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Marketing Ball - The Game of Marketing 
 
 
Marketing is a game. The purpose of the game is to turn strangers into 
prospects, buyers, and clients. Marketing Ball is a model to help you 
understand this game and play it effectively. (See the Marketing Ball 
diagram, next page.) 
 
Marketing Ball starts in the “Locker Room.” This is where you develop 
your Core Marketing Message that lets your prospect know who you work 
with, what issues and challenges you address, and the solutions and 
outcomes you deliver. We will cover your marketing message in Fast Track 
step 4. 
 
Once you have your marketing message developed, you get to 
play and step up to Home Plate. Every prospect you have a connection 
with is a new “chance at bat.” When you make this connection, you have the 
opportunity to communicate your Core Marketing Message. If you do it well, 
you generate attention and interest.  
 
When someone is interested in your message, you’re on First 
Base. They’re not a buyer yet; they may not even be too enthusiastic about 
what you’re offering, but at least you have their attention. At this point, a 
prospect is open (at least to some degree), to knowing more about your 
services. (More on how to accomplish this in Steps 3 & 4.) 
 
Once you’re on First Base, you want to get to Second Base. You 
know you’re on Second Base when the prospect is willing to explore working 
with you. This usually takes the form of a meeting of some kind. And the way 
you get onto Second Base is by developing Familiarity and providing the right 
Marketing Information.  
 
Now that you’re on Second Base, your goal is to make it to Third 
Base. The journey from Second to Third is the sales process. And when 
you’re on third, the prospect is ready to buy. They want to work with you. 
You’re almost home. Just one more base before the client is actually secured.  
 
From Third Base, your aim is to get back to Home Plate and score 
a run (a new client). This step is a matter of agreeing to terms, signing a 
proposal or contract and getting your first payment. Sometimes this takes a 
long time and a lot of work. Often it happens immediately after you get to 
Third (depending on many factors such as the size of the contract, the kind 
of service you offer, etc.). 
 
When you play Marketing Ball, you know exactly where every 
prospect is and what you need to do to move them to the next base. 
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Steps in the Marketing Conversation 
 
 
A Marketing Conversation is when you engage someone in a 
discussion about your business. Let’s go through the different stages 
of the Marketing Conversation.    
 
1. Audio Logo –The Audio Logo is a conversation starter and a tool to 
generate attention and interest. An Audio Logo gets you on First Base. But 
you don’t want to follow an Audio Logo with a long conversation all about 
you and your business. Instead, you want to engage the person in a 
conversation that will help you determine if they are a real prospect or not.  
 
 
 

2. Questions – What will you ask the prospect to know if they are 
qualified to be a client and purchase your services? The more you know 
about the prospect, the better you can determine if they are indeed an 
ideal client for you. You won’t learn this if you are dong all the talking.  
 
 
 
3. Answers - What are the answers to the typical questions a prospect 
asks you about your business and services? What are the follow-up 
questions to ask the prospect? If your prospect asks you questions, you 
need to answer concisely and then turn the conversation back to the 
prospect by asking more questions.  
 
 
 

4. Call-to-Action – If you get a sense through this conversation that you 
are speaking to a qualified prospect, you need to set up an opportunity for 
follow-up. One of the best ways is to offer an article or other information 
related to your services. Then you can make a request to follow-up, 
usually by phone to explore further.  
 
 
 
5. Follow-up – A call to explore what the next steps might be, including 
setting an appointment for a selling conversation. Making follow-up calls is 
one of the biggest fears of Independent Professionals. We don’t follow-up 
because we assume if they were interested they would follow up and we’re 
worried that if we make the follow-up we’ll be seen as pushy and may be 
rejected. The truth is, this is usually not the case. You are not selling yet, 
just exploring the possibilities with this next step.  
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Action Plan Marketing 
 
To learn more about Action Plan Marketing, go here for free reports, 
articles, scorecard, audios and eZine.  
 
http://www.actionplan.com  
 
Action Plan Marking Club 
 
This is a membership club that includes the complete Fast Track to 
More Clients Program, Marketing Expert Interviews, and monthly 
Coaching Calls. You can learn about the Club at the link below: 
 
http://www.actionplan.com/actionplanclub.html 
 
 
Robert Middleton 
 

 

 
Robert Middleton has been working with self-employed professionals, 
such as coaches, consultants, trainers and speakers since 1984. He is 
the author of the InfoGuru Marketing Manual and the Web Site ToolKit. 
He’s been publishing the weekly More Clients eZine since 1997.  
 
Robert Lives in Boulder Creek California, in the Santa Cruz mountains 
with his wife of 13 years, Saroj. 
 
 
 


