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About this Guide 

 

Developed by Free Movement Marketing, a leading Dutch marketing agency 

specializing in lead generation and brand strategy for professional services firms. 

 

Author Jennifer Segerius, MBA has been using online marketing to generate 

leads for professional services practices for more than 10 years. Prior to founding 

Free Movement Marketing, Jennifer was managing director and practicing 

veterinarian in a large veterinary practice group. These roles have given Jennifer 

unique insight into professional practice, client relations, business development, 

online marketing and brand strategy. 

 

Over the last 5 years Jennifer has helped businesses to stand out online, attract 

clients and grow their business. 

 

Lead Generation for Professionals is written for professionals, practice managers 

and executives who want to grow their business by attracting more high quality, 

qualified clients. Lead Generation is a powerful tool for practice growth, when 

implemented as part of a broader practice development program. 

 

It is ideal for successful professional practices which are facing a plateau in 

growth because they don't attract enough clients or they attract the wrong 

type of clients. 

 

To learn more about how lead generation can help your business email 

Jennifer@FreeMovementMarketing.com 

mailto:Jennifer@FreeMovementMarketing.com.au
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About Free Movement Marketing 
 

Developed by Free Movement Marketing, a leading International digital 

marketing agency specializing in lead generation and brand strategy for 

coaches, consultants and professional services firms. 

Free Movement Marketing offers done-for-your digital marketing, branding and 

marketing courses to help your business grow. Learn more at Free Movement 

Marketing. 

Because we believe that you need to be the voice of your own brand Free 

Movement Marketing also offers world-class education, training and marketing 

resources for professionals to understand and implement their own marketing. 

Resources include webinars, videos, articles, podcasts templates, and other 

tools. 

 

You can access many of these for free at freemovementmarketing.com/blog 

 

 

The High-Ticket Sales Funnels in this guide have been proven to generate high 

quality, qualified leads when implemented correctly. We hope they help you 

grow your consulting or coaching business. 

 

 

 

Author Jennifer Segerius, MBA has 10 years of digital 

marketing experience. She is a business strategist and 

founder of Free Movement Marketing - the Marketing 

Professionals for Professionals.  

 

Prior to founding Free Movement Marketing, 

Jennifer spent many years as management 

consultant and practicing business management 

consultant. These roles have given Jennifer unique 

insight into professional practice, client relations, 

business development, online marketing & brand 

strategy. 

 

 

http://influentialdigital.com/
http://influentialdigital.com/
http://influentialdigital.com/
http://influentialdigital.com/
http://influentialdigital.com/
http://influentialdigital.com/
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http://influentialdigital.com/
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1. What is Lead Generation? 
 

Lead Generation is a marketing process that raises awareness and interest in 

your brand, products or services, with the goal of attracting clients and 

increasing sales. 

 

Lead Generation is designed to attract more high quality, qualified clients and 

increase sales and price points. 

 

What we'll cover in Lead Generation for Professionals 

 

This guide covers a high performance online Lead Generation method used by 

high growth businesses that involves: 

 

• Highly specific focus on your ideal clients 

• Targeting these clients through online marketing strategies 

• Building strong relationships by giving value before selling 

• Building expert status through authority content 

• Offering clear and appealing offers that make it easy for ideal clients to 

buy 

• Guiding clients to buy your most valuable products and services 

• Using technology to keep in touch with clients over time through lead 

nurturing and remarketing 

• Establishing a scalable sales process so that you can increase your Lead 

Generation on demand. 

 

Lead Generation will help you: 
 

Get more control over incoming leads, work and revenue Reach clients on 

multiple channels Attract clients to you, rather than you pursuing them Increase 

brand awareness Build relationships Educate clients Qualify Leads 

Identify and counter sales objections before a sales call Close more sales 

Assist with the client 'onboarding' process Will Lead Generation work for MY 

business? 

 

Lead Generation is a good choice for your business if you want a steady supply 

of new prospective clients. 

 

It is especially useful for businesses where the product, service or sales process is 

complex, or requires extensive education or evaluation before purchase. It will 
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work in both B2B (business to business) and B2C (business to consumer) settings, 

as well as for product or service based businesses. 

 

Because Lead Generation often requires a sales team or consultant to close the 

deal, it is most suitable for high value products and services. 

Lead Generation is particularly valuable for professional services practices, 

because they are harder to sell by direct promotion than other, eg. retail 

products. 

 

2. Why is Lead Generation important? 
 

Lead Generation addresses one of the biggest challenges in professional 

practices -Attracting quality clients and ensuring predictable revenue. 

 

Your clients have changed how they search for, choose and buy your services. 

Where once they used to call you as soon as they had a problem, today they 

start their search on Google, and only contact you once they've already self-

diagnosed their problem and decided what sort of solution and provider they 

want to work with. These buyers come to you thinking they know what they 

need - they aren't coming to you for advice - they are coming to you for a 

price. 

 

For professionals, this is a serious potential threat. It devalues your expertise and 

turns your products and services into a commodity. 

 

It's also a big problem for these prospective clients - if they skip essential steps in 

choosing the right product, service or provider, they are unlikely to get the 

outcome they want, so risk making money or getting poor results. 

 

Lead generation ensures your clients get the individual attention to their goals, 

problems and unique situation that only personal service from a qualified 

professional can provide. 

 

Taking a proactive and strategic approach to Lead Generation lets you correct 

this misconception and take back control of your sales process and client 

education. 
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Buyer Readiness 
 

Consider the mindset changes a buyer goes through on the way to buying from 

you: 

 

1. Pre-aware. Have problem but don't know or don't care 

2. Have problem and care but don't know what it is 

3. Have problem and know what it is but don't know how to fix it 

4. Have problem and know solution but unsure what to buy 

5. Have problem and know solution and know provider but still not ready to 

buy 

6. Have problem, know solution and ready to buy. 

7. Buy Solution, Solve Problem, now a client/customer 

 

Being clear about where your client is in their personal buying journey helps you 

tailor your message for them. At the beginning of the buying journey clients 

need education about what the problem is and why they should care, whereas 

at the end they need more specific information about how the product works or 

how to buy. 

 

I use Lead Generation in my own business (Free Movement Marketing) and with 

my clients communicate status as a high value trusted advisor, while attracting 

clients, educating them, and increasing conversion rates and sales prices. 

 

3.  How Lead Generation Can help 
 

The Professional Services Buyer's Journey charts your client's buying experience, 

from their first moments of noticing they have a problem and searching for 

assistance, through to the time they finally contact your practice and you 

ultimately make the sale. 

 

The Professional services buyer's journey 
 

Understanding the process your clients go through to search for, choose and 

buy your most valuable products and services helps you tailor your marketing 

and customer service to build status and value before the sale - leading to 

better client outcomes and increased sales. 
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Lead Generation Helps to Shorten Sales Cycles 
 

Lead Generation helps to move buyers through their personal buying journey 

(helps them get ready to buy, faster). It is ideal for professionals who rely on their 

expert status, education or knowledge to solve clients' problems - especially if 

you work 1:1 with clients. 

