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• Death of the Middle Class
• Universal Basic Income
• Marketing Fundamentals
• Digital Advertising
• Search Engine Optimization
• Pay-Per-Click Marketing
• Lead Management



DEATH OF THE 
MIDDLE CLASS

The Death of the Middle Class Is Worse Than You Think and it is a 
global phenomenon hurting workers across the wealthy world.



“70% of households in 25 advanced economies saw their earnings 
drop in the past decade.”

McKinsey Global Institute

DEATH OF THE 
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UNIVERSAL BASIC 
INCOME



“Government should give everyone a paycheck, whether they 
have a job or not.”

Sir Richard Branson

UNIVERSAL BASIC 
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"We should explore ideas like universal basic income to make 
sure that everyone has a cushion to try new ideas." 

Facebook (FB) CEO Mark Zuckerberg

UNIVERSAL BASIC 
INCOME

http://money.cnn.com/quote/quote.html?symb=FB&source=story_quote_link


• For Branson, guaranteed basic income is a way to protect 
people who may one day lose their jobs to artificial intelligence. 

• His sentiments echo those of SpaceX and Tesla (TSLA) CEO Elon 
Musk, who told CNBC last year that a universal basic income 
could be an outcome of automation. 

• Proponents of the plan say the aim is to give workers greater 
financial security as concerns rise about machines taking away 
jobs, in addition to alleviating income inequality. 

UNIVERSAL BASIC 
INCOME

http://money.cnn.com/quote/quote.html?symb=TSLA&source=story_quote_link
https://www.cnbc.com/2016/11/04/elon-musk-robots-will-take-your-jobs-government-will-have-to-pay-your-wage.html


• SWOT ANALYSIS
• Customer Value Proposition
• Core Benefits
• Service Labels
• USP
• CALL TO ACTION
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SWOT ANALYSIS
SWOT stands for Strengths, Weaknesses, Opportunities and 
Threats.
It is a good idea to do an analysis for your company, your 
competitors and the companies you aspire towards.
Study your competitors SEO keywords, CVP and USP to see what 
works and then “embrace and extend”.
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Social Media Channels
LinkedIn
FaceBook
Twitter
YouTube

DIGITAL FUNDAMENTALS
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“A customer value proposition is a business or marketing 
statement that describes why a customer should buy a product or 

use a service. It is specifically targeted towards potential 
customers rather than other constituent groups such as 

employees, partners or suppliers.”

Wikipedia

CUSTOMER VALUE PROPOSITION
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CUSTOMER VALUE PROPOSITION
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Slogan

Unique Sales Proposition



CUSTOMER VALUE PROPOSITION
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Core Benefits

Customer Value Proposition



DIGITAL FUNDAMENTALS
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Digital Marketing is promoting or creating brand awareness using the Internet





Rapidan Inbound went from

0 to 3000
website views per month and 50+ leads per month 

by using effective DIGITAL ADVERTISING.
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Digital Advertising
Managing Pay Per Click

DIGITAL
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Siege Media incorporated SEO into a client’s BRAND NEW SITE 
and brought their visitor count up from 

0 to over 100,000.
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SEARCH ENGINE
OPTIMIZATION

Research has shown that organic results are 8.5x more likely to be 
clicked on than PPC results.
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SEARCH ENGINE
OPTIMIZATION

• SEO depends on many factors and algorithms created by Search 
Engines

• 200+ Factors used by Google to Rank a Page.
• 82% of Users click on Organic Links.
• SEO increases Leads and Brand Authority.
• SEO takes a good amount of Time and Effort.

HOW TO USE SEO



CONSIDERATIONS
• Schema.org
• Keyword Optimization
• Page Loading Speed
• Mobile Friendliness
• HTTPS and HTTPS /2
• Code Quality (HTML, JavaScript etc.)
• External Links
• Content Freshness
• Google Rank Brain

SEARCH ENGINE
OPTIMIZATION





A South African Hotel incorporated 
an effective Pay Per Click marketing strategy and brought their 

clicks per month to 7,500
with a LEAD CONVERSION RATE increase of 125%.

PAY PER CLICK
MARKETING
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PAY PER CLICK
MARKETING

Paid search results are 1.5x more likely to convert click-throughs 
than organic search.



PAY PER CLICK
MARKETING

• PPC can be implemented using these programs:
• Google AdWords
• Bing Ads

• 18% of users click on Paid Ads.
• Fast and Effective Marketing

HOW TO USE PPC





Mailigen effectively increased it’s email response rate from 

20% to 29% 
by implementing strategic EMAIL MARKETING.
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• Analytics (analyzing your visitors)
• Opt In Marketing (capturing your visitors)
• Email Automation (managing your leads)
• Email Marketing (converting your leads)

LEAD
MANAGEMENT



Opt In Marketing

LEAD
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OPT-IN FORM



Opt In Marketing
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OPT-IN FORM



What is Drip Marketing?

