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The £1 Million Gift waiting 
for you to claim it.



Artificial Intelligence x Automation



Artificial Intelligence x Automation

What specifically does Artificial 
Intelligence do for every type of 
business who wants to use it?



Artificial Intelligence x Automation

1. It finds people who by their demographics 
and behaviours are most likely to become 
customers of yours and displays your 
message/marketing to them.



Artificial Intelligence x Automation

VIDEO



Artificial Intelligence x Automation



Artificial Intelligence x Automation

2. It finds people who look like your current 
customers who are most likely to become 
your next customers.



Artificial Intelligence x Automation

3. Once you start getting sales or leads, it 
starts learning who – from the groups 
above are most likely to become a 
customer.



Artificial Intelligence x Automation



Artificial Intelligence x Automation

What you can be using AI for:

•Generating Leads
•Generating Phone Enquiries
•Ecommerce Sales
•ROAS – Return on Ad spend
•High Performing Ads



Artificial Intelligence x Automation

What you can be using AI for:

•Lookalike Audiences
•Similar Audiences
•Conversion Goals – The Ultimate Learning –
and the Nirvana that most business owners 
never reach
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Your Possibility Paradigm

Possibility:

•Sales
•Profits
•Size of your Market
•Number of Customers



Your Possibility Paradigm

Possibility:

•Sales per Year
•Speed – How long will this take
•People
•You



Your Possibility Paradigm

A Belief is a 
Decision
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Width and Depth
Width – Geography



Width and Depth

Your Marketing 
achievements may be 

your most valuable 
asset.



Width and Depth

Going Wider

•Local to Regional
•Local to other selected local
•Regional to National
•National to Global



Width and Depth

Are you using your English 
speaking gift?

Is everyone missing the real 
point of the Virtual World



Width and Depth

Tools you can use to go wider

•Google
•Facebook
• Instagram
•Linked-in
•Email



Width and Depth

Tools you can use to go wider

•Online Video
•Direct Mail
•Telephone Marketing



Width and Depth
Key Point 1:

•Geographic Expansion enables targeting and 
niching on your best Customers

Key Point 2:
•This is not just a Profit strategy. It’s a protection 
strategy

Key Point 3:
•AI needs big data



Width and Depth
English speaking countries:
•UK 64 million 
• Ireland 4 million
•Netherlands 15 million
•USA 316 million
• Canada 30 million
• Australia 21 million
•New Zealand 5 million
•Germany 45 million (out of population of 80 million)

Total: 
500 Million 



Width and Depth

The Ultimate 
Entrepreneurial Question
Is this the only business 

you want to be in?



Width and Depth



Width and Depth
Depth

•Selling new/additional products and services to 
existing Customers
•Understanding that your relationship with your 
customers is the key leverage point and asking 
the question “If I could sell my customer anything, 
what would I sell them?”



Width and Depth
Depth



Width and Depth
Depth



Width and Depth
Depth





Based in the UK 
and selling, 
Seminars, Courses 
& Memberships









Golden Tip:
Stop ruling 

yourself out.



Width and Depth
Depth

VIDEO



Stop ruling 
yourself out for 

Greatness.
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Adding Sales Function
Marketing – Any automated method for 
getting customers, or anything that does not 
directly involve people in the interaction.

•Website sales and 
lead generation
•Google Search Ads
•Social Media Posts

• Instagram/Facebook Ads
•Email
•Online Video
•Direct Mail



Adding Sales Function
Sales – Direct Conversation with a Customer
•Telephone
• In person
•Texting and Messaging
•Hybrid – Webinars

Blunt Truth: If you don’t have Sales people you 
are deliberately turning money away.



Adding Sales Function
The Golden Rules of A Sales Team
1. They must be sales people and their job/role 

must be just selling – nothing else.
2. You must have a significant proportion of their 

pay be performance based.
3. You must be willing to try multiple people



Adding Sales Function
The Golden Rules of A Sales Team
4. You must view it as an investment and test and 

measure it.

