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Register to join us at NoBSCleveland.com 
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Can You Be Found Where You’re Prospects Are Looking?  

We know more and more of our clients are coming from online searches especially 

during the pandemic and since. I have consulting members who report their biggest 

jump for how people find them is online.  

 

We also know, statistically, that most people searching are doing so on mobile devic-

es, i.e. smart phones, ipads, etc.  

A Few Statistics About Mobile Shoppers.  

Smartphone and tablet customers are 18% more likely 

than desktop shoppers to buy on the weekends. But 

the order size during the entire week of the average                  

mobile customer is 12% smaller.  

Looking at mobile sales over the course of an average 

week, the proportion of  mobile sales increases 60% on weekends. Monday 

through Friday, mobile sales as a percentage of overall web sales averaged 15%, the 

study finds. On the weekend that figure jumped to 24%.  

We all know mobile commerce is growing; it’s wise to be sure you have a presence 

with a mobile application for your website. Not just a website that can be found 

when searching, there’s a big difference. If your regular website is not mobile 

friendly it will very difficult to read and navigate in most cases.  

For it to be mobile friendly they have to be able to quickly (a button to push) be able 

to get connected via phone, make an appointment or find out important information 

about your business. Don’t ONLY accept that your site will be found online, it’s vital 

that they can easy navigate it or they will move onto the next site they find, this is             

especially true of new prospects.  

Smart phones is the most part as the place where consumers go when searching for 

a service or product.  

Talk with someone who is able to “To develop a mobile strategy, it’s critical to                    

understand what mobile means for your specific customers.”  



 

Solidifying a Relationship Between Your Business and Your Clients 

The relationship between a client and a service provider is a 

special one. As a company, we’re hired and engaged to perform a 

particular service for a set price. For many companies, they fear 

that their clients are going to up and leave and in the meantime, 

will be leaving them high and dry (and without income). While it’s 

always possible that a client will choose to move on from your 

company, the company itself can take back control of their 

relationship and in doing so, can liberate themselves from the 

worry that they’ll be left at the curb. 

So how can we, as owners of companies providing services take 

back that control? We can offer services that go beyond the fees. We can give more value than 

we’re getting and skew the power balance. By offering more than we’re being paid and by 

expending more effort than we possibly should, we can ensure that the client is always 

receiving the better end of the bargain. If they should choose to move on, that’s ok. We’re going 

to free up resources that can now be used in other places and if we continually give out more 

than we take in, other potential clients in our industry will notice as well, and we’ll continue to 

grow using that tactic of excessive customer service. 

To me, it seems like a win-win scenario. The clients that are paying us are receiving a 

tremendous amount of value and with the good faith efforts on our part, we can only continue 

to add to our client-base and our revenue stream. Inevitably, when someone wants to move on 

to another provider for one reason or another, we won’t be sad because we’ll know that we gave 

it all that we got. 

 

First Time Ever Topic  

At The August No B.S. Marketing Meeting  

One of the top reasons for business failure is the inability of the owner(s) to “efficiently” handle adversity!  

Every small business owner/entrepreneur knows what it’s like to face 

adversity. It comes with the territory, and includes cash-flow                          

challenges, fickle customers, and unpredictable economic downturns, 

unreliable vendors and...  

At this month’s Small Business Marketing Meeting I’m go-ing to 

share with everyone in attendance 7 NO B.S. Principles for   

Overcoming Adversity in Any Business  

Join Us at the Strongsville BW3 On Tuesday August 17th - 11:30 P.M. to 1:00 P.M.  

Register at NoBSCleveland.com or Call 440-783-1651 or Email                                                                     

Info@GreatResultsMarketing.com  



Purple Heart Day 

The Purple Heart is a decoration awarded by the President of the United States to the 

soldiers of the U.S, military who were wounded or killed while serving their country on 

or after 1917.  It is celebrated on August 7. 

HISTORY 

The Purple Heart Medal originates from the Badge for Military Merit, created by George 

Washington on August 7, 1782. Washington was the commander in chief of the 

Continental Army and wanted a decoration to award to soldiers who performed "any 

singularly meritorious action" while serving in the army. The first medal was a purple 

heart-shaped piece of silk and had the word "Merit" stitched in silver. Only three 

soldiers were awarded this decoration in the Revolutionary War. 

The award was largely forgotten after the Revolutionary War, until 1931 when General Douglas MacArthur 

lobbied for the reinstatement of the medal in order to celebrate George Washington's 200th birthday. 

General MacArthur was successful and on February 22, 1932, the Order of the Purple Heart was 

founded. The name, as well as the look of the medal, were changed, as were its requirements for the 

recipients of the decoration. Now, the medal is awarded to any soldier who is killed or wounded while in 

battle against an enemy of the United States. 

It is estimated that 1.8 million soldiers have been the recipients of the Purple Heart Medal since 1932, 

some of them have been retroactively awarded the medal, as the award goes back to recognize those 

who served on and after 1917, in order to decorate those who fought in World War I. 

 

 Exciting News From the Front Lines! 
The Marketing Edge member, Dave Geier, owner of Best Golf Ever in North Royalton reported 
their best month in sales since they’ve been in business!!! 

Dave called to say thanks for the help I gave him that contributed to his “best month ever”. When I 
asked Dave what was the biggest contributor to his business’ sales increase he cited an increase 
in new referral customers! 

I sent him a resource to help him with getting more referrals, Dave implemented what he learned 
from the resource I sent and turned that into sales!!  

 

Kudos to Dave for taking a resource AND REALLY IMPLEMENTING IT! 


