
4 Steps To Increase Your Sales By 
Up To 500% Starting From TODAY!



Meediax is a digital marketing agency 
focused on helping small businesses 
develop & implement effective digital 
marketing strategies that leads to online 
growth.

We are a small team of passionate and 
hard working minds, whose aim is to 
listen to your stories and come up with a 
winning marketing strategy to grow your 
business. Although we are small in 
number, our thinking is BIG.

About Meediax

Follow us on:

Free Digital Marketing Assessment

Would you like us to work together with you, for FREE, to 
review your business’ present digital marketing efforts and 
develop a plan to instantly increase your sale? Click the 
button below to get started.

Yes, I Want FREE Assessment!

https://www.facebook.com/Meediax
https://www.twitter.com/Meediax
https://plus.google.com/+Meediax
https://www.youtube.com/user/Meediax
mailto:info@meediax.com
http://meediax.com/free-digital-marketing-assessment/


Step 1

9 out of 10 new businesses never learn to identify 
their Customer Lifetime Value (CLV). Your CLV is 
the single most important metric for 

understanding your customers. CLV helps you 
make important business decisions about sales, 
marketing, product development, and customer 
support.

Know your CLV



As an example: an average McDonald's client spends $10 on each visit and 
visits the restaurant at least once a month. That means that their 
average customer value is $120/year. Using this numbers, they know exactly 
how much they can invest to get that client.

There are several ways to increase the value of a customer.
The first and usually the most impactful way - you should 
really focus more on this method – is simply to improve  
each customer's longevity, or loyalty. The longer a 
customer remains loyal, the more valuable the customer 
is to the business. Also, customer retention is cheaper 
than customer acquisition and can deliver a higher ROI. 

Tip

Roughly defined, CLV is 
the projected revenue 
that a customer will 
generate during their 
lifetime.

Improving your Customer 
Lifetime Value can have a 
dramatic impact 
throughout your business.



Step 2

A sales funnel is the path a prospect takes through your site which 
ultimately results in a sale of your product/service.

50% of businesses don't have a system that 
leads prospects through the buyer's journey. 
On average, a client has up to 20x more chance 
to buy again.

Create A Sales Funnel



According to Marketing Donut, 63% of people requesting information on your 
company today will not purchase for at least three months – and 20% will take more 
than 12 months to buy. Your Sales Funnel should be set up to nurture new leads until 
they become loyal customers.

The best way to increase sales instantly is to offer upgrades on                                 
products and services to already existing customers AND doing                                           
this right at the moment they have just purchased something is                                                           
really huge. Having a Sales Funnel in place will take care of this                                                                
for your business.

Tip

Companies that excel at 
lead nurturing generate 
50% more sales ready 
leads at 33% lower cost. 

(Source: Forrester 
Research)



Step 3

Use PPC To Target the Right Audience

PPC stands for pay-per-click, a model of internet 
marketing in which advertisers pay a fee each time 
one of their ads is clicked. Essentially, it's a way of 
buying visits to your site, rather than attempting to 
“earn” those visits organically. Search engine 
advertising is one of the most popular forms of PPC.



Nowadays, all thanks to new technologies and the Internet, it is possible to advertise 
online while targeting the exact audience that is more likely to buy your 
product/service. Launching extremely targeted marketing campaigns is now 
affordable for businesses of any size.

You can start a PPC campaign on today and literally start 
seeing results in terms of traffic and conversions the next day 
(depending on a variety of factors, obviously). Businesses that 
are leveraging this kind of marketing are selling up to 300% more 
in light-speed timeframes with up to 10 times lower costs in 
comparison with traditional media/advertising.

Tip

PPC is designed to reach 
individual site visitors 
who have already 
expressed interest in a 
product or service offer 
by clicking on relevant 
advertisements.



Step 4

The world's most successful business models are franchises. 
Absolutely 100% of franchises know exactly what kind of ROI they 
can expect for each and every dollar they spend 
on advertising. On the other side, less than 10% 
of normal businesses know what kind of ROI 
they can expect from their advertising 
efforts.

Measure and Scale



Today, it's possible and affordable to easily measure absolutely all your marketing 
efforts. From lead generation to customer acquisition. You can track ads, phone calls, 
visits, advertising channels, media buys, you name it. When you measure you 
know your numbers, and when you know your numbers then your business will 
become unstoppable.

Understanding each of the core components of marketing 
analytics enables a company to make the right investments at 
the right time to yield an ROI. Successfully building a data plan is 
more than just identifying specific tools or learning how to 
interpret charts. Instead, it’s about ensuring that key business 
decisions are data-driven.

Tip

Businesses that 
integrated multiple 
sources of customer and 
marketing data over 
three years reportedly 
outperformed 
competitors in sales by 
23%. Source: Havard 
Research



Conclusion
Your business is either growing or declining. All successful businesses are 
continuously reinventing themselves by listening to their customers and 
by adapting their products, sales strategies, and processes to meet a 
constantly changing paradigm. 

Each of the above 4 strategies are powerful revenue generators in the 
right circumstances, but the optimum choices for your company will 
depend upon your understanding and knowledge of the customers you 
serve.

When all or any of these four are not in place, then driving revenue is 
almost impossible and you can kiss growing revenue goodbye.