Are you going to figure out how to make it 
happen and then make the decision – or make 
the decision and then figure out how to make it 
happen?
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Multiple Marketing Approaches and the Triple Approach 
to Growing Your Business.



Multiple Marketing Approaches and the Triple Approach 
to Growing Your Business.



1. Increase the number of Customers
2. Increase the ‘average spend’
3. Increase the number of times people 

purchase 

The Three Ways to Grow Your Business

Multiple Marketing Approaches and the Triple Approach 
to Growing 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 Sales will increase by: 33%

Multiple Marketing Approaches and the Triple Approach 
to Growing 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 Sales will increase by: over 100%

Multiple Marketing Approaches and the Triple Approach 
to Growing Your Business.



Multiple Marketing Approaches and the Triple Approach 
to Growing Your Business.

1 More customers – The lifeblood of your 
business



Multiple Marketing Approaches and the Triple Approach 
to Growing Your Business.

2 Pricing. Why Premium Pricing in the New 
Economy?

1. Profits
2. Profit Margins: For: Marketing 

Building a Team



Multiple Marketing Approaches and the Triple Approach 
to Growing Your Business.

3 Frequency – Sell more to your Existing 
Customers:

1. Profits
2. Profit Margins
3. When your customers are worth more – you can 

spend more to acquire them – and that’s the 
holy grail.

Why:



Multiple Marketing Approaches and the Triple Approach 
to Growing Your Business.

“Whoever can spend 
the most money to 
acquire a customer 

wins”
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Mobile

1. Your customers are finding out about 
your business via your Website and 
Social Media presence on their phone.

2. Your customers are reachable on that 
phone.



Mobile
3. There are multiple ways to contact them

•Facebook
• Instagram
•Google
•Email

•Texts
•Messaging
•CALL THEM!!!



Mobile
4. Google and Facebook/Instagram have 

the power to find prospective customers 
that you don’t know about yet on their 
phones.

If you carry on as is, Mobile will create serious 
problems because old websites, old pages and old 
style content convert lower on mobile.



Mobile

If you design your business for 
mobile, your conversion rates 

will be higher and your 
customers will ‘learn’ that they 
can communicate via mobile.



Mobile

The 3 Cs

You Must Have a Mobile First Marketing Strategy.

•Content
•Conversion
•Contact



Mobile
1 Content
•Contextual Mobile Content
•Video: You need to become a mobile media 
business
•Captions on Videos
•Personalised Video Content



Mobile
2 Conversion 

•The biggest revolution in lead generation for 20 
years – The phone should be your main 
conversion tool

The Phone



Mobile
Online Mobile Conversions – Leads and 
Ecommerce
•You must know your Mobile v Computer 
Conversion Rate



Mobile



Mobile



Mobile

•You must start testing improvements to your 
Mobile Conversion Rate through CRO (Conversion 
Rate Optimisation)
•Ecommerce – Focus on your Checkout Process

Online Mobile Conversions – Leads and 
Ecommerce



Mobile

3. Contact for follow up to Leads and 
Customers

•Phone
•Email
•Text
•Messaging
•Videos



Mobile

Your Mobile First Business

Content
Conversion
Contact
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People

VIDEO



People

It’s a problem. 



People

Get over it!



People

You cannot take 
your business to the 

next level without 
people



People

•Does your business need to grow up
•Beware Generalisations
•Employing people is an exchange of value
•Money solves the Problem
•Marketing for Recruitment



People



People



People

•Always be Recruiting
• It’s Your Business
•The Virtual Team Member is a MASSIVE 
opportunity



The Golden Rule 
of Running a Virtual 

Business

YOU MUST POLICE IT.
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Manager to Owner – The Ultimate Transformation

If your business requires you to act like an 
employee, is there something wrong?

•Delegation
•Partnership

The Emyth Goal – Turn your 
business into McDonalds



Manager to Owner – The Ultimate Transformation

Two types of partnerships:

1. Partnerships to reach Customers
2. Partnerships to solve Marketing or Technical 

challenges.
3. Mentorship Partners
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Doing what made Entrepreneurial Fortunes for 
100 Years that no one is willing to do.

