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Marketing Success

MASTERMIND
Q&A Session

23 June 2021

@

What'’s Coming Up

- “What | feel like saying”

- Questions

+ Welcoming new Masterminders
- What’s Next

- “What | feel like saying”
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“What I feel like saying...”

Your Questions

Question - Chantel Gilbert

Chantel Gilbert

Could | please have my infographic reviewed? In particular how to get the
language right. | know I'm on to something just not sure how to get it RIGHT
and leverage it. Happy for this to be done in the facebook group instead of
the call if it's only a quick one.
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Onsite Consult

Installation

After Sales Service
& Monitoring

# ELECTRICAL 5 AIR-CONDITIONING >
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Comparison Charts / Pricing Tables

econo )

starter standard & professional@-;

choose your plan 51;9 $30 $59 $99

per month
per month per month

Amount of space Unlimited
Bandvicth per month 100068
No. of emai accounts Uriimited
No. of MySql databases Unlimited
24h support

Suppor tcksts per mo,

sign up!
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Comparison Chart

4 SESSIONS. 4 SESSIONS 8 SESSIONS 12 SESSIONS

$450 $397 $375 $350
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Question - Chantel Gilbert

Your Solar Journey ‘

Marketing Onsite Consult

Salesmen on comission
Sub Contractor

Installation

After Sales Service
& Monitol

@ # ELECTRICAL ¢¥ AIR-CONDITIONING % SOLAR
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Question - Chantel Gilbert

THE SOLAR INDUSTRY

Marketing 9 Salesmen # Scheduler

# Sub Contractor

@ THE BLUEGUM WAY

Onsite Consult % Design ® Installation

P After Sales Service & Monitoring

@ # ELECTRICAL ¢ AIR-CONDITIONING <% SOLAR
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Question - Chantel Gilbert

THE SOLAR INDUSTRY

Marketing % Salesmen % Scheduler Onsite Consult % Design # Installation

# Sub Contractor # After Sales Service & Monitoring

¥ ELECTRICAL (3‘ AIR-CONDITIONING =%: SOLAR
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Show Your Process

Concept Research Analysis Develop Launch
Idea Generation Assess Market Business Analysis Product Development Go to Market
* Requests * Segment & size = Cost/Benefit = Technical Specs *  Marketing Plan
= Customer Pain = Growth potential . = Prototyping * Sales Training
*  Market Studies * Customer needs Required = Trial Production = Distribution Plan
= Legislation = Legal issues = Capital Expenses = Testing & QA = Collateral Design
*  Competitors *  Competition = Profitability/Margin | = TestMarket Seling | * SetLaunch Date
* Anticipated Sales
Key deliverables Key deliverables Key deliverables Key deliverables Key deliverables
Products concept docs Market Resoarch Report | Business Case Product Dov. Schedue Prodiuct Launch Plan
Profitability Analysis Product Testing Report Product Launch Budget
Product Definition Product Req. Document Product Req. Document Product RO Forecast
Statomont Targot Launch Data Sot
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Question - Bernadette Janson

@ Bernadette Janson
What form of lead gen should | be focusing on next

Question - Bernadette Janson

@ Bernadette Janson
Michelle Falzon Im currently running a monthly webinar for prospects
interested in our Wonder women Program.
Currently we are attractive leads via our list & podcast & facebook ads.
Because | am running the same webinar topic .
Registrations are slow. | feel | may need to add to my lead gen source.
Like - Reply - 10

@’ Michelle Falzon Admin
~ Bernadette Janson great thanks that's super helpful to get a more relevant

answer for you. Can you let us know how many people you want each
month? And how many are you getting now with current lead gen?
Like -Reply -23h

o Bernadette Janson
I'would like 100, | currently have 30. | have increased the budget on
facebook for the next 24 hours
Like -Reply -23h

@ Michelle Faizon Admin
Bernadette Janson are you going direct to webinar? Or have you tried
some thing free that then leads to webinar on Step 27

Like - Reply - 23h

e Bernadette Janson

Michelle we are going straight to the webinar
Like - Reply 230 o
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Question - Bernadette Janson

