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What 
Effective
Marketing 
Isn’t.

● Reactionary

● Random

● Run-Of-The-Mill
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Purposeful
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So
Now
What, 
Amy? 



The 
Marketing
Funnel



The 
Pipeline

Questions commonly asked about pipelines:

1. Is your pipeline full? 

1. How do you qualify the leads and prospects in 

your pipeline?

1. What are the opportunities in your pipeline?



Lead 
Qualifying 
Checklist
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Prospect 
Qualifying 
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Opportunity 
Qualifying 
Checklist
(sample)



Now
For 
The 
Marketing 



Scenario Strategic Goal

Grow organically to double the firm’s clients in three 

years.

Objective:

Through new client acquisition and client retention, 

reach 300 total clients by the end of 2026. 
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Work
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Should
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Put
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Purposeful
Persuasive
Personal



One 
Last 
Thought



Thank you!
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