Getting Business To Come To You 1

Getting Business To
Come To You

Downloaded from
To www.everybodystreet.com
by Chace & Hurley

Getting
Busi

Come To You

INTRODUCTION:
SHIFT FROM
CHASING TO
ATTRACTING

For many
entrepreneurs and
business owners, the
daily grind often feels
like an endless pursuit.
You spend hours cold-
calling, sending out
mass emails, running
ads that yield
diminishing returns,
and chasing down
leads who seem
perpetually

disinterested. This
traditional model of
"hunting" for clients is
not only exhausting

but can be financially
draining. What if there
was a better way?
Imagine a scenario
where potential clients
find you, where your
phone rings with
qualified leads who are
already convinced of
your value, and where
your marketing efforts
feel more like a gentle
pull than a desperate
push. This is the
essence of getting
business to come to
you.

This paradigm shift is
not about luck or
wishful thinking. It is a
deliberate, strategic
process built on value,
visibility, and trust.
Instead of interrupting
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people with your sales
pitch, you create an
ecosystem that
naturally attracts your
ideal customers. This
article will explore the
foundational principles
and actionable
strategies to transform
your business into a
magnet for
opportunities, allowing
you to build a more
sustainable, profitable,
and less stressful
enterprise. We will
move beyond basic
tactics and delve into
the mindset and
methods that turn your
brand into a
destination.

THE CORE
PRINCIPLE:
MAGNETIC
MARKETING VS.
OUTBOUND SALES

To truly master the art
of getting business
to come to you, you
must first understand

the fundamental
difference between
magnetic marketing
and traditional
outbound sales.
Outbound sales is the
act of reaching out to a
broad audience, often
with a generic
message, hoping to
convert a small
percentage into
customers. It is a
numbers game that
can feel intrusive and
often lacks
personalization.

Magnetic marketing,
on the other hand,
involves creating a
powerful brand
presence and offering
such immense upfront
value that your target
audience naturally
gravitates towards you.

Why
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Magnetic

Marketing

Wins

Magnetic marketing
aligns with how
modern consumers
make decisions.
Today's buyers are
incredibly informed.
They research online,
read reviews, and
consume content long
before ever speaking
to a salesperson. When
you position yourself
as a trusted authority
who freely shares
valuable insights, you
answer their questions
before they even ask.
This builds a pre-
existing relationship
based on gratitude and
perceived expertise.
When they are ready to
buy, you are the
obvious and trusted
choice. This approach

leads to higher
conversion rates,
better-quality clients,
and significantly lower
customer acquisition
costs over the long
term.

BUILDING A PILLAR
OF AUTHORITY:

CONTENT THAT
ATTRACTS
The single most

effective long-term
strategy for getting
business to come to
you is to become an
undeniable authority in
your niche. Authority is
not claimed; it is
demonstrated. The
primary vehicle for
demonstrating

authority is high-
quality, consistent
content. This is not
about blogging for the
sake of blogging. It is
about creating a library
of resources that
solves your customers'
most pressing



problems.

Developin

ga
Content
Strategy
That

Works

A successful content
strategy begins with
deep empathy for your
target audience. What
keeps them up at
night? What questions
do they ask
repeatedly? What are
their biggest
frustrations? Your
content should directly
address these points.
Consider a multi-

Articles: These
serve as the
cornerstone of
your online
presence. Write
comprehensive
guides that cover
topics from A to
Z. Use your
primary keyword,
"getting business
to come to you,"
naturally within
the context of
providing
actionable
advice.

Video Content:
Platforms like
YouTube are the
second largest
search engine.
Create videos
that walk
through complex
concepts,
perform
demonstrations,
or offer industry

format approach: commentary.
 In-Depth Blog V;dvsgr?ul:”ds a
Posts and P
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personal
connection.
Podcasts and
Audio: Tap into
the growing
market of
passive learners.
Hosting your own
podcast or being
a guest on others
allows you to
reach new
audiences and
showcase your
expertise in an
intimate,
conversational
format.

