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I’ve been in the business of growing businesses for over 25 years.

At the age of 23 I bought my first business, a small catering franchise, 
and doubled its turnover in the first year.

A few years later my family and I took control of the entire franchise 
group. I oversaw the rebranding and introduced new marketing 
and operations systems which resulted in rapid growth, over 70 
franchises, and being listed in BRW’s Top 100 Fastest Growing Private 
Companies for 3 consecutive years.

After a stint in radio where I ran the sales operations for 2 stations, 
I purchased a small Newcastle advertising agency which I soon 
rebranded as Sticky.

Since 2005 I have worked with hundreds of companies helping them 
grow through better advertising and marketing.

I’m on a constant search for more effective and efficient ways to 
deliver results, with a real focus on measurable growth whilst cutting 
through the usual marketing industry BS.

Hit List Marketing is the culmination of my years of experience. It’s the 
purest, most results-driven marketing my team and I have ever done.

Hi, I’m Craig Wilson.



A gloomy global economy 
means that business owners 
should be preparing for the 
worst and creating leaner 
plans for attracting new 
business. 

With that in mind, here is my 
7-Point Marketing Plan for 
Tough Times.



Minimise advertising wastage

If you can’t measure direct results 
from your advertising, you really 
should be questioning it’s value. 
Identify what is driving traffic, 
enquiries and sales and focus on 
making it as efficient as possible. 
Cut most of the rest. 
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Calculate lifetime value

One of the first exercises I do with 
my clients is get them to calculate 
the lifetime value of their customers. 
It provides perspective and context 
beyond monthly sales, allowing you 
to decide how much you are willing 
to invest in winning and retaining 
new customers.
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Generate and capture leads

Most advertisers make the fundamental 
mistake of spending most of their time and 
money trying to convince people to buy from 
them “now”. What they should be doing is 
trying to use their advertising to identify 
prospects and encouraging them to join their 
list. 

In tough times your biggest asset is the number 
of people on your database. People who have 
indicated they are somewhat “interested” in 
your industry or offering, but aren’t necessarily 
ready to buy today.
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Be disciplined about lead nurture

Capture leads then nurture them. 
Only a small percentage are ready 
to buy “now”. Your marketing needs 
to also allow for those who are more 
likely to buy “later”. 

And that requires a disciplined 
approach to lead nurturing. You 
need a way of getting in touch with 
people regularly, so that you are 
always on the top of their mind.
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Add value and build trust

People are more cautious in tough times, so you 
have to work harder to earn their trust before 
they will do business with you. 

You do that by educating and motivating them 
with valuable content. Newsletters, email drips 
and Facebook Groups are good ways to share 
your best information.

But don’t try to sell yet. By patiently and 
generously giving value to potential clients you 
will bring them eventually to the next step.
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 Make it as easy as possible to 
take the next step
Look at your offering and break 
it down into its parts. What is the 
usual first step in the relationship? 
How can you make it as easy as 
possible for someone to take that 
step without necessarily committing 
to the full relationship yet? If you do 
a good job with that step, they will 
be highly likely to commit to much 
more later.
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Develop a “Mafia Offer”

Can you create an offer that is 
too good to refuse? It might be a 
compelling guarantee. It could be an 
undeniably attractive incentive. It 
could be amazing payment terms. 
Take the time to see if you can make 
something that is too good to ignore. 
It might be the thing that sets you 
apart in tough times while your 
competitors are holding back.
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Your Invitation

Let’s face it, we are experiencing unprecedented turbulence 
and many businesses are going to struggle in the next year 
unless they adapt quickly to the times.

The ones who adapt could actually thrive.

Tough times call for big action….and I would like to help as 
many business owners as possible get through this with a 
marketing plan that not only works, but will help you come 
out in front.

For years now I have run Growth Marketing Accelerators for 
leading businesses around Australia to set-up dynamic lead 
generation and conversion campaigns. 

My Accelerator process is PERFECT for helping you adapt your 
message and marketing for the current business climate. And 
you can move quickly to get results.

My agency clients pay $9500+ for me to do this all for them.

One2One clients pay $2700 to do this online and talk to me 
weekly about their plan. 

But I want to make it as easy as possible for us to work 
together and help you win more business, so I have decided 
to open my whole program up to anyone for the cost of a cup 
of coffee per day. 



Join my Hit List Growth Club

Full lifetime access to my  
Online Accelerator program

Weekly Ask Me Anything group video calls  
(at least one per week, more if required)

Private Facebook Group access to share progress, 
wins, news and ask me more questions

Access to our exclusive Vacation Incentives 
program (for when travel recommences)

Access to my full agency team for any  
work you need.

And much much more...

I genuinely want to build a community of dynamic business 
owners who are determined to survive and thrive through 

the next 12 months.

I invite you to join us…..

See the full details



https://www.hitlist.marketing/rapid-growth-club/

