Winsby Inc.

Generate More Leads
How to Refine your Lead Processes
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Company Goals

Where are you now? Where do you want to be? How will you reach your goals?

Considerations

—_—

Your perfect customer

2. Customer growth now

3. Customer acquisition now

4. Cost of acquiring a new customer
5. Target growth for this year

6. Actual growth last year
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Essential Tools
for Growth

1. Call Customers & Prospects
2. Send Emails

3. Website Tracking

4. Customer Surveys

5. Key Metrics Tracking

Grows your prospect list, increase purchases
Increase how often your customers purchase
|dentify website visitors, so you can call them
Pinpoint problem areas, increase retention
|dentify purchase patterns on a rolling
12-month basis

|dentify customers who haven’t purchased for
sales reps to contact




Increase Order

Emails remind customers

2 — 3x increase in

Frequency to purchase more often purchase frequency
Calling prospects and i .
. +
customers expands your list 60% In(’:rease n
. : customers’ purchases
by confirming and adding by calling them
Increase decision makers y 9
Revenue
Emails introduce new Qualified leads for
sales reps through
customers to your company
open reports
Improve Customer Satisfaction
: 30%+ increase in
Customer Surveys improve e !

Retention

customer retention

customer retention



.| The photo is not upside down but the KBI is upside
down because it can be installed in any direction.

The KSM Comes Standard on All
Midnight Express Boats 43' and Over

To ensure they start every time

When you're out on the water, knowing your boat will start gives

you peace of mind. That's why Midnight Express is adding our KSM
supercapacitor on their boats. It can be installed in any direction and will
ensure the boat starts, even with dead batteries!

Midnight Express even had a KSM installed on several of their boats
that were on display at the International Miami Boat Show!

Why Our Customers Choose the Mini

HD

TowBoatUS

“We bought a Mini HD to keep in our shop, and it works great. It's much
better than your traditional jump starters that you have to plug in and
recharge. | don’t do many jumps to begin with, but when | do, the Mini HD
works. It's lightweight and in a waterproof case, so when someone needs
a jump, I just grab it and go. | would definitely recommend the Mini HD.”
—George Campanile, TowBoatUS Cape May

“We bought the KBI Mini HD for its state-of-the-art technology. The 90
second recharge definitely saves me time, and | would recommend it to
others in the industry.”

—Rob Butler, TowBoatUS San Diego

Order Your Mini HD Now

Consistent contact through emails reminds customers
and prospects what you offer. Include every category of
products and services that you can provide. Add best
practices for your customers’ industry and customer
testimonials for your business.

Results

» Customers purchase more often
when they receive emails from you regularly.

* Prospects remember you and purchase when you remind
them what you offer.

* Open reports show who opens your emails and how often.
The sales team follows up with anyone who opens an email
3+ times.
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Why Emails Work

Customers on the email list purchase two to three times more often than customers
who are not receiving emails.

Actual Results

Remind Your Customers to Purchase Percentage Increase in Invoices

200% -

Publicize all of your products and services
Look professional and consistent 180% - Customers on the
Distribute emails on schedule email list
Position your company as the authority

160% -

140% -

Customers who are
NOT on the email list

120% -

100% L] . .
2018 2019 2020 2021
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Why You Should Call Prospects
to Build Your List

It's important to call companies who look like your customers to identify decision makers
and gather their emails to build your list. Letting them know you offer products and
services they need will help them switch to you when their current provider fails them.

Results

* Your email list grows consistently
with continuous calling each week.

* Prospects are identified, including
names of decision makers

* When personnel change, your
records stay current.

» Target industries should be identified
by looking at your customer list to see
what other companies look like your
customers and are within a geographic
area that is feasible.
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Calling and Database Management

Calling identifies decision makers and gathers their contact

information, including email address. Send offers via email after
confirming the email address, and assign the correct industry Total
after confirming what type of business they are in. Industry Market

Dog & Cat Food Mfg 193

: Cereals Mfg 73
Keep Lists Current, Add Prospects Verified Contacts Bread & Bakery v
6.000 and Emails Products ’

* Current customers—Call ’ Food Products Mig | 2,240

through invoice lists to add 5,000 _

emails ' Candy & Confectionary| 674

Mfg

 Prospects—Add specific 4,000 Frozen Food Mfg | 296

industries and determine the 3,000 Prepafwed mh &

. ’ 4
decision makers to add to your Seafood Mig 00
email list 2,000 Physicians &

. . Surgeons Equi 4,167
« Send information about your geons =P
. 1,000 -
company, and ask about their Surgical Instruments o3
needs—Generate leads 0 - Mfg
2015 2016 2017 TOTAL o588

m Verified Contacts
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Revenues

How List Updates Can Impact Your Revenues

Emails encourage both existing customers and prospects to purchase more often. They
are reminded of your company when they receive your emails.