 

It's also helps improve your client referral process, leveraging the good will you 

show your existing clients to attract more ideal clients. This works especially well 

because a good lead generation process supports client referrals and reduces 

the risk to them of referring their friends and colleagues to you. 

 

What kind of Lead Generation does your 

business need? 
 

Do you really need more clients? Or just better clients? 
 

Generating more qualified leads for your business is great - but is it what you 

need? Some businesses need more clients, some need to position themselves as 

experts (to attract specific clients or work), some need to better qualify clients 

and differentiate themselves to prevent competition and price-shopping. 

 

In order to make an impact in your marketing you need to be visible, credible 

and remarkable so that you are noticed, listened to, and remembered by your 

ideal client. Only when you tick all these boxes will you get enough qualified 

clients who care about your message, your expertise, and want to work with 

you. 

 

Most professionals fail online because they fail to show up when their clients go 

through the 5 stages of the online buying process. 

 

1. They're invisible online 

2. They're antisocial 

3. It is hard to share their expertise or refer their services 

4. It's difficult to buy from them, without committing to a big investment 

5. They don't explain how they solve their client's most challenging problems 
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Furthermore: 

 

They don't have a strategy to connect with and engage prospective clients and 

turn them into buyers. 

They don't measure their performance and keep improving based on what 

works. 

To turn this around, they need to learn from successful online brands and start 

getting into the conversation and becoming more relevant, meaningful and 

valuable to their new and existing clients. 

 

The #1 Myth that stops professionals using Lead 

Generation 
 

'I don't need marketing or Lead Generation because I rely on referrals" 

Many professionals have fallen prey to the myth that only word of mouth, 

referrals and networking work well to attract new clients. This is easy to 

understand, because these are great ways to attract new clients. 

But there are limitations to referrals and word of mouth marketing. 

 

• Referrals and Word of Mouth can be unpredictable, especially if you don't 

have systems or processes in place to support referrals. 

• Most professionals have no process in place to support and increase 

client referrals and your clients often don't understand your products and 

services well enough to send you the referrals that you need. 

• They are reactive rather than proactive. To grow or develop your business 

in the direction you want, you need to proactively choose the types of 

clients and work that you deal with. If you rely on referrals and word of 

mouth, it's easy to end up "taking what you get" rather than choosing the 

direction you want to take your business in. 

• You miss the best opportunities. If you don't have an effective lead 

generation process in, you may miss the best opportunities while more 

proactive competitors get to pick and choose the most valuable clients 

and projects. 

• Word of mouth can distract you from your ideal clients. One of the best 

ways to improve your success, profitability and business value is to 

specialize on high value clients and projects. Word of mouth can keep 

you busy with various low value jobs, stopping you from specializing or 

niching to focus on the most valuable and profitable or interesting work. 
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• Word of mouth referrals are hard to scale beyond a certain point. Early on 

in the growth of your business referrals from family, friends, colleagues and 

past clients can keep you busy. But as you grow your team or specialize, it 

gets more important, and more difficult to keep your team busy. Lead 

Generation can help you plan and scale your client base. This is especially 

important when you want to take on new staff, increase revenue, or 

expand your business into a new office or territory. 

 

Word of mouth is now online 
 

Via email, social media, direct messages (SMS, Facebook messenger), online 

forums and review sites. 

 

So the idea that word of mouth is somehow the opposite of online marketing is 

misguided. In fact, people rely heavily on digital media and communication 

channels to research, support and share their referrals. An effective lead 

generation system focuses on supporting referrals with shareable marketing 

collateral as well as generating demand and attracting new leads that you 

would never get through referrals alone. 

 

Lead Generation puts you in control of your business growth and direction 

While word of mouth referrals are great, they aren't something you control. It's 

hard to ramp up your word of mouth on demand. If you want to grow your 

practice beyond bread and butter, increase profitability, or develop a specialty 

practice, you need to be able to attract more clients on demand. 

Online Lead Generation lets you do that. 

 

4. The Social Sales Funnel 
 

Successful Digital Brands Engage their Buyers Online 
 

Successful brands show up when prospective clients search on Google, they 

engage with them online, they create shareable content, they are easy to buy 

from, and they clearly express their value in terms of the problems the solve for 

their ideal clients - which lets them scale their business beyond referrals. 
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They do this by strategically investing in building their online profile and growing 

their digital influence. Then they measure their performance and success and 

repeat what works, while discarding or improving what doesn't. 

 

The sales funnel is a model or the marketing process that helps you plan the 

quantity, quality and qualification of leads. 

 

It recognizes that only a small proportion of potential buyers are ready to buy 

straight away. It also recognizes that not all prospects are ideal clients for you. 

The sales funnel you focus on the right people and market to them in the best 

way to move them towards a sale. 

Traditionally, sales funnels have been focused on the viewpoint of the seller, 

using words like: 

 

• Suspect - someone you suspect might be a good client 

• Prospect - someone who is a potential client 

• Lead - a potential client who has expressed interest in working with you 

• Qualified lead - a potential client who has the budget (they can pay), 

authority (they can decide), needs (we can help them) and timing (they 

are ready to buy) 

• Customer - somebody who has bought from you. 

 

This is a proven model for selling many different products and services - 

especially high ticket, complex B2B offerings. It's a great starting point when 

thinking about how to plan your lead generation process. 

 

When it comes to selling professional services though, this model has limitations. 

In particular, the high value, high trust, high touch professional services, require a 

strong client relationship. We propose a modified sales funnel that recognizes 

the value of this relationship and uses language and stages that help build the 

relationship as well as working toward the sale. 

 

This is Free Movement Marketing's specialty. Let's start looking at a sales and 

marketing process from the customer's perspective. 

 

Imagine you are about to make a major life decision, purchase or business 

decision, and need the help of a trusted professional to guide you. 

Do you consider yourself a "suspect" or "prospect"? Chances are you are more 

interested in what you know and how you feel about this product, service or 

provider. 
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Specifically, you are likely to move through these 5 phases on your path to 

making a purchase. 

 

• Know - you are aware of and recognize the provider 

• Like - you like what you see, hear and experience (either directly or via 

social proof)  

• Trust - you feel safe and believe the provider can help you and will do 

what they say  

• Try - you are willing to invest time, energy or money to trial or test the 

provider Buy - you are ready to commit to purchasing and establishing a 

business relationship 

 

Fig: The Social Sales Funnel 

 
 

 

 

These 5 steps are essential in any major purchase decision, and occur in order. 

One of the interesting things about this social process is that trust is transferrable -

so it's actually possible to skip some of these steps, if you get a referral from 

someone else who you have already gone through this process with. 

 

For example - if a friend (someone you know, like and trust) refers you to a 

professional provider (who they already know, like and trust), then you go 

through an accelerated know, like, trust process vicariously - often through their 

story of working with the professional. By hearing of their experiences, you can 

build know, like and trust by proxy. 
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If however, a stranger refers you to a professional provider, you are likely to be 

suspicious and will still do your own due diligence (your own know, like trust 

process). 

