
SCHEDULE A CALL

Learn how to apply these principles
to your business in just 20 minutes

4.

Here’s an estimate the kind of lead generation efforts you’ll require 
to sustain service based businesses of various sizes.

One man team - Personal networks
When you’re flying solo, the place to begin with lead generation is 
your personal networks. If you have a large enough network and 
your colleagues and business associates are able to whole heartedly 
recommend your service to their clients and associates, the leads 
that come from it should be enough to find your feet.

Dynamic duo - Marketing materials
Once you have some room to step back from client work, writing 
documents that outline your process, showcase your past work and 
highlight your strengths will make every deal you work on faster 
and easier. The information in these documents is also easily 
repurposed into blog posts, podcasts and other social content.

Creative team - Online storefront
Using your process documents, pitch decks and case studies we can 
create automated content funnels that introduce clients to your 
company, your process and your pricing structure, with zero time 
investment. By the time they’re done reading, you will have a 
detailed sales profile, including information like service 
requirements and budget estimates, before you even speak.

Growing agency - Internal inside sales team
Building a bespoke solution that brings together the content funnels 
and automated processes you’ve built and allows you to measure 
and test will provide you with a highly efficient lead qualification 
funnel that costs you almost nothing to run. Suddenly, the maths on 
hiring experienced sales managers focused on closing big deals gets 
way more attractive.

Leads come first: A timeline3.

The bottleneck to generating more leads is rarely access to traffic. 
Paid social is a simple and reliable way to generate large amounts of 
traffic to any website, but as data data regulations get tighter and 
engagement with social platforms plummets, the traffic generated 
is not nearly targeted as you’d hope. 

It’s kind of like opening a retail store for your service based 
business in Leicester Square. Every day you would receive 10,000 
enquiries about your service every day, but they’d be from all kinds 
of people from all walks of life. You’d spend a crippling amount of 
time talking to people who can’t afford to or have no interest in 
working with you.

Imagine there was a way to generate reliable, targeted traffic to your 
website, filter out customers who aren’t interested in your service, 
flag high value prospects and schedule a call with them at your next 
available time. Suddenly, your internal sales team would only spend 
time talking to clients who have a genuine interest in purchasing 
your service. Your close rates go up, deal times go down, 
productivity and profitability rises.

The system I’m describing is called Inside Sales, and it helped 
fuelled the explosion of SaaS companies in Silicon Valley over the 
last decade. There are plenty of books about it and hundreds of 
outsourced inside sales companies who you can work with. The 
decent ones start at around £5,000/month and go up from there. 

If you’d like to learn more about Inside Sales, and how it was 
essential the the growth of massive businesses like Salesforce, I 
highly recommend reading Predictable Revenue by Aaron Ross. 

But it’s not 2008 anymore, it’s 2018. We have chat bot services like 
Intercom that allow one person to effectively manage hundreds of 
online conversations at once. We have scheduling services like 
Calendly that can schedule sales meetings while you sleep. We have 
marketing automation platforms like Hubspot that allow us to 
create detailed sales profiles on our customers before ever speaking 
to them. 

Software is cheap, implementation is fast and ROI is high. 
Right now, automation is to inside sales what it was to social media 
five years ago, a gold mine.

Leads come first: How?2.

The price of a service is related to the demand for that service, not 
the quality of it.

As an example, let’s look at Leicester Square, London. This is one of 
the most popular tourist destinations on earth, with over 130,000 
visitors per day. Most restaurants in the square itself cost 50% more 
than an equivalent restaurant just 10 minutes walk away for exactly 
the same food. These kinds of places are known as ‘Tourist Traps’.

With so many potential customers it doesn’t matter how expensive 
the food is, someone will always be hungry enough to buy. Even if 
they served the worst food imaginable (which some of them do), 
there are enough hungry tourists passing through each day that the 
restaurants will never run dry of custom.

Churning out low quality food at extortionate prices is nothing to 
be proud of, but these restaurants in Leicester Square have done 
one thing right. They’ve taken luck out of the equation, and that is 
the key to creating predictable revenue.

A simple formula to calculate how many qualified leads you need to 
generate each month to give yourself Leicester Square levels of 
abundance is to take the number of clients you need each month to 
achieve break even revenue and multiply by it 15. 

If you need one client per month to keep the lights on, 15 client calls 
per month should keep you more than busy. If you need 5 clients to 
keep the lights on, but have 2 who are already on long term 
retainers, 3 x 15 = 45 client calls per month. 

This ratio of leads to clients will give you enough security to raise 
your prices and still keep your diary full.

Leads come first: Why?1.

Lead generation is the first pillar upon which predictable revenue is 
built. An abundance of clients can be lost in one fell swoop, but an 
abundance of leads can sustain you through the coldest winters.

This document takes less than 10 minutes to read. By the end you 
will have a basic understanding of why an abundance of leads is 
essential for  growth, the methods we use to acquire those leads and 
how these principles can be applied to your company.

These fundamental lessons in lead generation apply just the same 
whether you’re a freelance massage therapist or a 50 person agency 
powerhouse, so let’s get started.

Introduction0.

This is my process for generating enough demand for your service 
to double your rates and still keep your diary full.

Lead generation for service based businesses

im.

http://calendly.com/imaan/intro