1. Print Ads
2. Telemarketing
3. Direct Mail



Doing what made Entrepreneurial Fortunes for 
100 Years that no one is willing to do.
Brochure



Doing what made Entrepreneurial Fortunes for 
100 Years that no one is willing to do.
Letter



Doing what made Entrepreneurial Fortunes for 
100 Years that no one is willing to do.

Handwritten Letter



Doing what made Entrepreneurial Fortunes for 
100 Years that no one is willing to do.
Booklet letter with sand timer



Doing what made Entrepreneurial Fortunes for 
100 Years that no one is willing to do.
Postcard
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The Biggest and Most Overlooked Marketing 
Opportunity of The Decade?
If you could run an ad on TV that:

•Only ran in your geographic location
•Was only seen by people who visited your website
•Or only seen by people who searched for you on 

Google
•Or only seen by people you know are currently looking 

for the product or service you sell



The Biggest and Most Overlooked Marketing 
Opportunity of The Decade?

AND if people didn’t want to watch your and 
they just press a button on your ad and skip it.

And you could run those ads day in, day out and 
only pay for reaching those precise people and 
only pay for reaching the people who want to 

watch your ad…..



The Biggest and Most Overlooked Marketing 
Opportunity of The Decade?

What would that do to 
your business?



The Biggest and Most Overlooked Marketing 
Opportunity of The Decade?



The Biggest and Most Overlooked Marketing 
Opportunity of The Decade?



The Biggest and Most Overlooked Marketing 
Opportunity of The Decade?



The Biggest and Most Overlooked Marketing 
Opportunity of The Decade?

VIDEO



The Biggest and Most Overlooked Marketing 
Opportunity of The Decade?
TrueView Ads

VIDEO



The Biggest and Most Overlooked Marketing 
Opportunity of The Decade?

Global TV 
+ The world’s second largest search engine 

+ AI
= 

The biggest and most overlooked 
marketing opportunity of the decade



The Biggest and Most Overlooked Marketing 
Opportunity of The Decade?



The Biggest and Most Overlooked Marketing 
Opportunity of The Decade?
Full Disclosure:

1. This is for serious players. It requires budgets 
and a willingness to test.

2. Ideally, you do this after you’ve built a 
successful Google search campaign.



The Biggest and Most Overlooked Marketing 
Opportunity of The Decade?
How to reach Customers on YouTube:

1. Remarketing. Targets visitors to your website 
and/or customers uploaded into Google.

2. Keywords. When people search for videos on 
YouTube related to what you sell, your video 
can play.



The Biggest and Most Overlooked Marketing 
Opportunity of The Decade?

VIDEO



The Biggest and Most Overlooked Marketing 
Opportunity of The Decade?
How to reach Customers on YouTube:

3. Custom Intent. Your video ad will be served to 
people who searched for your keywords on 
Google.



The Biggest and Most Overlooked Marketing 
Opportunity of The Decade?



The Biggest and Most Overlooked Marketing 
Opportunity of The Decade?
How to reach Customers on YouTube:

4. Similar Audiences. They work in the same way 
as Facebook lookalike audiences. You upload 
your customers into Google and they find 
people who look like your customers.



The Biggest and Most Overlooked Marketing 
Opportunity of The Decade?

• All Customers
• All leads
• Top 20% customers
• Customers by product/service
•Website Visitors



The Biggest and Most Overlooked Marketing 
Opportunity of The Decade?
How to reach Customers on YouTube:

5. In Market Audiences. This targets people that 
Google knows are looking for the product or 
service that you sell.



The Biggest and Most Overlooked Marketing 
Opportunity of The Decade?

VIDEO



The Biggest and Most Overlooked Marketing 
Opportunity of The Decade?

WARNING: 
Don’t Try This At Home!



The Biggest and Most Overlooked Marketing 
Opportunity of The Decade?




