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Introduction	
So hello and well done for accessing 21 Ways to Get More Clients, Increase 
Sales, and Massively Boost Profits.  

This is not just some throw away ideas that I'm putting out there just to hook 
you in and get you into something. This is me genuinely trying to impact your 
business in the most positive way I possibly can.  

These are tried and tested, proven concepts, strategies, ideas, systems that I've 
been working through with my clients for the last decade and helped them to 
achieve fantastic results in short spaces of time.  

They're what have been inspired and taught to me by some of the world's 
leading marketing experts and business strategists and everything here works. 
All the stuff that didn't work has been left behind by the wayside.  

What I'm presenting to you is my top of the tree stuff. There's no point in me 
sharing rubbish with you. This is some of my very, very best material that I'm 
giving you right now and everything here, as I say, works. What a lot of people 
do is they take this material and on the back of this they might book a strategy 
core with me or they might move into my Client Acceleration Program or you 
might just take these ideas and say, "Hey you know what, this is great stuff. 
I'm just going to go and use this straightaway."  

Anything, either way, whatever you want to do is absolutely cool with me.  

I just want to reach and help you out because I know what it's like to be 
struggling in a business, I know what it's like to feel like you're the best kept 
secret in the world, that you've got a fantastic product, a fantastic service and 
you just don't feel like you're generating the revenues that you feel you 
deserve, you're not getting noticed by enough people and maybe you're getting 
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advice from other people who say that their marketing ideas or this SEO thing 
or this Google ad word thing or these magazines adverts, whatever, are the 
best thing in the world and you've tried them, but they just don't seem to 
work.  

What I want to do is show you how strategic thinking, systemized thinking, 
where everything's joined up and connected can really have a huge impact on 
your business very, very quickly.  

So when I get brought into a business, there are systems that I install. There 
are seven altogether that I work with and that I fully implement with no cracks 
and get them completely working for my clients, and there are three systems 
that are really key to generating you greater income. 

They are the… 

Attraction System - This is how you get noticed by the dream client that 
you actually want to get noticed by. 

Conversion System - This is how we take those clients and start getting 
them to pay you money, which is really key. 

Value System - This is where we give and receive the maximum value we 
possibly can to your clients for their lifetime. That's what we want to do, 
maximize the lifetime value of your clients.  

So there are three of the key systems that I would tend to implement with a 
business and what I want to do is share some ideas from each of those systems 
that you can take away straightaway, put into your business and these are the 
strategies, ideas, and concepts that will help you to increase sales and 
massively boost profits.  

Now as well as having this as an eBook, you've also got this on audio to 
download and a video to watch back on as well.  

So whatever you prefer, you've got all these different methods and this is 
yours, this is a gift. This is something that you can just keep referring back to 
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and coming back to because there is so much value in this. As you're going 
through this stuff, you may have heard some of it before, but what I would like 
to challenge you on is to think just because you've heard it before, are you 
doing it? And if you're doing it, how well are you doing it? And if you're doing 
it well, could you be doing it better?  

So just think about that, like I say, just because you might have heard some of 
these ideas before, think how you can crank the handle on it and as you 
approach these ideas, I really want you to be looking for the gold. Tune in for 
the gold that is really going to move your business forward and help you.  

There might just be one nugget in here, one line, one sentence, something that 
makes you think yes, this is what I need to really move my business forward 
right now. So tune into that and believe that this is going have a real impact on 
your business and therefore your life. 

 So let's go for it. Let's get stuck in and let me start sharing with you some of 
these great strategies. 
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ATTRACTION	
SYSTEM	
 Let's get started with the attraction system and let me show you how to start 
bringing clients into your funnels, into your processes and these are the dream 
clients that you want to actually attract and do business with.  
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1.				Use	The	Step	Approach	
So the first one I want to share with you is you've got to take the step 
approach. What the step approach is, is where we take a client and all we do is 
we take them to the next step.  

That's all really marketing is.  

It's taking somebody one step and then the next and the next and that's all you 
can ever do. All we can do is gradually keep moving people forward and it 
might take people a day, a week, a month, a year, 10 years, whatever to 
gradually move them over those steps to get them to the point where they're 
going buy from you and if you don't have those steps in place, what you will be 
doing is trying to get them to make a leap, a leap from where they are now, i.e. 
not knowing you, not caring about you, and starting to buy from you and this 
is how nearly every business in the world tries to do marketing and you know 
what, it doesn't wok and it's never going to work.  

It's the equivalent of thinking right, I want to marry somebody. I want to find 
the love of my life, I want to spend the rest of my life with and the way I'm 
going do that is I'm going walk around town and I'm just going randomly walk 
up to people and say, "Hey, do you want to marry me? Hey do you want to 
marry me? Hey do you want to marry me?"  

And you know what, eventually somebody will say "Yeah I'll marry you, let's 
go for it."  

But that's probably not the person that you're going have a really meaningful, 
deep, lasting relationship with and somebody you want to spend the rest of 
your life with. It's probably going be some crazy person, right.  

And all of the people that you've been through is going think he's a loon or 
she's a nutter or whatever and you'll have burnt through all those people and 
that's how most people approach marketing and it's a terrible, terrible waste.  
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Now if you think about how you maybe met somebody meaningful in your life 
or your significant other now, it would have been a far more gradual process. 
It might have been, "Hey, would you like to go for coffee?" And then, "Hey, do 
you want to go to the cinema? Hey do you want to go for a meal? Do you want 
to go away for the weekend? Do you want to come and stop at mine?"  

It's kind of a gradual process, right, and that might take, the courtship 
process, might take a year, two years, five years, 10 years, whatever and it 
really doesn't matter if you're trying to find somebody that you want to spend 
the rest of your life with, but all we can ever do is take somebody to the next 
step and that's what marketing is.  

Marketing is gradually moving somebody over from where they are now, and 
meet them where they are now and transition them to the next step and if you 
don't have an automated system in place that gradually moves them over to 
the next step, I guarantee you are leaving so many customers, that would 
potentially be doing business with you, by the wayside.  

You're burning through them, you're letting them fall down the gap because as 
they try and make that leap, as you're trying to force them to take the leap, 
they're dropping down the gap rather than setting on these stepping stones to 
move them over to make a logical buying decision from you.  

 

2.			Understand	Your	Client’s	Greatest	Pain	
You've got to understand your client's greatest pain, their deepest pain, the 
thing that really keeps them awake at night.  

We've got to solve their greatest problem and the bigger the problem that you 
can solve in somebody's life, the more valuable you are in the world and what 
we've got to do is we've really got to get under their skin, get under their 
surface to understand what their real pain is.  
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Now, if you just go and do a survey or if you just think you know what their 
pains are, I promise you, you will not know. You will not know the real extent 
of what their problems are.  

What we must do is go and find who our dream clients are and we've got take 
them out and perhaps have a drink or two with them, I tend to find by the 
second or third pint, they start to really open up and we really need to 
understand what their problems are and we need it in their words.  

We need them to articulate in their exact terminology what they think and 
believe their deepest problems are because, it's alright you saying one thing in 
your marks and literature that just doesn't resonate with them. I'll give you an 
example….. 

