The Review Marketing Flywheel ™

How Marketing Agencies Turn Reviews Into Predictable Monthly
Recurring Revenue (Without Doing More Work)



Introduction

Why This Book Exists
If you're reading this, chances are you already run a marketing agency.

You work with local businesses:
restaurants, gyms, dentists, salons, vets, barbers, clinics, studios.

You already help them with:

e websites
e ads
e SEO

e social media

And yet, there’s a problem.
No matter how good your service is, most agency work is still linear:

e you sell time
e you sell projects

e you sell effort

When the work stops, the revenue stops.

This book exists to solve that problem.

The Opportunity Most Agencies Are Missing
Local businesses don’t wake up thinking about:

e funnels
e dashboards
e Al

e software



They wake up thinking about one thing:
“How do | get more customers through the door?”
And today, the answer is simple:
Visibility.
Visibility on:
e Google
e review platforms

e social media

e and now... Al platforms like ChatGPT

What determines that visibility more than anything else?
Reviews.

Not ads.
Not fancy websites.
Not complicated strategies.

Reviews.

The Shift: From Selling Services to Selling a System
This book will not teach you how to:

e run ads better
e write better copy

e manage clients harder

It will teach you how to install an automated system inside your clients’ businesses.
A system that:

e runs every day

e works in the background



e produces results automatically

We call this system the Review Marketing Flywheel.

What the Review Marketing Flywheel Does
In simple terms:

1. Your client gets more reviews

2. Reviews are turned into visibility

3. Visibility brings new customers

4. New customers generate more reviews

And the cycle repeats.

No manual work.
No daily management.
No constant “what should | post today?”

Just a machine that keeps spinning.

Why This Is Perfect for Agencies
Because you already have:

e the clients
e the trust

e the local presence

You don’t need more leads.
You need:

e a better offer

e predictable monthly recurring revenue



e something that scales without burning you out

This book will show you:

e what you’re really selling

e how to pitch it

e how to set it up for your clients

e how to convert it into MRR
Step by step.

No fluff.
No theory.

Only what actually works.

What This Book Is (and Is Not)

This is not a technical manual.
This is not a software tutorial.
This is not about features.

This is a playbook for agency owners who want to:

e add a SaaS-style revenue stream
e stop trading time for money

e build something that compounds

If you already work with local businesses,
this is not a “maybe” opportunity.

It's already there.
You just haven’t packaged it the right way — yet.

Let’s fix that.



Chapter 1

Why Agencies Win with Review
Marketing

Marketing agencies have an unfair advantage.

Not because they’re smarter.
Not because they have better tools.
But because they are already inside the business.

You already talk to the owner.

You already understand their problems.
You already influence their decisions.

That’s why review marketing works better for agencies than for anyone else.

Local Businesses Don’t Want More Marketing
They Want More Customers

Here’s the truth:

Local business owners don'’t care about:

e impressions
e reach
e CTR

e dashboards

They care about:

e phone calls
e bookings

e people walking in

And the fastest way to get all of that today is visibility.



Visibility Is the New Currency
When someone searches:

e ‘“best dentist near me”
e ‘“gymin Austin”

e ‘restaurant open now”

The businesses that win are the ones with:

® more reviews
e Dbetter ratings

e recent activity

Reviews are not “nice to have” anymore.

They are the ranking engine.

Reviews Beat Ads, Content, and Cold Traffic

Ads stop when you stop paying.
Content gets ignored.
Social media is saturated.

Reviews are different.
Why?
Because:
e they are written by real customers

e they create trust instantly

e they influence decisions immediately

One good review is more powerful than ten ads.

Ten reviews are more powerful than a full website redesign.



Why This Is a Perfect Agency Offer
As an agency, you are in the best position to sell this because:

e You already manage or influence Google Business Profiles
e You already talk about visibility and rankings

e You already help clients grow

Review marketing is not a new service.
It's a better outcome.

And outcomes are what clients pay for.

The Big Mistake Agencies Make
Most agencies try to sell:

e features
e software

e tools

Local business owners don’t want tools.
They want results without effort.

