
  



What Is A High-Quality Customer? 
 

How do you define the perfect customer? I think the answer varies for 
everyone – it depends on how your business runs and how you as a 
business owner like to spend your time. 
 
For me, there are a few checkboxes “perfect” clients will always tick: 
 

• Someone that gives you repeat business 

• Someone that understands the value of your product/service 

• Someone who is willing to give a review/send a referral 

• Someone that respects your time  
 
Working with bad clients is just as bad as having no clients. At a certain 
point, the money you’re getting isn’t worth your time or the mental drain. 
Clients that expect near instant delivery, that bombard you with questions, 
or don’t respect your time aren’t worth it in the long run. 
 
Don’t get me wrong – as business owners, we’re here to serve. With that in 
mind, the people you choose to serve will directly impact the experiences 
you have with your customers. 
 
This eBook looks at 10 different techniques you can use to get higher 
quality customers. 
 
The world is like a pyramid of people struggling with one another. You don't 

have the choice of whether or not to join in the struggle, but you can 
choose where to fight. Don't fight your battle at the bottom of the pyramid. It 
is much too crowded down there. It is easier near the top. -  Chin-Ning Chu 



Set Up A Referral System 
  
Asking for referrals is obvious, but so few businesses do it. Even fewer do it 
properly. 
  
One of the best ways to get referrals is to incentivize people to actively find 
referrals for your company. Significant rewards for the people who bring 
you new business will pay for themselves in the long term. 
  
2015 data from Texas Tech found 83% of satisfied customers are willing to 
refer a product or service, but only 29% actually do. The difference lies in 
1) actually asking for referrals and 2) providing incentives your clients can’t 
ignore. 
 
Creating a referral program will give you an edge on your competitors. Data 
from the Wharton School of Business showed that only 30% of companies 
surveyed had a formalized referral program.  
 
Referral leads convert 30% better than leads generated from other 
marketing channels.  
 
Customers that come from referrals also have a 16% higher customer 
lifetime value.  
 

How can you make it worthwhile for your customers to give you a 
recommendation? 

 

Extra Reading: 
 

https://www.buyapowa.com/blog/state-referral-marketing-2017-infographic/ 
 

 

 

 

 

 

 

  

 

https://web.archive.org/web/20170613231101/https:/today.ttu.edu/posts/2015/04/why-referral-marketing-works
https://knowledge.wharton.upenn.edu/article/turning-social-capital-into-economic-capital-straight-talk-about-word-of-mouth-marketing/
https://knowledge.wharton.upenn.edu/article/turning-social-capital-into-economic-capital-straight-talk-about-word-of-mouth-marketing/
https://openviewpartners.com/blog/b2b-sales-stats/#.XpjyppbQjfZ
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https://knowledge.wharton.upenn.edu/article/turning-social-capital-into-economic-capital-straight-talk-about-word-of-mouth-marketing/
https://knowledge.wharton.upenn.edu/article/turning-social-capital-into-economic-capital-straight-talk-about-word-of-mouth-marketing/
https://www.buyapowa.com/blog/state-referral-marketing-2017-infographic/


Educate Your Customers 
 
2013 data from the Aberdeen Group found that “annual growth in unique 
site traffic is 7.8x higher for content marketing leaders compared to 
followers (19.7% vs 2.5%).” 
 
Business owners that take the initiative to produce their own high-quality 
content reap the rewards of owning a piece of digital real estate that 
attracts new people daily - for free! 
 
People that take the time to read or watch your content and actually take 
action on it are the type of people you want as customers.  
 
Find ways to help the people you see as your ideal customers. Show them 
through content that your brand and products are committed to making 
their lives better.  
 
In 2012, Dragon Search Marketing found that “61% of consumers are 
influenced by custom content.” Content that directly addresses the things 
that bother your customers will build trust and relationships. 
 
Through educating your ideal customers, you can help them see the true 
value of your products.  
 
Customers that don’t know what they want or worse, don’t understand what 
they’re really getting are a drain on your resources. This is why 45% of high 
performing companies surveyed by Adobe and Econsultancy in 2018 cite 
content and experience management as their top strategic priority. People 
that value your time and service are more likely to be repeat buyers and 
willing to give you a referral. 
 