- GOAL:
- Get more people on the monthly webinar
« Increase monthly numbers from 30 to 100 (that's a 233% increase)

- Not just an incremental increase - requires a big leap

« BIG PICTURE WAYS TO ACHIEVE THAT:
« Increase REACH

« Increase CONVERSION

- Need to do BOTH

BUSINESS

Increase REACH

+ 3 Main Traffic Channels:
- OWNED - list, podcast, website
- EARNED - client referrals, strategic alliances, PR
« PAID - FB, EDMs, Instagram, Paid Affiliates

« What can you do to increase REACH in each area?

Increase CONVERSION

- List
« Change email creative / build in more urgency / anticipation
« Write better emails
- Get feedback in the MM group
- Hire a copywriter
- Do a DDS to get customer language

- Better Post Webinar Follow Up

« 4 Day Sequence & Offer Closes
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Increase CONVERSION

- Ads
- Change ad creative / build in more urgency / anticipation
- Write better ads
- Get feedback in the MM group
- Hire a copywriter / Hire an ads expert
- Do a DDS to get customer language

- Get better landing page

- Test going to a lead magnet or something FIRST

BUSINESS

Increase CONVERSION

Ad / Email

f Direct to Webinar
100 Clicks Bigger Leap -

1 5 Regos

Ad / Email
Checklist

Step 2 to Webinar

100 Clicks maller Leapl

20 Regos 5 Regos

15 More People on
Same COST Your List You Can Get Same Regos
To a Future Webinar

Increase CONVERSION

« Webinar Show Rate
- Get more people to show up for your webinar

- Re-sell them on the webinar on Thank You Page (video) and in
reminder emails

« Add a mobile number post sign up for SMS reminders

- Add an option post sign up to auto add to calendar

- Write a better reminder email sequence
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Increase CONVERSION

« Webinar Conversion Rate
- Do a better webinar / get a better hook
- Try the Ryan Levesque Framework
- Post Webinar Follow Up Sequence
- Limited Time Replay option
- Get a better OFFER, bonuses, guarantee
- Do a better job obliterating objections

- Get a better sales page

e
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Yvonne Shepherd

How I’'m Using Canva to Brand My
Business...

Using Canva to brand my business

1 Facebook Posts

e Fllllk‘ internal & external

NZ NORTH

ISLAND
FITNESS
ADVENTURE

Email signatures Course materials




How to:

Jumped straight in to the pro version once | got the hang of it.

Then

I purchased a template so | could look professional & be consistent
without starting from scratch.

FROM THIS TOTHIS

Customer stories were a struggle

The same old picture with a tag line wasn't cutting it.

1JOINED DURING
LOCKDOWN

FROM THIS TO THIS




And videos were a nightmare

How do you make a talking head fancy?.

FROM THIS TO THIS

BUT HOW you ask....

Upload medi

clickon rag video

GOTO Chose phone video to
element
upload

into screen

Debby's
video ELEMENTS

And how do you make your sweaty self
exciting?

ONLINE
ACTIVE
FUNCTIONAL
FITNESS
Awalking &
exercise combo
you can do
wherever you
Y live.
TOTHIS

FROM THIS




Steps | took

Set up FREE account & started playing
Didn't waste too much time
Upgraded to Pro

Had a theme/consistency in mind

Purchased template

JUST started doing a free course.
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Question - Gillian Erskine

6 Gillian Erskine
Could you review my new Lead Magnet please?
WARNING it's 44 pages! This started life as a Membership Bonus but it seemed
such a wonderful Lead Magnet I've worked on it some more.. Wondering if it's
too much?!
We desperately need a proper Lead Magnet - one that specifically builds desire
for The Studio
All and any feedback would be most welcome but my main question is.... how
strongly | should be in connecting the content to "The Studio" membership.
Should | be only be giving the organic answer throughout and tie it all together
at the end (if they get there) with a "The studio” is only open to new members a
few times per year etc OR

Should | link the inclusions of The Studio in each idea and use "When you join
the Studio... OR "As a member of The Studio you'll have ... ?
It's a big doc https://drive.google.com/.../15JDVWwQOgsohYtqzIjE.../view...