 

If that stranger is "just like you" - similar demographically, or in their situation or 

needs or biases, you are more likely to trust them. Thus, online referrals and 

reviews can still be very powerful, especially if they are from your peer group.  

 

Young people and early adopters are particularly likely to identify with online 

peers they have never met, but who share interests, background or experiences 

- they feel like they are part of the same tribe. 

If instead, the referral comes from a professional services provider who you 

already work with - for example if your accountant refers you to a lawyer, then 

the transfer of trust can be even greater and also skip the Try phase of business 

relationship development. 

 

Because you have already gone through the know like, trust, try, buy process 

with your accountant, you are more likely to move straight to the try or buy 

stage. This can be further enhanced if your accountant tells a story of one of 

their clients "just like you" who they referred to this lawyer and got great results. 

Note the power of stories in transferring trust and building the relationship. Stories 

let us transfer trust and experience, and can be used effectively in our 

marketing in the form of case studies, success stories and sales conversations.  

 

Best of all, they don't seem like selling! Stories put our brain at ease - when your 

brain hears a story it switches from analytics, skeptical rational thinking and into 

a narrative mode, where we more readily identify with the characters and their 

experiences, and similarities to our own situation, rather than just focusing on 

facts, figures and differences. 

 

Social Sales Process 
 

OK so we've talked about the 5-step process of business relationship 

development. 

 

Let’s look at the context where this relationship development occurs, and how it 

relates to the customer journey. 

 

First, let's look at the context that each of the steps of the business relationship 

process occurs in. These vary slightly with each customer but the overall pattern 

is consistent. 
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Remember, people need to know, like and trust you before they are willing to try 

and buy your most valuable products and services. 

 

• Know - Search - how people find you or become aware of you 

• Like - Social - how people connect and relate to you 

• Trust - Share - how people assess your expertise and authority 

• Try - Shop - how people find what you can do and how it will help them 

• Buy - Solution - your unique solution to your ideal client's problems 

 

How the Social Sales Process Relates to Business Relationship Development 

As you can imagine, just as each stage of the social sales process (know, like, 

trust, try, buy] occurs in different contexts, there is a corresponding stage of the 

buying process. 

 

Remember our 7 steps of buyer awareness? 

 

1. Pre-aware. Have problem but don't know or don't care 

2. Have problem and care but don't know what it is 

3. Have problem and know what it is but don't know how to fix it 

4. Have problem and know solution but unsure what to buy 

5. Have problem and know solution and know provider but still not ready to 

buy 

6. Have problem, know solution and ready to buy. 

7. Buy Solution, Solve Problem, now a client/customer 

 

Don't know - not searching - Pre-aware  

Know - Search - Aware 

Like - Social - Aware of problem but unsure of how to fix it 

Trust - Share - Know generic solution, haven't shopped/compared solutions 

Try - Shop - Become aware of specific solutions, but haven't bought 

Buy - Solution - Have decided on specific solution and provider and ready to 

buy 

Client - Owns solution - Solved Problem 
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The 5 contexts of social sales 
 

Let's take a closer look at the various contexts that social sales take place in. 

These are important because we want to make sure we reach the right people 

(market) with the right marketing (message) in the right place (medium) at the 

right time (moment) depending on where they are at their buying process. 

 

Let's take a look at the 5 steps in turn: 

 

For most online buyers their journey starts with search. 

 

Search: 

 

Your customer starts their buying journey searching for answers to questions like: 

 

• What is the problem? 

• Who can help me? 

• How do I fix it? 
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• What is the solution? 

• Where can I get it? 

• When can I get it? 

• How much will it cost? 

 

Mostly, they are searching on search engines like Google, Bing and Yahoo. But 

they aren't just searching for information - they are searching for people, for 

products, and for providers. LinkedIn, a 'relationship engine', for example, is a 

popular way for B2B buyers to search for providers who can help them. 

 

There are also people who have these same questions but aren't motivated 

enough to search yet - perhaps they've found a partial solution to their problem, 

or are hoping it will go away, or it just isn't causing enough acute pain to drive 

them to search for answers. Many of these people will click on ads or links to 

content that specifically address their problem. The most effective ads at this 

stage of the buying process are those that address the symptoms, pain points 

and concerns of the target market - as many are pre-aware or in the early 

stages of understanding their problem. Later one, buyers are more likely to 

respond to ads that help them actually solve their problem, or choose a solution 

or provider. 

Buyers may go to: 
 

Search Engines: Google, Bing, Yahoo etc 

Social search: Linkedin Search, Facebook Search etc 

Media Search - Eg: Google Image search, Youtube search, etc 

Shopping Search - Eg: Google Shopping, Ebay, AN Baba 

Solution Search - Industry platforms, marketplaces, tenders, etc. 

 

Ranking well on search is one of the most effective ways to generate leads, 

because clients searching for your products and services are likely to ready to 

buy, or are at least motivated to move forward. 

 

What people search for through their buying process 
 

1. Symptoms 

2. Problems 

3. Solutions 

4. Industry 

5. Specific providers (to evaluate you before they buy) 
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Rate yourself for how well you rank for each of these search terms. Position on 

first page. (Eg, first, third etc) or page you rank on. 

 

How do you currently rank when people search for: 

 

1. Symptoms relating to the problem you solve 

2. The problem you solve for your clients 

3. The products or solutions or technical components you provide. 

4. Your industry? (Or industry + Location if your customers always buy local) 

5. Your business name and team members' names. 

 

If you rank poorly then you are going to miss out on the vast bulk of search 

traffic. This can be improved through SEO (Search Engine Optimization) and 

creating shareable content (See Share Below) but this can take time. If you 

want to quickly increase your leads from search traffic, you should consider 

implementing a paid search campaign such as Google Adwords to capture 

leads early on and establish a strong brand presence. 

Social 
 

Social Lead Generation is becoming increasingly important as more people 

spend more time online. Ten years ago, most people's first encounter with your 

practice was when they met you personally, came to your practice, or phoned 

you. Today they are more likely to visit your website or check you out on 

Facebook. First impressions are increasingly digital, but they are still social in 

nature. 

 

Social in this context means "having to do with relationships", not just social 

media. It includes what people say and how people relate to you on social 

networks, review sites, and forums. It also means how you relate to clients and 

prospective clients, and how this shows up to onlookers; your online positioning 

content (like your home page, about page) and communications (social 

media, email and newsletters). 

 

One of the reasons that this is so powerful is because people are strongly 

influenced by social proof - people are likely to want things that other people 

want, and buy the things that others buy, and believe the things that others 

believe. It's the sales version of getting into a crowded elevator - the majority of 

people will copy what others do in a subconscious attempt to mirror the 

consensus behavior. Social proof is important in offline events like business 
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meetings or networking events - we all know the feeling of being under-dressed 

or over-dressed, or committing a social faux-pas in an unfamiliar setting. 

