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How the Three Amigos Opened Up All Kinds of Opportunity to Grow WriterAccess,
and Make the Inc. 5000 List.




Unlike most of our competition, WriterAccess is not VC funded, stacked with
staff or stuffed with big marketing budgets typically required to make the list.




To achieve our goals, we needed a fresh strategy to grow the business and
| capture market share.
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Step One: We joined the content marketing revolution and begin published a steady
stream of informational guides, monthly webinars and information content.
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Step TWO: To support the flood of inbound leads and sign ups, we hired
sales reps to help onboard customers to the platform and workflow.
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But we told our sales reps to STOP SELLING, and start asking questions and
LISTENING to customers wants and needs with content and the platform.
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Step Three: we analyzed customers’ “uncertainty” when hiring writers in the
platform, trying to understand resistance and how to ease the pain.




We learned that to ease the pain of uncertainty, customers needed to deeply
understand our value proposition:
Great Content
Fanatical Support
Not Delighted? Don’t Pay!
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12 Strategies to Grow Your Business Organically and Make the Inc. 5000 List
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Strategy 1
Common Sense needs to be more than common, treating customers fairly by “doing
the right thing” at the right time and the “write” place.
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Strategy 2
Empowering customer service reps
with the feeling that each of them

single handedly represents the
brand.

ff Smart and Randy Street



Strategy 3
Understand that customers
come in all shapes and sizes.
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Strategy 4
Manage customer touches using advanced technology, methodology and mapology.




Strategy 5
Wow customers with surprise: The essential element for success.

PROFESSIONAL WRITING
WHAT TO EXPECT WHEN YOU PAY MORE

A guide to help buyers and sellers of writing services.
get on the same page with quality and price.

Byron White | Founder WriterAccess.




Strategy 6
Find Your Brand’s LoveMark!




Strategy 7
Create confidence to earn trust.

1.) Call when you say you will.

2.) Always do what you say you’re going to do.

3.) Don’t blame others (or customers) for mistakes.
4.) Be accountable.

5.) Be polite. Say thank you and please.

6.) Take ownership.

7.) Under promise. Over deliver.

8.) We don’t me.




Strategy 8
Analyze the steps of engagement and apply creativity.

-
Resource: Shep ‘The Amazing Revolution, The Cult of the

ts of Magic and The Loyal Customer.
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Strategy 10
Master the art of recovery.

1.) Fix what needs to be fixed.

2.) Do it with the right attitude.

3.) Act with a sense of urgency.

4.) Thank your customers for the opportunity.




Strategy 11
Understand what motivate amazingness.

> Ariely, Ted Talk, What




Strategy 12
Remove the guesswork with customer satisfaction.
..
Fred Reichheld and Rob

Source: Tf :



Conclusion: Loyal Customers are the secret to accelerating business growth,
decreasing user acquisition cost and making the Inc. 5000 list.




WriterAccess.com/ContentRo

Downl
: v -l !"

| ad My Books
. J.» .'.1“, JI S l

N, % j

P

PROFESSIONAL WRITING
SKILL AND PRICE GUIDE

A GUIDE ON WHAT TO EXPECT WHEN
YOU PAY MORE FOR WRITING
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