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About the Author
 Media WizardzMedia Wizardz is an inbound marketing agency inspiring business
 to re imagine the way marketing is done through our marketingquantification process, consistency and on-going education.
 - Inbound brand development
 - Inbound marketing planning, designing, launching and executing
 - Inbound delivery system to build advocates
 - Inbound resources
 Request AssessmentPlans and Pricing
 Michael Korolishin is a Marketing Consultant with Media Wizardz, helping companies both big and small grow their business through effective application of innovative and efficient processes. Obsessed with anything rugby, good design and innovative thinking, Michael aims to bring a diverse educational background to the forefront of his work.
 http://www.mediawizardz.com/free-inbound-marketing-assessment-1
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 What is Churn?
 Churn is the number of customers lost to a business over a given period of time.
 Churn is the mortal enemy of just about every business out there, especially subscription-based services. Customers “churning” means that they are no longer a part of your subscription pool. Smaller subscription pools means smaller revenue streams, and smaller revenues streams means your company is shrinking.
 Learning to manage and prevent churn can be the difference between a flourishing business and a floundering one. Now, before we begin discussing how you can apply the methodology of Inbound Marketing to reduce your churn rate, let’s talk about how you can calculate your own churn rate to begin with.
 http://www.facebook.com/share.php?u=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
 https://twitter.com/intent/tweet?original_referer=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate&url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate&source=tweetbutton&text=Learn to Conquer Your Customer Churn Rate with This Powerful E-Book via @Mediawizardz
 https://twitter.com/intent/tweet?original_referer=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate&url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate&source=tweetbutton&text=Learn to Conquer Your Customer Churn Rate with This Powerful E-Book
 http://www.linkedin.com/shareArticle?mini=true&url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
 http://www.linkedin.com/shareArticle?mini=true&url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
 https://plus.google.com/share?url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
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 How Do I Calculate My Churn Rate?So, let’s say that your company just registered their 100th customer at the start of this month. Congratulations! Bad news though, you also lost 6 subscribers during this past month. The churn rate for your company would look as so:
 6 Subscribers Lost100 Starting Subscribers
 6 % Churn =
 While taking the number of customers lost divided by the number of customers at the start of the month may be the most common way to calculate churn, other
 formulations work as well. For example, some businesses base their churn rate off of subscribers at the end of the month as opposed to the start. Choosing the most appropriate model for your business is im-perative.
 So, we’ve gone over how to calculate your churn rate. Now let’s step back and review why tracking your customer churn rate is so important to the health and viability of your business.
 http://www.facebook.com/share.php?u=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
 https://twitter.com/intent/tweet?original_referer=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate&url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate&source=tweetbutton&text=Learn to Conquer Your Customer Churn Rate with This Powerful E-Book via @Mediawizardz
 https://twitter.com/intent/tweet?original_referer=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate&url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate&source=tweetbutton&text=Learn to Conquer Your Customer Churn Rate with This Powerful E-Book
 http://www.linkedin.com/shareArticle?mini=true&url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
 http://www.linkedin.com/shareArticle?mini=true&url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
 https://plus.google.com/share?url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
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 Why You Need to Track Your Churn RateCalculating and tracking churn rate is absolutely essential to any business. It facilitates better management of the bottom line as well as a stronger engagement of your customer base. Having a portfolio of ongoing contracts means that these customers must be kept happy, so that they keep paying you. Mismanaged churn can rapidly kill off a thriving business.
 If your business has a churn rate of 10% you will actually lose money even with 10% growth because of the cash sunk into marketing and the cost of customer acquisition.