We're mostly focused on online social proof at the moment though, because for 

most of your new clients their first impression of you could be landing on your 

Facebook page or website. 

 

And as we all know, first impressions are fast, and lasting. As a result your website 

and online presence has a powerful effect on how prospective new clients view 

your business, so it's important that your digital brand communicates high status 

and value, as well as reflecting your practice culture and orientation. 

 

Within seconds of landing on your site or social page, people are deciding: 

• Am I in the right place? Does this business deal with people like me and 

do the sort of work I think I need? 

• Can they solve my problem? Are they qualified to solve my specific 

problem? 

• How do they rate? Are they the best at what they do, or one of many, or 

does their website look like amateur hour? 

 

Your online presence quickly communicates your relevance, your credibility and 

helps your stand out from the completion. 

 

Making a strong first impression is essential - otherwise you may be forgotten 

dismissed immediately. 

 

After that first impression, people are going to read a bit deeper, whether they 

are looking at your website, or at a social media site, or perhaps looking at 

reviews or forums discussing you and your competitors. (Case studies and 

testimonials, on your website and shared on the web, help create social proof). 

Compare your website and social media profiles with 5 or more competitors. 
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Rate yourself by these criteria. 

 

1. Is it immediately clear what you do, and for who? 

2. Are you using social signals and social proof to tell people they are in the 

right place, such as plenty of social media followers, likes and 

engagement? Does your language and media like photos and videos 

speak to your ideal client? 

3. Are you sharing your expertise and credentials on your own sites? 

4. Are there positive mentions of your brand, products and service on 

relevant online forums or review sites (and no negative ones?). 

5. Do you have high quality case studies or an abundance of client 

testimonials to provide social proof on your own websites and social 

pages? 

6. Do you interact authentically on social media and respond to online 

enquiries in a timely fashion? 

 

 

One of the most powerful ways to rank on search, look great on social media, 

and demonstrate your expertise, is by sharing high quality content that helps 

your clients in their buying process. 

 

This can be content that helps them understand their situation, assess the most 

suitable products, providers, or budget, or shows them what it is like to work with 

you. 

 

Even better, shareable content makes it easy for your friends, colleagues, clients 

and fans to refer and promote you. The reason this works so well is that they can 

give value to their network by sharing your content. This is in contrast to asking 

clients for referrals - even though this can work well it make you both feel 

uncomfortable or even risk their trusted relationships with friends or clients). 

 

To be useful for your content marketing and Lead Generation, shareable 

content should: 

• Be easy and affordable to create and distribute 

• Have high perceived value, actual value and immediate value 

• Solve a real problem or need 

• Point to the next step in the sales process 

• Help qualify the buyer - tell them they are in the right place (or not). 
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Shareable expert content can take many forms. Some of the most popular and 

effective for professional services firms are: 

1. Blog posts 

Make them one of your content creation priorities. Blogs are conversational and 

easy to create, and let you quickly create interesting and topical content of 

interest to your clients. 

 

Blog posts should be considered 'gateway' content - they rank well on search 

and can help you attract clients before collecting their information by offering 

them some of the other shareable content below. They are also fun and easy to 

consume compared to more serious or technical content. Use them at the top 

or middle of the funnel to help people assess where they are and how to 

proceed - direct them to other articles, Ebooks, Videos or reports. 

Blog posts can be hosted on your website, on a dedicated blog, on a blogging 

site (such as Wordpress.com, BlogSpot or Medium) or on a social platform such 

as LinkedIn or Quora. You can also publish your blog posts on other people's 

blogs (by invitation) - this is often called guest blogging, and can be a great 

way to reach a new audience. 

 

2. Articles 

Like blog posts, articles are typically found online on your website or another 

relevant site such as an industry site. Articles tend to be more formal and less 

opinionated than blogs. They are appropriate for any stage of the sales funnel, 

especially top and middle. 

 

3. Guides & Ebooks 

Guides and Ebooks are more detailed and practical than blog posts. Rather 

than being a page on your website, they are usually a downloadable PDF, often 

offered in exchange for an email address. Guides and Ebooks take longer to 

produce than blog posts, but don't make them too long - people prefer 

attractive, easy to read and short Ebooks they can easily digest. Use plenty of 

images, graphics, quotes and a large font to stretch them out. Guides and 

Ebooks work well for any stage of the funnel, especially the middle stags. 

Typically, these are offered in exchange or an email address, but may also be 

sold as low-price information products. 

 

 

4. Frequently Asked Questions 

While FAQ are often set up as a website page, it's also possible to turn them into 

downloadable, shareable content. Frequently asked questions can address 

issues relating to the top, middle or bottom of the sales funnel. 

 

http://wordpress.com/
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5. Whitepapers & Reports 

Whitepapers and reports are more serious and formal in tone and content than 

Guides and Ebooks. They should give a deeper level of insight and are often 

more suited to the middle and bottom of the sales funnel. Typically reports are 

offered in exchange or an email address, but may also be sold as low price 

information products. 

 

6. Research Studies & Reports 

Similar to whitepapers and reports, research studies and reports typically 

involve original research and analysis, whereas normal reports use information 

from elsewhere. 

 

Conducting your own research and analysis requires more work but offers many 

advantages 

 

a) Immediate credibility when gathering data and reporting results 

b) Gives you a good reason to survey or otherwise gather information from 

your market and prospective clients 

c) Gives you unique insight and understanding of your target market 

d) Helps give you a unique perspective within the market 

e) Positions you as an authority within your industry to both clients and 

colleagues. 

f) Opens up possible partnerships with trade or professional associations or 

other businesses who serve your clients. 

 

7. Case Studies and Success Stories 

Case studies are an ideal form of shareable content because they 

communicate what you do, how you help people, who you work with and the 

results you get. Even though you will write or commission case studies yourself, 

they are much more credible to prospective clients than your about page, 

brochure or other marketing material. 

 

If you don't have strong case studies (such as if you are developing a new 

product or service) you can also use prominent industry or news-worthy case 

studies to create interest and credibility, such as a case study or tear-down of 

how a well known celebrity or industry leader. This can be a great way to attract 

viral shares or media exposure. 

Case studies are great for middle and bottom of funnel content. Because of 

their marketing value, they are often given without exchanging an email 

address (eg: featured on your blog or a special section of your website). 

 

 



 
 

        Marketing for Professionals 
        FlexiFunnels™ Marketing Solution                  
      Marketing Mentoring                   
 

20 

8. Physical Books 

Physical books represent a high value, high impact expert content. While not as 

shareable as digital media, physical books have 'thud factor' and seem much 

more real and serious than Ebooks. 

 

Being a published author positions you as an authority - literally (author-ity). 

Having your book for sale on your website or online bookstores such as Amazon 

clearly puts you in a different league to 90% of your competitors. A popular Lead 

Generation strategy is to offer a 'free' book (Just pay postage and handling - 

typically $5-$10) or offering free Ebooks or audiobooks to website visitors. 

Where to use: Physical books are great for any stage of the sales funnel. 