LEAD
MANAGEMENT

• Drip marketing is the process of sending a series of personalized 
automated messages to a customer or sales lead over a period 
of time.

• Drip marketing helps nurture leads until they are either ready to 
purchase or they drop off.



Why is Drip Marketing Effective?

LEAD
MANAGEMENT

• Drip marketing is effective because it is based on customer 
actions or triggers, which makes the messages highly 
personalized and relevant, providing the customer with the 
information they need.

• Drip marketing also helps customers keep your company in 
mind.

• Drip marketing is a great way to provide coupons and other 
promotional material, enticing customers to purchase.

• Drip marketing is also useful for sending educational material, 
known as content marketing, to help customers find more useful 
information.



Example Drip Marketing Campaign
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• Message 1: “Hi Sara, thank you for signing up for our monthly 
newsletter! This message confirms your signup. As a signup 
bonus, we would like to offer you this 25% off coupon on any of 
our best sellers.”

• This message confirms the customer’s signup and provides a 
promotional offer.



Example Drip Marketing Campaign

LEAD
MANAGEMENT

• Message 2: “Hi Sara, you recently made a purchase of Pride and 
Prejudice. We hope you are enjoying this great book, and we 
would like to let you know that we also offer the entire Jane 
Austen collection, both separately and as a box set. Click here to 
view our collection.”

• This message appeals to the customer’s personal interests and 
links to relevant information.



Example Drip Marketing Campaign

LEAD
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• Message 3: “Hi Sara, you visited our site and began shopping 
but did not complete your order. If you would still like to 
purchase, use the promo code 202 to receive a 20% discount. If 
you’re having trouble deciding on a book, check out this recent 
list of bestsellers.”

• More discounts and more educational resources to help re-
engage the customer.



ClickFunnels

LEAD
MANAGEMENT

How to Growth Hack Your Business Using ClickFunnels



• Landing page, Sales Page, Designer/Editor with a long list of 
page and funnel templates

• Email responder integrated with internal and external data 
sources

• Complete sales funnel
• Analytics and statistics for each stage of your funnel

ClickFunnels
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ClickFunnels
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1. Build New Funnel



ClickFunnels
2. Choose type
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ClickFunnels
3. Choose Template
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ClickFunnels
4. Sales Page
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ClickFunnels
4. Sales Page
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ClickFunnels
4. Sales Page
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ClickFunnels
5. Order Form
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ClickFunnels
5. Order Form
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ClickFunnels
6. Order Confirmation
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ClickFunnels
6. Order Confirmation
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ClickFunnels
7. Thank You Page
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ClickFunnels
6. Order Confirmation
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• Search Engine Optimization: 13 ways to Optimize Your Website for Search Engines by virtualdeveloper.com

• Email Marketing Case Studies by Neil Patel

• SEO 2018: Learn search engine optimization with smart internet marketing strategies by Adam Clark

• Learning Google AdWords and Google Analytics by Benjamin Mangold

• Give: The Ultimate Guide To Using Facebook Advertising to Generate More Leads, More Clients, and Massive ROI by 
Nicholas Kusmich

• LinkedIn Riches: How To Use LinkedIn For Business, Sales and Marketing! By John Nemo

• Email Marketing Rules: Checklists, Frameworks, and 150 Best Practices for Business Success by Chad S. White

• YouTube Marketing: Grow your Youtube Channel to 100,000 Subscribers in the first 6 Months by Pamela Russell

• DRIP Marketing (getdrip.com)

• Click Funnels (clickfunnels.com)

RESOURCES

https://www.virtualdeveloper.com/blog-posts/2017/10/3/13-ways-to-optimize-your-website-for-search-engines
https://neilpatel.com/blog/email-marketing-case-studies-how-4-companies-increased-their-open-rates/
https://www.amazon.com/gp/product/B00NH0XZR0/ref=kinw_myk_ro_title
https://www.amazon.com/gp/product/B014NHEM2M/ref=kinw_myk_ro_title
https://www.amazon.com/gp/product/B06Y6KZK5L/ref=kinw_myk_ro_title
https://www.amazon.com/gp/product/B00J38OUAQ/ref=kinw_myk_ro_title
https://www.amazon.com/gp/product/B072C5HGTG/ref=kinw_myk_ro_title
https://www.amazon.com/gp/product/B072J2D76V/ref=kinw_myk_ro_title
https://www.getdrip.com/
https://www.clickfunnels.com/
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