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Hi! I’m Lori and I want to personally thank you
for being here! I am an online marketing success
strategist and I help entrepreneurs and small
businesses understand their audience better
than ever before and hone their messaging for
maximum impact.
I’m delighted that you’re here and I’m excited
to help you put a few things in place that will
maximize the time you spend on your business
so you can see results quicker.
If you are an aspiring or budding entrepreneur who is trying to grow a
business and you have ever wished you could create a system that would
consistently bring in customers, or thought to yourself, “What I do and offer is
great. I don’t understand why more people aren’t purchasing it,” then you’re in the
right place.

Setting yourself apart from other businesses in your
industry is a must.
Having great products and/or services IS essential to a thriving business. But
unfortunately, that alone does not help you get customers and referrals.
Creating an unforgettable customer experience is the path toward getting more
customers and referrals. And for the most part... the other companies out there
suck at this.
This guide contains 5 ways that you can change the game for your business.
You’ve got to be great at getting your potential customers interested enough
to purchase. Or all the work you’ve put into making your offerings great will be
wasted.
In order to get customers, you have to delight people who aren’t your customers.
Not yet, anyway.
We’re the few who not only say we’re going to work smarter, not harder - we
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actually know how - and take the steps - to do that. So, let’s get started!

1. The Goosebumps Walkaway Hello
This tip is inspired by one of my favorite shows, “New Girl.” It’s one of those
shows that keeps me literally LOLing.
There’s an episode where one of the characters (Nick) is going to have to say
goodbye to a girl who is leaving. But he wants her to REALLY miss him when
she’s gone.
He calls this a “goosebumps walkaway” because he wants to say something that
hits her so hard that she gets goosebumps and then he’ll just walk away from
her, while her jaw hits the floor.
In a sense, that’s what we want to create, too. Of course, we don’t want to just
walk away once they’re all tingly by what we said.
Because this won’t be a goodbye - it’ll be a hello. A jaw-dropping introduction.
Now, your mind may have gone right to a networking event, if we’re talking
about introducing ourselves.
But in reality, we don’t just meet people at networking events. It could be at
a lunch, a neighborhood barbecue, a live business conference or event, or
anywhere we go, really. This isn’t just reserved for networking events.
When you introduce yourself, whether online or in
person, you need to immediately grab attention.
What most people do in an introduction is talk about
themselves. They answer the question, “What do you
do?” as if someone asked them, “What is your job title?”
If you take a closer look at that, it’s actually kind of
strange. It’s very self-centered, and really doesn’t help
someone know what we do.
Instead, when you’re introducing yourself, focus more on your customers and
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what you can help them achieve than you do on yourself. It’s different from
how most people introduce themselves.
And when you do something different than everyone else, it makes you
memorable.

2. Get People Hooked On You (Almost Like a Drug)
If you’ve done your research and you really understand who your target market
is, you know that there are common problems that they all have.
Choose one of those common problems and create a solution for it - before
anyone ever asks you to.
Create an information product that helps them solve that problem.
This doesn’t have to be a course or anything with a ton of information. In
fact, research shows that if you give too much information in it, people will feel
overwhelmed and like there’s too much to tackle to solve the particular problem
they’re dealing with.
Make it simple, but make sure it’s thorough.
This is not something you’ll sell. You’ll freely give it away.
Well, almost freely. You’ll be asking for one little piece of
information from them before they get it. That’s right….their email
address. Creating this helpful document does 3 things for you.
a. It shows that you know what your customers are struggling with.
This tells your potential customers that you get them.
The first step to solving a problem is identifying it, right? Well, the first
step to gaining a customer’s trust is to let them know that you
understand where they are and where they’re trying to go.
b. It gives people a taste of your expertise, your voice, and your brand.
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We all know that we’re not for everyone, right? Just look at Apple and
Samsung. They are products that, for all intents and purposes, do the
same things.
Yet people typically choose one and stay loyal to that brand. That’s not to
say that one is better than the other (although I obviously have an opinion
on that).
It’s just to say that not every brand is for everyone.
Let people get an idea of who you are to see if they feel a connection with
you. It’s ok if they don’t.
In fact, I’d argue that it’s better to know that before you ever enter into a
customer relationship with them to prevent yourself from dealing with a
relationship that isn’t going to benefit both parties.
c. It starts the journey of the customer solving their problem WITH YOU
as their guide.
This is a strong psychological advantage for you. When you give fantastic,
helpful information that leads people to say, “Yes! This person gets me and
has already helped me with ______,” then their brain automatically creates
a connection between you and solving that particular problem.
And if you’ve given good information and impressed them, you’ll have
caused chemicals in their brain, like dopamine, serotonin, and oxytocin to
be released, which are the neurotransmitters involved in creating bonds
and relationships. This is powerful psychological stuff!