Because of the high perceived value physical books may actually 'seal the deal' 

if they clearly address a specific problem and target market. 

 

9. Diagnostic Tests 

Diagnostic tests, evaluations, self-assessments and surveys can be valuable parts 

of your Lead Generation. 

 

Diagnostic tests let people actually 'do' something rather than just consuming 

content, and should give feedback based on the information they provide. By 

getting people to provide information about their specific situation you are 

building engagement and rapport, gathering information that lets you address 

your marketing or sales communications in a more personal and targeted 

manner. 

 

Useful in different phases of the sales funnel, they can be especially powerful 

toward the bottom of the funnel or to help move people forward when they 

would otherwise be 'stuck'. 

 

10. Tools and templates 

Do you have tools or templates that you use regularly that would be valuable 

for clients? These types of resources have high perceived value and often 

require little preparation before they can be shared with leads and clients. 

These can range from simple excel spreadsheets that make it easy for customers 

to budget for their project, to custom software that helps them do an important 

task. 

 

If you have several related items you can bundle them together into a toolkit 

which can be downloaded together. 

 

11. How we work guides, manifestos, and brochures 
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This type of content helps your client understand what it's like to work with you - 

especially how it's different from the alternatives, what's expected from them 

and what they should expect. 

This is ideal for the bottom of the funnel - it helps people to 'try' your services 

without spending money, and confirm their decision to move ahead. 

 

12. Images & Memes 

Photos, graphics and memes can be highly shareable and visually appealing, 

and are often cheap to produce and distribute. While they may have lower 

perceived value than written content, these can make your content more 

accessible, fun and easy to consume. Brand them with your logo, business name 

or website address. 

 

Best suited as top of funnel content, they’re a nice easy way for people to 

notice your brand. 

 

13. Infographics 

Infographics combine visual content with rich information - often representing 

report results or other data in a simple, stylized and attractive diagram. More 

difficult to product than visual data or simple reports, infographics are highly 

shareable and help differentiate your brand because of their visual appeal and 

relative rarity. Good top of funnel and middle of funnel content. 

 

14. Videos 

Videos are one of the most effective and powerful types of content available. 

Video content can be repurposed into shorter videos, text content (such as 

transcripts, Ebooks, quotes and blog posts), audio content (podcasts or 

recordings), screen captures, and more. 

 

There are several types of video which have different advantages and uses: 

 

a. Talking head 

b. Interviews 

c. Live events 

d. PowerPoint presentations 

e. Whiteboard/flip board presentations 

f. Screen capture videos 

g. Tutorials/how to videos 

h. Reviews 

i. Case studies j. Animations 

j. Film or documentary style 

k. How to video 
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l. Music/slideshow video 

m. Testimonials 

n. Various hybrids of these.  

Video is a powerful medium. It's multi-sensory and immediate and is easy 

to watch. Used right, it can be valuable anywhere (and everywhere) in 

your sales funnel. It's important to use the right style of video and the right 

message. 

 

15. Webinars 

Webinars, webcasts and teleseminars are live online events that use audio and 

video, often of a presentation slideshow. 

Webinars may also be pre-recorded, though this reduces authenticity, 

engagement and perceived value. 

Webinars are frequently used as a sales conversion tool in the middle and 

bottom of the funnel, and can be great for selling high ticket products and 

services. 

 

16. Email Courses 

A series of emails send out to people who register to educate them on a 

specific product. 

Email courses are simple to set up, cheap to deliver and have moderate 

perceived value. One of the best things about them is their regularity. 

Prospective clients get used to seeing your email in their inbox. Unexpected 

emails may be unsubscribed to or reported as spam. Email courses are excellent 

for the top and middle of the funnel. 

 

17. Online Courses 

An online course comprises multimedia content (often with an emphasis on 

video content) to educate or train clients on a specific topic and may include 

live interaction such as webinars or coaching calls. 

Online courses can be complex to set up and have high perceived value. They 

are often used as a paid product or to educate clients before pitching a high-

ticket product. 

 

Don't get overwhelmed - you don't need to do all of these - just pick a few that 

appeal to you and are easy and fast to do. 

 

Start with a single item that is easy for you to quickly create your first piece of 

shareable expert content. Get it out there, start testing it and get feedback. 

Something simple, even a little rough-and-ready, is OK. The feedback and 

learning you get will accelerate your results. 

Remember, people enter your buying process at different stages. Eg: 
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Not aware there is a problem Aware of a problem but not too worried Aware of 

a problem but don't know what it is Know the problem but don't know the 

solution 

 

Know the problem and know the solution but not worried enough to act Know 

the problem and know the solution and looking for a provider Ready to buy 

At first, it's easiest to target customers who are ready to buy. Your sales and 

marketing needs to also capture people who are still developing their 

awareness of the problem - the earlier you can intersect their buying journey 

and guide them toward the ideal outcome, the easier your sale will be and the 

more responsive they will be as clients (because you've guided them from the 

very beginning). The problem is, most of your competitors are after these same 

clients. As you build up your marketing collateral and processes you can 

effectively target people earlier on in their buying journey. 

Shopping & Sales 
 

People hate to be sold to, but they love to buy. Chances are that you are 

uncomfortable with selling too. So make it easy and fun for people to discover, 

learn about, shop for and buy your products and services. 

 

Packaging your services makes it easy for your client to shop and buy Package 

or productize your services into buy size chunks. 

 

and 

 

Introduce leverage to your services: 

• by doing it once, then selling again and again 

• by working one to many, rather than one to one 

 

The products and services of most professionals are invisible to their clients until 

they buy them-through a direct consulting environment or a custom quote. You 

might have internal packages for commonly performed services, but your client 

has no way of knowing this unless you promote them. Having standard 

packages with relevant marketing collateral helps clients feel comfortable that 

you know what you are doing and that you will look after them. 
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Should I list my prices? 
 

Listing your prices is a controversial area, and isn't essential - what you do need is 

some way for people to buy, apply, enroll or otherwise commit to working with 

you at the time they are most interested. For many businesses, it is useful to list 

prices for entry level products and services, but not their more complex products 

and services which require more time to communicate their value. 

 

Low Ticket Offers 
 

There is something special that happens when people buy from you - they move 

from being a prospect to a customer. The relationship changes. They are much 

more likely to buy a higher ticket item after making an initial purchase as well. 

Have some low barrier to entry purchases that are related to your core offer 

AND 

offer some low-ticket products or services (such as information products, books, 

initial consultations or workshops) that let people experience what it's like to 

work with you, but at a much lower price point and barrier to entry than most of 

your products and services. 

 

You might choose to keep all your higher value services bespoke or opaque, 

but keeping these lower priced items visible makes it easy for people to come 

on board. 

 

High Ticket Offers 
 

Even for higher price points, offering a specific program or package can help 

make you more credible and your services more desirable. It indicates you have 

experience and a plan for getting them to where they want to go. 

 

A well-structured program may have higher value to your client that an ad-

hoc/custom consulting engagement, even though it is easier for you to deliver 

once you have set it all up. 