 Major Reasons to Track Churn:
 Churn rate is necessary to calculate your customer lifetime value Churn rate directly impacts the ability of your business to grow
 Tracking churn gives you an indication of the benefit, or lack there-of, of any actions you may take regarding your business
 Here are some helpful articles on our blog
 http://www.facebook.com/share.php?u=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
 https://twitter.com/intent/tweet?original_referer=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate&url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate&source=tweetbutton&text=Learn to Conquer Your Customer Churn Rate with This Powerful E-Book via @Mediawizardz
 https://twitter.com/intent/tweet?original_referer=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate&url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate&source=tweetbutton&text=Learn to Conquer Your Customer Churn Rate with This Powerful E-Book
 http://www.linkedin.com/shareArticle?mini=true&url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
 http://www.linkedin.com/shareArticle?mini=true&url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
 https://plus.google.com/share?url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
 http://www.mediawizardz.com/blog
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 The Inbound PhilosophyThe core tenet of the Inbound Marketing philosophy is en-suring a near-cosmic alignment between your business ac-tions and your customers’ needs. Inbound works to facili-tate a more cohesive dialogue between your company, your prospects, your leads, and your customers. When a compa-ny and their customers find themselves reading from the same page, business suddenly becomes a very pleasurable experience.
 Things used to work this way… A marketer blasts messages, hoping to connect with a consumer. Sales then follows up with this lead, hoping they are able to solve the needs of the person indicated in the initial message blast. As this strategy is very much akin to throwing things at a wall and seeing what sticks, it very rarely ends in both the marketer and poten-tial lead being on the same page. Television advertisements are skipped, billboards are ignored, magazine ads are simply an annoyance - you know what I mean.
 Execution of an Inbound Marketing plan built around the inbound philoso-phy allows you to create sales that people actually want to see. The entire focus on Inbound Marketing is placed on drawing in and engaging people who are already searching for information on your industry or your prod-uct/service.
 Rather than just throwing money at the issue, a well-designed Inbound Mar-keting plan lets you connect with customers who are already interested in what you have to sell them. This connection between marketing and your prospects allows for a more organic and fulfilling business experience for all parties involved
 Use this
 To achieve this
 http://www.facebook.com/share.php?u=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
 https://twitter.com/intent/tweet?original_referer=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate&url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate&source=tweetbutton&text=Learn to Conquer Your Customer Churn Rate with This Powerful E-Book via @Mediawizardz
 https://twitter.com/intent/tweet?original_referer=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate&url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate&source=tweetbutton&text=Learn to Conquer Your Customer Churn Rate with This Powerful E-Book
 http://www.linkedin.com/shareArticle?mini=true&url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
 http://www.linkedin.com/shareArticle?mini=true&url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
 https://plus.google.com/share?url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
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 Stage 1: Inbound and the Startup BusinessThe first things that any business should be concerned with upon launch must be brand awareness and lead acquisition. Your sales funnel must be filled with sales-qualified leads captured through targeted campaigning across relevant forms of media.
 A typical Inbound Marketing strategy would involve a mixture of social media marketing, content marketing, SEO, SEM, and email campaigning.
 One of two major advantages for any startup would be the cost-per-lead associated with Inbound Marketing as opposed to traditional, outbound methodologies. Inbound Marketing-generated leads cost, on average, 61% less than outbound leads. This reduction is to the tune of a cost of $346 for an outbound lead, and only $135 for an inbound lead.
 The second major advantage would have to be the ability emphasis of Inbound Marketing upon infiltrating a highly targeted market and efficiently spread your brand through the market you actually want to sell to. This targeted marketing allows you to reach out directly to your prospects and get your product in front of their nos-es. No more getting drowned out in by the buzz of outbound campaigns launched by major players in the indus-try. Get your product directly to those you developed it for and let them compare the merits of your service.
 http://www.facebook.com/share.php?u=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
 https://twitter.com/intent/tweet?original_referer=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate&url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate&source=tweetbutton&text=Learn to Conquer Your Customer Churn Rate with This Powerful E-Book via @Mediawizardz
 https://twitter.com/intent/tweet?original_referer=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate&url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate&source=tweetbutton&text=Learn to Conquer Your Customer Churn Rate with This Powerful E-Book
 http://www.linkedin.com/shareArticle?mini=true&url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
 http://www.linkedin.com/shareArticle?mini=true&url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
 https://plus.google.com/share?url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
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 Stage 1: Continued
 Through Inbound Marketing you are able to generate some of the highest quality leads you’ve ever gotten, all at a lower cost-per-customer than ever before. That’s pretty awesome, right?