3. Never Violate Someone's Sacred Space
That’s right - their inbox. (What did you think I was talking about?!)
Once you’ve created your awesome, helpful, psychologically powerful giveaway,
you’ll start building an email list with it.
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You’ll be growing a list full of people who have already raised their hand saying,
“Yes! I have this problem!” which qualifies them as your potential customers.
What you do with their email address after this is CRITICAL.
People who only send out sales emails lose. Nobody likes a
used-car salesman who follows you around the lot asking if you’re
ready to buy - and that’s what shouting sales messages in every
single email does.
On the flip side, people who never pitch in email also lose. You
can’t MAKE a sale if you never make an OFFER.
I shouldn’t have to say this part, but I will. Those who never send
an email? Well... I think you can connect the dots there.
People seriously regard their inbox as sacred space these days.
If you don’t believe me, think about how you feel when you are at JCPenney
trying to buy a pair of boots, and the cashier says, “Can I get your email address?”
What is your reaction?
Are you instantly willing to give it to them? Or do you think to yourself, “I don’t
want any more junk mail in my inbox.”
Or maybe, “I’ll just give them the email address that I never check.” We don’t
want THAT email address. We want them to WANT to hear from you.
If you abuse their sacred space, you’ll definitely lose it.

Build a relationship with your customer
using emails.
You have to show that you’re real and human.
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By asking questions and soliciting responses.
By making offers only once you feel like someone might be able to trust that
what you’re selling will be worth the money they’ll spend on it.
They need to see enough from you to know who you are, like you, and trust you
to help them solve the problem that is your specialty.
And that only comes from consistent, helpful, engaging content.

4. Jump Out of That Box, Jack!
Be creative in your customer experience brainstorming.
Has a company ever blown you away by how they treated
you? Start paying attention to any experiences you have
with a brand where you are so impressed that you want to
tell someone about it.
Years ago, I hired a copywriter for a website. A few days
after I signed on the dotted line, I received a handwritten
note card from her in the mail telling me how excited she
was to get started with me.
When is the last time someone did something like that for
you?! It was something I’ll never forget.
I took a picture of the card and posted it on social media - without even
thinking about what I was doing. I just wanted to share how well I was being
treated and how excited it made me to continue the journey with her.
When you give people a reason to feel excited about you, they want to share
that excitement with others because excitement is meant to be shared.

Build unexpected excitement into your interactions with
customers and watch your business explode.
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5. Be Like Aerosmith and Sing "Walk This Way" to Your
Customers
Companies that are on the ball will sometimes have a “Welcome Packet” for
customers when they purchase. The Welcome Packet tells exactly how the flow
of the work will go.
Gives them a preview of the journey they’ll go
on together.
And makes them feel at ease because they can
immediately see the whole picture so no part
of the process will creep up on them.
Since we’re talking about GETTING customers,
you should create a similar packet that you
can give to someone who’s still considering
hiring you.
Take control and become the guide for
your potential customers throughout your
relationship with them. People need to
either see or be able to visualize a roadmap
with you.
Especially if your products or services have a higher price tag.
It’s scary to trust someone like that. You need to answer the questions that
are most common to your perfect customer in a way that feels luxurious.
Don’t make them ask the questions. Show them how intimately you know them
and their struggles.
Create a document that answers all of your FAQs in a beautiful, branded way.
YOU know how long a process that you do all the time takes. Your customer, on
the other hand, does not.
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YOU know what steps to take and in what order. Your customer does not.
Give them a map of your journey together and they will confidently go with
you and be more likely to STAY with you to complete the journey.
There you have it! 5 simple ways to stand out in a crowded marketplace! Now, of
course, trying to implement ALL of these head-turning tactics would take some
thought, time, planning, preparation, and dedication.
But, like I said at the beginning of this guide, so few companies take the time to
do any of this that you’ll instantly stand out if you do any one of them. And you
can get started TODAY.
I’d love to help guide you through the process of incorporating these strategies into
your business so we can both watch as your business (and income) bursts to life!
Send me an email at hello@lorireeves.us and tell me which of these 5 ideas you’re
going to implement first. I love hearing from my students and watching them
realize their dreams!

P.S. Are your creative juices flowing now? Want more ideas on how to stand out and
help implementing them?
Then watch for me in your inbox! I’ll be sending along helpful tips like these,
teaching you tools and tactics that can help youstart and grow a business, while
you wow your customers left and right. And I’m always giving lots of loving
inspiration to help you get past the obstacles that entrepreneurs frequently face,
especially as they’re just getting started.
You can also find me on Facebook where I regularly dole out marketing advice to
help you grow your business beyond your wildest dreams.
I hope to see you there!
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