One company was sending emails without list expansion, and their revenues were flat. Once

they started calling customers and prospects, their revenues increased 34.7% in the first year.

50

25

No list verification April 2019 — March 2021 Date 12mm Started outbound calling
Revenue growth is -2.1% April 2021. Revenue growth
is 34.7%

%31y Yyimoln
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Average Revenue per Active

How List Updates Can Impact Your Revenues

Existing customers purchase more often when they are reminded of your company by
sending emails regularly. Prospects become familiar with your company through emails.

The same company that was sending emails without list expansion saw their
revenues/account increase by 27.4% in the first year, after they started calling.

@ Average Rev per Active Account Growth Rate %

26.4% 26.3%

n
w
ES

322V 3ARIY/ARY §

3

12 months to Date

No outbound calling April 2019 — March 2021 Added outbound calling

Revenues/account fell -3.5% April 2021. Revenues/
account grew 27.4%

% 338y Yyimoig
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Identify Website Visitors

Capture information from your website visitors using SharpSpring.

Identify Visitors

* Receive a daily report with
website visitors

» Collect contact and profile
information with offers

« Track activity of identified visitors
 Link revenue to marketing efforts

» Reallocate your budget based on
what is working

11
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Website Chats and Form Fills

Capturing website visitors is an important component of the sales process.

Engage Visitors

Send automated,
personalized
emails to anyone
who fills out a form
on your website

Information from
the form is sent
automatically sent
to sales reps via
emails and/or texts
with lead scoring
data for follow up

X, 618-654-2103 'N] REQUESTAQUOTE

Hnghland Capabilities v AboutUs v OurWork v Blog  ReplacementParts  ContactUs Careers
M a ¢ h i n e

w Highland Machine | End To End Manufacturing and Sheet Metal Fabrication

£

@ Ask a Question!

Are you looking for help on a new
project?

e What can | help you with?

[ | have a question about pricing ]

nal Attention, Professional Results

[ I Want tO Iearn one ] Are you looking for helpona... e
[ Just taking a look around ] |
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Customer Satisfaction Surveys

Call customers who purchased within the last

30 to 60 days. Ask them “How likely are you to refer our
company to friends and colleagues, on a scale of 0 to 10?”
Then ask, “What could we do better?”

What Will Improve? % Positive Responses - % Negative Responses = WRS
53 - 18 = 35 NPS®

* You'll identify problems in your
organization, so you can solve them
quickly

» Keep customers from leaving when
you thank them and fix their issues

 Increase customer retention by 30%+

0% 20% 40% 60% 80% 100%

m <6 Negative m 7-8 Indifferent m9-10 Positive

13



Winsby Inc.

Customer Satisfaction Scores Affect Retention

As this client's WRS score increased from 21 to 57,
their customer retention rate grew from 67% to 88%.

100
90
80
70 emB=Retention
60 Score of  Indicates

/-/' 0 Average
50 / 20 Acceptable
40 _A 40 Profitable
/ \/ - growth

30 / 60 Excellent

20

—&—Monthly WRS
10

0

9/19 12/19  3/20 6/20 9/20 12/20  3/21 6/21 9/21 12/21
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Revenue$

Key Metrics — Rolling 12 Month Reports

Look at your 12 month rolling revenues and revenues for customers, so you can
identify trends. The 12 month rolling average removes any seasonal fluctuations.

