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Legal Notice

The Publisher has strived to be as accurate and complete as possible in the creation of this 
report, notwithstanding the fact that he does not warrant or represent at any time that the 
contents within are accurate due to the rapidly changing nature of the Internet.

The Publisher will not be responsible for any losses or damages of any kind incurred by the 
reader whether directly or indirectly arising from the use of the information found in this report.

This report is not intended for use as a source of legal, business, accounting or financial advice. 
All readers are advised to seek services of competent professionals in legal, business, 
accounting, and finance field.

No guarantees of income are made. Reader assumes responsibility for use of information 
contained herein. The author reserves the right to make changes without notice. The Publisher 
assumes no responsibility or liability whatsoever on the behalf of the reader of this report.

All Rights Reserved: This document may not be reproduced, or transmitted in any form or by 
any means, electronic or mechanical, including photocopying, recording, or by any 
information storage or retrieval system, without permission in writing from the Publisher.
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Wow Your Customers
Create a culture of Wow to earn repeat sales, referrals and testimonials

2. What products do I offer that are often purchased together? Do I have a product customers
would consider a “must have” based in their previous buying history? (accessories, software)
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3. What are my upsell opportunities? What can I offer as a higher level of service ?
(warranty, special treatment, etc.)
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4. What are 5 things I can do to wow my customers during the first 30 days?
(send cards, quality and unique packaging, coupons, personal phone call, etc.)
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1. What can I do to ensure that my customers are enjoying the service or products they paid for?
(follow-up email, survey, customer satisfaction tool, etc.)
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Circle your top 2 ideas    for each category and start to put a plan in place.
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We help small businesses succeed.

http://infusionsoft.force.com/analytics?PartnerId=001j000000TTc2K&AffiliateCode=a57542&CampaignId=701j0000001mlwy&TrackingLinkId=a1Bj0000002JwCz&Link_Posted_By__c=005j000000DMDJF


3. When a customer is happy, how can I ask for referrals, repeat sales or testimonials?
(e.g. periodic surveys, birthday cards, holiday announcements, etc.) 

Additional items to work on

1. How can I find out how my customers are feeling?
(surveys, email, phone call, etc.)

2. When a customer isn’t happy, what can I do to reach out and make the situation better?
(e.g. periodic surveys, birthday cards, holiday announcements, etc.)

Wow Your Customers 3

We help small businesses succeed.
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Lifecycle Marketing 
Hello and thank you for requesting these brand new WOW strategies. I’m 
really excited to be sharing these with you, because I know they’ll 
dramatically help you wow your customer more.

Before we dive into these top 3 WOW strategies, I want to share with you 

something called Lifecycle Marketing. 

The Lifecycle Marketing model provides a simple framework you can use 
to design a marketing plan that will help you attract customers, grow sales 

and deliver an experience that wows your customers. 

Lifecycle Marketing was developed by a team of sales and marketing 
experts at Infusionsoft, and has helped thousands of small businesses 
achieve success. When put into action, Lifecycle Marketing will help you 
grow sales and give you more time to focus on the things you love.

There are three phases to Lifecycle Marketing and in this report, we’ll cover 
phase three - WOW.!

taniaallen.com | visionalliance.com.au | popcornmarketing.com.au
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3 Key Strategies 
Wow is the third phase in the Lifecycle Marketing model, which 
is comprised of three key stages:

Deliver and Wow
• Offer More
• Get Referrals

Ok, let’s look at the first key strategy.

Structure your marketing to wow your 
customers, so you can boost your profits, 
quickly!

Create and build customer follow up 
systems for you, using our latest 
technology, so you can focus on your 
business and NOT the tech stuff!

Help you brain storm new ideas for new 
ways to wow your customers, and generate 
more revenue from it

OPPORTUNITY: 

Who Else Wants To WOW Their 
Customers And Increase Profits?

Work directly with Tania Allen to help you:

Visit: visionalliance.com.au | taniaallen.com  | popcornmarketing.com.au

taniaallen.com | visionalliance.com.au | popcornmarketing.com.au

Grab a pen and paper, because you’re going to want to take notes. If at 
any time you have questions, feel free to contact me at 
+61419481203 or within Australia 1300 76 49 20 or click here to 
schedule a free strategy session with me

http://visionalliance.com.au/schedule-call/
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1: Deliver and Wow 
Wowing your customers is about providing more than what you 
promised and creating a delightful experience. While this may seem 
simple and obvious, the hustle and bustle of daily work causes 
customer delights to often get overlooked.