 But this E-Book is supposed to be about customer churn, so how does this all relate?
 By pursuing the Inbound Philosophy you are setting your business up to maximize customer success. High levels of customer success form the backbone of any business strategy aimed at keeping customer churn as low as possible.
 Customer Success is the ultimate result of product usability and customer support in the pursuit of a seamless and beneficial customer-service/prod-uct relationship. For example, while Media Wizardz is an Inbound Market-ing agency, our customer success has little to do with marketing metrics and everything to do with the changes in lead generation and amount of return on interest generated for our clients.
 By pursuing targeted groups for your leads you are setting yourself up for maximal customer success from day one, as these leads you are bringing in will be those people who are already the most interested in what your busi-ness has to offer. The real trick lies in nurturing and helping these custom-ers get the most out of what your business has to offer.
 A few things that any business can do to encourage customer success:
 -Don’t push ‘customer success’ off onto an already overloaded depart-ment like sales or engineering. Depending on the amount of capital you have to work with it may be worthwhile to either hire an individual or build a department (once again, depending on the scope and size of your business) entirely focused on customer success. In fact, establishing this department may be worth doing before you are even ready to launch your product or service. -Building incentives into your bonus plans which are tied to customer retention and/or renewals is a fantastic way to comprehensively integrate customer success into your corporate culture. Don’t be afraid to incentivize your employees to achieve a shift in focus - it works.
 http://www.facebook.com/share.php?u=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
 https://twitter.com/intent/tweet?original_referer=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate&url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate&source=tweetbutton&text=Learn to Conquer Your Customer Churn Rate with This Powerful E-Book via @Mediawizardz
 https://twitter.com/intent/tweet?original_referer=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate&url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate&source=tweetbutton&text=Learn to Conquer Your Customer Churn Rate with This Powerful E-Book
 http://www.linkedin.com/shareArticle?mini=true&url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
 http://www.linkedin.com/shareArticle?mini=true&url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
 https://plus.google.com/share?url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
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 Stage 1: Continued -As a startup, you need to fight to make all of your initial clients as hap-py as possible. You want this group to have absolutely optimum success when it comes to anything related to your business. These customers will be the base from which you can reap the sweet, sweet nectar of referral business as your company grows. This initial group of customers are the ones you need to be willing to proverbially bend over backwards for.
 Here are some specific ways to gauge customer success as a startup*:
 -Are customers using the most valuable features or functions of your product/service? Anyone developing a product/service will want these fea-tures to be the most heavily used as they are your primary differentiators and ultimately the cornerstone of your business. If these features aren’t being used, this is a red flag. -What do your usage patterns look like? -Are users becoming stuck on certain aspects of the product or service, are they taking more time than you would expect to perform a certain ac-tion? -Are users accessing your product/service but then leaving before they actually execute anything?
 It really is as simple as making sure that your customers actually receive or access all of the benefits which got them to sign up or purchase your product/service in the first place. This is easier said than done though, as tens of thousands of failed business can attest to.
 To that end, here’s one more killer tip to help you gauge customer success… Can your customers clearly explain the benefits of using your product/ser-vice in less than 30 seconds?
 If they can’t, maybe you need to take a look at the structure of your entire business, all the way from development through marketing and sales.
 These benefits are being obscured in some way at some point and this will only function to either directly decrease your customer success or make it more difficult for your customers to realize the benefits of your product/service and as a result decrease their relative feeling of success as a cus-tomer.
