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Our BACKGROUND
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•
•
•
•
•
•
•

2002: BA in Graphics Design.
2002 – 2003: Ad Agency.
2003 – 2011: Executive Recruiter
2005: Began Creating Websites
2007: Websites on Google’s First Page.
2008: Generated 20K sales per mo.
2012: Created PushLeads
2012 – 2014: Online Mentoring Programs.
2014 – Pres: Digital Marketing.

Are We in a Recession?
•
•
•
•

Brutal GDT Report: economy contracted for 2nd Quarter in a row
Economists Everywhere: we’re already in a recession.
Yes, We’re Cooling Off used to be done in person
Housing Recession: sales down 20% (6m to 4.8m).

We’re Not Suffering…Yet
•
•
•
•
•
•

Economy added more than half a million jobs in July alone.
Unemployment dropped to 3.5%, tied for the lowest level since 1969.
Inflation chilled out in July for both the consumers and producers.
Gas prices tumbled below $4 a gallon for the first time since March.
Consumer sentiment has bounced off record lows.
Stock market notched its longest weekly winning streak since November.

Action Steps For Your Business
1. Don’t Panic
2. Evaluate Everything
3. Make Adjustments
4. Stay the Course
5. Invest in Technology

#1 > Don’t Panic
• The Workforce is Down: there’s one person is available
for every two jobs. It doesn’t seem to be improving.
• Inflation is up – in a big way. The struggle is real! Many
younger people have never experienced inflation on
this level.
• Fear is Spreading: Most entrepreneurs like yourself
know that they must make changes to survive. However,
nothing could be worse than a knee-jerk reaction based
on fear.
• Push Positivity: focusing on goodness, kindness &
gratitude will help Push Back the overwhelming
tide of negativity.

Stanford / Harvard Study
• Studied 23,000 workers at major corporations across
the United States.
• Productivity climbed 2.1% shortly before the
economy tanked, but then accelerated sharply to
3.16% during the recession.
• The workers (fear of being laid off) were primarily
responsible for boosting productivity when times
got hard.
• It’s likely that increased job insecurity has spurred
anxious workers to be more productive.

#2 > Evaluate Everything
• Cut Back On Unnecessary Expenses. Take a hard look
at your spending and cut back on operational costs,
utilities, subscriptions, and advertising.
• Get Creative with Employee Benefits. Offer more
time off, work from home opportunities, business
discounts, and profit sharing programs.
• Find New Ways of Driving Sales. Try new
upsells/cross-sells, change up your marketing efforts,
offer discounts, build new referral partners, try new
avenues to generate leads.
• Analyze Everything. Find new ways of streamlining
manual tasks, cut unnecessary expenses, have
someone look over everything.
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#3 > Make Adjustments
• The End of the Worst Recession: The
legendary ball-drop in Times Square at the end
of 2018 marked a decade since one of the
worst recessions in modern memory.
• Another Recession? Many C-suite executives
are already anticipating recession in the next
few years and quietly gearing up for it. They
see the warning signs: Ballooning corporate
debt. Government yields that are dramatically
lower than the previous long-run average.
• Harvard Business Review: Found that certain
companies, so called Resilient Companies,
made changes that helped them produce
between 6% to 8% more returns to
shareholders.
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#4 > Stay The Course
• Focus on Marketing. Get creative! Try new
things with your marketing. Maybe you
need to bundle your services differently
and add strategies that weren’t important
last year.
• Build More Connections. Work on
expanding your network, referral partners,
etc.
• Build Deeper Connections. Do 1 on 1’s with
your best referral partners & deepen that
relationship. Refer to them more, even if
it’s not that immediately profitable.

Roaring Out of Recession

• In their 2010 HBR article “Roaring Out of Recession,”
Ranjay Gulati, Nitin Nohria, and Franz Wohlgezogen
studies the recessions of 1980, 1990, and 2000
• 17% of the 4,700 public companies they studied fared
particularly badly: They went bankrupt, went private,
or were acquired.
• 9% of the companies didn’t simply recover in the
three years after a recession—they flourished,
outperforming competitors by at least 10% in sales
and profits growth.
• The difference maker was preparation. Be flexible,
ready to adjust, and make solid decisions.

#5 > Invest in Technology
• Play it Safe? It’s tempting to think of a recession
as a time to batten down the hatches and play it
safe.
• The Opposite is True. Downturns actually
appear to encourage the adoption of new
technologies.
• In a 2018 paper, Brad Hershbein (of the Upjohn
Institute for Employment Research) and Lisa B.
Kahn (of the University of Rochester) compared
more than 100 million online job listings posted
from 2007 to 2015 with economic data to see
how the Great Recession affected the types of
skills employers were looking for.