 

Another benefit to having high ticket offers is that it makes it easier to sell low 

and mid-priced offerings. Having 3 different versions (eg: bronze, silver and gold) 

can increase sales for the mid-priced item which might otherwise be deemed to 

expensive. 
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Solutions 
 

Do you sell individual products and services that are offered by many other 

providers? Do these solve a small problem but create new needs or problems? 

People buy your product, it works fine, but it only partly solves their problem - 

they need other help or products to get the outcome they want. 

 

I call this transactional marketing - and it's the way most businesses work. It's 

focused on the product and the transaction, not on the problem and the 

solution. 

 

You can dramatically increase the value you provide and the prices you charge 

by going beyond transactions and creating transformation. 

Rather than selling partial solutions, package your products, services (and 

perhaps additional offerings from third parties or partners) to offer complete 

solutions that give clients the complete solution or outcome that they want. 

 

Once you develop a complete, transformational solution, it lets you take your 

business and marketing to a whole new level. 

 

Instead of focusing on your product, it's features and benefits, instead you can 

focus on your customer, their problems and the outcome that they want. Rather 

than selling your product, you can sell the transformation - that way you are 

selling what your clients really want (rather than what you sell). 

 

Still confused about the difference? Think of it this way: 

 

A solution isn't your product or service (or even a bundle of products and 

services) -the solution is that the problem goes away or your client gets the result 

they want. 

 

Transformational products allow your clients to be, do or have things that they 

couldn't have before, and allows you to focus on these in your marketing. 

What transformational product or solution could you give your clients? How 

could it change your marketing, and how you and your clients see your 

business? 

 

Remember, it's the results, outcome or destination that your client wants to 

achieve that matters most to them, not the features or benefits of your product 

or service. 
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Develop your own transformational product and your marketing becomes 

about your customer, not about you. 

In case you aren't convinced yet, perhaps this will persuade you: Clients will pay 

much more full complete solutions to problems, rather than having partial or 

incomplete fixes. 

 

Begin with the end in mind 
 

It's only when we get clear about Solutions and the transformation that we can 

deliver, that we can create the messages and content we will use throughout 

our marketing. 

 

It takes time to tailor your offer to what your clients actually want. Many people 

are developing Lead Generation campaigns but still working out what should 

be their core offering. 

 

The only way to find out what works is to test it. No amount of contemplation, 

navel gazing or talking in focus groups will find out what your customers will buy. 

Work out an offer, test it in the market, and then refine it and keep improving it 

to increase its conversion and price point. 

 

Having worked out our solution, it's easy to come up with our core offer, and 

create a sales process that drives steadily toward its delivery. 

 

5.Components of an Online Lead 

Generation System 
 

If you've made it this far I know you'll be excited about creating a 

transformational offer and setting up your social sales funnel. You are probably 

wondering how you actually build your social sales funnel. 

 

There are 5 steps to build a successful online Lead Generation system. These are: 

 

1. Platform: the practical and technical foundation for your marketing that 

lets you connect with clients and communicate your value and your offer. 

2. Position yourself as the go-to expert in a specific area. 

3. Publish your unique expert insights and perspectives to help your clients 

get the results they deserve. 
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4. Package your services into bite-size chunks that make it easy for clients to 

buy from you and start working with you. 

5. Promote your brand on your ability to solve your clients, most pressing 

 

 

 

 

Your Online Profile Supports Your Client's Buying Process 
 

Building a strong online presence ensures you show up when your clients are 

researching their problems, products and providers online. 

 

Remember when we searched for your brand online? 

 

The things that came up - your LinkedIn profile, your website, industry sites or 

business directories, online forums etc. - these all rank in search and let you 

reach a global audience. 

 

In many ways, these are your global platform for influence and interaction - it 

lets people find you. 

 

Your first step to marketing your business is to build this platform - to build a 

strong foundation for your online presence and your brand's marketing efforts. 

The idea is to claim and control your own portfolio of online real estate. 
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This includes building a website and claiming your online profiles (Like LinkedIn, 

FB, twitter, etc.). We can take advantage of established platforms like LinkedIn, 

but it's essential to own and control your own online real estate - your website.  

 

Your LinkedIn profile is essential to your online identity, but it isn't yours. You 

control the content but you don't control the platform. You're a free tenant.  

 

They control the platform and you are the customer, or in many cases, the 

product. (Their business model is often selling access to you to advertisers). 

Our owned online platform should support and showcase our efforts when 

clients and potential clients engage with us on search, social, sharing, shopping 

and solutions. 

 

A good website with a content management system (CMS)) will allow us to add, 

edit and manage our content (text, images, video); use online media sites and 

other tools to host and share content (YouTube, Vimeo etc.); and provide image 

and file storage solutions. 

 

Remember this combines our marketing technology, strategy and content, so 

things can get a little bit complicated here! 

 

Building your Profile requires Planning, Time & Money 
 

This isn't a fast process, or an easy one, but that's great news for you, because it 

means you won't have much competition - most people just aren't prepared to 

put in the time and effort necessary to get there. 

 

In fact, most people won't do any of these things. And the ones that do are in 

such a hurry, they want to skip straight to the end and promote themselves 

online without getting the first 4 steps right. 

 

You can guess what happens - they end up getting poor results and deciding 

that online marketing is a waste of time. I'm sure you've heard people like this 

"We tried Facebook marketing but it didn't work". 

 

Don't be one of those people - take the time to do all the steps, in the right 

order. 
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How Successful Digital Brands Support their Client's 

Buying Process 
 

Successful digital brands do all these things and show up throughout the 

customer's buying process. They've invested in their online presence and sales 

and marketing collateral and processes so that they stand out as the online 

market leaders in their industry. 

 

 
 

Planning, designing and developing a brand, content, online presence and 

sales funnels for different products and services can take months for an 

established professional services firm. For larger professional firms, it can cost tens 

of thousands of dollars. Many practices struggle to get started with their Lead 

Generation efforts. 

 

You don't need to do all of this at once though. In fact, it's best if you don't. 

I recommend you start by creating a very simple Lead Generation system for 

one high value product or service. By focusing your efforts on the low hanging 

fruit, you are sourcing the most profitable and easy opportunities available. 

Once this is working successfully, you can implement Lead Generation systems 

for other parts of your business. 
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For some smaller, boutique, or specialized practices a single funnel, targeting 

the right product, can completely transform the business. I'll cover how to do this 

in more detail in the next chapter. 

 

A note about Quality, Quantity and Qualification 
 

While Lead Generation often focuses on just getting more clients, you need to 

the right type of client, motivated and ready to work with you. 

 

 

How is your current client flow? 

 

1. Do you need more clients? 

2. Are you already busy but you want to focus on specific services? 

3. Are you often having to compete on price or losing clients due to 

financial concerns? 

 

 

Lead Generation helps address all 3 points. 
 

1. Need more clients? Lead Generation 

2. Want a certain type of client? Build your expert brand and online profile 

3. Want to escape commoditization/competition? Strategic brand 

differentiation. 

