
Jesse Eisenberg: Many people listening to this would think, "Oh, they're huge 
companies. They definitely have it figured out." They don't. 

Lennox Powell: I'm Lennox Powell, a host of Outperform: a podcast about people
and companies who are outperforming in business and in life. 
What they're doing, challenges they faced, and what they've 
learned along the way. I talk to and spotlight Acceleration 
Partners team members, industry partners, and clients about 
topics ranging from affiliate marketing, publisher development 
and global performance marketing to work/life integration, 
remote work and company culture. 

If you've perused our blog, you've likely come across our Profile 
of a Growth Marketer series, where we feature performance 
marketing industry leaders from around the globe. We recently 
attended eTail West, a conference in palm springs that brings 
together representatives and stakeholders from major retailers 
to connect, learn and share ideas. 

While there, we met up with a few of our industry partners, 
including our guest, Jesse Eisenberg, and thought it would be a 
good idea to interview him for a Profile of a Growth Marketer 
series on this podcast. Just to be clear, we're not talking about 
Jesse Eisenberg the actor who played Mark Zuckerberg in the 
2010 film, The Social Network. That said, the role that Jesse 
Eisenberg played and the person who inspired it is something 
our guests can definitely relate to. You see, the Jesse Eisenberg 
we sat down with while at eTail West is a VP of Client Services for
Elite SEM, an award-winning, performance-driven digital 
marketing company. One of the many service offerings they 
provide for clients which include Tommy Bahama, Barney's New 
York, Audible, Etsy, and True Green is paid social on sites such as
Twitter, Instagram, Snapchat, Linkedin, and of course Facebook. 
Interestingly, prior to joining Elite SEM in the summer of 2008, 
Jessie had no prior digital marketing experience. In fact, he 
started out in the mortgage industry before the 2007 crash and 
even had his own businesses while in college. 

What attracted you to this amazing world we call digital 
marketing?

Jesse Eisenberg: Yeah. It was a combination of an industry that was dying and 
another industry that looked like it was on the rise. Obviously, I 
wasn't in digital marketing from the onset, from the start, but 
out of college I was doing mortgages like many people might've 
been at that time, 2006 to 2008. Slowly that industry started to 
fade away and crash. And I just got frustrated with what I was 
doing. I didn't really enjoy it. So I had a friend who was working 
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for Elite SEM at the time. I G-Chatted him, "Hey, I'm looking to 
change industries."

Lennox Powell: Google Chatted.

Jesse Eisenberg: Google chat.

Lennox Powell: Anybody listening should know that GChat's Google Chat. But 
just for the few that might not. 

Jesse Eisenberg: It's like the old Slack. So I messaged him, I said, "What are you 
doing in this company? It's something involving google, sounds 
cool. I'm actually looking to change careers." He joked around 
with me a little bit being a friend, didn't give me a straight 
answer, but then he had a need about a week later to have me 
help support another company he was running on the side. So I 
got physically into the office.

One thing led to another, a few months later we signed a big 
client at Elite SEM and they needed people to build out keywords
and conveniently I was there, so the CEO, founder still today, 
Ben Kirshner said, "Jesse, you want to hop over to this side of 
the business?" I said gladly, and I started as an intern, you know,
about 10 years ago, doing account management. Well, from 
there I went on to lead accounts, so I was managing about 25 
account managers, about five years ago in our New York City 
office. Then I went on to lead our paid search division, team of 
about 70 people, until eventually I just, you know, spending half 
my time doing sales anyway. And I just decided that's the next 
step. I wanted my career go back to my roots of doing sales and 
that's where I am today. 

Lennox Powell: So what has always attracted you to sales? 

Jesse Eisenberg: I guess the thing that's attracted me is just being able to, you 
know, hopefully in ideal situations, speak logically to people in a 
way that maybe your competitors aren't speaking to them. 
Relate. Find that common ground. And selling a product or 
service I believe in has helped me now.