Revenue Growth, by rolling 12 months is 15.1%

@ Revenue Cum Growth Rate %
o 118.6%
00.9% 6% I Daoen @ 129.3%
917% 934% 94:3% . ’-ﬁ”' " Pis:6% o
7625 'y 'Eﬁz‘% = e RE0TE Tl TP 100% g
F 9,2.%— 5 11- Es 2% ' sgg%EsA%,‘ g
53] a% [ SG&% 540%;. [ =
R : :
n
. 14:4%110/0% 166% £
Ealinn lll
'QQQOQQ\x\; NI NSNS 8.{0‘9‘) <7¢>¢> ‘o ‘obbb@,&bb %‘b@
SEESEES S S S 19’29’:919%@19’2,1,%':,%0 oA '15’ KOOk mmmmmﬁ?’ummmé’mmmmmm S
«\”o”o"o”\'?\”o\‘*’\”\%?b\%%o S \°>°\°> \°\°>”\°>\“’\”\°>°\”@ «\% ¥ \°> X5 \°>°o o) O S Q,\ «o \”o”o PSS 0Q,\°>°\°>”\°>”\°>°\°>\°>°o“'\°>\"o‘*’o”
AR A A R S A AR AN A A A A N A SN AN WA A S N R AN AN M A S VN CIA A AN O

Growth in revenue per active account, by rolling 12 months, is 39%,
and average revenue per account is $41,650
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Key Metrics — Last Purchase Timeframe

Check when customers purchased last for your sales team. Show customers with their
last purchase date, by sales rep, so they can call anyone who has lapsed.

Adjust last purchase period

Customer City State RevRolling 12 M... Rev Prior Rolling... Order Freque... Order Freque... Status Last Purchas... Sales Rep
$557,614 3 At Risk Level 2 9-12 Weeks
$343,603 3 At Risk Level 2 9-12 Weeks
$248,541 1 At Risk Level 2 9-12 Weeks
$242,706 $24,292 2 4 At Risk Level 2 9-12 Weeks
$226,470 3 At Risk Level 2 9-12 Weeks
$151,325 $10,630 4 6 At Risk Level 2 9-12 Weeks
$132,108 3 At Risk Level 2 9-12 Weeks
$122,773 $52 6 1 At Risk Level 1 9-12 Weeks
. $107,196 2 At Risk Level 2 9-12 Weeks
Customer name  City ~ State s : rioms |oney | 0IES
$99,187 $8,758 11 5 At Risk Level 1 9-12 Weeks Rep
$97,807 2 At Risk Level 2 9-12 Weeks
$89,543 $8,001 11 1 At Risk Level 1 9-12 Weeks
$78,206 3 At Risk Level 2 9-12 Weeks
$45,158 10 At Risk Level 1 9-12 Weeks
$36,080 $19,236 6 2 At Risk Level 1 9-12 Weeks
$32,087 $52,924 61 26 At Risk Level 1 9-12 Weeks
$31,361 $61 12 At Risk Level 1 9-12 Weeks
$27,818 $9,955 23 At Risk Level 1 9-12 Weeks
$25,685 7 At Risk Level 1 9-12 Weeks
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Marketing Results: Leads for Sales Reps

Many of the marketing efforts produce leads directly for the sales reps

Customer City State  RevRolling 12M... Rev Prior Rolling... Order Freque... Order Freque... Status Last Purchas... Sales Rep S f L d
$557,614 3 At Risk Level 2 9-12 Weeks o u rce s o e a s
$343,603 3 At Risk Level 2 9-12 Weeks

. $248,541 1 At Risk Level 2 9-12 Weeks
Report Customer name $242,706 $24,292 2 4 At Risk Level 2 9-12 Weeks ° E ma il O en re OrtS
$226,470 3 At Risk Level 2 9-12 Weeks p p
1 2 mOnth pU rCh ase $151,325 $10,630 4 6 At Risk Level 2 9-12 Weeks .
$132,108 3 At Risk Level 2 9-12 Weeks [ C t t f I I g
amou nt $122,773 $52 6 1 At Risk Level 1 9-12 Weeks 0 n a C S ro m Ca I n
$107,196 2 At Risk Level 2 9-12 Weeks H
Last purchase date : * Inactive customers
$99,187 $8,758 11 5 At Risk Level 1 9-12 Weeks . ..
Order frequency $97,807 2 At Risk Level 2 9-12 Weeks [ We bSIte VISItO rS
Sa | es Rep $89,543 $8,001 11 i At Risk Level 1 9-12 Weeks
$78,206 3 At Risk Level 2 9-12 Weeks

Unhappy customers

Website Visitors Email Open Report Information

:
 Email address
Henry Sommer °

1 Laston Wed, Feb 4th at 12:19 pm =

717 3824793 hsommer @zoomintemetnet = ° O e n S

Web: zoominternetnet

.

