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Attracting Your Ideal Customers 
 
Getting your business found by ideal customers can be hard, but it doesn’t 
have to be. 
 
The internet is a noisy space and attracting your perfect customers is a 
complex task which is part science, part positioning, part customer love 
and part luck. To get the right balance for your exact situation is crucial.  
 
For your business to grow and thrive you need to have a 
constant flow of qualified leads interested in your business’s 
solution, month in and month out.   
 
Your marketing should be making you money and attracting more 
customers to your business, but with all the shiny objects, the endless 
social media options and constant emails offering this service and that; 
who do you trust? What should you believe and how do you even start? 
 
Your business (and many others like you) are the backbone of our local 
economy and marketing local businesses has been the same process for 
decades.  
 
Find people who have the pain point and the problem that 
your business solves,  
show them your solution  
and let them buy it. 
 
Every business is different and the marketing strategies used for each 
needs to be different too. A café will have a vastly different approach to 
that of a computer reselling business. No matter what type of business you 
have, the process will be the same. 
 
A lot of businesses fail because they don’t have an audience of qualified 
leads, of people that trust them and know the solution to their problems is 
available when ever they are ready to buy.  
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Will Your Business Survive? 
 
Many businesses fail to make it through their 1st year and by the 4th year up 
to 40% will have closed. The survival rate of businesses gets better as the 
size of the business increases according to the Australia Small Business and 
Family Enterprise Ombudsman’s report in 2019. 
 

 
https://www.asbfeo.gov.au 

 
Why do so many businesses fail within the first four years? 
1. Cashflow 
2. Late Payments 
3. Lack of Sales 
4. Lack of Qualified Leads 
 
Having been in business for almost 2 decades I see the same thing over 
and over; small businesses are not getting enough qualified leads to 
generate sufficient sales to thrive. 
 
There are many ways to get leads however not all leads are created equal. 
Without a plan – a detailed marketing strategy, your marketing budget 
could blow out and not achieve the results that you need for your business 
to grow year after year. 
 
Your marketing should make you money, 
not be just another business expense. 
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Is Your Marketing Making You Money? 
 
Businesses often do their marketing incorrectly. They end up spending a 
lot of money, only to get in front of the wrong people or at the wrong time 
which leads to no traction and consequently no sales. 
 

Do you feel as if marketing your business is like throwing a bag of marbles 
all over the pavement hoping to get close enough to your potential 
customers for them to notice you?  
 

Marketing to everyone is marketing to no-one. 
 

The problem often is that you don’t really understand who your customers 
are and why they buy from you. When you understand more about your 
customers and their buying habits you can leverage that knowledge to 
attract your ideal audience and present with an offer that they will find 
irresistible. 

Unless you are a really big brand with a massive budget, mass marketing is 
not going to get you the result that you are looking for. To get a good 
return on your marketing budget and make sure it is making you money 
then you need to be targeted and bring in qualified leads. 
 

Getting Qualified Leads 
 

Your marketing, like everything else in your business needs to have a 
strategy and a process. You need to build an audience that is full of 
potential customers who have the problem that your solution solves. By 
getting in front of them you now can show them your product or service 
and explain how it will solve their pain point. 
 
There are 3 critical factors to building a marketing framework that will 
bring you in qualified leads month after month. 
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Create   
Firstly, we need to create awareness, get exposure and visibility so that 
your ideal customers can see your solution to their problem. 
 
 

Elevate  
Secondly, we need elevate you by educating and nurturing your prospects 
to show them that you are the expert and one to be trusted with the 
solution to their problem. 
 
 

Connect 
Thirdly, we need to connect you with your ideal prospects so you can have 
more qualified sales calls, that you can then turn into happy customers. 
 
 
Every factor plays an important role to ensure that you speak with 
qualified leads; people who are ready to buy and are looking for the 
solution that your business offers. 
 

 

Do you want a minimum of 25 qualified leads 
a month for your business? 
Let’s have a look at how that can happen month in and month out.  

It all starts with our Lead Amplification Framework. 
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Lead Amplification Framework 
 

The Lead Amplification Framework is how we help our clients establish 
their brand to be the perfect choice for their ideal audience. Once you 
know who your product or service can help, then we leverage on those 
factors to get your potential customers to make a purchase.  
  