I didn't always love doing sales. When I was doing mortgages 
and cold calling 12 hours a day; I hated it. So I started to like this
because I believed in the product and service I was selling, so 
much so that it became competitive to me and I'm a competitive
person so losing an opportunity made me think really hard and 
get frustrated. Why? What did I not say? Because I believe it. 
How come they didn't believe it? 
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So I started seeing some rewards. Some things closing and 
others we're losing and I was learning from those losses and I 
really started to enjoy it and I've now been doing sales at Elite 
for probably seven years, but never full-time as I have been in 
the last year and a half, two years. 

My background is more entrepreneurial. I started like a lot of 
kids like selling lemonade on this corner, but actually know when
I got into high school I was selling after-prom tickets and junior 
prom tickets. When I went to University of Arizona, I started 
chartering coach buses from Tucson, Arizona for the freshmen to
Nogales, Mexico 45 minutes away, so everyone could kind of go 
there and drink and I was charging $20 bucks to get on the bus 
and I'd make $10. And then I had an in with the club owner in 
Mexico, charging them $20 bucks to get in and he'd give me 
back 10. So I'd be walking out of Mexico, you know, some border
town with thousands of dollars of tens and twenties in my 
pocket, hoping the club owner didn't have some guys come get 
me. 

Lennox Powell: You're like, I'm not a drug dealer, I promise. 

Jesse Eisenberg: Exactly. 

Lennox Powell: I'm a party organizer. 

Jesse Eisenberg: Yeah.. So then I went on to University of Florida. I started a 
business there. It was a school-themed calendar, where I sold 
advertisements in the calendar. So by the time I was done with 
it, every bookstore on campus was selling it. I had sold over 
$20,000 in advertisements, door to door, you know, B2B sales. 

I ended up merging that company, which sounds bigger than it 
is, but with another advertising company in the area and we 
ended up acquiring a event, a big pub crawl. So by the time I left
college, I had kind of started a business. We had an office. It was
somewhat real and I sold my piece fortunately before I left 
college for chump change, but it was happy. It made me happy 
back then. 

Lennox Powell: That's awesome. So you came into working with Elite when it 
was a young company still? 

Jesse Eisenberg: Yep. I was the third employee.

Lennox Powell: So what was it like back then? 

Jesse Eisenberg: I believed in it. I mean, I thought ... to me, it was real because I 
came from a boiler room, you know, type of mortgage, cold 
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calling environment where even though that was 100 people on 
the floor and this was five people in a room, this was actually a 
real company that had legs and we're providing value. So to me,
it was never that small. I didn't look at it as if like, you know, 
what am I doing? Is this company gonna flop? I believed in it the 
whole time. 

Lennox Powell: How was the company structured back then? I mean, how is it 
different then than it is today? 

Jesse Eisenberg: So we were subleasing space in a textile company on 36 and 6th
in New York City. So the five or six of us at that point were 
actually spread out in two rooms and there was no formal 
training. It was, you know, the person that's been there for a 
couple of years is standing over your back and you know, letting
you know what you did wrong, what you did right. And that's 
kind of how you learned. You learned on the job.

And we didn't have finance. We didn't have marketing and we 
didn't have HR. We didn't have sales. It was whoever's around, 
do whatever is needed to get done. Today we're 200 people, so 
it's transformed a ton where-

Lennox Powell: That's huge growth in 10 years. 

Jesse Eisenberg: Yeah, constantly on the Inc. top 500 or 5,000 list and-

Lennox Powell: And not just for your company, but also for your culture. 

Jesse Eisenberg: Yeah. Award-winning culture recognized by Fortune, Mashable, 
Entrepreneur, you name it, we've been recognized consistently 
throughout the years as a top company to work for, best place 
to work in the country, so the fact that we've maintained that 
through our growth has been great and I think I'd attribute that 
to the original five or six people that were there in the 
beginning. We all kind of trickled on and started our own offices 
in our own states. Everyone kind of went home at some point 
and everyone's still at the company. Those still original six or 
seven, so for each office you have one of those quote unquote 
"originals" that has trickled down that culture from the top and 
keep it light, keep it fun, but work hard. That's the culture. 

