Directions:
1. Call all leads that download the SMART Goals Template offer
2. Take a look at what they submitted for their marketing goal on the form submission. Use this info to think about:
a. Is it a SMART goal (i.e. specific, measurable, attainable, relevant, time-bound)? If not, what recommendation would you suggest in order to make it SMART?
b. How can inbound marketing help achieve this goal?
c. What are some things that your prospect should be focusing on to achieve this goal?
3. The goal of this call is to qualify the prospect and get buy in to schedule another call for an Inbound Marketing Assessment.
4. Throughout the call, you should learn more about the company’s marketing and business goals, and assess if they’re a fit for inbound marketing by asking some of the key questions outlined below.
 
Use some of these questions to guide the conversation:
1. How did you come up with your marketing goal? Does it impact a bottom-line goal for your business?
2. What are some of the marketing strategies you have lined up for the next quarter to hit this goal?
3. What happens if you don’t achieve your marketing goal? (use this question to focus on the implications of not investing in an inbound marketing strategy!)
4. Who else is a stakeholder in this marketing goal? How are they contributing to ensure the goal is met?
 
 

