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Sold Growth Hacking Agency in 2020 g gest opportunity

| help you monetize the uniquegrowth .
opportunities in your business MmN




Go-to-market
Challenge
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CAC is only
going up




Old playbooks don't
work anymore
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Complicated




Forget to leverage
what they already
have
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They don't see whats
in front of them




But you can
Increase your speed
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More impact




Just do this




Want to know
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First paying client
within 33 minutes

Hi Ashley! Lekker weekend gehad? |k
ben een propasitie aan het testen voor
young professionals om hen te coachen
om een exceeds te krijgen in hun
corporate job. Lijkt me tof om mijn
kennis op dat vlak te delen. Vier
coaching sessies voor een
startspotprijs van 99€. Eerste intake is
gratis uiteraard. Wat vind je ervan? En
heb je een aantal mensen die
geinteresseerd zouden zijn?

Vandaag

2 ONGELEZEN BERICHTEN

Tom!! Wat super leuk!! Jij geeft dan zelf
die coachsessies toch? Ik meld me
sowieso aan bij deze als dat mag € &
en ik heb al een paar mensen in
gedachten die dat ook heel leuk zouden
vinden

Zal ik het al by ze checken? Heb je al
wat meer info wat ik aan ze door kan
geven?

+




Going from 497 to a 10k
proposition within one month

You closed the first customer???

yeah, just now also the second one

| have another call later during the night, so keep fingers crossed to have
75% closing rate today!

haha awesome!

10k each?

so 20k in the pocket




Where do you
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Ecosystem
thinking




Ecosystem thinking

Your business is an ecosystem of products and services

* CXL, Wynter, Speero
* A suite of different companies, services and products
* They all have an impact on each others buyer journey

* The first purchase is crucial as the trust you create, creates
leverages for follow-up purchases




Ecosystem thinking

Your business is an ecosystem of products and services

* Almost all companies sell more than 1 product or service or
variations

* |n an ecosystem they impact each other!

* Best way to visualize and strategize your go-to-market is with a
value ladder




8. Value Ladder

Massively increase the value per user

This growth strategy alone could massively increase your business in 2021.
Curious to learn how many people are using it as part of their growth strategy
In 2021. ..5ee more

Are you growing your business by strategically using a value

ladder?

You can see how people vote. Learn more
What's a value ladder? 50%
Yes 38%

No 13%




Value Ladder Ecosystem

Massively increase the value per user

» Offer and services strategically placed in a series that go up in
value and price

9.1: VALUE LADDER




Super Connecter Media

How to turn a $55 challenge in $800+ per client within one year

Business owners, experts, doctors, and coaches who wants to grow thelr business
and become "The Recognized Expert” in their industry should join the...

BEONTV
BOOTCAMP

WIT.'(/A‘;,.X///T

Discover How To Book TV Appearances During
This Exclusive 5-Day Bootcamp

Even If You're Not an Influencer, Household Name or Great on Video!
= - :

apeys € @ v Jkex ceBse B s
Join Today For Only $55!

Join The "Be On TV" Bootcamp Now
“ioe fcwss Inta 148 Ixclusive Ba 1 IV CoTRrLT oy




210% customer value
on the first sale




Super Connecter Media

How to turn a $55 challenge in $800+ per client within one year

 Front-end Value

* Be on TV Bootcamp $55 (700)

9.3: DFFER SCM VALUE LADDER

* Facebook Group

* 5 Day of Live Trainings

« Upsell 1: VIP +S97
* Access 2 extra calls
« Upsell 2: + $397
e Recording Unfair Advantage live - A $5.000 event previously held
 Average order value per front-end sale 80.840 / 700 = $115,48




1533% customer
value in year 1
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Super Connecter Media

How to turn a $55 challenge in $800+ per client within one year

* Front-end Bootcamp 80.840 B i

* Back-end Bootcamp 229.740

* Back-end High-end Services 280.000
* Total: 590.580

* Ratio Front-end vs Back-end 1-7.3

* Average Client Value Year 1: 590.580 / 700 = 843,68




Super Connecter Media

How to turn a $55 challenge in $800+ per client within one year

* Key insight:

* They developed their high-end services first and moved
downstream in the introduction of new offerings

* They could leverage the ecosystem they already had




Does this apply
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Does this apply to SAAS?

How can SAAS businesses use this?

* Adding or removing access to features up or down the value
ladder

* Adding consulting/support services for higher-end offerings

o Stripping away consulting/support for lower-end offerings




Why is this important
for go-to-market
strategies?