Lennox Powell: That's amazing. The world of digital marketing, especially search
and paid and SEO and all of that is super competitive. What do 
you guys do to set yourself apart in the marketplace, to 
outperform, if you will? 

Jesse Eisenberg: Yeah, so what I could compare it to, in terms of the different 
levels of skill, people are looking at search and SEO today as if 
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it's a commodity, but having a strong paid search background, I 
know it's the furthest thing from a commodity.

It's like saying, Oh, I play basketball, I'm 6'3", I never played for 
high school or for college, but I play with my friends and so does
Lebron James. He plays basketball. It's playing basketball, right? 
So why should I pay Lebron James $300,000 a year when I could 
pay Jesse Eisenberg $100,000 a year? They both play basketball.
Well, the truth is Lebron James is worth much, much, much more
than three times my worth in terms of playing basketball. 

And I feel that Elite SEM is exponentially more valuable and 
provides more value to our clients then the in-house account 
manager or the agency that is just getting their stuff together. 
And it was hiring people out of college, whatever it may be. We 
have tried and true best practices, proven track record, the 
client retention rate, the clients, employees that have stuck 
around forever: lifers is what we call them. So in a world where 
there's 10,000 different variables and all these buttons blinking, 
you have to be watching them all at one time. There is a huge 
disparity between what the best and the worst is. 

Lennox Powell: How do you think your account management experience has 
helped you in your role today? 

Jesse Eisenberg: It's huge. In this space to do sales, having that technical 
background and being able to speak to those people you're 
pitching that are in the weeds and have been in the weeds is 
going to win you double digit percentages, more business, 
because that's who they want to hear. That's who they want to 
speak to. 

Of course, you're also pitching CMOs and VPs and people that 
have never been hands on, technical experience and it's 
important to be able to speak that level and also in a way, speak
in layman's terms about the technical side. That's the real 
challenge for salespeople that have the technical background is 
being able to translate what they know in their head to terms 
that other people could understand, so it's a double-edged 
sword in that sense that there are some people that are very 
successful in sales in our space that don't have a technical 
background, but if you are able to play on both sides, it's 
definitely helpful, because there are those conversations that 
get super technical. 

Lennox Powell:  What are you seeing are some of the biggest challenges that 
the people you're talking with today, did they have, versus 
people you were talking with four or five years ago? 

Outperform The Acceleration Partners Podcast - Episode 28 Profile of a...
Transcript by Rev.com

Page 5 of 14

https://www.rev.com/


Jesse Eisenberg: Today, the conversation's shifted completely around tracking 
measurement, attribution. If you are an agency that could solve 
that and provide a solution to your clients, then you're going to 
win because four or five years ago, paid social was not as big 
and programmatic display wasn't really as big. There was 
retargeting, but it was really just much fewer clicks in the sales 
funnel, so you didn't really need to tie everything together. 

It was just, "Hey, here's how you're doing, your Google AdWords 
account and here are the changes we'd make and that's going to
take you from a 300 percent ROS to a 500 percent ROS. Sounds 
great? All right, let's do it." 

Today, it's how does search affects social? How does social affect
display? Display affect search? Show us the full picture. And 
most companies that many people listening to this would think, 
oh, they're huge companies. They definitely have figured it out. 
They don't. One percent of big companies have figured it out. So
that's the biggest opportunity and challenge today is, having 
analytics that could fuel these paid media channels. 

Lennox Powell: How are you guys doing that? How are you providing that 
solution? 

Jesse Eisenberg: So we've been developing an analytics team, an integrated 
media strategy team where we've hired now ex-director of 
marketing ex-VP of online marketing from companies that are 
ideal clients for us. People have done the jobs that our main 
point of contacts have done in our clients as well as building out 
analytics. You know, the first thing that we had to find was 
somebody that could lead that division and make sure that when
they hire someone, they know they're hiring the right person 
and we found that person after a long search and he's great. 
We're really, really confident with him. And he's now growing 
that team, so now we have four people and we're starting to 
bake in analytics to these opportunities, to these deals that we 
know need that and if not, again, it's hard to compete. 

