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The Maximisation Matrix: 
how to increase your sales 
without prospecting

TONY GOODWIN
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Get the Most Out of
Our Session Today
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What to Expect

⎯60 minutes
⎯Rapid fire
⎯Q&A
⎯Recorded
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Today’s Objective

⎯Create a plan to increase revenue from existing 
customers
⎯9 strategies for maximising customer value
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1. Reward Loyalty
⎯Tailored content and offers
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1. Reward Loyalty
⎯Tailored content and offers
⎯Drive new customers to second purchase
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2. Create a Referral Tree
⎯Exercise – pick a customer you know came from 

a referral
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2. Create a Referral Tree
⎯Exercise – pick a customer you know came from 

a referral
⎯Identify the referrer
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2. Create a Referral Tree
⎯Exercise – pick a customer you know came from 

a referral
⎯Identify the referrer
⎯Calculate the value of that referrer
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2. Create a Referral Tree
⎯Exercise – pick a customer you know came from 

a referral
⎯Identify the referrer
⎯Calculate the value of that referrer
⎯Reward referrers
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The Lifetime Value of a Customer
How do we calculate an individual customers’ value?

⎯Average sale = £100  (A) 

⎯Number of purchases per month = 5  (B) 

⎯A x B = £500 (C) 

⎯C x 12 months (value per year) £6,000 (D) 
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The Lifetime Value of a Customer
⎯Average length in years of relationship = 5 (E) 

⎯D x E = £6,000 x 5 = £30,000 (F) 

⎯Number of referrals from a customer per year = 2 (G) 

⎯Value of a customer F x G = £60,000  (H) 

⎯Total value of one customer (F + H) = £90,000
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3. Ask for referrals
⎯How often to you ask for referrals from your 

existing customers?
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3. Ask for referrals
⎯How often to you ask for referrals from your 

existing customers?
⎯Create a campaign to drive referrals
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4. Ask for reviews
⎯Leverage existing relationships to create new 

ones
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4. Ask for reviews
⎯Leverage existing relationships to create new 

ones
⎯Ask for a review
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4. Ask for reviews
⎯Leverage existing relationships to create new 

ones
⎯Ask for a review
⎯Website, brochure, LinkedIn
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5. Upsell and cross sell
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5. Upsell and cross sell
⎯Upsell
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5. Upsell and cross sell
⎯Cross sell
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6. Ask them what they need
⎯Customer review conversations
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6. Ask them what they need
⎯Customer review conversations
⎯Quarterly reviews
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6. Ask them what they need
⎯Customer review conversations
⎯Quarterly reviews
⎯Spot conversations
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7. Review your buying process
⎯Simplify the buying process
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7. Review your buying process
⎯Simplify the buying process
⎯Map out your customer journey
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Customer onboarding

CUST.

UP-SELL/CROSS-
SELL

WELCOME 
LETTER

• Thank
• Reassure
• Offer

1 2 3

MONTHLY 
NEWSLETTER

4 5

MAGIC MATRIX
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MONTHLY 
OFFER

• Promotion 
Calendar
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REFERRAL 
SYSTEM
• Incentive
• Roll-out

SHOCK & AWE
• Courier
• Letter
• Other stuff

• Offer Of The 
Month
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8. Review your pricing
⎯Discounting
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8. Review your pricing
⎯Discounting
⎯Price increases
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9. Magic matrix
⎯Create a matrix 
⎯Purchases vs products
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The Magic Matrix
Products / Services

C
u
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1 2 3 4 5 6 7

A
B
C
D
E
F

Magic matrix
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The Magic Matrix
Products / Services

C
u
s
t
o
m
e
r
s

1 2 3 4 5 6 7

A
B
C
D
E
F

Blank squares show 
windows of opportunities

Coloured squares show where a product 
or service has been purchased

Magic matrix
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The Magic Matrix –
“Told & Sold”

Products / Services

C
u
s
t
o
m
e
r
s

1 2 3 4 5 6 7
A
B
C
D
E
F

Told

Magic matrix - told
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The Magic Matrix –
“Told & Sold”

Products / Services

C
u
s
t
o
m
e
r
s

1 2 3 4 5 6 7
A
B
C
D
E
F

Told

Sold

Magic matrix - sold
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Wrap up

⎯ It’s significantly cheaper to keep a customer than acquire a new
one
⎯Plan your week/month to incorporate current customer 

maximisation strategies 
⎯Create your magic matrix for the top 10 customers
⎯Keep it visible
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Thankyou!

37

Q&A
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