To wow your customers, make sure that you’re providing the service or 
product that your customers pay for in a timely fashion. Then go above 
and beyond their expectations by providing additional value that 
leverages your strengths.

One way to start doing this is by over delivering to your customers. Give 
them something of value, that they’re not expecting. You want to engineer 
this into your products and services that you sell. This builds trust and 
goodwill with your customers.

The other thing you want to do is talk to your customers differently than 
you talk to your leads and prospects. The way you do this is by 
segmenting out these people once they buy something from you. 

ACTION ITEMS:!

1. Start mapping out your plan once a person becomes a customer of
yours. What will you send them as an extra bonus?  

2. Plan out a 12 month customer follow up campaign. This way you’re 
always staying in front of your customers. Keep in mind it’s our job as 
business owners to stay in front of our customer, not the other way 
around.

taniaallen.com | visionalliance.com.au | popcornmarketing.com.au
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2: Offer More 
After providing an exceptional experience, you’re in a position to offer 
additional products or services to your customers. Determining what 
to offer and when to offer it involves a bit of strategy.

Determine what related products or services will help your customers, 
and create a solution. The solution can be additional products, services, or 
tips and resources related to their needs. 

Timing and positioning is important. Here are three ways to 
tactfully increase your revenue while continuing to be helpful:

Cross sell: Customers aren’t always aware of the perfect product or 
service pairings, and may be willing to purchase related items that 
enhance their experience. 

• Upsell: Listen to your customers and try to understand their needs. They
might be willing to pay extra for special treatment, warranties or monthly
programs. 

• New products: Help your customers by notifying them of new products 
or services that could enhance their lives, or experience with your brand.

ACTION ITEMS:!

1. Start planing out what you can offer your customer who just bought
their first product from you. This can be offered in the customer funnel
using one-click technology or as a separate offer. 

2. Create a one year marketing promotion that will be offered to your 
customers. This way each month you’re making a great offer to your 
existing customers. You can also have fun with this and theme it out for 
a 3-4 day sale (always use deadlines in your promotions).

taniaallen.com | visionalliance.com.au | popcornmarketing.com.au
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3: Get Referrals 
You’ll spend less money marketing to existing customers than 
attracting new ones. This is why it’s so important to wow customers 
from the start.

It’s important to anticipate their needs and deliver more than what you 
promised in either quality or quantity. Or, try recommending something 
new that satisfies their needs. 

Leverage your strengths, because that’s what will set you apart from your 
competition. Referrals are one of the cheapest ways to expand your 
business, and wowing your current customers is the fastest way to earn 
referrals. 

Asking and rewarding customers for a referral completes the Wow 
experience. Effective referral programs are a big win for small 
businesses because they help customers develop habits that include 
your company.

Consider establishing a referral program with rewards that are easy to 
obtain. Providing small gift cards, discounts or movie tickets for referrals 
is a great way to demonstrate your appreciation. 

ACTION ITEMS:!

1. Map out a customer referral process for your business. This can start
with a couple follow up emails asking your customers for referrals.

2. Start thinking about what you’ll offer customers who send you referrals.#

taniaallen.com | visionalliance.com.au | popcornmarketing.com.au

Now, if you have questions on any of this or want help setting this all
up. Feel free to contact me at +61419481203 or within Australia
130076 49 20  or at tania@vision-alliance.com | tania@taniallen.com
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Conclusion  
What we just covered are the three basic strategies for wowing your 
customers more. 

You’ll want to print this PDF out, and start taking action on these three 
strategies, because doing so will allow you to start building trust with 
your customers, increasing profits and getting a lot of high quality 
referrals.

taniaallen.com | visionalliance.com.au | popcornmarketing.com.au

Remember - I’m here to help, so if you have a business and want to start 
rocking-n-rolling, click here to schedule a FREE 30 Minute Strategy 
Session with me or call me on +61419481203 | 1300 76 49 20 within Aust

Tania
TANIA ALLEN
Business Growth, Franchise & Personal Empowerment Expert

http://visionalliance.com.au/schedule-call-2/
http://visionalliance.com.au/schedule-call/
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