
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Prospects and customers need to feel comfortable that although your
business may be small, you will take care of their needs efficiently and
7. effectively. As a small company, it's imperative to project a competent,

Loo k Bigger professionalimage to make your business asafer choice.

and More But how do you do this without a full-time marketing person or web

PfOfESSlonal master? While you certainly should not lie about the size of your
company, you can convey a more professional image with an integrated

marketing solution. A clean, easy-to-navigate web site, personalized
marketing campaigns and timely follow-up help you put your best foot
forward and develop a professional image that communicates
confidence.

After using a few standalone marketing and contact management tools
for several years, Backbone Communications’ regional sales director and
part-time chief marketing officer Josh Leitz wanted one system to do
everything—CRM,webforms, surveys and e-mail marketing.

With an easy-to-use, integrated marketing solution designed for small
business, Josh can now create and automate the marketing and sales
follow-up sequences hissales reps need toshine.

Josh Leitz
Backbone Communications

Y " 4

Backbone Communications, provides curriculum planning and student
assessment software to schools and uses integrated marketing to give its sales
reps warmleads instead of cold calls.

"Sales people love it. | can do things on behalf of the sales rep...

this means they have warm calls instead of cold calls."
12345678910 m 1213 14 - Josh Leitz, Regional Sales Director, Backbone Communications




Sometimes the best business opportunity is in entering a new market.

Even when business is good, you need to proactively seek out new

8 opportunities as a hedge against the possibility that your current
O products or services will become static or decline.

Enter
New Markets Unfortunately, too many small businesses get caught flat-footed even
when opportunity knocks on the door because they don’t have the

operational agility to scale or to recognize and adapt to new customer
requirements.

After using marketing automation to expand and grow its own business
from one to two locations, Iron Tribe Fitness realized that a franchise
model would give it the horsepower necessary to scale the business.
Using its Infusionsoft marketing automation solution as a foundation,
Iron Tribe developed a turnkey system to get franchisees up and running
quickly and efficiently.

Having a proven, replicated marketing system has also helped Iron Tribe
Fitness attract qualified franchisees. Since launching its franchise model
in2012,Iron Tribe has opened 30 new franchise locations.

Forrest Walden and Jim Cavale
Iron Tribe Fitness ~

1

Click here to learn more about how Iron Tribe Fitness uses Infusionsoft to
automate sales and marketing for its own and its franchisee stores.

"Infusionsoft has helped us build two businesses: our Iron Tribe

Fitness owned stores and our franchise operation."
-Jim Cavale, Iron Tribe Fitness
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To

Learn More

12345678910 1112@14

As the only all-in-one sales and marketing software built for small
business, Infusionsoft combines customer relationship management
(CRM), marketing automation and ecommerce in one simple
Web-based tool.

Over 12,000 small businesses worldwide use Infusionsoft to get leads,
grow sales, manage customers and save awhole lot of time.

Tolearnmore about Infusionsoft, visit www.infusionsoft.com.
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