Lennox Powell: Yeah, we see that too a lot in the affiliate space because it's all 
about tracking. I mean, that's the whole ... you kind of pay after 
the performance has been achieved and that's always kind of in 
the question mark is, well, how do you do that with paid or how 
do you do that with SEO or how do you do that with display?

With display, you are kind of doing that, but it can for some 
people, it just kind of goes into this void. They put a banner ad 
out there, but they don't know if it's on the right side or who's 
trying to track the right eyeballs or is it a bot or. 

Outperform The Acceleration Partners Podcast - Episode 28 Profile of a...
Transcript by Rev.com

Page 6 of 14

https://www.rev.com/


Jesse Eisenberg: Exactly.

Lennox Powell: So it's complicated. 

Jesse Eisenberg: Yup. There's so many touch points. People are doing so much 
more research these days that even if there were as many touch
points a few years ago, there was social and display and search 
and affiliate. Today, it's people are just doing that much more 
research that the same channels are there. It's just that they're 
touching them two, 3X more, often before converting. 

Lennox Powell: Yep. What's your approach to keeping on top of all of the search 
engine and social media platform changes? 

Jesse Eisenberg: So the approach is at Elite SEM, we have Elite Academy. It's an 
internal learning initiative. We have Litmos as our learning 
management system where every Thursday for two hours, we 
have one hour of professional company-wide training and then 
one hour of division-level, channel-specific training taught by 
people that are a part of our company.

What do I know that I could teach the rest pf my company? And 
we also do things like success and unsuccessful stories monthly, 
sharing other people's successes and failures, and that's one of 
the main benefits of agency versus in house, whereas you're 
going to skip and save yourself the time and money from failing 
yourself by learning from other people's failures. So that 
meeting has been tremendously productive for us. And that's 
how we stay on top. 

Of course you can't really, you could lead a horse to water. You 
can't make them drink. So we can tell people to read Search 
Engine Wash, you know, the Acceleration Partners blog but-

Lennox Powell: Thank you for that shout out.

Jesse Eisenberg: But there's people that are readers and there's people that are 
not and most people probably are not. So you gotta kind of force
it down their throat. 

Lennox Powell: Well, that's good though because you guys, it sounds like you 
structure it as you're subject matter experts and then you create
a formalized school really within Elite SEM for everybody to kind 
of know what people are working on with their areas of 
expertise. So if they get faced with something, they know who to
go to. That's really smart. 
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Jesse Eisenberg: Yeah. That's why I say that the day you hire an in-house person 
is the smartest that they'll ever be, in terms of digital marketing 
because they are not learning from their peers.

You know, if you have a book of, you know, two, three, four 
clients and those clients are all constrained by something, 
whether it's budget or CPA or ROS, target, or are they just hate 
Google Display Network and never want to test that again 
because they did seven years ago, you're constrained, and you 
don't get to learn. So think about that now, where you're in-
house, one company and you have to deal with that company's 
restraints and you're missing 80% of what's actually going on in 
the space. 

Lennox Powell: Yeah. We say the same thing in the affiliate world because you 
can have a team that's say, working with Casper and they're 
facing a unique challenge within their program. And then you 
have someone who's working on the Adidas account on a global 
level and Casper might be a few years behind where Adidas was.
But you're able to have those people who are in that role who 
have gone and done that work and there's that cross-pollination 
of knowledge, if you will. It's invaluable. That's great. 

What are some of the things you guys are doing as a company 
to ensure that your clients' digital marketing performance 
remains steady or improving?

Jesse Eisenberg: So with all the different buttons and levers that you could push 
and pull these days, what we see a lot when we're auditing 
prospective clients' Facebook or Google accounts is that there's 
a lot of set it and forget it and it's not ... That doesn't necessarily
mean that you have a bad account manager, bad agency. It just 
means that they probably aren't mature enough to have the 
process in place yet to understand that I need a system to 
remind me of revisiting these things, because there's 100 ways 
you could optimize an account and if you're not getting 
reminded, if there's not some sort of schedule or cadence, 
you're going to forget that you made a negative bid adjustment 
of 80% to females ages 25 to 34 a year ago when that segment 
wasn't performing well. 