 

 

 

 

 

 

 

 

https://kapost.com/b/content-marketing-stats/
https://www.dragon360.com/blog/digital-content-marketing-strategy/
https://www.adobe.com/content/dam/acom/en/modal-offers/pdfs/0060629.en.aec.whitepaper.econsultancy-2018-digital-trends-US.pdf


Take Advantage Of Direct Mail 
 
Direct mail continues to be an underrated marketing technique. Many 
people simply dismiss direct mail as a thing of the past, but that couldn't be 
further from the truth. 
 
The DMA Response Rate Report found that the household list response 
rate was 9% in 2018. Research released in 2008 by the United States 
Postal Service found that 60% of catalogue recipients visit the website of 
the company that mailed them the catalogue. 
  
Many customers enjoy direct mail because it lets them interact with 
companies on their schedule. As mentioned earlier, you need to make 
multiple points of contact when nurturing your customers. Direct mail is an 
excellent option, especially if you have high ticket services.  

 

 
Image source: https://www.business2community.com/marketing/what-are-cmos-most-important-

media-channels-02243882  

https://www.smallbizgenius.net/by-the-numbers/direct-mail-statistics/#gref
https://www.usps.com/business/pdf/FY08_DM%20Onl_Sales%20WP.pdf
https://www.business2community.com/marketing/what-are-cmos-most-important-media-channels-02243882
https://www.business2community.com/marketing/what-are-cmos-most-important-media-channels-02243882


Participate In Their Conversations 
  

Again, being directly helpful to your customers is a great way to build 
relationships that result in quality customers. Social media and niche 
forums make it easy to participate in the conversations your customers are 
having. This is a perfect chance to be helpful and build trust. 
  
Mohan Sawhney, clinical professor of marketing and McCormick 
Foundation Chair of Technology at the Kellogg School, noted 
that “Engagement marketing means leading with content, not products, 
essentially, you’re offering customers value in exchange for their attention.” 
  
Twitter is a great place to be helpful not just to your customers, but also to 
the thought leaders that they follow. A good reply to one of the popular 
accounts in your niche can get you a re-tweet that can prove invaluable. 
High-quality replies will get re-tweeted, which is a new and powerful form of 
social proof. 
  
When participating in these conversations, don't make the mistake of 
shoving your content in people's faces. You should only interject if your 
reply is genuinely helpful or if it moves the conversation forward. 
  
2019 data form Trustpulse found that users browsing on mobile are 127% 
more likely to make a purchase decision than those browsing on a desktop. 
Additionally, 93.3% of users say they plan to purchase from a business 
they’re following on Twitter. 
 
These same concepts apply to other social networks. 
  

Other Places To Participate In Customer Conversations: 
 

• Quora 
• Forums specific to your niche 
• Blog or video comment sections 
  

  

  

  

 

https://insight.kellogg.northwestern.edu/article/five-ways-to-authentically-engage-your-customers
https://insight.kellogg.northwestern.edu/article/five-ways-to-authentically-engage-your-customers
https://insight.kellogg.northwestern.edu/article/five-ways-to-authentically-engage-your-customers
https://trustpulse.com/social-proof-statistics/


Raise Prices 
 

Don’t be afraid to raise your prices. 
 
Low prices reek of desperation, something you never want high-quality 
clients to smell on you. Prices below your worth also attract the types of 
customers you want nothing to do with. 
 
2014 data from Gartner Research found that 64% of people find customer 
experience more important than price. When you raise your prices, you 
give your company the chance to be different in terms of the quality of your 
service, products and the experience people have with your brand. 
 
You may just need to reframe your prices. It’s easier to for your customers 
to see the value in a $50 per month subscription compared to asking them 
for $600 for the year. How can you reframe your products in a way that’s 
more attractive to your customers? 
 
Another technique you can use is connecting your prices with time. How 
much time, energy, and resources will your products save? If you can 
clearly communicate this, people will see the value in your services, even if 
they are cheaper options available.  
 