This framework builds in simple marketing strategies to create a robust 
plan to follow, that allows for a steady flow of qualified leads into your 
business month in and month out. 
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The Lead Amplification Framework consists of 9 areas within the 3 critical 
factors and once it is built out will lay foundations for all your marketing 
activities.  

 

These 3 factors are: 
 

     

 

 

 

 

 

 

Where to start? 

There is a lot of noise on the internet, it can be difficult for your potential 
customers to know who to trust and let’s face it if your business doesn’t 
have a strong digital presence the chances of being found at all are limited. 

We all like to deal with people we KNOW – LIKE – TRUST 

Establishing this trust is the first step to turning a prospect into a qualified 
lead.  

Let’s take a look at how the Lead Amplification Framework will work for 
your business. 
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1. Create 

 
It takes someone 3 seconds to form an opinion of you when they first meet 
you and online it could be even quicker. You need to be visible to your 
potential customers and the first place we need to start is your website.  

Website Attraction  
You might be thinking do I really need a website in this age of all these 
wonderful social media platforms? 

The answer is most definitely  .  .  . YES 

A website gives your brand one central home that your customers expect 
and shows you are a serious business.  

Think of how you do business as a customer: 

• Do you use your bank’s social media profiles to get the information 
you need?  

• Or your online shopping? 
• Or serious research? 

No! You might have started with social media however when you are 
seriously looking for a supplier you then move to their website. 
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Your website adds value, gives resources, communicates your knowledge 
to your viewers and makes it easy to search for relevant information. 

To generate leads for your business you need to begin by making sure you 
have a website that works, really works and is not just a pretty brochure 
site. 

Your website needs to have the basic structure right. It needs to be 
relevant for both Google (Search Engines) and your ideal audience of 
existing customers plus potential new customers. 

Websites can build rapport with people before you even meet 
them, so they feel like they know you.  

If your website instantly connects with your audience and engages them, 
then they will want to continue their journey with you to find out more 
about your products and services.  

We buy from people, brands and websites we trust. 
 

Social media platforms are an important part of your digital branding 
however, your website is where your digital home needs to be. 

 

Utilise Prime Real Estate in Your Business  

To attract customers to your business, your shopfront must be appealing, 
whether this is a bricks and mortar or virtual shopfront the same rules 
apply. You need to utilise your businesses prime real estate, the heading 
on your website, the banners on your social media, your email signature, 
physical signage, lighting, display space etc.  
 

You only get one chance to make a first impression 

If you are not using your prime real estate, both your physical and digital 
spaces, you can bet that your competition is.  
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Is your website mobile responsive? 

It should go without saying, but it is amazing the number of 
websites that are still not mobile responsive.  
 
I bet you have experienced the frustration of looking at what you thought 
would be a really interesting website only to find it was not mobile friendly? 
What did you do?  
You backed out – redid your search and then went somewhere else. 
 

Create Your Own Business Spider Web  

Branding is essential for all your digital assets from your website to your 
social media profiles and right through to all your brand’s physical assets. 
You need to create a spider web for your business, a network where all 
roads lead back to you. 
 

Dr. Jeffrey Lant stated in his book the Rule of Seven published in 2016, 
that an average business takes 7 touch points before a customer will buy 
from you. Today, it is often said that it can take up to 20 touch points. Of 
course, these are averages.  

No matter which figure you believe it is certainly true that buyers will 
generally need multiple interactions with you before they will commit to 
buying from you.  

 
Bill Gates first said “Content Is King” way back in 1996 and it 
is as relevant today as it was then, maybe even more so. 
 
 

By creating a spider web of diverse types of information on different 
mediums you are giving your ideal audience many opportunities to get to 
know your business and build the trust. 
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Your audience will have different learning styles so by building your spider 
web to include visual and audio content you can greatly reduce the time 
taken and often the amount of touch points that your new customers need 
to make the decision to buy from you. 
 
 
The first step in the Lead Amplification Framework is to CREATE more 
exposure and visibility so that your ideal audience can see you and want 
to find out more about how you can solve their problems for them.  

 

 

 

 

 

 

 

 

 
Next step is to Elevate. 

