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Hi there!

The IDEAL Marketing Blueprint lays out the step-by-step plan that will finally get your
marketing working and give you reliable repeated sales, plus clarity and confidence about

what you need to do (and whenl).
So, it's not surprising that you want to dive right in!

Here’s to doing what you love, every day.

Suzi Dafnis

CEO, HerBusiness and
Creator of the IDEAL Business System
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The IDEAL Business System Overview

The IDEAL Business System is a 5-Step process for going from the old “messy” way to do
business, where you’re working hard and not getting the forward motion you'd like... to

the IDEAL way to do business, where you LOVE your clients and what you do and you get
acknowledged for your value.

Here’s a quick overview of the 5 Steps in the IDEAL Business System:

identify design engage act leverage
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Applying The IDEAL Business System To Your Marketing
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identify

« High Volume/Low Value

« High Value / High Volume
« Low Volume / High Value

« Low Volume / Low Value **

« Market analysis
« New market
« Existing market
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Understanding . Existing Data
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Your Unique
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Content Models

Frameworks
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Processes

/-_Lead Magnets
« Email Sequences
« Website
« Blog
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« Video
« Webinar

\-Live Events

Strategy
Checklist

Content
Marketing

HOW
— Buyer Journey

L Step 2 Solution

I Problem / Solution
Dance
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- Lift Off
(Rocket)

- Momentum
- Payload

Always Available
(Modular)

Marketin
Budget - Annual
Project Budgets
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« Positioning Statement

« Customer stories

« Origin stories

« Transformation stories
« Product stories
 Refracted-Light Stories

KLOW—Hanging Fruit
« Low-Priced ltems
« High-Ticket ltems
.« MVP
« Product Launch
« Automated Funnel
« Traffic Machine
« Sales Team

x Events



ENGAGE
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YOUR
7~ AUDIENCE

— YOUR TEAM

YOUR
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Attract
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— Convert
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K Keep

.

.

Marketing Team Roles

.

Team Type

" Contact 4‘

Strategy

— Build Your

Database e
« Your Existing Contacts

« Other People’s Contacts
« Paying For Contacts

Reassure

Connect

Orientate

Switch On

Move Forward
Automated Nurture

Calls To Action
Buyer’s Journey
Step 2 Offer

Reassure

Connect

Orientate

Switch On

Move Forward
Automated nurture

Remote
Inhouse
Contractors

Meeting Rhythm N

Reporting
Incentives / Motivation

Training/ Development

Experts
Mentors
Partners
Shareholders
Media
Affiliates
Other VIPs

.

CRM

.
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Online Sales Funnel
Resources
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Email Marketing 4‘

.
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Website & Design

.

N

Metrics

Infusionsoft
Ontraport
ActiveCampaign
Capsule CRM

Hubspot

Clickfunnels
LeadPages
SamCart
Bucket.io

OptinMonster

MailChimp
GetResponse
AWeber

Platform

CMS

SEO

Plugins & Integration
eCommerce/Shopping Carts
Live chat

Canva

Unsplash (free photos)

~ Open Rate

Click Rate
Conversion Rate
Unsubscribe Rate

SPAM ~
Deliverability . Visual Website
ROI Optimiser
« Graphly
- Tools

~

\_ - Google Analytics



7~ YOUR
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ACT

— YOUR PLAN

YOUR
~ MINDSET
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act

Convert 4<Asking For The Sale

Keep - Asking for Repeat/Recurring Sales
« Asking for Referrals

Implementation

Review

Confidence
Grit

Overcoming Resistance




STRATEGY

MINDSET

MARKETING

LEVERAGE

OFFER

TEAM

- TECHNOLOGY
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leverage

Conversion Rates
Automation
Scaling Leads
Investing
Technology
Growth Finance

Systems

Delegation

Expanding Team

Working Smarter, Not Harder
Scaling

Increase Marketing Reach
Diversify Marketing Platforms
Grow Database

Optimise Funnels For Higher
Conversion

Value Expansion (Increase
value per sale)

Add Recurring Revenue
Add Upsells/Downsells
Shift from 1:1 to 1:Many

Training
Systems & Procedures

Growth (add new team members
to support expansion)

/

« Dropbox

« Google Docs
+ Slack

. Zoom

« Trello

« Teamwork
K .

Productivity Tools

Skype
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