(For more information and resources on building your expert brand and strategic 

brand differentiation please contact us). 

 

6. Your Online Lead Generation Blueprint 
 

Whew, that was a lot to cover. 

 

We've looked at the social sales funnel but how do we actually build this on the 

web. 

 

Marketing technology is constantly evolving. I spend many hours every week just 

keeping up with new technology - learning, researching, and comparing new 

solutions. 
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For this reason, I'm not going to get too specific in this guide (Instead, apply for a 

free strategy session and we can make specific recommendations for you: 

http://freemovementmarketing.com/talk-to-me/). 

 

For now, we'll focus on the generalities and big picture stuff. 

 

An online presence 
 

We've worked out: 

 

• Our ideal customers buying process (the professional services buyer's 

journey) How we're going to market to them (the social sales funnel) 

• We need to build an online presence that supports them. 

 

Traditional sales funnel 

 

 
 

We modified it to reflect the highly personal, social and trust-based nature of 

professional services marketing. 

http://freemovementmarketing.com/talk-to-me/
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Then we started looking at the context in which these different steps take places 

-search, social, sharing, shopping and solution. 

 

 
This is a funnel - it's wider at the top (so we can put lots of potential clients in the 

top) and narrower at the bottom (because not everybody will end up buying). 

When we build our online presence though, we need to start with a strong 

foundation. 

 

We can do this by tipping the funnel upside down, like this: 
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Putting it all together 
 

Search 

• Reveals our online platform which ranks well on search for our personal 

and/or business brands, showing up when people search our name, our 

industry, our product and services, and the problem we solve. 

Social 

• Positions us as an industry leader 

• Establishes social proof (shows our ideal clients we help people like them, 

we get results, other people and companies like them and like and trust 

us) 

• Establishes social context (tells people that they are in the right place) 

• Integrates us with social media and other communication systems (such 

as email or chat) 

Sharing 

• Let’s us publish high quality, shareable expert content that shows up on 

search, 

• generates business leads 

• educates and qualifies pre-selling clients to do business with us.  

Shopping 

• let’s prospective clients to enter the buying process for our packaged 

services or products, online (they can register/ purchase/ make an 
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appointment to commit to doing business with you while they are in the 

mood) 

• even better if they can immediately access some sort of product or 

service (typically an information product) and get immediate results or 

return on their investment (eg. get a quick win, important insights or 

information about their business) 

 

Solutions 

• You can develop and Promote a complete solution to specific, pressing 

problems for a specific group of people. 

• Makes it clear, landing on your website or a landing page, that you solve 

this specific problem for clients. 

 

By making your solutions very specific, your sales process stops being 'Trying to 

sell' and becomes: 'You need to solve this problem, here is how you can solve it 

with us'. The rest of the sales process is about discovering the client's situation 

and seeing if they are a good fit. 

 

We DON'T want to work with anybody who isn't our ideal client (so we won't try 

to sell to them) and we DO know it's a disservice to not sell to people who need 

exactly what we have to offer. 

 

As we talked about earlier, one of the added benefits about having a single, 

clear, defined solution is that you can focus on the results and promote the 

transformation, rather than the product features and benefits. This greatly 

differentiates you from 90% of your competitors, and also lets you communicate 

the value of what you do to potential clients, regardless of where they are along 

the buying process. 

 

So, let's draw these steps onto our model:  
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OK - hopefully that all makes sense! 

 

Now let's turn this into practical steps you can use to set up a lead generation 

system in your business. 

 

I call this the Lead Generation Blueprint 

 

6. Lead Generation Blueprint 
 

Let's look at the general steps we need in our lead generation system, based on 

our social sales funnel. 

 

1. Targeted traffic source (Such as Google, Social Media, Customer List) 

2. Valuable offer (in an ad, promotion, email or content) (Know) 

3. Landing page to explain the offer and capture leads (Like) 

4. Thankyou page to deliver content and add value (Trust) 

5. Offer page with upsell or additional offer (Try) 

6. Transaction page to purchase or book offer (Buy) 

7. Offer delivery 

 

Let's look at a practical example: these are the steps we use to promote and 

generate leads using this Ebook: 

 

1. Traffic sources: Facebook Posts & Ads targeting professionals and 

consultants 

2. Facebook post or sidebar ad promoting free Ebook 

3. Landing page with opt-in to receive free Ebook 

4. Thankyou page with video to explain Ebook and offer free strategy session 

5. Qualify and Schedule free strategy session 

6. Strategy session to determine match - if good offer paid product/service 

7. Deliver paid product/service 
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This process attracts clients, captures leads, delivers value, upsells clients to 

another offer (free strategy session), then qualified clients get opportunity to buy 

targeted offer. 

 

Implementing this process in your business can dramatically improve your lead 

generation to provide you with the clients you need. 

 

The technical steps involved can vary depending on how your site is set up and 

the marketing technology you are using. 
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Lead Generation Blueprint 
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Need more help? 
 

Free Movement Marketing helps professionals plan and build high performing 

online lead generation systems. 

You can learn more by applying for a Lead Generation Strategy Session: 
http://freemovementmarketing.com/talk-to-me/   

Bringing it all together: 
 

Professional Services Marketing is Changing 
 

Over the more than 10 years I've been using online marketing and Lead 

Generation strategies for professional services firms I've seen a growing trend 

toward clients attempting to 'go it alone' when making important life and 

business decisions that were once handled by qualified professional advisers. In 

that time, the internet and search engines like Google have become more 

useful and powerful than ever before. But they still can't match the expertise 

and service of a trained professional committed to serving their clients. Likewise, 

online social networks have become an important way to communicate, and 

along with review sites and forums are now an important component of the 

buying process for your clients. 

 

Yet professionals have largely failed to adjust to the new social and digital 

landscape and are increasingly being left out of the online conversation that 

their clients are joining when making major buying decisions. 

 

The FlexiFunnels™ Marketing Solutions is the model I've personally developed to 

help professionals understand how their clients buy, to see where they are going 

wrong, and discover opportunities to improve their online presence to become 

more visible, relevant, credible and Free Movement Marketing online. Now you, 

the professional, can get involved earlier in your customer's buying process and 

guide your clients toward the best solution for their unique situation. 

http://freemovementmarketing.com/talk-to-me/
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As a professional, this means you will be able to: 

 

• Attract more clients 

• Help them make better buying decisions 

• Educate them about their situation and options 

• Convert them into fans or advocates of your brand 

• Close more sales 

• Charge premium prices for your services 

• Develop products better tailored to what your clients want and need 

Goals of Lead Generation 
 

• Attract more clients (increase quantity) 

• Attract specific types of work or clients (increase quality) 

• Attract the best clients for you (increase qualification) What this means: 

• More clients 

• You are busier and more profitable 

• You can be more selective 

o You benefit from economies of scale 

• Targeted clients 

• Focus on higher value work 

• Develop specialized products and services  

• Build your reputation as an expert  

• Better qualified clients 

• Pre-sold on working with you  
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• Less price sensitive 

• Focus on delivering results, not matching client budget 

 

Together, these factors help you develop market leadership: your practice will 

be more profitable, delver better outcomes and build a reputation for 

excellence at a premium price point. 