Invest in Technology

• They found that the U.S. cities hardest hit by the
recession saw a greater demand for higher-order
skills—including computer-related skills.
• Technology can make your business more
transparent, more flexible, and more efficient.
• The second reason is that digital technology can help
cut costs.
• Companies that have already made an investment in
digital technology, analytics, and agile business
practices may be better able to understand the threat
they face and respond more quickly.

Action Steps For Your Business
1.
2.
3.
4.
5.

Don’t Panic
Evaluate Everything
Make Adjustments
Stay the Course
Invest in Technology

Q&A Session
You’ve got Questions…
We’ve Got Answers!

It’s Time to Prepare!
Setup a 1 to 1 with me!
•
•
•
•

Simple get to know you
Take a look at your business.
Discuss your operations, finances, sales, & marketing.
Make a Recession Preparation Plan
Meet With Us

WHAT DO WE DO?

DIGITAL
STRATEGY

PPC
MANAGEMENT

SEO SERVICES

SOCIAL MEDIA

Our Core Services

REMARKETING

WEB DESIGN

IDEAL CLIENTS

LOCAL

SERVICE

ECOMMERCE

LEADS

GROW

WEB DESIGN

PUSHLEADS Accomplishments
HVAC/Plumbing Client

eCommerce Skincare Client

Increased Sales by 66% for NC Based
Serviced Company (600K to 1M in first 6
weeks). We accomplished this through a 15K
monthly Google Ad spend, focusing on
moving 15 keywords in ongoing SEO, doing
regular blogging and ongoing social media.

Generated a 545% return (invested 6K and
made back 40K) in the first 60 days for a
Skincare company. Google Shopping and
Local SEO Campaign moving up 10
keywords to top of Google.

eCommerce B2B Client
Plumbing Client
Quadrupled Calls within the first 90 days.
After 18 months, generated 200+ calls per
months from SEO and Pay Per Click. Client
has doubled their work force (15 to 30).

Produced a 133% increase in phone calls from
SEO in a Three-month time period. Increased
SEO Rankings by 1566% in 90 days.

PUSHLEADS TESTIMONIALS
Jeremy at PushLeads is Asheville's best SEO
specialist. I added a few things to my
website that he taught me. Within 24 hours I
was on page 1 of Google search and landed
a great long-term client who found me
through my website. He's the guy to speak
to about ads on social media, too. If this all
wasn't enough, Jeremy's a great guy and
will treat you and your business like family.

Jeremy is awesome to work with. He's been
great with my marketing campaign. He's
constantly updating me on what he's doing
and really listens to what I want for my
business.

I’ve worked with many SEO agencies in the
past. Jeremy at PushLeads by far provides
the most value I’ve experienced. It’s truly a
personalized service and affordable for any
budget. Hire him, you won’t regret it.
BEST COMPANY IN TOWN!!! Let's start by
letting everyone know that this company does
what they say and don't blow smoke. Internet
marketing is a tricky maze to navigate and as a
business owner I don't have enough time to try
to figure everything out. Pushleads takes all that
pressure off and allows you to focus on your
business. We gave Pushleads a 3 month trail
period and told Jeremy we expected results.
Well within 3 months we have more business
then we can handle and its still growing.
Pushleads is going to be a life time partner with
us and you would be a fool not to sign up.

Let’s Talk About RESULTS
The BNB Way Case Study

Let’s Talk About RESULTS
New England Cabinetry Case Study

Let’s Talk About RESULTS
The BNB Way Case Study

Stellar Results
More Visible
Clicked on Site
Contacted Biz
Became Clients
$400 Client Value

New Biz
Resulting in
5K New Biz
this month.

Website is ranking
for 15 keywords on
Google’s First Page.

Website is ranking
for 35 keywords on
Google’s First Page.

It’s Time to Prepare!
Setup a 1 to 1 with me!
•
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•

Just a simple get to know you
Take a look at your business.
Discuss your operations, finances, sales, & marketing.
Make a Recession Preparation Plan
Meet With Us

Growth

Resources
What Companies Should Do to Prepare for a Recession
How Your Business Can Survive Rising Costs And A Looming Recession

How Fear Spurred Productivity in the Great Recession
How to Survive a Recession and Thrive Afterward
Do Recessions Accelerate Routine-Biased Technological Change? Evidence from Vacancy Postings

Jeremy Ashburn
11/30/2021
Who is Your Next Sales
Superstar?