This is where the Review Marketing Flywheel changes everything.

The Shift: From “Doing” to “Installing”
Instead of:

e posting manually
e replying to reviews manually

e writing content manually



You install a system.
A system that:

e collects reviews
e replies to them
e turns them into visibility

e works every day

Your role changes from operator to partner.

Why Clients Say Yes

Clients say yes because:

e it's easy to understand
e t's automated

e it directly brings customers

And most importantly:
They don’t have to do anything.

That’s the real value.

What This Means for Your Agency
When you sell review marketing the right way:

e clients stay longer
e churn goes down

e revenue becomes predictable

You stop chasing projects.
You start building MRR.



In the next chapter, we'll clarify exactly what you’re selling —
and why it’'s not software.



Chapter 2

What You’re Really Selling (It’s Not
Software)

If you pitch Climbo as a platform, you will lose.

Not because the platform isn’t good.
But because local business owners don’t buy software.

They buy outcomes.

Stop Selling Features
Your clients don’t care about:

e dashboards
e Al agents
e integrations

e automations

Those are implementation details.
What they care about is one thing:
“Will this bring me more customers?”

If the answer is clear, they're in.
If it's technical, they’re out.

You’re Selling a Machine, Not a Tool
Climbo is not a tool your clients have to use.
It's a machine that works for them.

We call it the Review Marketing Flywheel.

And this is the only thing you should sell.
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The Review Marketing Flywheel Explained (Simple)
The flywheel works like this:

1. Customers visit the business

2. Happy customers leave reviews

3. Reviews increase online visibility

4. More visibility brings more customers

5. The cycle repeats

No tricks.
No hacks.
Just momentum.

Once it starts, it keeps spinning.

Reviews Are the Fuel

Reviews are not the result.
They are the fuel.

Every new review:

e improves Google rankings
e increases trust
e feeds social content

e strengthens Al discovery

The more reviews, the faster the flywheel spins.

Automation Is the Secret

What makes this powerful is automation.
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Your client does not:

e reply manually
e post manually

e write content manually

Al agents handle everything in the background.
The business owner only sees the result:

e better rankings
e more engagement

e more walk-ins

The 3 Outcomes You Sell
When you pitch the flywheel, you sell only three things:

1. More visibility on Google & Maps
2. More trust through real customer proof

3. More customers walking in

That's it.

No features.
No tech talk.

Why This Is Easy to Explain
You can explain the flywheel:
e on a piece of paper

e on a tablet



® in 2 minutes

That’s why it converts.

If a business owner understands it immediately, they trust it.

Your New Role as an Agency
You are no longer:

e a service provider

e a task executor

You become:

e the installer of a system
e the local partner

e the growth lever

You don’t “manage marketing”.
You install momentum.

Remember This Rule

If you talk about software, you lose.
If you talk about results, you win.

Always sell the flywheel.
Never sell the platform.

In the next chapter, we’ll break down how the flywheel actually works behind the scenes

without making it complicated.
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Chapter 3

Inside the Flywheel: How Reviews Turn
Into Visibility Automatically

Now that you understand what you’re selling, let’s look at how it actually works.

Not technically.
Practically.

Because you need to understand it well enough to explain it to a local business owner in 3
minutes.

The Big Idea

Every review your client receives is not just feedback.
It's raw marketing material.
Climbo takes that raw material and automatically turns it into visibility across three channels:

e Google
e Social media

e Al platforms (LLMs like ChatGPT)

This happens through three Al agents working in the background.

Agent #1: The SEO Agent (Google Visibility)

What it does:
Every time your client receives a Google review, the SEO Agent:

e automatically replies to the review

e uses the most relevant keywords for that business
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e writes a natural, professional response

Why this matters:
Google uses review replies as a ranking signal.
This means:

e more keyword relevance

e better Google Maps positioning

e higher chances to appear in the top results

The business owner does nothing.
The reply happens automatically.