“The concept of time evokes a personal connection with a product in terms 

of the experience the consumer gains while using it.” - Jennifer Aaker, 
professor of marketing at Stanford University’s Graduate School of 

Business 
 

Extra Reading: 
 

• “Pricing Is Your Best Shot at Growing 25% Faster” - 
https://openviewpartners.com/blog/the-unspoken-impact-of-pricing-
changes/#.XpkXcpbQjfY 

• “Higher Prices Attract Better Clients” - 
https://www.entrepreneur.com/article/297773 

 

 

 

 

 

https://www.helpscout.com/75-customer-service-facts-quotes-statistics/
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Go To Them 
 

Don't waste time yelling into the void. 
 
For many people, it's hard to see how you can go from point A to B when 
you're staring at a blank word document and an empty analytics sheet. 
 
If you’re spending time, money, and energy on producing content, you 
need to make sure people see it.  
 
Yes, your blog needs a few posts to start out. But it's a mistake to spend all 
your time and effort posting content on a blog, Twitter account, Facebook 
profile etc. that no one is reading. 
 
2019 data from Tomson found influencer marketing to be one of the 
fastest-growing and most efficient forms of marketing. Not only does 
influencer marketing get more eyes on your brand, but it also acts as a 
form of social proof. If you combine influencer marketing with solving 
problems your customers have, the connection becomes hard to ignore. 
 
When you're starting out, you need to use forums, Q & A sites, blogs, and 
social media to your advantage to create momentum.  
 
Data from a 2015 report from Demand Gen found that 38% of businesses 
that engaged in nurturing also experienced a 20% or greater increase in 
sales opportunities from nurtured leads versus non-nurtured. Another 21% 
reported a 10% increase in sales opportunities.  
  
51% of the participating companies in the study had a minimum of 5 
planned points of contact in their nurturing funnel. Take the time to find 
where your customers are and make custom content for each platform. 
Studying the places your ideal customers hang out online will help you 
understand them better. 
 

 

  

  

 

 

 

http://tomoson.com/blog/influencer-marketing-study/
https://www.demandgenreport.com/resources/reports/2015-lead-nurturing-benchmark-study-aligning-nurture-programs-to-the-buyer-s-journey


 

Use Testimonials  
  

If you have them, testimonials are an excellent form of social proof you can 
use to get high-quality customers. Almost everyone reads online reviews 
before making a purchase. Testimonials let people know they can trust 
your company, and they clue them into the experience they can expect 
from your team. 
  
Testimonials are a big part of building trust with high-quality customers. In 
2014, DemandGen found 97% of B2B buyers say that user-generated 
content such as peer reviews is more credible than other types of content.  
  
In 2020, using video reviews is a smart way to enhance your testimonials. 
Putting a face to a review of your company helps humanize your service. 
Video testimonials are more impactful and are easily sharable on social 
media. 
 

Testimonial Stats: 
 

• 10 or more reviews can increase in search traffic 
• 92% of customers read online reviews before buying 
• 72% of consumers say positive testimonials and reviews increase their 

trust in a business 
• 88% of consumers trust online testimonials and reviews as much as 

recommendations from friends or family 
Source: https://www.bigcommerce.com/blog/customer-testimonials/  

 
 
 
 
 
  

https://www.demandgenreport.com/industry-topics/content-strategies/2746-b2b-content-preferences-survey-buyers-want-short-visual-mobile-optimized-content.html
https://www.demandgenreport.com/industry-topics/content-strategies/2746-b2b-content-preferences-survey-buyers-want-short-visual-mobile-optimized-content.html
https://www.bigcommerce.com/blog/customer-testimonials/
https://www.business2community.com/marketing/use-testimonials-recommendations-legally-01548776


Cold Outreach 
  

Cold outreach is an excellent way to reach out to the exact clients you 
want. 
  
Remember, you need to contact potential clients 5-7 times before you can 
expect them to buy. In addition to your content and social media efforts, 
cold email or phone outreach gives you another avenue to connect with 

customers.  
 
To make cold outreach work, you need to follow up. Data from Copper 
Chronicles noted that 70% of salespeople give up if they don’t get an 
answer from the first email. If you’re willing to follow up, you have a huge 
edge on the majority of salespeople. 
 