For many years, I was doing my marks in saying I'll help you to put systems in 
your business. I'll help you to install systems in your business, right. And what 
I realized was there was no one waking up in the middle of the night thinking, 
"I really need to install systems in my business," and then I was talking to a 
client and I said to him, "How have I really helped you?" and he said, "You've 
helped me to control the chaos," and I was like wow, that is awesome.  

So now in my literature and my marketing, I talk about me helping you to 
control the chaos because they are the words that you're using, that's what 
you're thinking and very often the thing that you think you're selling, the 
problem that you think you're solving is probably not their real deep, deep 
problem.  

What you're probably doing is satisfying their surface problem and this is very 
different to satisfying their core problem and what we've got to do is get down 
to their core problem because the moment you do that, is when people say, 
"Shut up and take my money," and that's what we must do, but this takes 
time, understanding, empathy, it takes really getting to know your client and 
for  you to spend time with them.  
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When was the last time you or your staff went and spent some real time with 
your clients?  

One of the first things I do with clients that work with me, I say go and spend 
a day with your customers, go and spend a day with your clients and really 
understand what their deepest, most painful problems are because the better 
and deeper we can understand them, the better we can connect with them and 
get them to part with cash much quicker.  

3.   Talk	About	The	Transformation 

Whenever you're into any marketing, everybody always tells you this one, but 
despite that we still make mistakes. I still make it, which is why I have a 
mentor in my life who helps to correct me and what this is, is we've got to be 
talking about the transformation that we bring to our clients' lives rather than 
the services that we provide.  

Look, no one gives a shit about you. Nobody wants what you've got and 
nobody cares about you. 

What they want is their lives to change or their business to change and 
therefore that's what we must be talking about in our literature and in our 
marketing.  

There's no point in talking about our services and if you're listing your services 
on your website, if you've got it in your adverts, if you've got it on the side of 
your van, if you're putting it out in literature that you're posting to them and 
you're referring to your services, I guarantee you're leaving so many people by 
the wayside because people don't tend to think I want this service. What they 
think is I want this transformation. I want this change in my life. I want this 
thing to happen.  

A really great way for you to do this is go and speak to some past clients and 
say to them… 

1. How have we transformed your life?  



21 Ways To Get More Clients, Increase Sales & Boost Profits           James Ashford 

10 

2. What is the greatest way we have changed your business?  
3. Since you've worked with us, how is your business different? 

 Go and find out this information.  

I always believe that your clients have the answer. So go and ask them and 
when they tell you, use that in all of your marketing literature. Start sharing 
that with them.  

Rather than saying we have the best diet pill ever or we have this new formula 
or this new exercise plan, that's irrelevant. What you're talking about is look 
we can help you to feel really confident when you're on the beach. So when 
you're having those pictures taken on your holiday this year, you won't be 
hiding away in the background. You're going want to jump in front of the 
camera and have that picture taken and you'll be able to play badminton or 
whatever it is with your kids on the beach. You will want to dive straight into 
the sea and you'll be happy to walk with your partner's hand as you walk 
across the shore because you're just going to look so incredible with this new 
body.  

The way you do that is with this diet pill, is with this exercise program, is with 
this widget or whatever it is that we're going sell them. But that's the next 
thing.  

What my mentor always says to me is "You've got to talk about the mountain, 
not the mule."  

You've got to talk about the destination where you're taking people, not the 
thing that's going get them there.  

I know it's old, I know it's cliché, but I guarantee if I were to look through your 
material, you would be making this mistake. How do I know it? Because even 
though I know it, even though I teach this stuff, I still make this mistake and 
we need people around us to give us that bit of a slap every now and then and 
to remind us that we must be focusing on the transformation, not the services 
that we provide.  
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4.   Use	Facebook	Adverts 

There is one marketing tool out there that is probably the most powerful 
marketing tool in the world and that has ever existed, it allows us to reach out 
and to connect to our potential clients and to that audience in a way that we 
have never been able to before, for the lowest possible cost that we've ever 
been able to pay before.  

It's just incredible and what is it? It's Facebook adverts. 

Facebook is a place that you can create and generate targeted adverts like 
never, ever before. You can target mothers with children aged between three 
and five years old, living within a 20 kilometer radius of Sheffield, who went 
to this university, who are single. That is somebody you can target.  

Now if you were to try and find that exact demographic, then you would be 
struggling, but by using this tool, it allows you to tap into it straightaway, it 
allows you to generate an advert now and within minutes be reaching your 
audience, and if you don't think that your audience is on Facebook, I'm 
probably going say to you you're wrong because they are.  

I don't care what age they are, I don't care what their profession is, people are 
on Facebook, they are using it and what people often think is that Facebook 
adverts don't work.  

“I've tried Facebook, I've tried Facebook adverts, I've spent money on it, I 
haven't got the results that I wanted.” 

Yeah, maybe you're doing it wrong. Just think about that one for a second and 
let me explain how I think about this.  

So Facebook is a social medium, okay, and as any social medium, we've got to 
be sociable.   

Let's say for example you've gone out with your partner. 
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You're a guy and you've gone out with your wife or your girlfriend, you've gone 
to a bar, you're having a great time, having a bite to eat,  few drinks and then 
somebody turns up selling you some roses. Not for charity, not for anything 
else, just roses, right.  

So they're saying, "Hey, why not give this to your wife?", they're showing you 
some crappy, cheap, shit roses,  and they're trying to sell it to you.  

How does that make you feel?  

I've never met anyone who's gone, "Yes, thank you, I'm so glad you've turned 
up. I was just thinking I really wanted to buy a shit rose right now and feel 
guilty for not buying one if I don't, and so thank you so much. You've really 
helped me to brighten our evening up."  

No, no, no, no one's ever thought that.  

Everyone's always been pissed off when that person's turned up, yet when we 
go and start advertising and selling on Facebook, we do exactly the same.  

We enter a sociable space and we start to sell something and interrupt people 
with something in a message that they probably don't want and certainly they 
don't want at that point in time.  

They've gone on to share pictures, they've gone on to find out what their 
friends and family are doing, to look at amusing or inspiring videos, they've 
gone to find out what's going on in their friend's life.  

What they don't want is somebody to turn up with a rose trying to sell them it, 
and this is where we fall down with our Facebook adverts and it's not your 
fault. It's probably because you've not been shown or you may have been 
shown by someone who doesn't know what they're doing.  

The way that we use Facebook adverts is to give away free content and to drive 
people back to useful blog articles or to free downloadable content or 
something that we can help them with.  
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So imagine you're in the same restaurant, right, and somebody's turned up 
and just walked up to you and said, "Hey, I've seen you really enjoying 
yourself. I just thought what would make your evening even better is if I could 
just give you one of my beautiful roses. I don't want anything for it. I will not 
accept any money for it. I just know that it will make you both smile and it'd 
be a beautiful gift for you to give to your wife. So let me just give that to you, 
there you go. Is that cool? Fantastic, thank you. Oh by the way, I'm from the 
florist down the road. We've got these great bouquets. So if you love this, 
maybe pop back some time. Fantastic. See you later, bye."  

And off you go. Now, wouldn't that be a different approach? Wouldn't that 
create a different feeling?  

