
© Pelatis Online Ltd 2019 1 of 21

Selling 
Refrigerators 

to Eskimos
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�:�R�X�O�G�Q�¶�W���L�W���E�H���E�U�L�O�O�L�D�Q�W��
if people just came to 
your shop and bought 
your stuff!
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The Sales Funnel
�‡ How do you get people to your shop?

�‡ Those who:

�Î Know what it is and want it

�Î �.�Q�R�Z���Z�K�D�W���L�W���L�V���E�X�W���G�R�Q�¶�W���N�Q�R�Z���W�K�H�\���Z�D�Q�W���L�W

�Î �:�D�Q�W���W�R���L�W���E�X�W���G�R�Q�¶�W���N�Q�R�Z���Z�K�D�W���L�W���L�V���F�D�O�O�H�G

�Î Do not know they want it
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Why make it hard?
�‡Start with those who want to buy

�‡Work on those who know about it

�‡�(�G�X�F�D�W�H���W�K�R�V�H���Z�K�R���G�R�Q�¶�W���N�Q�R�Z���D�E�R�X�W���L�W����
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6

Customer Focus

Marriott Hotel
Bed for the night?
Meals/Drinks/Leisure

�$���J�R�R�G���Q�L�J�K�W�¶�V���V�O�H�H�S��
Luxury/status

D. Lloyd

P & G 
(Proctor & 
Gamble)

Starbucks

Gym & 
sports 

facilities

Fairy 
Liquid

Clean Dishes

Subscriptions
Food and drinks
Clothes etc

Café
Coffee, cakes, 
overpriced toasted 
sandwiches

A rest, a meeting place,
social contact, 
Lifestyle/status

Healthy body
Identity, Social 
interaction

Soft Hands
Lifestyle (soft focus 
world, perfect children)

Name Business What do they SELL What/Why do customers BUY
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The product
�‡What do you sell?

�‡What do your customers buy?
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Segment
�‡List customer types (segments)

�‡Research (for each segment)

�Î Experience, expertise, education, profession

�Î Emotions, values, lifestyle

�Î Social and cultural environments

�Î Technology or web use

�Î Demographics: age, gender, socioeconomic etc
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Personas
�‡Develop and author a persona

�‡Include keywords

�‡Include the task of the customer

�‡Look at objections �± develop responses

�‡Document and pass to all involved 
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About your customers
�‡More than the demographic

�‡Technology 

�‡Family

�‡Connections

�‡Interests and hobbies

�‡Work

�‡Triggers
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Personas 
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Path to task completion
�‡How do they get to the shop?

�‡Touchpoints

�‡Information scent

�‡Task completion
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Q&A
�‡Twitter @NigelTPacker

�‡nigel@pelatisonline.co.uk

�‡07989300264

�‡LinkedIn