To further highlight the importance of following up, A study from Sidetrade 
found that only 18% of first emails received a response, but 27% of the 6th 
emails sent got a response. Cold outreach is great for targeting clients 
perfect for your business, and if you’re willing to follow up, you’ll have an 
edge on other companies trying to get their business.  

 
Image Source: https://www.iko-system.com/blog/sales-emails/sales-email-stats-what-are-the-

response-rates-in-the-uk/# 

  

https://www.copper.com/blog/sales-email-statistics
https://www.copper.com/blog/sales-email-statistics
https://www.iko-system.com/blog/sales-emails/sales-email-stats-what-are-the-response-rates-in-the-uk/
https://www.iko-system.com/blog/sales-emails/sales-email-stats-what-are-the-response-rates-in-the-uk/
https://www.iko-system.com/blog/sales-emails/sales-email-stats-what-are-the-response-rates-in-the-uk/
https://www.iko-system.com/blog/sales-emails/sales-email-stats-what-are-the-response-rates-in-the-uk/


Leverage Your Competition 
  
Don’t make the mistake of looking at your competition as your enemy. Even 
if you sell the same products, you’re all forced to share the same traffic.  
 
Learn from your competitors: you can study their link profile to build links 
from similar sources, you can also leverage their social media followings for 
exposure to their audience. You can use popular blog comment sections to 
get known in your field. 
 
Guest blogs will fail when you treat them like ads. The investment with 
guest blogging is upfront, and the rewards are long term. Guest blogging 
allows you to benefit from the momentum your competitors already have 
going. 
 
Guest blogging should be a win-win situation. Either you pay a fee for the 
post or your content must meet certain requirements as outlined by the site. 
In return, you get more eyes on your brand, a link back to your site, and a 
quick influx of traffic. 
 
The same thought process applies to influencer marketing. Paying large 
Facebook and Instagram pages to link to your content is an amazing way 
to build momentum. Going back to the 2019 data from Tomoson, 
businesses are making $6.50 for each $1 spent on influencer marketing.  
 
Guest blogging and influencer marketing work so well because of the social 
proof you receive from associating with an established brand. Working with 
your competition through guest posts and influencer marketing brings high-
quality traffic to your website, which results in better customers.  
  

 

  

  

  

  

 

 
 

http://tomoson.com/blog/influencer-marketing-study/


Donate Your Time 
 
Donating your time is an excellent way to exhibit a standard that attracts 
high-quality customers.  
 
Find causes that are important to you personally and look for ways your 
company can get involved. Contributing with your time in-person is 
something business owners at any level can do, regardless of marketing 
budget. Donating your time will build goodwill that will benefit your business 
in the long-term. 
  
Another way you can donate your time is by educating your ideal 
customers. Webinars, online training sessions, and live streams are 

excellent ways to engage with your ideal customers in real-time.   
Doing a live stream about solving a problem your customers deal with 
doesn’t require anything other than your time. Develop answers to the 
questions your ideal customers have and use webinars, training, or live 
streams to keep them engaged.  
 
How many of your competitors can keep their audience engaged for over 
an hour at a time? This is why 73% of B2B marketers and sales leaders 
say a webinar is the best way to generate high-quality leads.  

 

https://assets.cdngetgo.com/e7/73/cbeb606b4f9295747b31e0442f24/gotowebinar-2017-big-book-of-webinar-stats.pdf
https://assets.cdngetgo.com/e7/73/cbeb606b4f9295747b31e0442f24/gotowebinar-2017-big-book-of-webinar-stats.pdf
https://doneforyou.com/guide-to-better-webinars/


END 
  

Thank you for reading 10 Ways You Can Attract High Quality Customers! I 
hope you can implement at least 1 of these tips into your current business 
strategy. I appreciate you taking the time to download & read this 
document. 
 
For more information you can use to enhance your business check out 
these articles:  
     
 

 

 

 
 

 

 

 

 

https://tacenti.com/blogs/news/how-to-build-relationships-with-customers-using-content
https://tacenti.com/blogs/news/product-description-4-techniques-to-write-one-that-converts


 

 

 
  

https://tacenti.com/blogs/news/how-should-a-small-ecommerce-store-deal-with-bad-reviews
https://tacenti.com/blogs/news/can-regular-ecommerce-stores-create-the-same-excitement-as-professional-sports
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