Now if you went out and give away 10 free roses, are 10 people going to come 
back to your shop? No, no, no, no, absolutely not, but one person might and 
that person might buy, if you treat them right, a dozen red roses every single 
month or even every week, right.  

But you've got to treat sociable spaces just like you would in the real world, we 
think that just because it's online we can make these mistakes and we can just 
get away with treating people like crap and we absolutely can't.  

The way people buy anything is the way that people buy everything and the 
way that you buy something in the real world or engage with something in the 
real world is exactly the same way that you would engage and buy with 
something through Facebook.  

So don't make those mistakes, treat it as the sociable space that it absolutely 
is.  

 

5.   Employ	Authority	Marketing 

If you're not using authority marketing, then you are massively reducing the 
audience that you are talking to.  
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So what most people do in their marketing is they try and appeal to people 
who know that they want your service right now, which is only ever a very, 
very small percentage of the population, of the audience that you're trying to 
reach.  

It's said that it's 3% of the audience that know they actually want your services 
right now, but authority marketing allows you to increase that number by 10 
times to 30% and what authority marketing says is that there are people out 
there who want your services, want your product, but they just don't know it 
yet and so what we've got to do is we have go to be the authority.  

We have got to be the go-to person when people are in pain, when people have 
a problem with whatever your industry is, they want to come to you and what 
you are going to do is you're going to help them first.  

You're going to invest in them first. You are going to share your knowledge 
with them. You are going to help them out before you expect anything from 
them. Before you expect a meeting with them, before you expect them to buy 
anything, you are going to give to them first, you are going help them move 
forwards with whatever their problem is. You're going to give them some 
information.  

Now, this is just what I'm doing now. I'm helping you out. I'm sharing 
something of value. I'm producing this so I can genuinely impact your 
business in a positive way by sharing you some fantastic ideas and concepts 
and strategies that genuinely move my clients' business forwards and in some 
cases increase their turnover by 10 times.  

This is what I'm sharing with you and the idea behind me sharing with you is 
yes I want to help you, yes I want to contribute, yes I want to take you out of 
pain and help you avoid the problems that I've faced in the past, but obviously 
I've got a business. I want to make cash. I want to give you more value that I 
can sell to you as well. That's why we're in business, right, okay.  
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And so what I'm doing here is I'm investing in you first and if it's right for you, 
now or in some point in the future, you may look at the services that I can 
provide you with and we may move forward together and I might help you and 
get involved with your business and move that forward.  

I might not, either way it absolutely doesn't matter, but I'm here to help you. 
I'm being the authority. I want to be the go-to person in your business for any 
help on increasing sales, improving your marketing or making more money 
from the clients that you've already got.  

That's what I'm doing here. 

So if you're in any doubt that authority marketing doesn't work, it's happening 
right now and you are engaged with it. Now if you need any proof of this, all 
you need to do is look at a celebrity chef, let's say somebody like Jamie Oliver.  

Jamie Oliver goes on TV, he shares his recipes, he shares his ideas, he 
produces books, he's produced a YouTube channel, he's got his website, he 
gives away everything that he knows, but people still go to his restaurants to 
buy his food. That is authority marketing in action.  

He is still the go-to person and his restaurants are packed out. His business is 
worth an estimated quarter of a billion pounds. It's immensely profitable, 
immensely successful, but he is the ultimate authority marketer. So you have 
got to be seen as the go-to person, the leading person in your industry and 
there's so many ways that you can do that from producing videos to producing 
books and giving away everything you know.  

Information isn't actually valuable anymore.  

This has value in it, but it's only valuable if something happens with this. So if 
you take this and go and do something with it, that's how you extract the 
value. But the information on its own isn't actually worth as much as maybe 
information was 10, 50, 100 years ago.  
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It's the action where the value is now and if you can't take it, maybe I can help 
you to implement it and to move it forward. That's where the real value comes 
and that's where you can bring the value to your clients.  

Share everything that you know.  

6.   Add	The	Lead	Magnet	To	Your	Website 

Once you have something that you can share and that you can deliver value to 
your clients' lives before they even spend any money with you, before they 
even give you a minute of their time.  

Once you've created this eBook, download, real book, video, audio, this free 
consultation, whatever it is that you have, you've got to make that central to 
your marketing. You've got to put it central on your website. You've got to 
have it in your Facebook adverts, in your magazine adverts, in your literature 
that you send out, if you're going to do any talks.  

You want to be driving people back to this thing of value where people are 
going to say "Hey, this has value to me. Let me give you my email address. Or 
let me give you my phone number, or my postal address in return for you 
giving me this thing of value."  

That's how it works and it's got to be central. I've got to be able to go onto your 
website and before I scroll anywhere, before I go anywhere at all, I've got to 
see this thing and want to give you my details.  

Now, your web company will probably say, "No, you don't want to do that. 
Let's make your website look all pretty and everything else."  

That's nice. Websites that look pretty are really nice.  

But websites that make you money, that generate you leads are far, far better.  

Everybody who comes to your website leaves your website.  

We need something that's going to hook them in.  
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We call this a Lead Magnet, where we can give them something of value first 
that we can put them into a funnel, into a process where we can start sending 
them emails, where we build even more value with the idea of moving them 
over one step and taking them closer towards that buying decision where 
they're going to give you cash for you to help them.  

That's what we're trying to do. So think about what lead magnet you can 
create and have it slap bang center of your website.  

7.   Set	Up	Retargeting	(Remarketing) 

So everybody who comes to your website leaves your website and I 
know this is such a simple phrase, but everybody who does comes to your 
website will eventually leave, and if you don't capture their details, you've got 
to assume they're never, ever going to come back.  

There are billions of websites out there and there's so much for people to do.  

I've got children, I've got work, I've got all these different things going on in 
my life and it's very easy to be on a website and it might be the exact thing I'm 
looking for, but it's so easy to be distracted and to leave a website and you can 
look at your Google analytics all day long, you can sit and interview people and 
you can do whatever it is that you want, but people just leave websites.  

It's just a fact, deal with it, right.  

And the way that you deal with it is by setting up 
retargeting/remarketing.  

Retargeting is placing a pixel on somebody's computer when they visit your 
website. It's perfectly legal, perfectly above board. You can do Facebook 
retargeting, which I prefer. You can do Google retargeting as well. So this is 
just a cookie. It's how a lot of websites work and you'll have experienced this 
yourself.  



21 Ways To Get More Clients, Increase Sales & Boost Profits           James Ashford 

18 

So let's say you've been on eBay's website or Amazon's website and then all of 
a sudden that thing that you were looking at, that handbag or whatever all of a 
sudden starts following you around in adverts and you're like wow that is like 
some voodoo shit, man. How did that happen?  

It's done through retargeting and if you do this right, if you set up the right 
strategy, this is so, so powerful. All this starts to come together now.  

Imagine you've got an advert on Facebook. An advert on Facebook that solves 
somebody's key problem, you drive them back to a fantastic blog article on 
your website where you tell them and you help them solving this problem with 
10 steps or whatever that is and then you say "Hey, if you want even more help 
with this, why not download this fantastic video or this audio, where over the 
next five days I'm going help you to solve this problem once and for all."  

