BEFORE & AFTER GRID | ACME BABY PRODUCTS

BEFORE B/ @9
W%
13

HAVE:

Cold, hard tub

EEEL:

Scared, Frustrated

AVERAGE DAY:

Bath time is terrible

STATUS:
Unappreciated

GOOD VS. EVIL:
Can't have it all

CUSTOMER SEGMENTS

¢ New moms (direct)
e Mommy bloggers

e Baby retailers

PRODUCTS/SERVICES
e Soft, squishy bath tub

e Cozy pacifiers

e etc...

AFTER ‘e
i

HAVE:

Warm, squishy tub

FEEL;

Confident, in control

AVERAGE DAY:
Bath time is enjoyable

STATUS:

Super mom

GOOD VS. EVIL:
Can have it all!
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BEFORE & AFTER GRID | ACME LAWN CARE

BEFORE B/ @9
W%
13

HAVE:

Dead grass and weeds

EEEL:

Annoyed, exhausted

AVERAGE DAY:

Saturdays are wasted

STATUS:

Forced to work the land

GOOD VS. EVIL:

Prisoner in your own castle

CUSTOMER SEGMENTS

e Homeowners

e Men/Fathers

PRODUCTS/SERVICES

e Mowing and maintenance
e Fertilizing
e Sprinkler install/repair

e etc...

AFTER 056
A

HAVE:

Gorgeous green lawn

FEEL;

Powerful, well-rested

AVERAGE DAY:
Your Saturday is yours again

STATUS:
Best lawn on the block

GOOD VS. EVIL:
King of your castle
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BEFORE & AFTER GRID | DIGITALVARKETER [HQ

BEFORE B/ @9
W%
13

HAVE:

Disorganized team

EEEL:

Frustrated, scared,
overwhelmed

AVERAGE DAY:

"Coaching up”
under-performers

STATUS:

Disrespected. Behind the
times.

GOOD VS. EVIL:

Victim of traditional
university model.

CUSTOMER SEGMENTS

e Small business owners
e Marketing executives

e Agency owners/managers

PRODUCTS/SERVICES

e Digital marketing training
e Hiring guides/job board

e What else?

AFTER 056
A

HAVE:

Well-oiled machine

FEEL;

Confident, in control

AVERAGE DAY:

Focus on strategy. Out of
details.

STATUS:

Respected and up for a
promotion.

GOOD VS. EVIL

Helping train the leaders of
the future.
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VALUE JOURNEY WORKSHEET

As

ASCEND

Upsell #...

Upsell #2

Upsell #1

Core Offer

"y

AWARE
Prospect sees an ad
or hears about you via
referral.

1t

rnediostead

>

'y
ADVOCATE
Successful customer
gives a testimonial/case

study

EXCITE

Customer gets value <
from initial transaction

i
ENGAGE
Prospect reads a blog
post, engages on social
media, watches a video,

etc.

1L

g

-

13741

PROMOTE
Successful customer

tells friends about your
brand

<
A
CONVERT
Prospect makes a small
purchase/schedules
demo

b

A~
i

SUBSCRIBE

Prospect opts in to
receive gated content



mrapi
Stamp



PREDICTABLE SALES CANVAS

O

TRIGGERING EVENT

* Job change (layoff,
promotion, etc.)

* Birth of child

* Marriage (yourself or a
loved one)

e Divorce
® Death of a loved one

* Major system/utility
failure (i.e. AC in
summer or CRM for a
business)

e Holiday (gifts, spring
cleaning, resolutions
etc.)

==

REQUESTING ACTION

e Getthem to “raise their
hand” and express
interest

e Ask for a micro-
commitment (a little
time or a little money)

e Make it “their
idea”

ol

IDEAL SALES CONVERSATION

* Always reference the
previous action:

* Ex. “Since you did
[Requesting Action],
then you'll definitely
be interested in

[Product].

® This is how you
sell without “selling”

O

PURCHASE

* What are you ultimately
trying to sell?

e What's your core,
flagship offering?

e \WWhat are some possible
upsets and profit
maximizers?

* What else is your
market buying that
you aren't selling (but
possibly should?)
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