


Referrals Based Business
The Deadly Danger of a



• STAGE ONE: Pure Joy – Endless Customers and big 
Profits

• STAGE TWO: Mild Concern – Why isn’t the business 
growing as fast as it should

• STAGE THREE: Total Panic – Customer flow stops and the 
business owner decides, too late, to sort out their Online 
Marketing

Joy To Pain – The Three Stages of a 
Referrals Driven Business



THE ONLY SOLUTION:
You MUST run your Business as if it 
had no Referrals. You must have a 
complete Digital Marketing system 

in place.



THE LINKEDIN REVOLUTION



ONE BILLION USERS



1
Reach



1 REACH
• 1 Billion Users
•The longest established Social Media 
Platform – 20 Years
•Growing
•67 Million Companies



2
Targeting



2 TARGETING
• Job Positions

• Job Titles

• Business Owners

• Company Types

• Turnover

• Location

• Age

• Gender

• Skills



HR managers in all businesses across the UK



CEOS and MDs of all businesses in Manchester



Finance Directors of all manufacturing businesses in UK



Owners of all businesses in the UK



2 TARGETING
You can also upload your Customer and Leads lists 
into Linkedin and target them directly.



3
Marketing Options



Sponsored Posts (Ads)













Thought Leader Ads







Nurturing ‘Document Ad’ 
Campaigns





InMail Messages















3 MARKETING OPTIONS
InMail Messages



3 MARKETING OPTIONS



Your Google 
AI Revolution



The 6 Driving Principles 
For Google Ads Success 

in 2026



1
The Decision



2
AI CPA Bidding







2
AI CPA Bidding



3
Stop Obsessing About 

Keywords



Google now understands 
your Customer’s INTENT

3 Stop Obsessing About Keywords



4
Do It Now So You’re Ready For 
Google’s Switch To AI Search







GOOGLE AI ADVERTS VIDEO



5
Beyond Google Search – 
The True Power of Google



Why Online Marketing = GOOGLE 

Google Search

YOUR GOOGLE BREAKTHROUGH



6
Remarketing – Your 

Business EVERYWHERE



Google Search

REMARKETING TRIAD



This Could Be You!





Conversions

145.00
`Last 30 days





Phone call leads

74.00
`Last 30 days





Conversions:

101.00
Cost / Conv.:

£25.81





Last 30 daysConversions:

161.00

Cost per Conversion:

£25.11





Conversions

139.70

Sales Performance Max



Conversions

139.70
Conv. Value / Cost

5.41





Conversions

777.98



Conversions

1.79k

Cost

£35.7K
Conv. Value 
/ Cost

8.03

Cost. value

287K





Last 30 days
Conversions:

69.00





Last 30 days

Conversions:

595.51

Cost:

2.35K

Conv. value

35.7K

Conv. Value / cost:

15.21



YOUR AI SOCIAL MEDIA BREAKTHROUGH



THERE’S ONLY ONE STRATEGY 
FOR REAL SUCCESS ON ALL THE 

SOCIAL MEDIA PLATFORMS



YOU MUST POST 2-3 TIMES PER 
WEEK ON ALL THE PLATFORMS



What’s Working Now On 
The Main Platforms



INSTAGRAM

• Short authority Reels: Hook → 
insight → credibility

• Proof stacking: client results, wins, 
behind-the-scenes

• Life of the operator: you building, 
thinking, working, leading

Discovery & Trust



FACEBOOK

• Teach one thing properly: clear 
authority posts 

• Customer stories: problem → 
change → result

• Repurpose everything: turn one 
talk/video into 20+ posts

Trust & Conversion



LINKEDIN

• Market commentary: what’s 
changing, what matters, what’s 
coming

• “Here’s what we’re seeing” posts: 
insider observations from your work

• Calm authority voice: clear, direct, 
no hype

• Take a position Have an opinion, 
take a stand

Authority 



X

• Strong opinions: clear, punchy, 
non-obvious takes

• Teaching threads: one useful idea 
broken into short points

• Daily insight habit: one sharp 
observation or warning

Ideas & Influence



Chat GPT, Google, AI Search – and 
The Social Media Connection that 
NOBODY is telling you about





What 7 Figure Entrepreneurs Know About 
Marketing That No One Else Does

What’s Old Is New



The Three Ways to Grow Your Business

• Increase the number of Customers

• Increase the ‘average spend’

• Increase the number of times people purchase 



The Three 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 Sales will increase by: 33%



The Three 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 Sales will increase by: over 100%





Premium Pricing



The 7 Principles of Premium Pricing
1. People do not buy primarily on Price

2. Who you sell to is more important than price

3. Sell on Value, not Price

4. There’s a direct link between Pricing and Marketing. Blunt 
Truth: your prices are too low because you don’t have a good 
enough customer flow

5. You should not set your Prices

6. Start with a 10% increase

7. Explore the 21 Ways To Increase Prices



Premium Pricing
in 2026





SLACK



£1,599



£2,199



Price from

£219.00



Price

£799.00



£65-80+
Price hour

£50-60
Price hour

£30-50
Price hour



Price from

£350.00
Per hour

 



ULTRA PREMIUM PRICING 

£6,958



£33,076



“It is not the strongest of the 
species that survives, nor the most 

intelligent; it is the one most 
adaptable to change.”

Charles Darwin
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