Now that's starting to become a really cool strategy, right.  

But what if that person thinks "Mmm not sure" and they leave the website? 
What then, we lose them?  

No, no, no, we can't lose them.  

This is a crack.  

This is where we've tried to leap them over the canyon, the chasm and they're 
falling down the crack. We need a step in place that's going to keep them 
moving along and we do this with retargeting because we're going to keep the 
adverts going. 

Now, It's not going to be an advert to sell them something necessarily. It 
might be an advert for them to come back to your website and opt in for this 
fantastic eBook or for this fantastic video. So we've gone from something that 
solves their pain, back to a blog article, trying to give them an eBook or 
something of value and they've still not gone for it.  
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The advert that now follows them just tries to drive them back to this thing of 
value. We're still not at the point of selling them. We're trying to nurture this 
relationship.  

When I get a client working with me, I want them to work with me for the rest 
of their life and I really don't care how long it takes me to get them, I will be 
investing in them and helping them and giving them tremendous value up 
until the point they say "Hey, let's have a chat and show me how you can solve 
my problems quicker by us working together and help me to achieve my 
results faster."  

And at that point I say "Let's talk, let's do something, okay."  

But up until that point, you've got to be gradual with your processes and 
retargeting is such a powerful way that grabs them and brings them back to 
your website.  
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Conversion	
System	
So let me start by getting you stuck into the conversion system.  

This is where we take somebody who's ready to buy from us, they put there 
hand up and said 'Hey I want to buy', and we get them to make that first 
transaction with us.  

The conversion process, is such a powerful system and it breaks my heart 
when I see people that have got clients itching to do business with them and 
they mess it up at this stage, because if you have the right things in place, it 
can be so easy to get people to part with cash really, really fast.  
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8.   Setup	A	Long	Term	Email	Marketing	Process 

How many times a week do you email your potential clients?  

I know that frightens so many people and whenever I get people on one of my 
marketing programs, my Client Acceleration Program or something 
similar and we start to get into email marketing, that will be one of the 
questions I ask because,  if you want to just dominate marketing in the world 
today,  you absolutely you need to have an automated email process. 

This is where we can give something of value to a person by gradually sending 
them emails, build on that value and keep helping them out. Certainly when 
somebody first opts in for something on your website, you've really got to be 
hitting them with emails at some great frequency, certainly day one, day two, 
day three, then maybe day five, day seven, day ten.  

You've got to be doing that. If you opted for this on my website, I will be doing 
this with you as well. I'll be emailing you. But I'm not to going be pestering 
you saying "Buy from me, buy from me, buy from me."  

I'm going to be building on the value. I'm going to be helping you. I'm going to 
keep you moving forward towards solving your problems and improving your 
business, and if you're helping people, you should have your clients sat waiting 
to get your email.  

They should be sat in anticipation, thinking I want this next email from you, I 
want it, I want it, I want it because it should be so exciting and really valuable 
to them. So we absolutely need to set up these long-term email nurturing 
processes that take somebody and move them through.  

Now you can use something like MailChimp, which is fantastic for doing that, 
or you could use something more advanced like Infusionsoft, which is what I 
use, it can start to make decisions about people. So let's say somebody has 
opted in for something, with Infusionsoft if they've clicked on something or if 
they haven't clicked on something or if they watched a video, we can start to 
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make decisions about them because of their activity and we can actually take 
them on a different journey depending on how they interact with our emails.  

Having any email marketing system in place is so valuable and you've got to be 
thinking not in terms of a month, but in terms of a year. We need this length 
of emails in place that continue to give value, share case studies, tell stories 
and help move people along those steps and you should certainly be doing this 
at least once a week.  

If you're not emailing people once a week by sharing something of value with 
them and if you've not automated the email process so that anybody that opts 
in is encountering this, I tell you right now you are missing out on fortunes 
that your potential clients could be buying from you and building and 
developing lifelong relationships with you.  

9.   Have	Low	Ticket	Price	Item 

You've got to have a low ticket price item that you can sell. Now, people may 
be reluctant to spend a large sum with you initially, but if you can just get 
them buying from you, buying anything from you to start with, it's then far 
easier to sell them the next thing.  

If you're going by an Audi, a brand-new car, if you bought a key ring off them, 
it's then easier to buy the full car off them just because you've bought a key 
ring. I know that might sound really trite and silly and it's maybe not the best 
example, but that really does work and let's say somebody's buying something 
from you.  

Let's say you're business-to-business.  

So if I was to buy something, as another business owner buying from you, on 
that first transaction I've got to set some sort of payment system up. I've got to 
either put my card details into your website or you've got to take my card 
details or I've got to set up a direct debit with you or I've got to put your bank 
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details into my system, something's actually got to happen for me to be able to 
pay you the first time.  

Now what that initial payment does, or the way I picture it, is it sets up a 
pipework from your business to mine, right.  

So all that first transaction does is set up the financial pipework that allows 
money to flow from you to me.  

Once the pipework's in place, then we can start to broaden it. So I've got 
things in my growth and profit academy online programs that I sell for three 
pounds. The reason I do that is because it gets your card details into my 
system. I can't see them, I can just see the last four digits, but what it allows 
me then to do is to ring you up and say "Hey, you've got this now. Would you 
like to go for the next program, which is just 97 pounds? I can already see I've 
got your card number ending 1234. Would you like me to process the 
transaction?"  

Bang, fantastic, you've now got the next thing from me.  

You see, that first transaction is just to allow us to move over to the next one 
and I learned this when I had my marketing company and I would be putting 
quotes together for 10,000 pounds, 20,000 pounds and people weren't 
jumping at it.  

Why would somebody want to spend 10 or 20,000 pounds with me if they've 
never done business with me before? So what I started to do was to pull 
something out of that. It might just be 300 pounds or a 500 pound item and 
say "Hey look, let's not jump into the big project just yet. Let's just start with 
this one little thing because it'll show you how easy it is to do business with us 
and it will start allowing me to impact your business and once you've seen the 
value of that, if you're convinced that I'm the right person to continue working 
with, let's go for the full project. How does that sound?"  

Now, that's a different way of going, it's a different approach to have and 
people really warm to that. Have a look at the products and services that you 
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provide and think what small, low-ticket price items you could sell. I actually 
did this for a huge, huge electrical wholesaler who turned over hundreds of 
millions of pounds and they wanted to sign clients up to have a membership, 
or a contract with where they would buy all their stuff from them. 

But what they were failing to do was to make a little transaction to start with. 
For example, when I walked in to a shop they had these Spider-Man masks on 
the wall that lit up, the Marvel characters, they're amazing and when I had 
gone up, they attempted to get me to sign up for an account with them, which 
I didn't do because I didn't feel comfortable doing it there and then, but what 
they failed to do was to sell me the Spider-Man mask that lit up for 20 pounds 
that I've been talking about and saying how much my son would love it.  

If you can get somebody to buy that small item from you to start with, I 
guarantee it's far easier to sell them the next thing. Think what you can sell 
your potential clients right now.  

10.	 Use	Video	To	Sell	Before	You	Meet 

An amazing way to convert potential clients into customers is to use video. 