 **Some of these questions may apply more to specific business models/products/services than others.
 http://www.facebook.com/share.php?u=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
 https://twitter.com/intent/tweet?original_referer=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate&url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate&source=tweetbutton&text=Learn to Conquer Your Customer Churn Rate with This Powerful E-Book via @Mediawizardz
 https://twitter.com/intent/tweet?original_referer=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate&url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate&source=tweetbutton&text=Learn to Conquer Your Customer Churn Rate with This Powerful E-Book
 http://www.linkedin.com/shareArticle?mini=true&url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
 http://www.linkedin.com/shareArticle?mini=true&url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
 https://plus.google.com/share?url=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
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 Stage 2: Getting Back to Zero
 Following launch, the most important goal of any business is to overcome the “cash trough” and reduce customer churn to the point where they can break even on their bottom line and begin to profit from their company.
 For some companies this “trough” can be the result of the cost of R&D, development, etc which will hopefully be re-couped in initial sales, for others it may be the period of time where cost of customer acquisition is recouped over time under a subscription model. Regardless, this “trough” can be overcome by keeping customer-acquisition costs as low as possible and converting targeted leads in a way which is scalable and doesn’t undo your budget.
 This is the stage where you really need to focus the majority of your energy on delivering upon the promises you’ve made to your customers.
 Whereas the first stage was all about realizing these promises and figuring out how you can deliver them in a clear and effective manner, this stage is entirely about executing upon all of this.
 http://www.facebook.com/share.php?u=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
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 Stage 2: Continued
 You’ve figured out what benefits your product or service best provides and how to communicate these benefits to your customers. Now you just need to figure out how to best deliver these benefits and actively pursue high rates of customer success through a scalable set of pro-cesses which leaves room for your business to grow without compro-mising any of the efforts which have allowed you to establish a high level of customer success.
 For example, while early on in the business lifecycle you may have been trying to determine the best way to identify that a customer was not properly using your product/service, now you should be focused on scaling this process to that it can be executed by a new employee with minimal training involved.
 To scale (while maintaining your customer retention rate) you need to be able to deliver these promises in as efficient a manner as possible.
 Overcoming this phase of your business life cycle largely comes down to brand loy-alty established through superior product performance as well as top-shelf custom-er service.
 This stage in the business lifecycle is that pivotal time where you are trying to build on the foundation of your first few dozen clients and scale your business all the way to top floor of 415 Madison Avenue.
 Inbound Marketing places an extreme emphasis on customer success throughout the entirety of the business lifecycle, which in turn reduces churn and allows for your business to grow. Satisfied customers using a well-developed product rarely have any reason to leave your customer pool.
 http://www.facebook.com/share.php?u=http://www.mediawizardz.com/learn-to-conquer-your-customer-churn-rate
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 Stage 3: Analysis and Dominationf you survived the trough, prepare to step out of the fire and into the frying pan. By making it to this stage in the growth of your business you’ve already achieved some level of success, and more importantly taken your brand out into the market.
 More potential customers know you now than ever did before -- so do more competitors. In this final stage, using the metrics provided by the data-oriented approach of Inbound Marketing to perfect your strategy is key.
 Inbound Marketing strategy is based almost entirely in metrics and data - the only concrete indicators of the success of any marketing campaign. All the social proof in the world won’t save a campaign that is failing to convert the proper percentage of prospective customers.
 If you have properly analyzed your metrics through the first two stages you have likely have succeeded in minimizing your churn and maximizing your growth as a result. You will even be able to forecast for future sales and churn rates based upon your historical data, allowing for the optimization of sales and support staff to meet increasing demand.
 Don’t rely on notoriously inaccurate focus group studies or other outdated methods of market research to provide the guidance you need in directing your marketing. Instead, generate relevant, organic data through a well-constructed Inbound Marketing campaign.
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 ConclusionMarketing is an indescribably important aspect of any successful business.
 The extent to which you are able to align sales, marketing and production will ultimately determine how well you are able to manage your churn rate and grow your business.
 Inbound Marketing can work to aggressively lower this churn rate through optimal product development lead by or-ganic data and customer feedback, amazing customer service backed by this same organic data and feedback, and the advanced marketing analytics at the core of the entire campaign.
 I hope that this E-Book was able to inform you about the relationship between your business, Inbound Marketing, and your churn rate.
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