BUSINESS

Question - Gillian Erskine

et |
() < ) Become a student

& magnet

& love your job
even more!

@nwo s
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Lead Magnet or Fast Action Bonus

BUSINESS

Membership Math

02: Become a Student Magnet $1,520
Let's say you attract 1 more student by using these
great new teaching strategies

03: Teach a couple of small group classes
Let's say you replace 3 private lessons with
2 group classes with 3 students/class

$2,400

BUSINESS

Goal of the Lead magnet is the STEP 2

- What is the pain/problem you are trying to solve?
- How can you get there faster e.g. the ONE THING?
- They may not read the lead magnet

« So, how will you lead them to the studio?

- How can you sharpen the promise of the Lead Magnet?
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Making It eBook/ Cheat Sheets
W T

g

The One Thing Australia’s Top
Business Women Do To Stay
Focused and Successful

BUSINESS

Multiple lead magnets?

Become aMedia Pro

r and attract more
students...
(T
3 faikial

Become a student

Turn up the fun and magnet!

KEEP more students B —
e e N

Zalu YN




HeR

BusiNESS

The Funnel

E Lead Magnet

Evergreen

Open Cart

Waitlist

What's Missing..

BONUS Webinar Training:




For a FREE TAPE

it my Rich Dad Taught Me About Money
al d a COLOUR BROCHURE about
CASHFLOW™ 101, the board game,

call 1 800 676 991

9
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Test Your Topics

@owicate v SEM v AABTs B D B & @  Pevew  Rues v

v AdName © Resuits Reach Impressions Costper Result
° .6 Find Your Focus §-Day Challenge 109 5460 9343 iz
° & From Overwhelm to Confidence in  Days o so 1081 e

v ok Lk Cack
° & From Stuck to Momentum o 5306 9689 154

™~ ok ks w ok
° “ 8 From Confusion to Clarity and Focus. 106 5445 9825 $125

& ok ks ik Cack

> Results from 4 ads © 394 21963 40038 $134

BUSINESS

Next Steps

- Test the messaging
+ Run ads for all four and see what gets traction

- BEFORE you develop the whole funnel

- Determine the funnel (what will the Step 2 be)

- Create the lead magnets

o

Question - Angela Counsel
@D snoeiscounsel

Okay so here is my request f there is time. | would like my journey up the
mountain reviewed to see where | can improve it. The top of the mountain is the
embrace Program that a 12 week group program that costs $1297

Step 1 - Understanding Menopause Ebook (ree)

This ebook gives an overview of menopause and introduces the 5 Pilars to
navigating menopause with ease which are - Eat Well, Move Regularly, Remove,
Toxins, Reduce Stress and Address your Mindset

Step 2 - Nurture Sequence

A series of 10 short videos that explains different aspects of menopause and how
hormanes work. This series focuses on education and highlighting the different
problems, no solutions given in this sequence except for say that the answers will
be in the 7 Day Hormone Reset.

Step 3 - 7 Day Hormone Reset

‘This is a challenge that takes the concepts introduced in the ebook e the 5
Pillars and provides simple steps for women to take to follow these Pilars. Each
day the women are provided with a Guidebook plus a live video from me inviting
them to take action of at least one change a day. During the hormone reset my
message is that balancing hormones is only the first step and that menopause is
more than hormones.

This is where | introduce that there is mare to learn and that this time of life is the

opportunity to make change and create long lasting good health for the second
half of their lfe.  also let them know that there is an important piece of the
puzzle that they are yet to learn (this is in the webinar)
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Question - Angela Counsel

Step 4 - The Real Secret to Thriving in Menopause webinar

In the webinar | give a brief overview of the 5 Pillars and then start to talk about
Personalised Health (this is what makes my program different to anything else on
the market

I give a brief overview of the role of genes and lfestyle choices and how we are
able to determine the best diet, exercise, lifestyle choices etc based on this
information.