If somebody wants to have a meeting with me, before I would meet with them, 
I will typically send them a video through because what I find is that in every 
single meeting I have I go through the same thing over and over again.  

So what I learned to do is to record that thing and to send it out before I meet 
with them. What I used to do, when somebody would ring me up for a meeting 
and I would say "Yeah, I can meet you. I'll come and meet you tomorrow” or 
“I'll meet you this week."  

No, that's the wrong thing to do.  

Then what we also do is we go and have that meeting with them, so we've 
booked the meeting in, nothing's happened between now and us turning up to 
the meeting and then we try and sell to that person during that hour-long 
meeting, which is a really hard, uphill struggle of a thing to do.  
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What's far easier is to think right, let's book the meeting in for two weeks’ time 
and between now and then, let me start gradually taking you over those steps 
and moving you closer towards buying from me and a fantastically easy way to 
do that is with video.  

It's so powerful and it actually unlocks so many other things as well. I'm 
working with a firm of accountants in Manchester where they have one sales 
guy who's the owner and ten accountants.  

Before, the owner was arranging the sales meetings, going in and making the 
sale himself. What he's got now is when somebody books a sales meeting/ 
proposal meeting, they now have it with an accountant because he has ten of 
them. 

But what he does beforehand is he sends them two videos of himself warming 
them up, talking about the services, talking about how they can deliver value 
to you so that by the time they get to the meeting with the accountant, they're 
already sold.  

This is a far, far different way of approaching sales meetings and a much 
better, more gradual way of moving people over those steps, getting them 
closer towards buying from you.  

There's also some really exciting things you can do with videos afterwards to 
get them over the line if they don't buy from you during that meeting, but to 
think about recording one video, one five-minute video that you can do so 
when somebody books a meeting with you, you say "Hey, I'm just going to 
send you a video over beforehand and if you can watch this video before we 
meet, it would allow me to give you greater value during that meeting. So let 
me send you this through and go and watch it."  

My mentor makes you watch a 45-minute video before you meet with him and 
if you don't watch it, he won't meet with you because he says what's the point 
of me meeting with you and giving you 45 minutes of my time if you're not 
prepared to give me 45 minutes of yours first?  
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So think about how you can use video to make a sale before you even turn up 
to meet them.  

11.	Follow	Up	With	People 

Follow up, follow up, follow up, follow up, follow up, follow up, follow up.  

This is where most businesses, 99.9% of businesses lose so many potential 
clients because they don't have a follow-up system in place.  

They will go and meet with somebody, they will maybe ring them once 
afterwards, but they don't have automated systems in place that continue to 
follow up with that potential client and it has never, ever been easier in the 
history of business to have these systems in place for really, really low cost. 
The small businesses in the world can have the power of the largest businesses 
with very simple technology.  

Again, I use Infusionsoft for this, but with Infusionsoft I could automate 
emails, I could automate letters, I could automate text messages, I can 
generate tasks for my team to call you up and I can have this on auto pilot that 
runs forever more. You need these systems in place that run until people 
either buy, die, or say goodbye.  

That's what we're looking for. They need to last forever and keep going. I've 
got a client and the biggest client they ever landed was a five million pound 
contract, which after 12 months they turned into a 10 million pound contract 
and a year later they sold their business for millions and millions of pounds 
because of this incredible contract they had in place.  

Now, you can argue that 10 years is a long time to land a client. I would argue 
that if you can get 10 million pounds out of them and then sell your business 
for many millions of pounds, it's worth it and if you don't have automated 
follow-up processes in place I guarantee you are losing so many potential 
customers.  
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Again going back to the dating analogy, it's like meeting somebody on a first 
date thinking oh they're amazing, I really wish they'd go out with me, I'd really 
love to meet them again, but never actually ringing them, and just because 
you've rang someone and they didn't answer, do you know what that means? 
Nothing.  

And if you rang them five times and they don't answer, do you know what that 
means? Nothing. You've got to keep going. You must keep going. I was talking 
to a guy and what had he done? He had a Range Rover and it was the Range 
Rover garage that had called him wanting him to get his service done, but he's 
a really busy guy, he's a really busy business owner.  

Booking a service with his car was so way down in his priorities, he wasn't 
interested, but eventually he booked it after 10 months of persistent phone 
calls from the Range Rover garage. Were they right to keep ringing him? 
Absolutely.  

Until someone tells you to piss off, you have got to keep in contact. You've got 
to have these mechanisms in place where you keep following up and the way I 
do it is to keep giving value.  

Follow up and give value.  

Keep transitioning people and move them from where they are to the next 
step, to the next, to the next and this must be in place and it must last years if 
need be.  

12.	Remove	Buying	Obstacles	
Remove any obstacle from buying from you.  

Oh my, oh my, oh my. I have seen so many businesses that get a client to the 
point of buying where they've actually got their card out of their pocket and 
then they put all these obstacles in the way of getting people to buy from them.  
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I did this with a client of mine that's over a big one, like a 15 million pound 
turnover business, and they were looking to sign new accounts up. They 
wanted clients to sign up new accounts with them and when I looked at the 
process that they took a potential new client through, it was so convoluted, so 
ridiculous, involved so much paperwork and so many questions that took so 
much time to answer, it was causing people to opt out of the process.  

All I did was I removed the obstacles. I did nothing else. I put it online. I 
moved it from a paper-based system online, but it was so cheap to do, it was 
like a few hundred quid to do it. So it was hardly anything at all.  

But all I did was I removed the obstacles, and made it so much easier so 
somebody could fill it out online rather than having to print something out. 
They increased their open rate and their conversion rate by 700% within 30 
days of us turning this new system on, 700% in improvement in their 
conversion rate simply by removing the obstacles.  

All you need to do with this one is go and have a look at your existing sales 
process, so this is the point where somebody's ready to buy from you, they 
want your service, how easy is it for you to get them to take their card out of 
their pocket and for you to sign them up? How fast, how condensed, how short 
can you make that process?  

Because if it's convoluted, if it's long, again you'll be leaving people by the 
wayside that really want your service, who you can really give value to, who 
want to give you money and you're letting them go.  

Make it simple.  

	

13.	Write	A	Book	On	Your	Subject	
Write a book.  
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Get a book written on your subject.  

This ties in with what we talked about before about authority marketing, but 
in this case I don't mean just produce like a short eBook, I actually mean a full 
book that is available for somebody to buy on Amazon.  

Now, this may seem really, really daunting. It's not. I can actually help you to 
get a book written, live, launched and available to buy within 30 days. It costs 
next to nothing to do and you'd be amazed at how easy it is for you to write 
that book if you knew the step-by-step process to take, but seriously, I mean I 
have a book available on Amazon called The Pink Tie Principle and it took me 
seven days to write.  

Seven days I blocked out and I committed to writing seven chapters, one 
chapter a day and within seven days it was going be done.  

I went on Fiverr.com and got someone to design me a front cover, I paid 
somebody 30 pounds to proofread it for me, I paid someone 20 pounds to put 
it in a format that could be sold on Amazon and within a few days it had been 
approved and it was then available on Amazon all around the world. The way 
that system works is just so awesome, it's so amazing and my leading clients 
that I work with, I will get them all to write a book. Books are so, so powerful.  

