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Get Paid for Creativity and Strategy

Presented By: David Houston 

Hi, I’m David Houston

Every day I live and work by these six words. I 
believe that every person and organization has 
the opportunity to make a difference.

THINK BIG
NEVER SETTLE
MAKE A DIFFERENCEThank you for joining me today!
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THE AH-HA 
MOMENT

THE CLIENT 
MEETING

The Client
• Heading to a tradeshow
• We need marketing collateral
• Let’s order more giveaways

Me
• Tell me about the event?
• Who is attending from - - - ?
• Is anyone from your company presenting?
• What breakout sessions are you attending?
• Let’s set up your booth and practice
• How are you going to capture leads?
• How will they get entered into your CRM?
• What is a qualified lead?
• How many qualified leads will you need to pay for attending this event?
• How will you continue to prospect the people you talked to?

The Client
You sound like the business consultant we worked with last year.

Me
If you don’t mind me asking, what does a business consultant charge?

The Client
$45kIStock

ME: WTF? At that moment I decided that 
we need to charge for our 
strategy & creative ideas. 

• I attended marketing events like Inbound

• Spoke with agencies

• Read books

• Researched the web

• Created a service we could sell

• Developed a proposal and scope of work

• Started small

IStock
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WE SHOULD HAVE PARTNERED

TODAY WE CHARGE 10K PER MONTH

AND WE DON’T CHARGE ENOUGH

Distributors
• Quote
• Sell products
• Price sensitive

Agencies
• Propose solutions
• Sell value
• Recurring revenue source

STEP ONE:
ARE YOU A 
DISTRIBUTOR
OR AN AGENCY?
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Your Agency

• Do you have the expertise?

• Are you willing to put in the time?

• What would you specialize in?

• Should you partner with an agency?

• Do you have the revenue to scale?

SELF ASSESMENT

Your Goal

• Are you a lifestyle company?

• Do you want to scale and grow?

TIP

We waited too long to transition. If I had to start over, I would partner with an agency. They need us because we can sell.

RESOURCES

7 Steps to Transforming Into an Inbound Agency

You can’t teach an old dog new tricks.

But you can teach a good, old-school agency how to adapt to 

changes in the marketplace, and transform themselves into a sleek, 

high-performance inbound marketing machine. We know. We’ve 

seen it done time and again.

HubSpot

• You don’t know how to charge

• Clients don’t value your services

• You’re afraid of loosing the promo sale

STEP TWO:
WHAT IS 
PREVENTING YOU 
FROM CHARGING 
FOR SERVICES?
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Your Agency

• Develop your buyer personas

• Define your first niche

• Define pricing (step 3)

• Develop a proven process (step 4)

• Create a service landing page

• Give a price range of services

• Create a sales process

HOW TO GET STARTED

TIP

Your clients will gladly pay for your expertise. 

INCREASE YOUR AGENCY’S VALUE

Clearly state your value proposition

We enable organizations to learn, grow & 

succeed by supporting sales teams with 

marketing that works.

VS

We are a full service promotional product and 

marketing company.

Prove your effectiveness

You’re only as valuable as the ROI you produce. If 
your client is paying you to generate leads or brand 
awareness, you’d better be prepared to prove you are 
doing it.

Case Studies

RESOURCES

The Win Without Pitching Manifesto

Learn The 12 Proclamations of a Win Without Pitching 

firm and move from a firm that operates from the vendor 

position to one that behaves like the expert.

Blair Enns – The Win Without Pitching Manifesto



12/31/2018

6

• Will you charge by the hour?

• Charge by the project?

• Value-based pricing?

• Points-based pricing?

STEP THREE:
ESTABLISH COSTS 
AND SERVICES 
UPFRONT

There are three drivers of your agency’s costs:

1. Hours used to complete tasks – e.g. thinking, researching, planning, writing, designing, meeting, etc.)

2. Your overhead is all your costs over and above labor, e.g. rent, furniture and equipment, business insurance, utilities, etc.

3. Employee utilization rate (how productive your employees are). In other words, in an 8-hour day, how many hours, minutes, 

seconds are actually used to complete the tasks assigned for that time period? For agencies we’ve seen utilization rates as 

low as 42% and as high as 65%. You can learn how to calculate your agency's rate here.

AGENCY COST DRIVERS

WHAT ARE YOUR 
CORE SERVICES?

Agency Pricing and Financials Report 2016 - HubSpot
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RESOURCES

Raise Your Agency’s Margins with Value-Based Pricing 

Most agencies struggle to earn decent and consistent profit 

margins. More often than not, they also wrestle with pricing, which 

is at the root of the problem.

HubSpot

CONSISTENCY: Allows you to scale your business.

STEP FOUR:
DEVELOP A
PROVEN PROCESS

This is the secret ingredient in your organization. This means 

“systemizing” your business by identifying and documenting the core 

processes that define the way to run your business. You'll need to get 

everyone on the same page with what the essential procedural steps 

are, and then get everyone to follow them to create consistency and 

scalability in your organization.

Gino Wickman
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1. What is your secret sauce?
2. Define you service delivery
3. Document each part of your service
4. Train your team
5. Package it
6. Identify your sales process
7. Document your sales process
8. Everyone in your organization follows the process

DOCUMENT YOUR CORE PROCESS

OUR PROCESS

DISCOVER

PLAN

BUILD

LAUNCH

GROW

ADAPT

• Connect Call
• Discovery Meeting
• Presentation
• Agreement

OUR SALES PROCESS
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EXAMPLE AGREEMENT

“I was thoroughly impressed at the response I had at the latest show I attended 

at the Sheraton this past week. I usually attend several events a year, and I 

have never had people identify with my booth...very impressive!”

FireProTec
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1. Are you a distributor or an agency?

2. What is preventing you from charging for services?

3. Establish costs and services upfront.

4. Develop a proven process.

RECAP

Thank You!

David Houston

President, Delta Marketing Group 

david@GoDelta.com 

LinkedIn.com/in/davidmhouston