But since then, you've actually released a new product or a new 
service that caters specifically to that audience and you're not 
even showing your ads at that point because you've negated it, 
in a way. So revisiting that on a cadence is how we make sure 
we're on top all times. We have a scheduled, recurring project 
tracker. You also want to make sure we're auditing ourselves, so 
every one of our account managers is part of a team of seven or
eight account managers and they have weekly meetings 
internally and they'll throw up one account on the screen and 
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everyone will kind of audit each other's accounts, which is 
interesting, even to hear other people's perspectives. It's very 
helpful and that's how we keep ourselves honest. 

Lennox Powell: So when a prospective client is looking to work with you guys, is 
that part of your service offering or is that kind of a, "Hey, here's
a way to test this out. We'll audit your existing structure?"

Jesse Eisenberg: It gives them the value and knowing what the roadmap is if they
were to sign with us. We've already laid it out. We've already 
done the work and determining what's coming next to the next 
at least two to three months. 

Lennox Powell: Even if they don't choose to work with you. 

Jesse Eisenberg: If they don't choose to work with us, for us, it's the cost of doing 
business. We end up closing 50% of those that we provide these 
proposals to. So for them, it's the benefit of seeing that game 
plan, as opposed to just here's what we've done for other 
companies. Here, case study, case study, case study.

No, here's our plan for you and here's why. Showing screenshots 
of what we see in their Facebook and Google accounts. And for 
us the benefit is being able to properly scope out an opportunity,
because just because you spend $50,000 a month on Google 
doesn't mean you're the same as every other person that 
spends $50,000 or company. One could be spending $50,000 a 
month on one SKU and another company could be spending 
$50,000 a month on 100 different brands with 100,000 SKUs. So 
when we get access, we also like to see, all right, let's take a 
look at this account. What do we see? What does this need to be
successful, and for that reason we're going to staff this account 
with a senior account manager, somebody with four or five 
years of experience supported by somebody to do a lot of the 
heavy lifting that's needed, two, three years experience and 
they each need about a third of their time and therefore the 
pricing is X. So it's fully based on staffing.

Lennox Powell: Very customized.

Jesse Eisenberg: Yeah, very customized and look, there's no way to get it perfect. 
But over the years we've developed a process that puts us 
pretty accurate and just like real estate, we have a lot of comps. 
So if a client comes in, we could look and say, all right, they look
exactly like these other five clients we have where we've worked
with in the past. 
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Lennox Powell: Yeah. Because trying to figure out what to charge a client is a 
science and an art in and of itself. You can sometimes go down a
rabbit hole. 

Jesse Eisenberg: Exactly. Our finance team has helped us out with that and just, 
you know, eventually part of the process is us as the salespeople
will feed all of the information we gather in the sales process 
back to the directors of the respective divisions, director of 
search, director of social, and they'll say, all right, this is going 
to take this level of staffing and this percentage of time. From 
there, we plug it into a calculator that computes exactly what we
need to charge and it's spot on. 

Lennox Powell: That's good. It sounds like a very streamlined system with as 
much as you possibly can be in that world. 

Jesse Eisenberg: Yeah, and that's the process you get when you're 200 people, 
but not 150 or 130 or 30, you know, so that's one of those things
that's change as I've witnessed a company grow from five 
people to 200 is there's a lot more process in place. 

We recently made our first acquisition of Orion CKB, a paid 
social, specialty agency out of Walpole, Massachusetts AKA 
Boston. And while they have amazing clients and they do 
amazing work and they've performed well, what we've been able
to help them with process. Right? So, that's what comes with the
larger agency is the experience and the learnings. 

Lennox Powell: Yeah. 

Jesse Eisenberg: The structure. 

