


Lead Generation and Online Sales 2.0

THE END OF LEAD 
GENERATION AND ONLINE 
SALES AS WE KNOW IT



THE PROBLEM
1) Lower Sales
2) Lower Enquiries / Leads
3) Selling to Existing Customers –

Decreased Response



THE PROBLEM

→ It’s going to get worse
→ Working Harder Won’t Fix It



WHY?



1) MOBILE

60%









THE MOBILE PROBLEMS



1) Mobile 
Friendly



2) The online behaviour of someone on a phone 
is fundamentally different to someone on a 
computer



3) Destruction of Attention

WHY



4) Email

WHY



OPEN AND CLICK RATES
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5) Fear and Uncertainty

WHY



6) Increased dominance of Google
Google’s revenue rose 22.2 percent 
to $24.75 billion from $20.26 billion 
in the quarter ended March 31.
→ Paid clicks rose 44 percent
→ Cost per click: Down 4 percent

WHY



7) Increasingly 
Incompetent Support

WHY





THE PERFECT STORM
1) Mobile Friendly
2) The online behaviour of someone on a phone is 

fundamentally different to someone on a 
computer

3) Destruction of Attention
4) Email
5) Fear and Uncertainty
6) Increased dominance of Google
7) Increasingly Incompetent Support



THE SOLUTIONS:
The Two Core Themes of Online 
Sales and Lead Generation 2.0



1) MOBILE: The Problem is the Solution

Problem Solution



2) GET THEM OFFLINE: 
The Revenge of Analogue



SOLUTION 1
Mobile First



THREE OPTIONS

1) The Inbound Call











ADVANTAGES OF THE INBOUND CALL

1) Increases Response
2) Immediate
3) Identifies Best Prospects
4) Attraction Marketing



INBOUND CALL BRUCIE BONUS



INBOUND CALL BRUCIE BONUS

YOU DON’T 
HAVE TO DO THE 
FOLLOW UP AND 
CHASING!



WHAT THIS REQUIRES FROM YOU

1) Answer the phone
2) Learn how to sell



THREE OPTIONS

2) Lead Generation with 
Forceful Follow Up





→ You cannot depend on Email
→ Must capture phone and/or 

address
→ BIG SECRET of Telephone Follow 

Up: Call within 15 minutes



→ Six-Figure Secret of Telephone 
Follow Up: Test call mobile leads 
vs. desktop leads

→ Monthly Direct Mail
→ TEXTS



YOU CAN COMBINE 
THE INBOUND CALL WITH 

THE LEAD GENERATION OPTION





THREE OPTIONS
3) The Immediate Sale

The Ecommerce Solution



THE TWO KEY FACTORS

1) Mobile Optimisation
2) Checkout Process





Here are the steps you need to take to reduce your 
abandonment rates and significantly increase sales: 

→Start measuring your abandonment rate so 
that you can test and measure the best way 
to improve it. This can be done with Google 
Analytics.

THE FORTUNE THAT EXISTS IN YOUR 
SHOPPING CART / ORDER PROCESS



Here are the steps you need to take to reduce your 
abandonment rates and significantly increase sales: 

→Reduce the number of steps. Multi-step 
order processes guarantee high 
abandonment. (The exception can be a two 
step sign up, which should be tested.)

THE FORTUNE THAT EXISTS IN YOUR 
SHOPPING CART / ORDER PROCESS



Here are the steps you need to take to reduce your 
abandonment rates and significantly increase sales: 

→Test bypassing the shopping cart
→Remove unnecessary fields
→Repeat the benefits
→Repeat Guarantees

THE FORTUNE THAT EXISTS IN YOUR 
SHOPPING CART / ORDER PROCESS



Here are the steps you need to take to reduce your 
abandonment rates and significantly increase sales: 

→Test different ‘Buy’ buttons. Test colours, 
size and wording.

→MOBILE, MOBILE, MOBILE

THE FORTUNE THAT EXISTS IN YOUR 
SHOPPING CART / ORDER PROCESS





The Most Important Ecommerce 
Business Strategy for 2017 is:



SOLUTION 2

Offline Marketing













SOLUTION 3

Mobile Optimisation



SOLUTION 4

The New Importance 
of Remarketing









REMARKETING



SOLUTION 5
Online Marketing as 
Investment, Not Cost



The quest for cheap in Online 
Marketing destroys businesses.



5INVESTMENT



5
→To earn £100,000 in Shares in 

one year at a 10% ROI requires 
an investment of £1 Million

→To earn £100,000 in Property in 
one year at a 5.7% ROI requires 
an investment of approx. 
£1,760,000

INVESTMENT



SOLUTION 6

The Right Partner



You no longer need a web designer. 
You need an agency or a team.



SOLUTION 7

Increase Customer Value



THE 3 WAYS TO GROW YOUR BUSINESS

If you…
"Increase the number of Customers by 10%
"Increase the ‘average spend’ by 10%
"Increase the number of times people

purchase by 10%
Your Turnover will increase by: 33%



THE 3 WAYS TO GROW YOUR BUSINESS

If you…
"Increase the number of Customers by 30%
"Increase the ‘average spend’ by 20%
"Increase the number of times people 

purchase by 30%
Your Turnover will increase by: over 100%