Imagine you've met somebody and you're now trying to convert them to buy 
from you, either send in a book ahead of that meeting or afterwards as a gift or 
during the meeting is a really, really powerful thing to do even if they never 
read it.  

I don't care if they read it or not, but the fact that you are a published author 
carries so much weight and again it's a fantastic way for you to positively 
impact other people before they do any real business with you.  

So you must set it as a goal within the next 12 months to get a book written on 
your subject that can help to put you as the authority on your subject, in your 
industry, as the go-to person and if you don't think you've got a book in you, I 
assure you, you have and you can find a really interesting slant on it. If you 
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know how to do it and if you know how to get it out there and do it in the right 
voice and in a conversational style, you'd be amazed at how fast you could do 
it.  

You could even record a video and get it transcribed and turned into a book 
very, very cheaply if you wanted to.  

This is exactly what I’ve done here, using Rev.com. So I filmed the video and 
that automagically produce this book. 

You could record a few pages in your car on the way to work in the morning, 
transcribe it onto your phone and send it off to someone and they'll turn it 
into a book for you.  

There's so many easy ways for you to do it, but how awesome would it be, how 
cool would you feel if you had a book that was available on Amazon.  

So my strongest, strongest advice to you is get a book written.  

14.	Call	Out	The	Objections	
Figure out what the objections are as to why somebody wouldn't buy from 
you.  

You need to know what they are and there are probably three (at a guess).  

There's probably three reasons why people won't buy from you. I don't know 
what your business is so I'm just going to guess what it could be…. That you're 
too expensive, that they're not convinced that you're going be able to give 
them the results or that it's going take too long to deliver. I don't know, let's 
say they’re the three.  

You need to know what those objections are because what you've got to do is 
call them out first. You have got to get these out to the customer before the 
customer has a chance to raise them with you.  
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Now if you're giving a seminar or a talk or you're in a meeting, call the 
objections out and explain why they're ridiculous. Explain why they're not 
really an objection.  

Explain how other people you know have this objection and why it wasn't 
valid etc. etc. You can also do this as part of your long-term email marketing 
campaign or with your follow-up process. So let's say you've gone from 
meeting with them and they indicate in that meeting that you're too expensive. 
Okay, no problem.  

So you could tell them the story in that meeting about how somebody else 
thought you were too expensive and how they went on to actually get loads of 
value from you.  

Or you could have loads of great, cool stories in emails that you can send out 
to people. I know of a client of mine and in his nurturing process now, in his 
emails after you've sort of contacted them and you've not bought from them 
yet, one of the emails is titled, “You’re too expensive and I've got a wedding 
coming up”. At the start of the email it says, I once had this client who says, 
"You're too expensive, I've got a wedding coming up." So he didn't want to buy 
from me. So I spent some time with him, showed him how I could offer some 
value and eventually he decided to make the decision. Not only has he had a 
return on that investment 10 times within the first three months of us working 
together, but his wife, is now a bigger fan of our service than he is and they 
actually work together on the program and they get all this benefit and value 
from it.  

That's how the story goes. My point is, you've got to get the objections out first 
because if I'm trying to sell you something and you object to the reasons why 
I'm selling you it and now I'm trying to overcome that objection, we're actually 
in a bit of an argument, a bit of a heated discussion.  

If I raise the objection first as to what other people say, but why it's not really 
an objection and give examples of how people have moved past that and 
benefitted from the service, then it won't be an issue for you in the first place 



21 Ways To Get More Clients, Increase Sales & Boost Profits           James Ashford 

32 

and you won't even raise it. So find out what the main objections of your 
clients are and don't be afraid to put them out there first. Get them to 
overcome those objections before they even raise them themselves.  
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Value	System	
So the final system I want to share with you now is the Value System.  

This is where we give the most value we possibly can to our clients in return 
for them giving us the most value back. This is where we're maximizing the 
potential lifetime value of our clients.  

Now although this system fits at the end of it because chronologically we 
attract them, we convert them, we give them value, this is actually where I'd 
start.  

If I was working with a client to start with, I would start with the value system, 
I would start with these ideas that I'm sharing with you now because I picture 
your business like a bucket, and very often it's got leaks in it, all these holes in 
it because we're not giving the most value we possibly can to our clients.  

So it makes no sense to fill this bucket with more water and have it leaking out 
all over the place. What's the quickest win for you is to take this bucket and to 
start patching up the holes straightaway. This is the value system.  

So personally, you've understood it chronologically, but I would start with 
this, then I would go back to the conversion system and then right back to the 
attraction system right at the end.  

So let's get cracking.  
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15.	Sell	More	To	Existing	Customers	
Sell more to existing customers.  

This is the easiest way for you to start making more money and to boost your 
profits in your business right now.  

Why boost profits?  

Because these people already like you, they already trust you, they're already 
doing business with you. You don't have to go and waste any money on 
marketing.  

You can just turn the tap on a little bit more and get them to start spending 
more money with you. It's such a simple, easy thing to do, but do all of your 
customers know everything that you can do? Are you selling the most you 
possibly can to your clients in the highest quality and quantity that they need 
them? No, I imagine you're not.  

I remember this one question I introduced to a client of mine and I got them 
to go and ask their top five clients "What can we do to get more money 
from you?"  

And it's a really direct question.  

You've got to know the people if they're asking that.  

But it was "What can we do to get more money from you?" And what 
this one client said back to them was "Well look, we're only giving you 20% "of 
our business in this area at the moment. We've got two other suppliers that 
we're giving the other 80% to, but if you could cover this area and if you could 
add this service on, you could have the whole 100%."  

Now, my client rung me back amazed because he presumed he was already 
getting 100% of their business. He didn't realize that he was missing out on 
another 80% and that day he turned the tap on and he cranked the handle on 
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it and got the rest of the 80% and landed 100% of their business just by asking 
them that very, very direct question.  

Now, you could only really do this if you know what clients you've got, what 
they've bought from you. You've got to categorize your clients, you know what 
they're capable of buying from you and what you can take them to next and 
you've also got to package up your products and services to make it really easy 
to buy from you, because what we're trying to do is move your clients up the 
ladder towards buying the next thing from you.  

So you've got to always know where your clients are now and what they're 
ready to buy from you next. You need to have automated mechanisms in place 
that are gradually moving them towards that next thing, whether you offer 
them a free taster with the next service, whether you're giving them phone 
calls, whether you're sending them case studies of someone who's already on 
that next thing, but it goes back to the stepping stone process again.  

What you need to be doing is sending stories, case studies, and examples of 
people who are already on the next rung of the ladder, the next step up from 
them to gradually transition those over to them.  

But getting more money from your existing clients by selling more to them is 
the fastest way you can grow your business right now.  

	

16.	 Keep	 in	 Constant	 Contact	 with	 Existing	
Clients	
So I asked you before how many times a week do you email your potential 
clients. I'm going ask you the same question now. How many times a week do 
you email your existing clients?  

How often are you in contact with them?  
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How often do you call them?  

How often do you send them something?  

