
Why the “Must Have Triad” is Critical… 
 

COACH HOUSE CONSULTING 1 

 

The "Must Have Triad" is critical to a business strategy because it addresses the 
fundamental disconnect between how businesses typically approach marketing and how 
customers actually make buying decisions. Here's why it's so strategically important: 
 

Solves the Core Business Problem 
Most businesses focus heavily on lead generation while completely ignoring lead 
conversion. They spend enormous resources attracting prospects but lose many of them 
because they lack systems to nurture relationships over time. The Triad fixes this by 
creating a complete customer acquisition system, not just a lead magnet. 
 

Addresses How Customers Actually Buy 
The framework recognizes a crucial reality: only 1-3% of prospects are ready to buy 
immediately, while 97-99% will buy later if properly nurtured. Most businesses only 
market to the 1-3%, leaving massive revenue on the table. The Triad captures both 
segments through different offer types and systematic follow-up. 
 

Creates Sustainable Competitive Advantage 
Market Dominating Position (MDP) 

• Forces you to identify what makes you genuinely different 
• Ensures you "enter the conversation already happening in your prospect's head" 
• Creates clear differentiation in crowded markets 
• Makes price competition irrelevant when you solve urgent problems 

Compelling Offer 
• Transforms features into emotional benefits that customers actually care about 
• Creates "unable to resist" propositions through risk reversal 
• Builds high perceived value relative to price 
• Addresses the reality that "benefits sell, features tell" 

Full-Funnel Campaign 
• Systematically converts prospects who don't buy immediately 
• Builds trust through education before selling 
• Creates predictable revenue streams through systematic follow-up 

 

Prevents Common Strategic Failures 
• Marketing vs. Offer Imbalance: The framework recognizes that "strong marketing 

can overcome weak offers, but weak offers will sabotage even strong marketing."  
• Random Acts of Marketing: Instead of scattered tactics, the Triad creates an 

integrated system where each component amplifies the others. 
• Short-term Thinking: Most businesses focus on immediate sales rather than 

building long-term customer relationships that generate sustained revenue. 
 

Delivers Measurable Strategic Outcomes 
• Improvement in conversion rates through the Present, Inspire, Sell framework 
• Reduction in customer churn through trust-building educational content 
• Predictable revenue growth through systematic prospect nurturing 
• Higher customer lifetime value through relationship-based selling 
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Strategic Positioning Power 
The Triad forces strategic clarity by requiring you to answer: 

1. What urgent problem do we solve better than anyone? (MDP) 
2. Why would someone be foolish not to choose us? (Compelling Offer) 
3. How do we stay top-of-mind until they're ready to buy? (Full-Funnel Campaign) 

 

Resource Efficiency 
Rather than chasing new prospects, the Triad maximizes the value of every lead by: 

• Attracting better-qualified prospects through targeted positioning 
• Converting more prospects through compelling offers 
• Nurturing relationships over time rather than losing them after first contact 

 

Scalable Growth Engine 
Once implemented, the Triad becomes a predictable system for growth: 

• Consistent lead flow through MDP-driven attraction 
• Higher conversion rates through compelling offers 
• Measurable results that can be optimized over time 

 
Strategic Insight 
The most strategically important insight is that most businesses are fighting over the 1-
3% of prospects ready to buy now, while completely ignoring the 97-99% who represent 
the real growth opportunity. The Triad captures both segments and turns prospects into 
customers systematically rather than hoping they'll remember you when they're ready. 
 

This creates what strategic business experts call "geometric growth" - small improvements 
in each component create exponential improvements in overall results. A business that 
improves their MDP, offer quality, and follow-up system by just 10% each sees 
compounded growth far beyond 30%. 
 

The "Must Have Triad" is essentially a complete customer acquisition operating system that 
most businesses lack, which is why it creates such dramatic competitive advantages for 
those who implement it properly. 