Lead Magnets:
Create premium
resources like
eBooks,
checklists,
templates, or
webinars. These
are offered in
exchange for a
visitor's contact
information,
allowing you to
build an engaged
email list of

people who have
already shown
interest in your
expertise.

When you consistently
produce content that
helps people without
asking for anything in
return, you build a
reservoir of goodwill.
Search engines begin
to see your site as a
valuable resource, and
people naturally share
your work. This is the
engine that drives
organic traffic and,
ultimately, inbound
leads.

LEVERAGING
STRATEGIC
PARTNERSHIPS
AND REFERRALS

No business operates
in a vacuum. One of
the most powerful and
often underutilized
strategies for getting
business to come to
you is building a



robust network of

strategic partners.
These are other
businesses or

professionals who
serve the same target
audience  but offer
complementary, non-
competing services. A
partnership creates a
win-win-win situation:
for you, your partner,
and the shared
customer.

How to
Build a
Referral
Engine

A referral is the highest
form of flattery and the
most trusted lead
source. To build a
system that generates
referrals automatically,

delivering an
exceptional client
experience that people
feel compelled to talk
about. Beyond this, be
proactive.

1. Identify
Complementar
y Businesses: If
you are a web
designer, partner
with copywriters,
SEO specialists,
and digital
marketers. If you
are a real estate
agent, partner
with mortgage
brokers, home
inspectors, and
interior
designers.

2. Provide Value
First: Do not ask
for a referral.
Instead, offer to
send business to
your partners.
When you
generously refer

you must first be
. customers to
referable. This means .
them, they will
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naturally want to
return the favor.
This builds a
relationship of
reciprocity.

. Create a
Formal
Partnership
Program:
Outline a clear
process for how
you and your
partners can
cross-refer.
Create a shared
document, hold
monthly check-in
calls, and track
the results. A
structured
system is more
sustainable than
hoping for
accidental
referrals.

. Ask Delighted
Clients:
Implement a
simple process
for asking happy
clients for
referrals at the

peak of their
satisfaction. A
well-timed email
or a personal
conversation
right after a
project is
successfully
completed can
yield fantastic

results.
Building these
relationships turns a
single client
transaction into an

ongoing stream of
high-quality, pre-sold
leads.

OPTIMIZING YOUR
DIGITAL

STOREFRONT FOR
INBOUND TRAFFIC

Your website is often
the first point of
contact for a potential
customer. If it is
cluttered, slow, or
confusing, you will
repel the very people
you are trying to



attract. To effectively
focus on getting
business to come to
you, your website
must be a user-
friendly, persuasive,
and search-engine-
optimized hub.

Key SEO
and UX
Principles

Search Engine
Optimization (SEO) is
the technical art of
making your content
discoverable. While
content is about
creating value, SEO is
about ensuring that
value is found. Focus
on these core areas:

e On-Page SEO:
Use your target
keyword, such as
"getting business
to come to you,"
in strategic

places like your
page title (H1),
meta description,
headings (H2,
H3), and
naturally within
the body text.
However,
prioritize
readability over
keyword density.
Technical SEO:
Ensure your
website loads
quickly on both
desktop and
mobile. Use a
clean, easy-to-
navigate site
structure. Make
sure your site is
secure (HTTPS).
These factors are
crucial for
ranking well on
Google.

User
Experience
(UX): Once a
visitor lands on
your site, can
they quickly
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understand what
you do? Is it
obvious what the
next step is? Use
clear calls to
action (CTAs).
Make your
contact
information easy
to find. A
confusing
website will
cause visitors to
bounce
immediately,
signaling to
Google that your
site is not
valuable.

When your website is
optimized for both
search engines and
human wusers, it
becomes a 24/7
salesperson that works
tirelessly to attract and
convert leads.