You have got to be in constant contact with your existing clients, giving them 
more value, helping them, transitioning them to getting more value from you, 
moving them closer towards buying that next thing and constantly investing 
in that relationship. If you're not doing that, you're going to have a big churn 
rate, you're going be losing clients and I guarantee they won't be buying from 
you in the quantities that they possibly could be.  

You've got to be sharing with them developments; in your business, in your 
new services, in new product offerings, that you can help them with and we've 
got to keep moving them forward, it's never been easier! With video, with 
emails, with text, blog articles, case studies, with so many things that we can 
get out there.  

You can be filming what you're doing with all your clients every single day.  

You can be producing a video every day. This is one of the strategies I share 
with my clients, certainly my Client Acceleration Program (have I 
mentioned that already ha ha), whereby you can be sharing things of 
tremendous value and then sharing those videos with your existing clients, but 
you have to be the number that's on their speed dial list.  

You've got to be their first person, the first company they think about when 
they think about your service. You never, ever want them leaving you. The 
only time you're going to lose a client is if you sack them (which I also 
encourage that you do.)  

But for the purpose of this, keep in constant contact with your clients.  
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17.	Get	Referrals	From	Existing	Customers	
How many referral strategies do you have? And how do you automate them? 
How do you process them? How do you manage them?  

You cannot have too many referral strategies in your business.  

It's such an easy way for you to grow your number of contacts that you've got. 
Referred customers are a dream. They buy more from you, they buy faster, 
they spend longer with you, they'll buy from you for longer, they'll buy more 
from you in the future and, and, and, and they'll refer more people to you in 
the future as well.  

That's why they're an absolute gift for you to land them, but you'll only land 
them really if you're encouraging them, if you're training your clients in them, 
if you're educating your clients in how to give referrals.  

As soon as I get a client in the first meeting, I will be educating them on how 
to give me referrals, before they've even bought from me, before they've done 
anything.  

I'll start training them into how to become a great referrer and a fantastic 
ambassador for my business because that's what I want them to do. I'll be able 
to give them training, I'll be able to give them tools, I'll be able to show them 
how they can be compensated for referring people to me, and different ways 
that they can do that, I will just be doing it all the time.  

You must have multiple referral strategies in your business and I've got about 
10 ways I can share with you straightaway to do that. I do that in my Client 
Acceleration Program, which I know I keep going on about, but it's just a 
tremendously valuable program that I help people with.  

But if you don't have 10 ways to get fantastic referrals from your clients 
continually, again you are leaving so much money on the table and this is a 
really profitable way for you to be generating new business today.  
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18.	Go	Back	To	Old	or	Lost	Customers	
What do you do with old customers that you've lost or customers that you 
didn't convert? What's happened to those? Where are they now? What 
systems do you have in place to bring them back into your business?  

Because very, very few business tap into this goldmine and I'm telling you 
there is so much potential value in there. Again, it comes back to keeping in 
constant contact with them.  

So let's say you're an accountant and you lose an existing client. You know 
when their year end is. You know when they're going be looking for a new 
accountant. So you need to have a mechanism in place that keeps sending 
them an email once a month or every three months.  

As you get towards the end of their financial year, you want to really start 
ramping up the emails, the letters, the phone calls, the coincided Facebook 
adverts and everything else that can be running that really starts to hit them 
and to bring them back. Because YES they may go to someone else because 
they're cheaper or because they think they're going to get a better service, but 
if you're incredible, if you are outstanding at what you do, you can go and win 
them back. 

What about the customers that didn't buy from you?  

Whenever I hear a client ring me and say, "Oh we lost that contract" or "We 
were doing some bidding to win this work and we lost out to this other 
supplier," I'm like "Okay, what are you doing now to win them back?"  

Just because they've said yeah we've already chosen someone else to work 
with, you can still win them, you can still get them, but only if we automate it, 
only if we want it, only if we're hungry for it. Lost or old clients are such a vast 
goldmine of wealth that you can tap into and unlock for your business, but 
again we need mechanisms, we need systems and I keep referring to systems 
and mechanisms.  
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I use Infusionsoft to manage all of my business automation. To set up a 
process like that, to manage that, may take a day, one day out of your time 
that would continually tap into that goldmine and just keep drip feeding that 
money, back into your business.  

 

19.		Get	Testimonials	From	Your	Clients	
Get testimonials from your clients.  

Testimonials are so vastly powerful things because what they do is they 
transition potential customers over from one step to the next step. If you 
remember the steps we talked about before, what a testimonial does is we've 
got a potential client on this step, a testimonial is like getting a client of yours 
to shout over to this potential client and say "Hey, why not come over to here? 
Come and do business with this company."  

Testimonials, if you ask the right questions, are so powerful.  

The way that people get testimonials wrong though is to say "What are we like 
to work with? How nice were we?" and we get all these lovely, flakey, "Oh 
they're a lovely company. Oh they're really nice to do business with. I really 
like John, he’s such a nice guy”, and all that shit. They get all these nice 
testimonials, but they're f*cking useless really. 

They're no use at all to you.  

If you're not asking powerful questions that you can then play back to 
potential clients to transition them strategically over to the next step, you 
might as well stick them all in the bin and if you don't have a strategy in place 
that extracts fantastic, powerful testimonials from every single one of your 
clients. You need to train your clients in how to give great testimonials as soon 
as they start doing business with you.  
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Again, when I start doing business with someone, I tell them at the end of the 
process I will be getting a testimonial from them and they will want to give me 
one because of all the incredible value I'm going be delivering into their 
business.  

I do it when someone signs up to my Client Acceleration Program. I say at the 
end of this program you'll be getting so much value from it you will want to be 
shouting about this from the rooftops, I will give you that opportunity by 
showing you how to craft a fantastic testimonial that I can use to spread your 
word and to bring in people just like you into this program.  

That's what I do. It's such a powerful thing to do and we've all got phones in 
our pockets. You can plug a microphone in. You can get a good Rode lapel mic 
like I've got that plugs into a phone that you can stick on a client and very 
quickly get a one- minute, three-minute, five-minute video testimonial, that is 
so powerful for you to use. If they feel uncomfortable with that, no worries, get 
a written one, but write it for them and then get them to approve it for you 
because they'll never have time to write one for you.  

Testimonials are awesome things, but you need to have systems in place that 
extracts them from every client you do business with.  

20.	Raise	Your	Prices	
One of the easiest ways that I can help you to raise your income right now is 
for you to raise your prices.  

How often do you raise your prices?  

When was the last time your raised your prices? And why are you afraid of 
doing it? We become afraid of doing it because we don't want to lose any 
customers, but when you actually look at what raising prices does, we can 
actually afford to lose some of our customers. Let's say you sell an item for 100 
pounds and you make 30% profit on that and let's say you discount that price 
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by 10%, you don't just lose 10% of the price, the discount comes directly off 
profits.  

So a 10% discount would actually mean that you would lose 1/3 of your 
profits, which is just devastating. It means you have to make work so much 
harder to bring the income in again.  

But if you was to raise your prices by 10%, again that directly goes onto your 
profits and now rather than making 30%, you're making 40% profits, which 
means that you could afford to do 25% less work if you wanted to maintain the 
same amount of income or you could crank your income up through the roof. 
Raising prices is a fantastic thing to do.  

