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• Learn how to connect 
with your audience in 
new ways, how to 
help your customers 
boost your brand and 
how they can promote 
your products and 
services – for free. 



Today 

• Marketing and advertising landscape 

• Why customers make a great sales force 

• Who is your customer 

• How to mobilize customers to be your best sales force  

• Activity 

• Conclusion, next steps, and further resources 



We are 
bombarded with 
marketing and 
sales messaging.. 

EVERYWHERE 

 
 



Photo:    “I’m Busy” Founderdating.com 

Overloaded & 
Overstimulated 
& Overworked 

 
 



Bombarded with choices 
Photo by timemanagementninja.com 



How many entrepreneurs and business 
owners want more sales? 



How big is your sales team? 
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What if your customers  
are part of your sales team? 



Why customers  
are your best sales team: 

•Authentic 

•Credible 

•Cost $0.00 
 

 



How much is your customer  
(your virtual sales force)  

paying YOU? 
 

• What is the lifetime value of that customer? 

• 25 years to same salon 

• Spends $1500/year 

• Refers 2 / year who each spend $500/year 

• $400,000 



Know 

Like 

Trust 

Try Buy 

Repeat 

Refer 

Relationship Cycle 



Who is your customer? 



Who is your customer? 



•Who are they? 
•What do they care about? 
•What do they want? 
•How do they want to connect with you? 





What are your customers  
saying about your business? 



EXERCISE: 

• I am the concert production company 
that supports artists by performing 
shows in unique venues.  (M-Bibe) 

• I am the …  who … 

 

 

 

I am the _____________________ 
who________________________. 

 

 



Know your customer 

“In business, too often you think you know best.  You decide you should 
write a blog and start cranking out content and wonder why no one 
comments on your articles…One of the easiest ways to get to the 
bottom of how you should connect with your customers is to ask.” 

-Whitney Keyes, Propel   



Differentiate, differentiate, differentiate 

• Be unique 

• Know your niche 

• Study what your 
competitors offer 

• And what your 
customers want 



WOW! 
Your customers 

• Give them 
something to 
talk about… 



Be a superlative 

• The BEST 

• The ______________est 



Exceptional Customer Service 



“If you think I am doing a great job, don't keep it a 
secret!  My business is built on my client's 
recommendations to their friends and family 
members~”  April Wilson, Pacific Capital Resource 
Group 
  
 

ASK… 
  
 



Twitter 

• “Followers are your 
best customers” 

• Amplify your content 
for free through 
retweets 

• Are more likely to 
make multiple 
purchases 



Twitter 

Locations in:  Georgetown DC (original), NYC, LA, Atlanta, Boston 



FaceBook 



FaceBook 



“Word of Mouth is really the best way for us to get business. Many 
of our members eventually bring in new people to join. We offer a 
referral special for when they do, but it is not their main motivation, 
our members are truly great sales people and it’s nice when they 
give tours because they are clearly happy to be in the space.”  - 
Marnee, Works Progress 



YELP 



Exercise 
• What are you known for? 

• Who are your best customers? 

• What examples of customers as your virtual sales team have been 
most successful?  If you can’t think of any for your business, what are 
3 examples of customers as virtual sales team that you have noticed 
in another business? 

• What are the top 3 things you can do to motivate your customers to 
be your sales team? 

 



Who Else Do You Know? 

•Name and business name 

•What is their business known for?  

•ONE example of customers as their virtual 
sales team that has been most successful? 
 



Conclusion 

• Customers are a great sales force! 

• Know who your customers are and how they like to be reached. 

• Know what you offer and what your customers say about you.   

• Focus on what you do best.  Be exceptional.  Be consistent. 

• It’s more expensive to get a new customer than to retain an existing 
one.  Think about the lifetime value of that customer. 

• Lots of ways customers are your virtual sales force.  Pick where to 
start and put it on the calendar. 



Further Resources 



Thank You! 
 

Darren Guyaz 

Washington Women’s Business Center  

Business Impact NW 

http://www.businessimpactnw.org/wbc/ 

Email:  darreng@businessimpactnw.org 

 Phone:  206-324-4330 
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