THE FORTUNE IS IN THE FOLLOW
UP!

LEARN THE SIMPLE FOLLOW UP SYSTEM THAT WILL
LEAD TO THOUSANDS OF $8$ IN SALES




This Masterclass is for

YOU

* Author, speaker, coach who has a
product or service that adds value

* Learn when and how often you

| need to follow up with a potential
e 2 d " client WITHOUT being annoying or
; < 1 salesy.

\ * Learn the simple FOLLOW UP
] system that will lead to thousands
of $$% in sales
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“Follow Up is a
skill that will pay
forever”

— Brenda’




Follow Up - Brenda’s Secret to Success!

* First 6 figure in sales in my 20’s - ranked
highest level with Canadian nutritional
network marketing company. Follow up
was the key to recruiting and maintaining
thousands of leaders

* Founded International Nutritional Network
Marketing Corporation - follow up key!

* Founder Prosper in All Things, Prosper By
Design coach certification, ProsperTV
10 year anniversary “coach to coaches”
equipping coaches to successfully launch
and market their products, courses,
programs & services - follow key!
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Followup i
up in the Bible! (Paul)

1. Visits
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Follow up in the Bible! (Paul)
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2. Writing

"Paul and Timothy, bond servants of Christ
Jesus (the Messiah), to all the saints
(God'’s consecrated people) in Christ Jesus
who are at Philippi, with the bishops
(overseers) and deacons (assistants):
Grace (favor and blessing) to you and
[heart] peace from God our Father and the

Lord Jesus Christ (the Messiah)
— Phil 1:1
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Follow up in the Bible! (Paul)

2. Prayers

7 ]
For this reason, because | have

heard of your faith in the Lord Jesus
and your love toward all the saints
(the people of God),’® | do not cease
to give thanks for you, making
mention of you in my prayers.”
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— Eph 1:15-16
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-Follow up in the Bible!
(Jesus!)

11

To them also He showed Himself
alive after His passion (His suffering in
the garden and on the cross) by many
convincing demonstrations
[unquestionable evidences and
infallible proofs], appearing to them
during forty days and talking [to them]
about the things of the kingdom of
God.”

— Acts 1:3



FACT:

® 70-80% of sales are NOT made during the initial sales conversation

® Many coaches are reluctant to follow up because they don’t want
to

o Bea ‘“pest”

o Appear “salesy”

o Seem to be too eager or desperate
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INTERESTING STATISTICS:

® 48% never follow up
e 257 make 2 contacts and then quit

e 8 out of 10 sales are made in the 5th to 12th contact
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Why Lose the Sale! (Study by Brevit):

® 30% of sales require an average of five follow-ups in order
to close the deal.

® 44% of sales reps follow up with a prospect only once before
giving up.

® After four follow-ups, 94% of salespeople have given upl——————
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Follow Up: Your Competitive Advantage!
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Follow Up

Webster’s dictionary has concise definitions of follow-up:The act or an instance of repeating or
adding to previous action so as to increase effectiveness. To carry to completion; follow-through.

Inner Game

* Change our image (how you view/feel) about self and follow up
* Some truths about follow up

®* Follow-up is a form of paying attention to people
e Makes them feel important
® People admire persistence

e When we don’t follow up, we invalidate our product or service
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THE OUTER GAME
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5 Keys to Great Follow Up
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1. VARIETY
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PHONE — most
powerful, highest
rate of conversion
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TEXT — most rea
and quickest
response



YEMAIL - great

for both short
and long game

emails have the highest return
| on investment. For every S1
spent on email marketing, there
is a return of $32

I\‘g Gmaill Q Search mail
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Social Media -
great for connecting
but very low

conversion for sales
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2. TIMING O
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First Follow Up

“First Movers Advantage!”

The average sales person takes 48-72 ’
hours to follow up. Imagine if you
follow up in first 15-30 minutes?!?
| have a rule to follow up within an
hour and always in the first 24 hours.



First Follow Up

Subject Line
First Line
Recap Benefits/Results
Clear CTA with Link
Social Proof
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Subject Line -

Goal Get to Open (People Decide
based on subject line)

47% of email recipients open email
depending on the subject line, whereas
69% of email recipients report email as
spam based solely on the subject line?
Personalize increases open rate 29% ’
Brief, Focus on Results, Benefits
Communicates value, or urgency
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First Line -

e Goal get to read the rest email

e Include snippet conversation you had
. o Most powerful words, “| remember
you said” or “You mentioned...” “| am
getting back to you regarding...” show
you were paying attention and care
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Clear CTA

e ONE CTA
e Early in email
e Highlight or separate from email
| Most prominent portion email
e Can repeat (or putin P.S.)
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WHAT OTHERS SAY
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TIP: FOCUS ONYOUR
PROSPECTS DESIRED
- BENEFITS/RESULTS
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BONUS TIP #1
USE YOUR PROSPECTS WORDS



BONUS TIP #2

Use the appropriate level formality



BONUS TIP #3

Always Schedule Next Call
“I| promised I’d (call/femail... ) so I’m keeping my
promise”



Ready to kixperience the Power

Faith-based coaching & resources Authentic community
Heart-centered connection

Upgrade Today

https://brendabyers.com/membership upgrade/

36



Brenda Byers

bit.ly/scheduleBrenda

BrendaByers.com

https://www.facebook.com/groups/prosperwomen