Agent #2: The Social Agent (Trust & Engagement)

What it does:
The Social Agent:

e takes the best written and video reviews
e turns them into ready-to-publish social posts

e publishes them on Facebook, Instagram, and Google Posts

Why this matters:
Local businesses struggle with content.

But reviews are:

e real
e authentic
e trusted

This creates:
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e higher engagement
e stronger brand trust

e repeat visits from existing customers

Again, fully automated.

Agent #3: The GEO Agent (Al & LLM Visibility)

What it does:
The GEO Agent:

e analyzes review language and business data
e generates blog posts automatically

e updates the business website weekly

Why this matters:
LLMs like ChatGPT rank businesses based on:

e website quality
e fresh content
e structured information

e real-world proof

This is how businesses start appearing in answers like:
“Suggest me the best dentist in Austin”

This agent is what makes the flywheel future-proof.

Why Automation Changes Everything

Without automation, this would never work.
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No business owner will:

e reply to every review
e post consistently

e write blog content every week

Automation removes effort.

Effort kills consistency.
Consistency is what creates results.

What the Client Actually Experiences

From your client’s perspective:

e they get more reviews

e they see posts being published
e they notice better rankings

e they receive notifications

e they see progress in the app

They don’t touch anything.

They just monitor results.

Visibility Creates Customers

This is the key connection to make clear.
More visibility =
e more searches

e more clicks
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e more trust

e more walk-ins

More walk-ins =

e more happy customers

® more reviews

And the flywheel spins again.

This Is Why It’s So Easy to Sell

You’re not asking them to:

e change their workflow
e learn new tools

e manage campaigns

You're offering:

e an automated growth system
e installed once

e running forever

The Flywheel Never Stops

As long as:

e customers walk in

e reviews are collected

The machine keeps working.
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That’s the power of the Review Marketing Flywheel.

In the next chapter, we’ll move from theory to action and show you how to present this
system during the demo meeting — step by step.
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Chapter 4

The Demo Meeting: How to Pitch the
Flywheel and Book the Setup

This meeting has one goal.

Not to sell.
Not to explain features.
Not to show dashboards.

One goal only:
<~ get them to say “Ok, let’s try it.”

Everything else is noise.

The Demo Is Not a Demo

Let’s be clear.
This is not a classic software demo.
Local business owners:

e don’t care about features
e don’t care about dashboards

e don’t care about tech

They care about:
e visibility
e customers

e money

So this meeting is a business conversation, not a product walkthrough.



Who This Meeting Is For

You only do this meeting with:

e clients you already work with
e businesses that trust you

e |ocal businesses with physical customers

Restaurants, gyms, dentists, salons, vets, barbers, clinics.

If they already have customers walking in, this works.

Step 1: Start With the Visibility Gap

Never start with Climbo.
Never start with the flywheel.

Start with a problem they already have.
Example:
“Let’s search ‘dentist in Austin’.”

Show them:

e where they rank
e where competitors rank

e how many businesses are above them

Then say this:

“People are already searching for this every day.
The demand is there.
You're just not capturing it.”

This creates tension.

Step 2: Make the Cost of Inaction Clear



Now connect visibility to money.
Explain simply:
e top results get most clicks

e clicks turn into calls

e calls turn into customers

Then say:
“Every position you’re not visible in is money going to a competitor.”

No pressure.
Just logic.

Step 3: Introduce the Flywheel (Not the Platform)

Now — and only now — introduce the solution.
You say:
“We installed an automated system for other clients that fixes this problem.”

Then you show the Review Marketing Flywheel.
Explain it like this:

1. Customers walk in

2. Happy customers leave reviews

3. Al turns reviews into visibility

4. Visibility brings more customers

5. The cycle repeats

That’s it.

Do not go deeper.
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Step 4: Explain Why This Is Different

They may say:

“| already collect reviews.”
Good.

You reply:

“Collecting reviews is step one.
Exploiting reviews is where the growth happens.”

Then explain:

e most businesses collect reviews
e nobody uses them properly

e nobody has automation

This is where Climbo is different.

