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Welcome message: Why Your Vision, Mission, The Difference Between Ho.w. ToCreate An Extraord!nary
- My Philosophy and And Values Are Critical To Vision and Mission V|S|on.That Attracts The Right
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: Whoiis Your Ideal How To Find Your Most Why Focusing on Your Profits The Importance of
Customer? Valuable Customers is Key To Your Success the Pareto Principle
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Essential Questions Customer Research for B2B Customer Research for Basic Internet How To Create Your Ideal How To Map Your
You Must Answer (Low transaction Volume B2C (High Transaction Research Customer Profiles USP To Your Avatar
Phone Interviews) Volume DDS)
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To Professionals To Professionals EVERY Business Must Use and Choosing Marketing Strategies
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The Marketing Foundations
Every Business Must Have

The Critical Technology Setup
Every Business Should Have
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Creating
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The Basic Metrics Every
Business Must Track

Marketing Management and
Decision Making with Reporting