Lennox Powell: So we're kind of on this significant growth path, as well. And 
what are some things that you guys have done to maintain that 
culture, going from a team of five to 200 people today in 
different states? How have you been able to kind of keep that ... 
well, the culture, that fun, kind of everything you described 
earlier, work hard, play hard, enjoy working together, but how 
have you guys been able to keep that as you've grown?

Jesse Eisenberg: We've had great coaches throughout the years, so that's one 
thing we've always invested in is making sure that since none of 
us have done this before, that we are working with people that 
have done this before and could advise us. So having core 
values and coming up with core values together and making 
sure that we are hiring based on core values and we're signing 
clients based on them possessing the core values and awarding 
people and recognizing them based on core values. That's the 
main way that we've been able to maintain this culture because 
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we say it all the time and we make sure people know that this is 
what we live, breathe, eat and sleep. We also are every couple 
of years or rewriting what we call our vivid vision for the next, 
you know, what does our company look like in three to five years
from now? 

And everybody in the company is asked to please read it, and 
several times until we're confident most people have read it. 
And that's how everyone's kind of rowing that boat in the same 
direction throughout time. 

Of course, you know, keeping things light with company retreats 
and using Zoom for video calling helps everyone communicate 
across offices so that while we're spread across seven offices 
and have a bunch of remote employees, we like to think that 
everyone feels involved and everyone feels like they're part of 
the culture and part of the company and even our 50 or so 
remote employees, they have a virtual remote office and they 
do virtual, you know, remote office parties and things like that. 
So, we have people that are specifically focused on how do we 
maintain this over time.

Lennox Powell: So you have a core group of people who are keeping their finger 
on the pulse of what's going on in the culture and making sure 
that the right people are brought on and in the right seat at the 
right time.

Jesse Eisenberg: Yeah. And constantly surveying our employees, getting their 
feedback and driving our business decisions based off that 
employee feedback and client feedback. We survey a lot. Our 
employees are probably sick of-

Lennox Powell: Do you guys use Tiny Pulse?

Jesse Eisenberg: We do Tiny Pulse. We do Client Heartbeat. So using that 
feedback has helped us always make sure everyone knows you 
still do have a voice. Even though we're 200 people now, you 
have the CEO's ear, you have the president's ear, all of the 
executives hold open office hours each week where anybody 
could hop on that and ask them a question at any time. So that's
definitely helped us maintain the culture. 

Lennox Powell: What's been your favorite part? Your favorite thing about 
working at Elite SEM? 

Jesse Eisenberg: My favorite part is just being able to challenge myself in 
different ways over the years and change positions and I've 
been able to ... I at least feel like I've been somewhat successful 
in the positions I've taken on even though they've each been 
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new to me and being able to learn and have a company that 
supports my learning and my growth and gets me coaches to 
make sure that if I am a VP of Sales as I am now for the first 
time, let's not just have him learn how to reinvent the wheel 
himself. Let's get him some coaching.

So they've been very supportive of me and that's kept me 
interested so that I'm not doing the same thing for six years and 
contemplating and second guessing my life decisions. Right? I 
keep things fresh and it keeps me young and it keeps me happy.

Lennox Powell: Because it's not just a title, it's a leadership role. It's not just 
elevating in the company, it's helping other people elevate too 
in that role. So that's great that they do that. 

Jesse Eisenberg: Yeah. I mean being able to help my team and that's the most 
rewarding part is when I get to coach somebody on my team 
based on my experience and I see their wheels turning and I 
know that's going to stick and they're going to remember it. It's 
never gonna get lost and that's really rewarding for me. I have a 
great new tool that I signed up for. I recommend it highly. It's 
called Gung. It's a note-taking, recording tool where I don't have 
to make myself available now for an hour to listen to this pitch. I 
could just listen to it later on, on 1.5 or 2X speed and just the 
parts where my person's speaking and write them notes and the
and you could search for different words, so it's allowed me to 
exponentially grow the amount that I could actually coach, as 
opposed to toggling with my schedule to make sure I'm available
for various periods of the day. 

