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How to hit your targets every time

Marketing and sales need to be measured, so if you are a first timer starting from scratch we can 
help you by providing you with an external perspective and position on what your expectations 
should be.

A good starting place is to “begin with the end in mind”: what does the end of a campaign, six 
months of marketing later, look like in terms of cash and profit? Be very realistic about this. If your 
sales have been going up 2% year on year then just because you start posting on a social media 
platform and delivering a few leaflets, you will not increase that to 20%.

Start by looking at your previous 18 months’ turnover and plot a graph, weekly if possible, of sales 
revenue. Underneath this, plot a graph of cash and time spent on sales. Plot another line showing 
marketing spend. Make this as honest as possible and count every expenditure: sales people, 
phones, cars, insurance, fuel, business cards, fliers, digital ads – literally every cost.

Now when done properly, this very frequently raises questions about sales and marketing im-
pact and that’s the whole point. You will then be able to drill down into things like number of  
appointments a sales person attends a week, how many customers they bring on and at what cost 
and how much they are worth.

The good news is that easyMarketing offers this course to you, to make sure you are ready to go 
with your marketing from a rock solid foundation.



How to hit your targets every time

If you are an existing operation, we can review and measure your past successes by looking at:
• Overall investment in marketing

• Investment in conversion

• Conversion process

• Cost of customer acquisition

• Average life time value of a customer

• Cost of a lost customer

• Retention process

• Retention spend

From the above, we provide you with additional sales training to enable you to:
1. Increase the current value of a customer

2. Increase your conversion rate

3. Increase your retention rate

Between us we will create a model that lets you accurately forecast your future growth and  
meaningfully create targets that are based on science and facts rather than emotion, meaning you 
will know how to create real targets that can be hit, every time.

This will be one of your growth levers that will become as crucial to you as any management  
account information you will ever receive from your accountant.