Your go-to-market
should always leverage
your ecosystem




Where do you
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/-Step
process




Step 1: Mapping your value ladder

List all your products, starting with the lowest price at the top

* Lead magnet - free tool kit on how to earn more money

« Offer 1-Book-S$19
« Offer 2 - Productivity pack course - S147

« Offer 3-Earn1k course - S997

 Offer 4 - Six-Figure Consulting course - $7,497




Step 2: Mapping your value ladder

List the value proposition that each product creates for your customer

* Lead magnet - Free Tactics to earn more money

» Offer 1 - Investment & money-making strategies + tactics

» Offer 2 - Strategies and tactics to become more productive
« Offer 3-Earn $1000 per month on the side

» Offer 4 - Earn 100K+ per year




Step 3: Mapping your value ladder

Assess your value ladder

* Does it follow a logical progression?

* Are the jumps in value logical?

* |sthe jump in price logical?

* Does each step have a strong price/quality ratio?

* |s the sequence set up so that a lower product opens up the
desire for the next product?

* Are you missing products on your value ladder?




Step 4: Mapping your value ladder

Derivative thinking

* Derivative: Something which is based on another source
* An online course is a derivative from a workshop
* A lead magnet is a derivative from:
» Story that resonates in 1-on-1 coaching
» Story that resonates in sales meetings
» A SAAS feature can de a derivative from a consulting process

* Key mindset: What's working really well already and how can you
create derivatives from that?




Step 5: Mapping your value ladder

Touch differentiation

9.6: TOUCH-BASED VALUE LADDER STEPS




Step 5: Mapping your value ladder

Touch differentiation

* Human: touchpoint in the customer journey that needs to be
performed by a human

* Digital: touch that is performed by a digital layer on the website
or as part of a product experience

» Goal: To find the optimal mix for each step to increase ROI!




Step 5: Mapping your value ladder

Touch differentiation

9.10: TOUCH-BASED VALUE LADDER MATRIX

ixed| flexible Digital

Digital




Step 6: Mapping your value ladder

Implementation speed

* Fixed: hard to change within 30 days. Relatively high production
costs.

* Flexible: can be changed within a sprint cycle of 2 weeks. This
means that one or more iterations can be tested in each
business cycle.




Step 7: Mapping your value ladder

Go-to-market with reinventible assets

* You need to make sure that when you build something and it
doesn't work as intended, you are able to repackage or

repurpose it so that it can be useful in another context in your
business.

* Everything that you build needs to be set up in a modular way




Modular asset
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Modular Asset Building

What is an asset?

* A combination of processes & systems that can run without

your day to day involvement

* When it works it's part of the always-on layer of your business

1.5: WHAT IS AN RSSET?

One-afl Sales F-rmail

Onc off lcad magnct for a trend /
evant

Cxpleir to an influencer how to post

Aulomal =d Mow

Evecrarcer lcad Magnet on the
website

Create a guide [/ viceo for all new
Influcncers

Do a1l keyword research mysell

Show stmeons 2lse and recarding
that

Crezte each social cost from scrazch

)]

Build templates and z bank of
content

Manually addirg date results

Build a dashtcoard to show rasults

Reply Lo cuslormer care queslions
onc by onc

Work on building a bank alf answers

Test'nZ a review block on one page

Learning what works for reviews,
adding to a |l relevant pages and
testing turther

Talking to Individual customers
randomly to get their customer stor es

Having a systemrn to callect stories




Modular asset building

How to build modular assets

* Which asset has the highest reinvention potential?
e Information business

* Intense -> Book can be turned in blog posts, social media posts,
keynotes etc

» Easy -> Series of blog and social media posts turned in a book

e SAAS
» Start with consulting and digitize human touches

 Start with a digital feature and increase value with adding human touch




To remember
1. Go-to-market within an eco system

2. Leverage digital and human touch
3. Always Build with repurposing in mind

v CHR
\ OUT.con




"Companies are after growth, but disillusioned with il
hacks. This book deconstructs growth to its essence, INCLUDED
helps connect strategy and experimentation, and
provides a structure for extreme revenue growth.”

— Peep Laja, CEO at Wynter and Speero

"This is a must-read for every SAAS business, as
Chris shows exactly how you can achieve extreme
revenue growth by strategically using human and
digital touch in new ways.’

— Sujan Patel, Co-Founder at Mailshake | Managing
Director at Ramp Ventures

o . monetize you'
Launching October 22nd, 2021 QU portunity
amazon.com :
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http://amazon.com

| et's connect on Linkedin!

Chris Out




Questions?




Questions

Feel free to reach out when you've got any questions!

e Chris Out

* chris@chrisout.com

* +31 621 54 26 99
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