So again in that instance there, you could raise your prices by 10%, lose 20% 
of your clients and still make more money for doing less work. That's 
ridiculous. But although it makes perfect sense, people feel reluctant to do it. 
Try it. Just go and try it with some of your clients.  

If you don't want to do it across all of them, just go to your five clients who do 
your head in, the ones you hate, right, the ones that take up all of your time 
and just tell them we're putting our prices up by 10% as of next month or next 
year. Just bang your price up and see what happens.  

They're going to moan, they're going complain, but you know what, they 
would moan and complain anyway. So just go and do it and you'll see the 
instant benefits and as soon as you do, you'll think why didn't I do it before. 
Or you could go and try it with the next client that comes in.  

Rather than giving them your old price, increase the price by 10% and they 
will still go for it. Just keep putting the price up. What's the right price you 
should charge for your service? Until people stop buying it.  

Just keep moving your price up and don't stop. Just keep pushing it and 
pushing it and pushing it and as soon as you start doing this, you'll be like why 
on earth didn't I do this before?  
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21.	Put	Marketing	At	The	Heart	Of	Everything	You	Do	
Put marketing at the heart of everything you do.  

People do not understand marketing because the people that have gone to 
help you with your marketing probably did not know what they were talking 
about. I could go on a big rant about this.  

I could explain why they don't know what they're talking about, where they've 
come from and why are they doing it, but that's for another time. But just 
assume for now they don't know what they're talking about and so probably 
the marketing advice that you've had in the past isn't actually accurate and 
marketing is not about raising brand awareness.  

If anyone has ever said to you "Let's do this to raise your brand awareness," 
stand up and walk out of that room now because marketing is not about 
raising brand awareness.  

Marketing is about selling, and not just about selling to potential customers.  

Marketing is also about selling to existing customers and continually 
transitioning people from where they are now to the next step, whether that's 
a potential customer to the next step of buying from you or whether it's an 
existing customer making the next step to buying more from you.  

That's what marketing does and what you have to do is put marketing at the 
heart of your entire business. What most people do is they have their business 
and they do this little bit of marketing thing at the top because they don't 
really understand it and if they go through a tough period, they cut their 
marketing and that's because they're doing marketing wrong. If you were 
doing it right, you would never, ever want to cut your marketing spend, 
because it would have been generating you a constant stream of business, and 
that’ s what you need to be doing.  

So we need to place marketing at the heart of everything we do. We need to 
become a marketing company and have our services wrapped around that. We 
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need to get everybody trained up in our businesses in what marketing is and 
key core marketing principles in our business because if you can get everyone 
trained up in marketing, AKA selling, and getting everyone focused on the 
marketing and selling of your products and services, you will be continually 
attracting the right customers and converting them and selling to them in the 
right quantities and quality. You will never be in a position where you're 
worried about where you're going get your sales from again, but only when 
you recognize the importance of marketing and you place it where it should be 
in your business, which is at the heart of it.  
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Thank	You	
So thank you so much for reading my 21 Ways to Get More Clients, Increase 
Sales, and Massively Boost Profits.  

These are some of my leading strategies and systems and ideas that have been 
proven to work over the last decade that I've been sharing these with my 
clients and where I've been helping them to generate millions of pounds worth 
of additional income into their business.  

These are proven strategies.  

There have been ones that I've done in the past that haven't worked. They 
have gone, they have fallen by the waysides. These are the leading, most 
successful ones that have been shared and inspired with me by some of the 
world's leading marketing experts and business strategies.  

These work and I'm sure as you've been through them, as I've explained them 
to you, they just make perfect logical sense, but they only work if you do. They 
only work if you implement them, if you take action on these now. If you've 
just read this and think "Oh that was great, that's another idea I'm going put it 
on the shelf or something else I'll file away," they'll be no difference in your 
business at all.  

So what I always encourage people to do is to take action now.  

Do something, whether that's to set time aside in your diary tomorrow or next 
week or next month where you're actually going to act on one of these points. 
Maybe send an email out to a client and say "Hey, we need to come and have a 
chat about the services that we provide and I've got a couple of questions I 
need to ask you." Or it might be that you're going to go and invest in a follow-
up system or look at some email marketing.  
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Whatever it is that you're going to do right now, you need to take massive 
action and you need to start moving forward with this stuff because this stuff 
works. I have used this to help some of my clients increase their income by 10 
times within 18 months.  

This stuff is devastating and it works in any and every industry and it will 
continue to work because this doesn't rely on technology.  

These are fundamental principles of selling your business and they are true 
now and they'll be true in the future.  

There's only two ways you can grow your business, get more clients or give 
more value to the clients that you've got.  

These ideas need strategies focus on those two areas and that will always be 
true whatever your business is, whatever time it is, whatever technology that is 
out there, whatever industry you are in.  

If you want to know how I can help you to implement these strategies, then 
you’ve got a couple of options. One is you could go and arrange a strategy core 
with me where we can jump on the phone and you can share with me some of 
your challenges and problems.  

I can show you how I can solve them and how I can help you to really increase 
your sales and take your business to the next level and to infinity and beyond. 

The other fantastic way that can really help you in a very deep, impactful way 
right now is for you to go and check out my Client Acceleration Program.  

All these ideas have been taken from there, but this is where over six weeks we 
go into a deep dive with them, we run it live, I do it with you, I'm there to take 
you through these different strategies and this is just a snippet of them by the 
way. This is just a taster of them.  

We cover most of these off in the first week alone in module one. That's why I 
say that you will get 10 times the value of the program in module one because 
of the high value content that I share with you. So if you want to go into this in 
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some real depth, if you want to really have help implementing this into your 
business, this would be a fantastic place for us to start, which is with the Client 
Acceleration Program.  

I'll be sending you a link out to this.  

Please go and check it out. I will email it through to you as well and if you 
want to find out more about it, get in touch, get in touch with my team and 
we'll certainly be able to point you in the right direction and we'll tell you 
when the next course is starting because like I say we run these live and this is 
how I have the greatest impact I possibly can with the largest number of 
driven businesses that I can, which has been my goal for many years now. 

 So if this is useful for you, go and check it out.  

If you want to email back and have a chat about it, that's cool. If you want to 
jump on a STRATEGY CALL, that's fine as well.  

Either way, whatever you choose to do, take these ideas, implement them in 
your business and please share with me what you've got out of this and if you 
found this useful, if you found this video, this audio, this eBook useful, please 
go and share it as well. I deliver with this genuine intentions, with the real 
deep help of trying to help businesses like you to really achieve more, do more, 
have more, be more, and become the very, very best that you can be.  

So go and check that out. Go and share that, share the love and hopefully we'll 
be talking soon and hopefully I'll be getting to know more about your business 
and really helping you to take it to the next level and beyond. 
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Before	You	Go	
Before you go, can I just ask one favour. 

I know that you know other Business Owners and I know that they’re having 
challenges too. 

If you have resonated with ANY of the ideas I’ve shared with you here, then 
please share them across your social networks. 

The easiest way is to go to jamesashford.com/21-ways-to-get-more-clients/ 
and you’ll find the links you can easily Tweet and Facebook from there. 

Thank you.  
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