I then give a brief overview of each of the different health types and invite them
to quess what health types they might be. I then follow the Ryan L's outiine for
the offer and open cart

Step 5 - embrace Program at the top of the mountain

I seem to be losing most of my people during the 7 Day Hormane Reset. Virginia
did the last round and her feedback was that there was too much in there. But |
don't know what to drop out f | sill want them to get a result.

When | ask the SMIQ when they opt in 99% of women say weight s well as.
things such as joint pain, hot flushes, sleep issues. My program is not a weight
loss program (even though they will lose weight) it is a health & ifestyle program
designed to help women embrace the changes that are happening with their
body and to take the steps to create the health that they want.

My question - what do | change with the hormone reset to get more engagement

and to get more women interested in working with me further? So far the biggest

objection that | get is the price which tells me either | am ot targeting the right

women or that they don't see the value.

I have considered charging a nominal amount for the hormone reset to get

women used to paying for my content or the other thing | considered was
dropping the hormone reset all together and creating 2 information based
webinars instead. One webinar that gives an overview of the 5 Pillars and the.
second that covers personalised health and the open cart. thanks
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Question - Angela Counsel

- It does feel like a lot

- The goal of your marketing mountain is the right number of steps - no
more and no less.

- There are so many variables.
- How can you simplify? What could you remove?
- Try going ebook to Webinar (Step 2) to Application to Interview

- Make that your first pass and then run a challenge maybe once a
quarter to scoop those people up who haven’t purchased

- Try going Challenge to Webinar to Application to Interview

- Nurture Sequence only after that (not before)

o

Step 2 Example

Congratulations - Your Breaking Through eBook will arrive in just a few minutes.

c REGISTER FREE NO!

You | would ke o attend the
complimentary Webinar Training:
Choote a date:

‘Seoct Oate B

Choose a time:

Fist Name.

Primary tma

\BesenvelMyicpotid
&

34 Donene 00
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Step 2 Example

Yo N Pt A B o o Th e A Yo Sppied

PLUS INFO ON YOUR BONUS ONUINE TRAIING, ECPRING .

Py —
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Application Example

PEOPLE APPLY REVIEW/TRIAGE PHONE CALL PAYMENT &
By completing your You review your You speak 1:1 with | | CONFIRMATION
Application Process | | Applicants & Choose | | each applicant and | | Arrange for payment

Best/Most Sultable | | “approve” / “accept” | | "at time of approval
or “deny” thelr
application

ONBOARDING &
DELIVERY
Commence
confirmation,

onboarding and
delivery process

Application Example

1. Tell me, why do you want to come to / be part of XYZ Product/Service?
What do you want to get out of this experience?

2.Space is very limited for this XYZ Product/service, and | want to make
sure this is a good fit. Why should | choose you?

3.The price for this program is $ABCD per person. Please check “yes” if
you are willing to pay this amount. This is NOT a commitment. | just need
to know you’re serious so | can follow up with you. (add Yes / No
checkbox)

4.Thank You! If you have any additional comments or suggestions please
add them here:
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The Curse of Knowledge

« How might your Hormone Reset look if you:
« Cut out 50% of your content?

- Focused on a more specific deliverable (eg weight loss or hot flush or
energy)?

« Reframed what you mean by them “getting value”?

BUSINESS

Exciting... new Masterminders




Ange Sinclair
Digestive Detective

BUSINESS

Amanda Cullen Michelle French
Michelle French & Associates Michelle French & Associates

Jackie Campbell

Arca Morai




Jayne Gallagher Helen Johnston
Honey & Fox Honey & Fox

BUSINESS

Nicole Balchin
RNR Accounting/ The Profit Coach/
Workfruit

Seona Roberts
Honouring M.E Crochet / Hooked
on Crochet Club
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Tracey McLachlan

Davis Ogilvie

Announcements

- Friday Checkins
- Strategy Sessions coming up

- Next Q&A Call - 28 July

- Next 2-Day Workshop - 26 - 27 August

“What | feel like saying...”