 

Lead Generation Strategies 
 

There are many different approaches to Lead Generation, including:  

 

• Content Marketing  

• Blogging 

• Social Media Marketing  

• SEO 

• Online Advertising such as Facebook ads or Google Adwords, often 

called Pay Per Click (PPC)  

• Direct Mail  

• Telesales  

• Email Marketing  

• Video Marketing  

• Webinars  

• Event Marketing 

 

Targeting your ideal client 
 

The first step in working on your social sales funnel is working out who you are 

targeting and what you are going to sell them. The concept of your ideal client 

is useful because: 

 

1. It helps you think of, write for and market to a single person, rather than a 

group of people (this is essential) 

2. It makes sure your offer is clear and specific - otherwise it's likely to be 

confusing 

3. It makes it easy to find them online. 

 

Now if you've ever worked on your ideal client profile before (AKA your avatar) 

you might have heard the advice to give them a name, think of their gender, 
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their age, marital status and number of kids, even what sports team they follow 

or their dogs name. 

 

Some of these might seem silly but they can be valuable to really help you 

develop the empathy you need to see things from your client's perspective - 

their problems, their pains, and their hopes and fears - and of course what they 

want from you and how valuable that can be to them. 

 

One thing that's definitely not silly is thinking about what kinds of magazines, 

websites, and Facebook groups they like to visit and read. 

 

In fact, this is potentially the most useful thing you can think about for two 

reasons. 

 

1. Firstly, you can then go and check out those sites, forums, or Facebook 

groups and look at the marketing, the branding, the language etc. This is 

what they like and what works on them - somebody else has already 

worked this out - you can model this (Aka ethically steal it) and 

immediately win more rapport from your ideal clients 

2. If these sites, magazines or Facebook groups have online forums, 

comments or other social interaction, you can read this to learn, 'straight 

from the horse's mouth' their pain points, problems, what they are looking 

for, what they are confused about, what they like, what they hate etc. 

3. We can use marketing technology to target people who like or are 

interested in or visit specific websites, businesses or Facebook pages. This 

lets us very quickly find and start marketing to these groups. 

 

In fact, it's almost easier to market to these online communities than it is to 

arbitrary or self-described groups. 

 

Let's take a closer look at each of these, including the different elements we'll 

need to build out your online profile. 

 

1. Platform - your Marketing technology platform. 

How to connect with and contact and be seen by clients. 

a. Website with CMS 

b. Blog 

c. Email 

d. CRM (Customer relationship manager) and Autoresponder (Your 

customer database) 

e. Analytics and feedback systems 

f. Data capture and storage 
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g. File management 

h. Task management 

i. SEO - configuration 

2. Positioning - your relationship platform 

How to engage and build a relationship with clients 

a. Social Profiles - content, images, titles etc. 

b. Social media management 

c. Positioning content (eg profile content, home page, about page 

etc.) 

d. Online profile architecture - how additional sites, channels, profiles 

are organized around your website and core platform 

e. Positioning communications - eg emails, transactional emails, 

autoresponders 

f. Search Engine Optimization - content and backlinks 

g. Skype/hangouts/webinars etc. 

h. Webinars/livestreams etc. 

i. Social media content. 

j. Blog commenting systems etc. k. Survey and data capture 

3. Publish - your global media publishing platform How to educate and 

nurture clients 

a. Blogs 

b. Social updates 

c. Images 

d. Video 

e. Audio 

f. Mixed content 

g. Media Channels 

4. Package - your Lead Generation and transaction platform How to 

transact value and qualify clients 

a. Landing pages 

b. Sales pages 

c. Shopping carts 

d. Information products 

e. Online bookings (eg strategy sessions) 

f. Programs 

g. Products 

h. Online payment and database systems 

5. Promote - Your Amplification and conversion platform How to create 

transformation 

a. Traffic Strategies 

b. Advertising and promotion 

c. Sales process to convert leads to customers 
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d. Campaign approach to marketing 

e. Success Measurement 

 

The Fast-Start approach to online Lead Generation 
 

These are the elements of a comprehensive online presence optimized for lead 

generation. As I mentioned, when you want to get up and running quickly with 

online lead generation, it often makes sense to build out a simplified sales 

funnel. 

 

Want help planning and implementing lead generation in your business?  

 

Book a free strategy session with one of Free Movement Marketing's lead 

generation specialists: http://freemovementmarketing.com/talk-to-me/   

 

Get Started Now 
 

Get started attracting more clients and closing more sales using these proven 

sales funnels. 

 

Join our High-Ticket Sales Funnel Video Training Course. 

 

I'll take you through each funnel step by step and show you how to 

build your own High-Ticket Sales Funnels 

 

Instant Access 
 

Want to get up and running as fast as possible, or need help setting up your 

sales funnel? Apply for the Done-With-You-Marketing funnel consultancy. 

 

Apply now 
 

http://freemovementmarketing.com/talk-to-me/
http://freemovementmarketing.com/access-great-videos
http://freemovementmarketing.com/talk-to-me/
http://freemovementmarketing.com/talk-to-me/


 
 

        Marketing for Professionals 
        FlexiFunnels™ Marketing Solution                  
      Marketing Mentoring                   
 

44 

Work With FMM 
 

Free Movement Marketing is a Dutch Digital Marketing 

Agency specializing in lead generation and strategic 

marketing funnels for professional services firms. 

 

Founder Jennifer Segerius, MBA has 10 years of digital 

marketing experience. She is a business strategist and 

founder of Free Movement Marketing - the Marketing 

Professionals for Professionals.  

 

Prior to founding Free Movement Marketing, Jennifer spent 

many years as management consultant and practicing 

business management consultant. These roles have given Jennifer 

unique insight into professional practice, client relations, business development, 

online marketing & brand strategy. 

 

Free Movement Marketing offers practice growth solutions to help professionals 

attract clients, build their brand and stand out from the competition. 

 

We work with successful coaches, consultants and professional services 

practices around the globe, helping them to build valuable brands. 

 

Learn more about Free Movement Marketing Consulting:  

 

http://freemovementmarketing.com/talk-to-me/  

 

Talk To Me 

  

http://freemovementmarketing.com/talk-to-me/
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High Value Practice 
 

Growing a successful professional practice takes years of commitment and 

requires serious investment. 

 

The FlexiFunnels™ Marketing Solution is an 8 stage, 2-month group coaching 

and implementation program to your fast-track your practice development. 

 

Enrolment is by application only to ensure participants are 100% committed to 

practice growth. This means you'll be networking and learning with a group of 

truly exceptional entrepreneurial professionals. 

 

To apply please visit http://freemovementmarketing.com/enroll 

 

Apply Now 

 
 

 

http://freemovementmarketing.com/enroll
http://freemovementmarketing.com/enroll

