“The Profit Flow Cheat Sheet — Getting Started With The Basics”

Purpose: A step-by-step ‘flow chart’ to effectively move more product, enroll associates faster into your business and dramatically
streamline your marketing funnel from start to finish. Be a winner with your business and use this tremendous tool.

XYZ Business That
You're Passionate

L
Remember,
make sure
you dig it!!!

P

Call leads — test

** |mportant! Make sure your campaign is in harmony. There
should be a relationship between how you obtained prospect (the
lead), the script (interest question — does it address their primary
problem and solve their pain?, presentation call and your closing
script. The ‘tighter you can have these the better off and more
effective your marketing campaign will be. Period.

Is your call in line with
your interest question
and primary benefit
discussed with the
prospect?

Script #1 creation
Keep it super
simple. You need a
starting point.

Purchase
cold leads

Do some keyword
research and make sure
that primary benefit gets
traffic and it's not overly
competitive.

ake one primary benefit
that you discuss during
presentation call — this will
be your first data capture
page to generate positioned
leads.

3-5 interest Begin testing presentation — did it

getting questions. talk to prospects, address their Once dialed in and you feel
Keep most — Presentation pains and offer to resolve their comfortable with the ‘system’
effective. call creation problems? you've created, it's time to

Key Components:
+Strong, benefit-laden headline.

to help prospect?

+Did you get them emotionally
involved with your message?
«Did you resolve their pain?
+Did you offer good bonuses?

«Did you use a good CTA? Tell

*Good offer — how are you going

«Did you discuss your expertise?

them why they’re taking action.

call

Begin testing closing script process
as you're testing the presentation

s

generate positioned leads.

You should NOT complete
this process before having the
other components dialed in!

—

Once Working — LET'S

Generate Positioned Leads —
Follow Arrows To The Left.

Remember to be specific
and make sure there’s an
audience and it's not
overly competitive.

** Help Box — Please remember this is an overview of the
bigger picture as to what you should be doing. In classes we
discuss the nittty gritty detail of all of the above processes.

Congratulations — you've now completed the basic
components of a solid marketing campaign!!!

Begin writing your fiEtfﬂiaTa Begin Writiné/

capture page — remember to Begin testing multiple Add multiple data Create multiple
be specific...you're not ——> headlines, intros, subheads,——— autoresponder capture pages autoresponder

talking to the whole world! bonuses, CTA's. and begin targeted lists — one for

building your list. specific each capture

benefits page. And

many times it's
g ppropriate for

each page to
have multiple
lists created.