Step 5: Remove Effort From the Equation

This is crucial.
You must say clearly:

e they don’t manage anything
e they don’tlog in every day
e they don’t create content

e they don’t reply manually

Your exact positioning:

“You don’t get another tool.
You get an automated system running in the background.”

Effort kills adoption.
Automation closes deals.



Step 6: Introduce the Free Trial (No Risk)

Now you remove fear.
You say:

“We don’t ask you to buy anything today.”
Explain the process:

o free trial
e no credit card

e no commitment

They only continue if they see results.

This flips the power dynamic.

Step 7: Book the Setup Meeting

This is the close.

You don’t ask:
“Do you want to buy?”

You ask:
“When should we set it up?”

Explain what happens next:

e you connect everything
e you install the review system

e you activate the Al agents

30 minutes.
Done together.
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What You Never Do in the Demo

Do NOT:

e show every feature
e explain every Al detail
e talk about pricing too early

e overwhelm them

If they ask technical questions, answer briefly and move on.

Success Metric of This Meeting

The demo meeting is successful if:

e the free trial is accepted

e the setup meeting is booked

Nothing else matters.

Why This Works So Well

Because:

e you sell outcomes, not software
e you remove risk
e you remove effort

e you lead the process

This is why agencies close this easily.

In the next chapter, we'll walk through the most important meeting of all.
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Chapter 5

The Setup Meeting: Where 90% of the
Sale Is Won

If the demo meeting opens the door,
the setup meeting closes the deal.

Not later.
Not at the end of the trial.

Here.

If this meeting is done right, the conversion is almost automatic.

The Real Goal of the Setup Meeting

Let’s be clear.

The goal is not:
e to explain the platform
e to show every feature
e tolook smart

The goal is:
<~ to install a review collection process that starts producing reviews immediately

No reviews = no flywheel
No flywheel = no results
No results = no conversion

How Long It Should Take

30 minutes.

Not more.
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You do it:

e live
e together

e step by step

You guide.
They watch.

Step 1: Start the Free Trial

You begin with one simple thing.
You ask for their email.

That’s it.

You:

e create their account
e start the free trial

e |og in together

No payment.
No credit card.
No commitment.

This lowers resistance immediately.

Step 2: Connect the Integrations

Now you make the platform real.

You connect:

Review Sites
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e Google (always first, via direct login)

e Other relevant platforms (Yelp, Facebook, TripAdvisor, etc.)

Explain briefly:
“This is where your reviews will come from.”

No technical deep dive.

Messaging Channels
e Email (already active)
e SMS (already active)

e WhatsApp (optional, via WhatsApp Business)

Explain:

“This is how customers receive review requests.

Simple.

Social Media

e Facebook Page

e Instagram Page

Explain:
“This is where reviews will be shared automatically.”

That’s enough.

Step 3: Enable the Al Agents

Now the magic.
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You go to the Al section and enable:

SEO Agent

You:

e choose the tone
e add the main business keywords

e enable automatic replies

Explain:

“This helps you rank higher on Google without doing anything.’

Social Agent
You:

e choose post type (post, story, reel)
e choose frequency

e enable platforms

Explain:

“Your best reviews will turn into social content automatically.”

GEO Agent (if available / coming soon)
You explain:

“This will turn reviews into blog content that helps you appear in Al answers like
ChatGPT.”

No overpromising.
Just positioning.

Step 4: Customize the Review Link (Together)
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This step is crucial.

You open the review link editor and customize:
e logo
o text

e experience filter (positive vs negative)

Explain the logic:

e unhappy customers — private feedback

e happy customers — public reviews

This protects their reputation.

Step 5: Choose ONE Review Collection Process

Never install multiple processes.

Choose one, based on the business type.

Option 1: QR Code In-Store (Best for Most Businesses)
This is the most powerful option.
You:

e generate the QR code

e show kiosk mode

e explain where to place it

Explain clearly:
“After a good experience, you ask customers to scan this.”

Then say:



“We’ll print it nicely and place it where it makes sense.”

Professional.
Physical.
Real.

