SIGMA CONSUMER
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THE GHOST IN THE SYSTEM

This top-tier customer, the
"Sigma,"” doesn't fall for regular ads.
They use ad-blockers and privacy
tools. Your old luxury ads are being
ignored.

Shift your focus: Stop trying to be
seen (Public) and start providing
real value (Private).
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Welcome fo your new
ferm: High-Discretion
Marketing.
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CORE RULE: UTILITY OVER
HYPE

Old Way: "Buy this so others
notice you." New Way: "Buy this
because it makes your life actually
better." They value function, not
public praise.

Focus on: How vyour product
improves their life, not how flashy
it looks.
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STRATEGY |- FRIENDS ARE
THE ONLY ADS

They don't trust general reviews.
They only trust a very small,
private network of friends and
experts.

Action: Create a Silent Referral
Program.
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I's nef a funnel;
it's a Nefwortk.




SILENT REWARDS

Never offer a simple "$S50 off.”
That looks cheap and public.
Instead, reward your best clients
with better service.

Give them: 1. Private access to new
items. 2. Service upgrades (like free
maintenance). 3. A dedicated,
private contact person.
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STRATEGY 2: USE YOUR
OWN DATA

Since you can't track them on
public sites, use the data you get
when they interact directly with

you (your website, your app). Your
CRM is key.

Action: Invest in first-party data
(data you collect directly).
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COMMUNICATE ONLY
FOR SERVICE

Use direct, private messages (like
WhatsApp or a private app) but
only for useful service updates.

Send messages like: "Your item is
ready for its annual cleaning," or "A
private, small batch is now
available." NEVER use this for

general ads, it destroys trust.
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J So, no more video with a O
celebrity falking about fheir
faverite color of our hag?
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THE NEW MEANING OF
"REACH"

Stop counting followers (width of
relationship). Start counting trust
(depth of relationship).

The Win: When you earn their
trust through discretion and utility,
you gain the most loyal customers
you can have.
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