THE CORE OF

MARKETING
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B2B marketing is all about providing clear, simple
and compelling answers to 3 questions.

Who are you? Why should | care? Why should | believe you?
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That’s it.
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Your answers to those three questions are the key to your growth.
One unsatisfactory answer to one of those questions and that'’s it.

You're out! There's no coming back.

GRAME DY

You can spend a fortune on SEM, have a killer ranking on Google,

or great prospecting programs but none of it will ever work if you can't

answer powerfully those three basic questions.
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There are no shortcuts.
Each question must be answered in order.

And there is no room for error.

This brings us to the first question...
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Question 1
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There is an assumption that in a BZB relationship people are more open.
That everyone is attentive to what's new and who's who. That the audi-
ence welcomes with open arms new communication. People assume that
what they have to offer is so amazing that it will, without a doubt, gener-
ate interest.

They are mistaken.

You are an intruder. A nuisance.
Your audience does NOT welcome your communication. They are busy,
overwhelmed with requests and solicitation calls. They don’t want

anything to do with you.

That's the cold hard truth!
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You only get a millisecond to catch their interest.
Only a millisecond to qualify.

Only a millisecond to proove that you may be worth another 5 seconds.

Your answer must be

CLEAR,
RIGHT ON TARGET,
AND COMPELLING.,
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Nailing Question 1 gives you POWER.

e The power to stop your audience in their buying journey
e The power to get noticed
e The power to move onto Question 2
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Why should
| care?
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You've done it. You nailed Question 1.

You stood out from the crowd.

But your window of opportunity is still very small.
You've got less than 60 seconds to make your case.

And avoid being kicked out of the game.

Remember you are the I”T QUDEQ

Your answer had better be worth their time.

Make it...

RELEVANT. PERSONAL. POSSIBLE.
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WHAT IS YOUR PROSPECT LOOKING FOR?

Your answer must be relevant to your prospect's request.

WHAT IS IMPORTANT TS YOUR PROSPECT?

Your answer must be tailored to your prospect's reality (needs, worries, benefits).

How can I HELP MY PROSPECT?

Your answer must be tangible. Something you can deliver on. Something true. Something you can prove.
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Question 2 is all about making you interesting in the eyes of your prospects.
Your answer must be straightforward, convincing an unlike any other.
There’s no place for bull.

Question 3 awaits.
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and awaits...
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Why should

| believe you?
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You've managed to answer 2 questions out of 3.

You're almost there!
Now, all you need to do is make your prospect
believe everything you just said is true.

This is the challenge of credibility.

TRVUST

Question 3 is not to be taken lightly.

It's a sprint against suspicion.

You need to showcase as much evidence
of credibility as possible,

as quickly as possible, to stay in the game.
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CREDIBILITY
BUILDERS

You may have your prospect’s attention,

but you are still an intruder.

Most of your prospects have been burned
before and are no longer as easy to convince.

Be prepared to prove each of your claims
and demonstrate how you will deliver on them.

Another great way to gain credibility is to tell your story.
A relevant, meaningful and well-told story.
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You may not have all the stats you need.
You may not have all the endorsements you'd like.
You may not even have a single client yet.

But, if you can explain why what you do will work, then you've still got a fighting chance.
Make them see the light. Focus on why what you do works while other ways don't.
Do it in a distinctive and compelling way.

And you will nail Question 3.
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DON'T GET ME WRONG.

This doesn’'t mean you don't need to showcase other credibility-builders.

But if you've got a great story to tell, invest in telling it well.

This is your secret weapon.
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3 simple
questions
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VNFORTVNATELY, MOST BUSINESSES
FAIL TO ANSWER THEM COMPELLINGLY.

At eau®, we help B2B businesses master the answers

to those 3 questions. It's the first thing we do.

We don't start any website, brochure or lead-generation campaign
until we craft your story around those 3 questions.

It's the foundation upon which we think, build and deploy.
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Need help? Just ask. We'll tell it like it is.

5142720303

eaU>,,...

MARKETING > propelling you forward.

Like the idea of doing something like this?
Let’'s make it happen.

EAUCUBE.COM