 

 

 

 

 

 

 



Lead Amplification Framework by Cathy Smith – CATCO Enterprises                                          Page 13 

 

2. Elevate  
 

Not everyone that sees your products or service has the problem that you 
solve or is ready to buy from you. This doesn’t mean they will never need 
your solution.  

Only a small percentage of 
your audience will have the 
problem that you solve and 
need your solution right 
now. 

 

Some will have the problem, 
but they may not even know 
it yet. You might need to 
increase the education to 
them before they even 
realise that they DO have 
this problem and you are the 
perfect solutions for them.  

 

Now that we have created 
awareness in step one, we 
need to elevate your 
presence by educating and 
nurturing your audience so 
that when they are ready to 
buy, your business will be 
the only solution. 
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Educate and Nurture Your Audience  

Education can help them understand what your service is, how you can 
help them and why it’s important to solve their problem for them, turning 
more of your audience into qualified leads for your business. 
 

When you are seen as the expert and the solution to your customers 
problem - the objections fall by the wayside. By educating, nurturing and 
guiding your audience along a clearly illuminated path you become the 
trusted guide and the answer to their problem. 

 

Nurture Campaigns to Warm Prospects  
 
We all like to try before we buy. On the internet, it is even more important 
to build trust. Your audience won’t buy from you unless they trust you.  
 
You know that sinking feeling when you hit the buy button or hand over 
your credit card details to make a purchase and wonder if you are doing 
the right thing? 
 
The mistake that businesses often make is that they try to sell on the first 
date and when their offer is not accepted, they think that this “No” is a 
permanent rejection. 
 
Just like dating you need to often go slowly and build up the trust before 
you try to sneak a little kiss and then ask for another date. Finally, when 
the trust and mutual affection has been established then and only then can 
you go to the marriage proposal (the sale) if you want it to be successful. 
 
 
 
Sometimes the nurturing process can be very quick, they may have had a 
similar experience before; even bought a similar product before and know 
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exactly what they are looking for. Other times the nurturing process can 
take months or years. 
 
Your education process needs to take your audience along a journey, 
starting with being: 
 

• a cold prospect – someone who has not met you before to  
 
• a warm prospect – someone who is now viewing/listening/reading 

your content to  
 
• a hot prospect – a new buyer 

 

Social Matrix to Be Seen as An Expert 
 
Who are you and what makes you different?  
Does your social media platforms show you as an expert, a person who 
knows their stuff? 
 

People buy from people. 
 

Real or imagined we all want to feel connected, important and special. We 
want to do business with the expert, the most knowledgeable person in the 
area to solve our issues. 
 
Think about a trip to the doctors. 
You happily go along to the GP to get a bad cold sorted or an undiagnosed 
illness however as soon as you know it is serious then you want to be 
referred onto a specialist. The specialist you are looking for is the person that 
specialises in the disease that you have not any other.  
 
Yet often we do not treat our business so seriously especially when it comes 
to marketing on social media. The classic cases I see is business owners 
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throwing up a few posts here and now with no purpose or strategy. They 
post a lot of post in succession then nothing . .  . crickets for weeks, even 
months. 
 
What you had for lunch, your pet cat or your childrens achievement belong 
on your personal profile, not your business page. 
 

Why do you think Facebook has grown to be such a large part 
of many people’s lives? Connection 
 
The other big mistake I see particularly on Facebook is only posting sales 
copy on their business pages. 
 
If you want to really get the most out of your social media platforms for your 
business you need to be seen as the expert in your field, posting regularly 
with a variety of content types.  
 
Having a social media matrix for your business helps to progress your 
audience along their buyers’ journey and can frequently pre sell your 
audience before you have even spoken to them. Having a sales conversation 
with a qualified lead is much more enjoyable and profitable than wasting 
time with someone who may or may not need your services. 

 

Become the Go to Business Hub 

Within our networks we all have that “Go to Person”. You know that person 
who has the connections, know the answers or the person who will. The first 
person that pops into your head when a client asks do you know anyone 
that can help with . . . . (fill in the blank)! 
 
Imagine if that was you, in your industry? 
Being the “Go to Business Hub” doesn’t mean you have to have all the 
answers, it just means you have the connections to put them in touch with 
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someone who will. It is about being top of mind and being seen as the expert 
with the connections that you can access when needed. 