Option 2: Quick Requests (Email or SMS)

Best for:
e dentists
e lawyers

e consultants

You show:

e how to send a request in 2 clicks

e from desktop or mobile

Explain:

“After each client, you send one message. That’s it.”

Option 3: Automated Campaigns
Best for:

e businesses with many past contacts

You explain:

e contacts goin

e system sends requests automatically

No daily work.
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Step 6: Train Them (This Is Mandatory)

You must train them before ending the meeting.
You say:
“From tomorrow, every happy customer gets asked.”
You practice:
e what to say

e when to ask

e who should ask

This is where results come from.

Step 7: Set Expectations for the Trial

You explain:

e trial duration (e.g. 14 days)
e what they should expect:

O new reviews

o automatic replies

o social posts

o visibility changes

You also schedule the next meeting.

The Setup Meeting Ends Only If...

Before leaving, make sure:

e integrations are connected



e Al agents are enabled
e review collection is live
e staff knows what to do

e next meeting is scheduled

If even one of these is missing, you are risking the sale.

Why This Meeting Closes the Sale

Because after this:

e reviews start coming in
e automation starts working

e results become visible

At that point, the client doesn’t want to stop the machine.

In the next chapter, we’ll cover what happens during the trial and how to prepare for the
conversion.
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Chapter 6

The Mid-Trial Check: Show Progress and

Build Momentum

This meeting is short.
But it’s strategic.

Its purpose is simple:

<~ make the progress visible before the trial ends

If they feel progress, conversion becomes natural.

When This Meeting Happens

Usually:

e 7-10 days into the trial

e after the first reviews arrive

You don’t wait until the end.

You step in while the flywheel is already moving.

What This Meeting Is NOT

This is not:

e atechnical review
e a sales call

e a problem-solving session

It's a progress confirmation.
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Step 1: Start With What Changed

You open the platform and show:

e new reviews collected
e recent activity

e Al replies posted

You say:
“These reviews came in after we installed the system.”

This anchors cause and effect.

Step 2: Show the Automation at Work

Now you highlight what they didn’t do.
You point out:
e automatic replies

e social posts published

e content generated

And you say:
“This happened without you touching anything.”

This reinforces value.

Step 3: Translate Activity Into Business Language
Never stop at features.
You translate:

e reviews — trust
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e trust — clicks

e clicks — visits

You say:
“This is how visibility turns into customers.”

Always bring it back to money and growth.

Step 4: Show Direction, Not Perfection

You are not trying to prove:
“Everything is perfect.”

You are showing:
“Everything is moving in the right direction.”

Explain:
e ranking improvements take time

e consistency compounds

e the machine gets stronger every week

This sets realistic expectations.

Step 5: Reinforce the Flywheel Logic

You reconnect the dots:

e reviews are coming in
e automation is working

e visibility is increasing

You remind them:

“The more this runs, the stronger it becomes.”

36



The flywheel narrative keeps everything simple.

Step 6: Prepare the Conversion (Softly)

You do not sell here.

You simply say:

“At the end of the trial, we’ll review everything and decide together whether to

keep it running.”

No pressure.
No pitch.

Just continuity.

What You’re Really Doing Here

You are:

e reducing uncertainty
e increasing confidence

e anchoring value

You want them thinking:

“It would be a shame to stop this now.”

Success Metric of This Meeting

This meeting is successful if:

e they acknowledge progress
e they understand the system

e they’re curious about what happens next
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That's it.

In the next chapter, we’ll close the loop and show how to convert the trial into a paying
client — clean, calm, and professional.

38



Chapter 7

The Conversion Meeting: Turn
Momentum Into Monthly Revenue

This meeting is not about convincing.
I's about continuing what already works.

If you did the previous steps correctly, this is the easiest meeting of the entire process.

The Mindset Going In

You’re not asking:
“Do you want to buy?”

You're asking:
“Do you want to keep this running?”

Big difference.

How This Meeting Starts

You don’t start with pricing.
You start with a recap.
You say:
“Let’s review what happened since we installed the system.”

And then you show:

e number of new reviews
e Al replies posted
e social content published

e early visibility signals



Facts only.
No hype.

