
Yet so many never achieve the level of wealth & freedom they really desire... Why? 

 

I call it the Word of Mouth Myth - the old adage that a ‘good product or service will always sell itself through word of 

mouth’. Unfortunately this widespread marketing misconception has kept so many business owners on a perpetual  

pendulum of revenue highs & lows. 

 

Word of mouth is ofcourse a potent force... however in and of itself, word of mouth simply isn’t enough to significantly  

increase customer demand. The good news is, there’s something out there that is… I call it Entrepreneurial Marketing.  

 

Entrepreneurial Marketing is quite different from the traditional marketing most of us are familiar with. It doesn’t involve 

doing an endless cold calling campaign, nor spending huge sums on advertising, both of which deliver very little result. 

 

Entrepreneurial Marketing has three primary functions: 

1) Creating a regular flow of quality prospects 

2) Converting more prospects into paying clients 

3) Developing key client accounts 

 

If you’re looking to expand your client-base, I recommend using a client sourcing process that encapsulates the three  

primary functions of entrepreneurial marketing. Please find a sample process within this guide to get you started. 
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