 
In step 1 of the Lead Amplification Framework we will CREATE – get you 
more exposure and visibility so that your ideal audience can see you and 
want to find out more about how you can solve their problems for them.  
 
 
 
 
 
 
 
 
In step 2 we will ELEVATED you to be seen as the expert in your field and 
the go to business for your ideal audience’s pain point. 
 
 
 
 
 
 
 
 
Now is step 3 it’s time to CONNECT and make the sale. 
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3. Connect  
 
Sales doesn’t have to be icky; 
you don’t have to turn into a 
slimy used car salesman or be 
pushy in anyway. 
 
You have done your research, 
you know what you want to buy 
and you want to buy it now. 
There is nothing more 
frustrating than not being able 
to buy when you want; it’s like 
going back to the days when the 
shops closed at 12 noon on a 
Saturday and didn’t reopen until 
Monday morning. 
 
When you have qualified leads 
wanting to buy why would you 
not want to talk to them? 
 

More Qualified Sales Calls  
Sales calls don’t have to be a numbers game. You know, the more calls you 
make the more sales you make . . . 
 
Having sales calls with qualified leads that know who you are, what you 
offer and really want your services not only makes your statistics much 
better it also makes your day better. 
 
We all hate making or getting cold calls so why not make that a thing of 
the past for your business? 
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Start Conversations 

Start a conversation, just like dating you have to strike up a conversation 
with your prospect. Sales is not icky if you have been chatting and then an 
appropriate point in the conversation you get a chance to ask . . .  

Do you need help with that? 

Yes 

Perfect, we have our Lead Amplification Framework that helps you get a 
minimum of 25 qualified leads a month for your business. Would you like to know 
more? 
 
(Insert your solution) 
 
As you can see no pushy car sales tactics required. 

 

Set Up Sales Conversion Process  
 
Now that you have started the conversation whether online or in person 
you need to have a sales conversion process so that your willing buyer can 
buy from you. Lots of business owners are too afraid to ask for the sale 
and end up self-sabotaging the sale when it should have been a sure thing. 
 
Having a sales conversion process is the perfect way to take the emotion 
(for you) out of the sale and presents that facts of how you can help this 
person’s problems with your businesses solution. 
 
People like to buy, not be sold too, so let your ideal customers buy from 
you. At this point you have done all the hard work to show them that your 
produce is what they need and the last thing you want to do is send them 
to your opposition, having a sales conversion process avoids that costly 
mistake. 
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Implement Asking Strategies                  
 
Sometimes you are not able to start a direct conversation with a prospect 
for a number of different reasons, however don’t let this opportunity pass 
you by.  
 
By implementing an asking strategy, you are allowing your ideal customers 
the opportunity to buy from you. 
 
Did you know that personalising your email message will increase you “open rate” 
by 20%? 
 
Just by using the person’s name you will get a huge increase in people 
reading your message.  
 
You are producing lots of great content, being seen as the expert and your 
audience is downloading it and leads are coming in, now it is time to add a 
call to action and ask for the sale. 
 
A common complaint I hear often is that leads are not converting into sales 
and my first question is always “Did you ask for the sale?” 
 
Call to actions are a very powerful way to ask for a sale that is not pushy 
or sleazy. When you have potential customers wanting to buy don’t 
frustrate them by making the sales process difficult. 
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Now it’s time to start. 
 
Put all the pieces in place and the Lead Amplification Framework is a  
very powerful marketing tool that brings your business a minimum of  
25 qualified leads every month.  
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4. Your Next Step 
 
Now it’s your turn, what will be your next step? 
 
1. Schedule a call with Cathy Smith at CATCO Enterprises and start the 
process to getting your very own Lead Amplification Framework for your 
business. 
 
2. Follow the steps listed in this eBook and rock your marketing on your 
own. 
 
3. Go to CATCO Enterprises Resources page to learn more on how to make 
your marketing work for you. 
 
  

Do you want a minimum of 25 qualified leads a month for 
your business? 
 
Take your next step now. 

https://bookme.name/CATCOEnterprises/consult-with-cathy-smith
https://catcoent.com.au/resources/
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