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Welcome to today’s presentation…
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Attendee Take-a-Ways

• Identify the numerous time wasters, and how to avoid them
• Determine the various time goal levels
• Prioritizing your work
• Developing a manageable tracking format
• Filling Dead-Time space productively

• Headwear… Employee Experience
• Marketing and Sales Opportunities 
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• One Constant 24 Hours
• Massive competition
• Massive consolidation
• Clients generally have all of the control
• Internet is a nemesis
• Client loyalty is all but gone
• Our industry has commoditized itself
• Most have a sales and not marketing mentality

Introductions & Industry Dynamics

What are you worth an hour?



The mentality of many…
“If  they can fog a mirror and write a 

check, I’ll take the order.”

…is this the best strategy?
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Identifying Your Ideal Clients & Prospects

• Who are you targeting?
• Where do you have experience or a background?
• Where do you focus your time?
• Have you clearly defined your goals?
• Why should we care? 

• Just sell right?

Where and how do you begin?
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Review of Your Existing Clients Base

• Place each of your clients in a formatted Excel spreadsheet
• Segment by Vertical & Lateral Markets - defined

• Do the numbers to include:
• Sales ~ year over year, for a minimum of 3 years
• Profitability
• Gross margin %
• Number of orders
• Average order size

This process gives you a visual benchmark & starting point

“Maximizing Your Time Management by Evaluating and Segmenting Your Clients”© 2023 – Cliff Quicksell & Associates



Analysis of Existing Client Data
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Client & Prospect Classification

• Gives you a perspective on your clients
• Where are the opportunities?
• How will you market to these channels?
• What will those efforts look like?
• Ensures your marketing efforts are relevant

• Identify what each of those channels looks like
• Characteristics for each level
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Client & Prospect Classification

A-F
A Level Client ~ 
At least $10-15K/year
40%+ or greater profit margins

• 50% of their business
• Great sales volume - $ 
• Great profitability - %
• Appreciates the relationship

H-I-P
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Successful Campaign

Challenge: With Current & New Clients,  creating a 
proactive touchpoint

Concept: Identified most salespeople are reactive by 
nature, create an interactive tool to work behind the 
scene to create ideas and solutions.

Strategy: Build a proactive marketing touchpoint to 
engage with client, existing and new to determine all 
upcoming events from the clients.  Saves the client, 
time, money, and lowers stress.

Outcome: Example with Craig Pierce, and his law firm  
account

Create Proactive Solutions
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Client & Prospect Classification

F
Level Client
Less than $500 per year, 

• Margins
• Less than 10% of their business 
• JERK!!
• Very hard to work with
• Doesn’t appreciate your value
• Pays late…always
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Client & Prospect Classification

H
Hold - New & Reactivated Clients

In this area you need to hold:
• For 120 to 180 days
• Verify and determine client type
• Need to verify classification
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Reactivation Protocol

I
Inactive 
Here you need to evaluate:

• All inactive clients, 6 months +
• Segment by A-F level classifications
• Review A/B Tier only
• Determine why they left and IF you want them back
• Create a reactivation program



“Maximizing Your Time Management by Evaluating and Segmenting Your Clients”© 2023 – Cliff Quicksell & Associates

Successful Campaign
The Imprint Source, Inc.

“Identify top tier only”

Original Understanding
• Goal: Reactivate Dormant Accounts
• Spend: $1,500.00
• Targeting: 76 - A/B level clients
• Deliverable: Box & puzzle
• Outcome: 

• 40% reactivation

New Program Developed and Results



“Maximizing Your Time Management by Evaluating and Segmenting Your Clients”© 2023 – Cliff Quicksell & Associates

Client & Prospect Classification

P
Prospects 
Determine the ‘RIGHT’ prospects

• For 120 to 180 days
• Need to verify classification
• Verify and determine client type
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Successful Marketing
Targeted towards

HR, Sales, & Marketing Managers



“Maximizing Your Time Management by Evaluating and Segmenting Your Clients”© 2023 – Cliff Quicksell & Associates

Vertical Markets Defined
• Industries
• Divisions
• Internal Departments
• Location
• # of Employees

Examples
• Hospitality
• Banking & Finance
• Medical
• Health & Fitness
• Aerospace
• Automotive
• Construction
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Marketing to Existing Clients

Key Points
• Your marketing efforts must be relevant

• Supports the vertical and lateral strategy
• Determine what will be used for each classification
• Values should be dictated by level
• All marketing MUST be 

• Engaging
• Have a Call to Action
• Memorable
• Measurable

Same holds true for prospecting – look for the commonalities from your initial analysis 
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Marketing Touchpoints
Prospects

Existing Clients

Based on profiles we can determine the best method(s) to touch this group;
• Direct mail – letters, postcards
• Direct marketing – dimensional mail, creative campaigns
• Electronic – email, e.blasts, Constant Contact
• Face to face – rare but possible

Same holds true, but we have NOW defined this audience
• C & D Group - Direct mail – letters, postcards
• A, B and maybe C Group - Direct marketing – creative campaigns
• A-D Group - Electronic – email, e.blasts, Constant Contact
• A & B - Face to face – we need to create a plan here
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Ties directly to the Discovery Brief…Get Creative, Be Relevant
Interviewing, Discovery & the Process…

A copy of this brief is available at https://www.quicksellspeaks.com

https://www.quicksellspeaks.com/
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Successful Marketing
Targeted towards

Healthcare
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Successful Marketing 
Targeted Towards

Legal Community
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Measuring & Tracking Your Efforts
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 Know your clients
 Always Question: this IS Key!
 Help your clients do the same
 Drive measurement,
 Know your worth, become an expert
 Segment your marketing efforts
 Create relevant marketing campaigns 

Final Thoughts and Your Questions…
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Thank you for being here…

mailto:cliff@quicksellspeaks.com




Thank You To Our Education Room Sponsor
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