THE POWER OF
SOCIAL PROOF

AND COMMUNITY

People are heavily
influenced by the
actions and opinions of
others. This is the
principle of social
proof, and it is a
cornerstone of getting
business to come to
you. When potential
clients see that others
have had a positive,
transformative
experience with your
product or service,
their own trust and
confidence skyrocket.

Cultivatin
g and
Showcasi
ng Social
Proof

Social proof comes in
many forms. The most



common

are

testimonials and case
studies, but you can go
much deeper.

¢ Detailed Case

Studies: Go
beyond a simple
qguote. Create a
"before and
after" story that
outlines the
client's initial
problem, your
solution, and the
concrete results
you achieved.
Use data and
specific metrics
whenever
possible. This
demonstrates
your process and
proven results.
User-
Generated
Content:
Encourage your
customers to
share their
experiences on
social media.
Create a branded

10

hashtag and
feature their
posts on your
own channels.
This is authentic,
relatable, and far
more powerful
than any
advertisement
you could create.
Build a
Community:
Whether it is a
Facebook group,
a LinkedIn
community, or a
forum on your
website, create a
space where
your customers
and prospects
can interact with
each other and
with you. This
fosters a sense
of belonging and
positions you as
the leader of a
thriving tribe.
People want to
be part of a
successful

10
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community.

e Public
Speaking and
Events:
Speaking at
industry
conferences,
local business
events, or
hosting your own
workshops puts
you in front of a
captive
audience. Being
introduced as a
speaker instantly
grants you a
level of authority
that is hard to
achieve through
other means.

By actively collecting
and broadcasting these
social signals, you
prove your value
without having to
explicitly claim it. This
allows your reputation
to do the heavy lifting
of attracting new
clients.

MASTERING THE
RIGHT MINDSET
FOR INBOUND
SUCCESS

Shifting from an
outbound, hunting
mentality to an
inbound, attracting
mentality requires a
fundamental change in
perspective. This is
often the hardest part
of getting business
to come to you. It
requires patience,
consistency, and a
genuine desire to serve
others first.

Patience
and Long-
Term
Vision
Inbound marketing is

not a quick fix. It takes
time for search engines




to rank your content,
for your network to
grow, and for your
reputation to solidify.
You must be willing to
plant seeds today that
will not bear fruit for
months or even a year.
The temptation to
revert to desperate,
outbound tactics can
be strong during slow
periods. However,
businesses that stick
with a consistent,
value-first strategy
build a far more stable
and resilient
foundation in the long
run. This approach is
about building an
asset—your brand's
reputation—that
continues to generate
returns for years to
come.

Becoming

12

a
Generous
Expert

The magnetic approach
is based on generosity.
You give away your
best ideas, your
deepest insights, and
your most effective
strategies for free. The
logic seems
counterintuitive: why
would someone pay
you if you give away
everything? The truth
is, most people do not
have the time, will, or
expertise to implement
what you share. By

giving away the
"what," you
demonstrate your

value and create a
powerful desire for the
"how." You become the
trusted guide they
need to navigate the
journey. This generous

12
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positioning is what
truly makes business
come to you.

CONCLUSION:
YOUR JOURNEY TO
BECOMING A
MAGNET

The path to getting
business to come to
you is not a secret
trick or a hack. It is a
disciplined, strategic,
and deeply human
approach to building a
business. It begins with
a decision to stop
chasing and start
attracting. It involves
creating exceptional
value through content,
nurturing powerful
relationships based on
genuine reciprocity,
optimizing your digital
presence for ease and
discovery, and
showcasing the
success of the people

13

you have already
served.

This journey requires
you to shift from a
salesperson to a
problem-solver, from a
chaser to an authority,
and from a broadcaster
to a community
builder. While it takes
more effort upfront to
create the systems and
reputation that drive
this process, the payoff
is immense. You build
a business that is not
dependent on your
constant hustle. You
create a sustainable
source of high-quality,
pre-qualified leads.
More importantly, you
build a brand that
people trust, respect,
and want to do
business with. Stop
hunting. Start
attracting. The
business is waiting.