Lennox Powell: That's really interesting. So okay, what's an example of that? 
How would you use that? 

Jesse Eisenberg: So a really good example is having listened to a call that 
happened-

Lennox Powell: These are sales calls?

Jesse Eisenberg: Yeah, sales calls. It would be amazing as well for the client team 
to help avoid all the he said, she said situations and keeping 
notes alone, but for my sales calls alone, when you hear a 
rebuttal come up and you hear, hey, tell us the background of 
your company, or why do you use technology? All of these 
common questions that come up, you don't want 10 people on 
my team having 10 different answers. You want everyone to 
have the same and the best answer possible. So you're able to 
see who has the best answer to a certain question and then tag 
your whole team and say, listen to how Jessica responded to 
this.
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Lennox Powell: Oh, that's Great. 

Jesse Eisenberg: Listen to how Chris responded to this.

Lennox Powell: I love that. 

Jesse Eisenberg: Yeah. It's been really helpful. 

Lennox Powell: That's a really good tool. In your journey, what do you think is 
the biggest mistake that you have made, that you've learned the
most from? 

Jesse Eisenberg: Probably the biggest mistake you make when you're working at 
a company and it's kind of startup-y and you feel like at certain 
points you have the right to say certain things and written 
communication internally, what I've learned is always pick up 
the phone, speak it out with somebody because written 
communication fails and there's seven different ways you could 
interpret a seven word sentence, when you're reading it. 

So I haven't had any big failures where I screwed up for a client 
or anything like that, but in terms of my experience, what I've 
learned in terms of being politically sound with everyone in the 
company and making sure that there are no miscommunications
is just pick up the phone. Make that call instead of writing that 
four or five paragraph email that pretty much everybody's 
written at one point or another. 

Lennox Powell: Mm-hmm (affirmative). That's a very good tip. You had been to 
this conference before. We are at eTail West in gorgeous Palm 
Springs. How many times have you been to this conference? 

Jesse Eisenberg: I've been to this conference now, I think this is the fourth year. 
It's at least three. So I'll say four.

Lennox Powell: When you come here, what are you kind of looking to get out of 
it? 

Jesse Eisenberg: Well, we're looking to make sure that for our clients that are here
we are getting that face time with them, building and developing
those relationships. For those that are not clients of ours, we're 
hoping to just create awareness and potential consideration of 
using us. Obviously, timing is very important with what we do 
and people are in contracts, so we don't expect to leave the 
show and sign five new clients the next week. 

Lennox Powell: Oh, shoot. That's kind of what we were hoping to, while we were 
here.
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Jesse Eisenberg: Last year, we had a quick close but yeah. So, developing new 
relationships, creating awareness consideration because we 
have people reach out to us. We had somebody reach out to us 
a few weeks ago and they met us at another conference in 2016
and they ended up signing with us and they're a pretty big client
of ours now, so it's similar to most companies' kind of sales 
cycle. There's that awareness, consideration and kind of nurture 
them through the funnel and this is just another touch point. 

Lennox Powell: That's great. Thank you, Jesse for taking the time to chat with 
me today before all the mayhem of this conference starts and it 
was great talking with you about Elite SEM.

Jesse Eisenberg: Thank you so much. Thanks for having me. 

Lennox Powell: Yeah. And I love hearing about your company culture. It's very 
similar to ours so I can see why we're such simpatico partners. 

Jesse Eisenberg: It is very similar.

Lennox Powell: But I hope you have a really wonderful eTail West conference. 

Jesse Eisenberg: Thank you so much. 

Lennox Powell: And land some big clients while you're here. 

Jesse Eisenberg: Thank you so much. 

Lennox Powell: That was Jesse Eisenberg, VP of Client Services at Elite Sem. You 
can learn more about Elite SEM and the plethora of digital 
marketing services they offer a EliteSEM.com. 

You can also get full notes of this episode on our podcast page at
www.accelerationpartners.com, under the resources tab at the 
top of the page. Until next time, keep outperforming.
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