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Sales Multiplier: The 80/20 Strategy Background 

 
Your company is most likely operating in the Sales, Customer service and Production areas 
of the chart above, and doing well. However, you need to establish an active base of 
customers that can allow you to focus on service rather than a need of a never-ending 
stream of new periodic customers.  
 
The need arises in the Business intelligence section. This is where the internal cultivation of 
your current clientele becomes your revenue driver. This allows the occasional addition of 
new clients to become the profit driver. 
 
E-commerce is typically the largest part of an organization's sales. A part of enhancing your 
business relations with current clientele is making sure you have an outward appearance, 
and online functionality that reassures them that you can handle larger or more frequent 
business at the height of professionalism. 
 
This is why The 80/20 Strategy focuses on your current clients whom have already shown 
that they can find your product, they like it, and are willing to buy again. Remember, it’s 
better to have 20 clients that love doing business with you than 100 that aren’t loyal. 
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Sales Multiplier: The 80/20 Strategy 
 
These are the steps that we will use to help you accomplish sales goals scale up 
your business: 
 
1. Organize your list of clients into categories 

based on how often they buy or how much 
they spend with you, whichever makes more 
sense for your company. Think about if your 
store makes its profit on volume sales or 
high-end occasional purchases. 
 

2. Determine how you want to reach out them. 
Based on your clientele think about which 
methods will be appropriate and effective. 
 

3. It remains a bit of a secret, but customers don't mind consistent communication if the 

message is relevant and especially if it is entertaining. Set up a monthly calendar for the 

next 3 months with a message set to go out at least every other week with a different 

offer or approach.  

 

4. Track your results from the first three months to determine which messages were the 
most effective based on response. 

 

Cost Comparison 

 

 

 Hiring a MKTG 

Manager/Specialist  

 

1 person @ $60,000 

 

+ benefits, travel, etc. 

 

 

 
If you do not have some of the 
types of information on your 
customers that the items to 
the left mention. We can talk 
about how to collect it. 

 

The P/T MKTG Team

 
Only pay for Service!  

• Project based or 

• Temporary retainer 