Randyt Tomiinson e First name
2 Laston Wed, Feb 4th at 1:16 pm =

6088425418 randyt@demco.com W

« Last name

Randyt Tomlinson

el . , » Company
3 1 Q) e 2] ompan
* Phone

Web: demco.com

Mac Cook
4 Laston Wed, Feb 4th at 5:36 am 1Visit o . .
maccok@veriveorpsom At e Email list
eritivoorp.cor
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Increase

qualified

leads for
your
sales

team

The SharpSpring web tagging
program notifies you when
someone Visits your website, so
you can call them quickly.

Email open reports show who is
interested in your emails.

Calling produces hot leads
looking to purchase.

Key metrics reports provide
details by sales rep for customers
that haven’t purchased within the
past 8 weeks.

Customer satisfaction surveys
identify unhappy customers.
Calling them and fixing their
problem prevents them from
leaving.

Sales reps
quickly become
inundated with

qualified leads.

18



Check The 5 Basics Winsby Inc.

The Railsk&ee

1. Your Google Listing

- ” - (‘

C e See photos See outside

Highland Machine
Website Directions Save
5.0 5 Google reviews

Manufacturer in Highland, lllinois

i ?
IS everythlng correCt - Address: 700 5th St, Highland, IL 62249

Hours: Closed - Opens 8AM Mon ~

» Have you added the hours you’re open? Phone: (618) 654-2103

Suggest an edit - Own this business?

» Do you have reviews?

. . Questions &
- Are your social media accounts set up? esHons & answers Aska question

See all questions (1)

) Send to your phone Send

Reviews Write areview  Add a photo

5 Google reviews

Profiles
LinkedIn Facebook

19
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2. Website

When looking for products, 80% first search the web. A professional, looking, well organized
website, optimized properly and updated often, will assure your visibility. Content is key.

What’s Important

* |t should be obvious what you do at first
glance.

2JAZTEC

It must be easy to navigate quickly, so

visitors can find what they are looking for Molding the Future of

Pl I ’
Plastic Injection Molding,
Contract Manufacturing & Assembly

* Your website needs to look modern and up
to date!

» SEO should be updated routinely as part of
a website maintenance program

» Use Google Analytics regularly to see how
your website is performing

20
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3. Company Materials

Professional materials must
communicate all the products and

. The Industries We Serve The Materials We Use
S e rv I Ce S yo u Offe r- T h ey n e ed to Our team manufactures a wide variety of A " Aztec specializes in working with resins
. . proqucts, incluging medical noninvasive , 1 3 jare difficult to mo\_d. Thgse industrial
prese nt a consistent Image for your e P ' % loh stnth an ot epiace meta
housings, gearbox mechanisms, turbine g e s. Below are examples of the materials

housings, transmission parts, valves, - g se in producing these parts.
CO m a n impellers, pumps, seals, and more. Below are % 2 « Valox
. some of the industries we work with. b — =

* K ir
* US government etaspire

.
« Defense contractors Avaspire
. * Primospire
« Electronics manufacturers
* ABS
* Aerospace
. 4 * PPSU
« Off highway / construction
A *LCP
* Marine
< PPS

 Agriculture one 3
= « Valve manufacturers RSP * Xytel
Showcase Your Products and Services e
« Communication components HVAC ¢ Duradex
* Unit components ;
+ Commercial vehicle hose ends

* High-current battery housings
* Precision fastener products

* Customers buy more when they e
know what you are selling

» Sales presentations are consistent
and comprehensive

PLASTIC Company

» Both employees and customers
understand everything you offer

Plastic Injectjo

n .
Contract Many, Moldin

facturing

g& Machining,
, and Assemb,y

aztecplastic.com

(312) 733-999¢

21
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4. Social Media Yu@® @) B ) Linked D

Have you set up your social media accounts?

Social Media Accounts Boost SEO

» Customers who are active in social
media are reminded of your company
with every post

« Employees feel as though they are a
part of something much bigger when
they are involved with social media
posts

« Social media activity boosts your
SEO rankings, so your website is
more visible

22



5. Google AdWords

Google AdWords can help targeted customers find your website.
A Google
AdWords

It’'s Easy to Test

» Choose a budget
« Select keywords to target

» Tie in phone numbers to
measure the results

* Record the calls
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