Step 1: Re-anchor the Value

You remind them what they got:

® more reviews
e more trust
e more visibility

e zero manual work

Then you say:
“This is the Review Marketing Flywheel working.”

You bring everything back to the system.

Step 2: Make the Choice Clear

Now you frame the decision.
There are only two options:

1. Stop the machine
o reviews stop compounding
o visibility slows down
o competitors catch up

2. Keep it running
o more reviews every month
o more visibility

o more customers walking in



You don’t push.
You just show the fork in the road.

Step 3: Present the Subscription Calmly

Now you talk numbers.
Simple.
Clear.
No drama.
You say:
“To keep this running, the cost is X per month.”
Then immediately anchor value:
“One new customer usually pays for the system.”

That's it.

No feature list.
No justification.

Step 4: Position Yourself as the Local Partner

This is crucial.
You're not just selling software.
You say:

“We’re local.
We're available.
We support you.”

Explain that you:

e handle setup
e monitor performance

e adjust if needed
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e stay available

This is what separates you from generic Saa$S tools.

Step 5: Close Without Pressure

Then you ask:

“Does it make sense to keep this running?”
Silence.
Let them answer.

Most of the time, they already decided before this meeting.

If They Hesitate

You don’t argue.
You go back to:

e results
e progress

e automation

And you say:

“We can stop anytime.
But as long as it runs, it works.”

Low risk.
High upside.

Why This Conversion Works

Because:
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e value was delivered first
e trust was built
e results were visible

e effort was removed

This is how recurring revenue is built.

After the Yes

Once they agree:

e Qactivate the paid plan
e keep everything running

e schedule periodic check-ins

Then move on.

The system works without you babysitting it.

In the next and final chapter, we’ll show how to keep clients long-term and turn this into
predictable, scalable MRR for your agency.
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Chapter 8

Retention & Scale: How to Keep Clients
for Years

Selling Climbo once is easy.

Keeping clients for years is where real money is made.

This chapter shows you how to turn the Review Marketing Flywheel into long-term MRR.

Retention Is Built at the Beginning

Retention does not start after the sale.
It starts:

e during the setup
e during the trial

e during the first results

If the flywheel is running, retention takes care of itself.

Why Clients Stay

Clients don’t stay because of:

e features
e dashboards

e complexity

They stay because:

e results are visible
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e effortis zero

e stopping feels risky

As long as reviews keep coming in, they won’t cancel.

The Only Thing You Must Do

Your job after conversion is simple:
<~ make sure reviews keep coming in
That’s it.

If reviews stop, the flywheel slows.
If reviews flow, everything works.

How to Maintain the Review Flow

Every few months, you:

e check if the QR code is still visible
e remind staff to ask for reviews

e adjust the process if needed

This takes minutes.

But it protects months of revenue.

Use Data to Reinforce Value

You periodically show:

e review growth

e ranking improvements
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e social activity

e sentiment analysis

You don’t sell again.
You just remind them:

“This is what’s working.”

Notifications Do the Heavy Lifting

The platform:

e sends alerts
e shows progress

e highlights improvements

Clients are constantly reminded of value without you saying a word.

This is what makes the system sticky.

Become the Default Partner

You position yourself as:

e the local expert
e the person who installed the system

e the one who keeps it running

They won't replace you.

Replacing you means risking the flywheel.

Scaling This Model
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Once you do this with one client, you repeat it.
Same process:

e demo
e setup
e trial

e conversion

No customization.
No reinvention.

This is how agencies scale without burning out.

Why This Model Wins Long-Term

Because:

e it's automated
e it's repeatable
e it compounds

e it's hard to replace

You're not selling hours.
You're selling a machine.

Final Reminder

You're not selling software.
You're installing:
e visibility

e frust
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e growth

And once installed, nobody wants it removed.

End of the Playbook
You now have:

e the system

e the pitch

e the meetings

e the retention strategy

The only thing left is execution.

Install the flywheel.
Let it run.
Build predictable MRR.

That’s the Review Marketing Flywheel™.
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