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Marketing Success

MASTERMIND
Q&A Session

22 January 2020

What'’s Coming Up

+ “What | feel like saying”

*+ Your questions

+ What’s Next and 30-day Project Focus
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“What | feel like saying

Your Questions

HER

BUSTES

Question - Kim Batina

We are planning to do a lot more webinars this year for lead

etc. We don't
live webinars for these lead generation activities. These are
going to be ongoing campaigns, ke Making It. We need to be
spending our presentation time on customer
presentations/demo’s which will hopefully be a result of leads
‘coming from our funnels.

So, with webinars, I've experienced a number of different
scenarios. For example, watch an evergreen (prtending to be

there to field your questions?
Thank you!

(]

Like - Reply - 4

@ Michell Faizon Thanks Kim - great question.

Like - Reply - 2d
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Question - Kim Batina

Both are valid and have a place

Good idea to TEST

+ Doing a few LIVE can be a great way to start - able to get immediate
feedback and tweak as you go

- One of your LIVES will be awesome - make that your pre-recorded
version that you can use for evergreen webinar - go with the one with
the best results (not necessarily the one you think is the “slickest”)

* Keep time windows short (ie next hour, next 2 hours, next 4 hours)

- Never “pretend” live

You CAN answer questions even if not live :-) And it’s a simple low-
tech solution.

BUSINESS

Question - Kim Batina

* Webinar framework - Content Sells Podcast

- Episode 56 - Webinars That Sell

The 7 Elements of a Winning Webinar
Compeling and relevant to my audience
U My Topio and my Marketing Mountain
2 |Positioning Myself My credtials, my story, why I'm here
3 Positioning My Audience Are they in the right place?
Slides, Stories, Engagement, Teaching,
4 |MyContent e
5 | The Transition Script my transition content
6 The Offer Include all elements of a successful offer

@ 7 QsA What are the FAQs?

Question - Tracey Bode

’ Tracey Bode Following up a chat with Amy and Kim in the online

group about competitors seen as "pushy" and an example of
“what not to do” | found myself thinking of a similar competitor
and this one behaves unethically in their “pushy" *salesy" way.
Peter Johnston PJ had great advice about - intention in selling.
The thought of them brings up negativity and | wondered if we
can change our response. Is there anything we can learn from
them, or is it best to ignore them and pay little attention?

Like - Reply - 2d

@ Peter Johnston Great discussion topic. There are a
couple of presenters in the SUMMIT this year that | think
will help address this question head-on. Both women -
and both brilliant salespeople. I'm looking forward to
learning from them!!

Like - Reply - 2d B

® Tracey Bode Sounds perfect Peter PJ. Looking forward to
the summit.

Like - Reply - 2d O
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Question - Tracey Bode

+ My feeling is there IS a lot to learn from them
+ We are often too polite and too passive

+ It takes MULTIPLE touchpoint to get people’s attention,
trust and readiness to buy

+ And even then you have still have to ASK

+ Selling needs to be the INTENTION built into the DNA of
all your content and marketing.

+ But doesn’t have to be pushy or anything other than
AUTHENTIC to YOU

BUSINESS

Question - Tracey Bode

+ Intentional Selling - great table from Tanja Parsley of
Partners in Performance

Shift Mental Attitude From: Shift Mental Attitude To:

Activity focused Results focused

Pitching products & solutions Solving client problems

Focus of attention on self Focus of attention on client
Limiting assumptions and beliefs Resourceful assumptions and beliefs
Problem focused Solution focused

Risk averse Courage to take appropriate risks
Blame mentality Personal responsibility

Question - Tracey Bode

Kim Batina shared a Page.
January 17 at 10:52 AM
Hi Amy, I'm not sure why I've been targeted in FB for this ad, but it is very

similar to your biz, except more focused on growth and leads | think. Anyway,
ought you might like to follow them for inspo in case you don't already.
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tistan Borlgl# Practice. A&;e!er@ .
Snsulting Agency - 8,306 Likes - 3

% ’ e Like Page
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Question - Tracey Bode

+ Doesn’t mean Amy has to turn into this guy...
+ BUT looks for the “Signal to Noise” ratio

+ eg “Courage to take appropriate risks” - is this guy doing
that? Looks like it? So how can you model THAT without
modeling the negatives?

BUSINESS

Question - Tracey Bode

’ Tracey Bode Website question (this may be too specific in
which case happy to forego). My copywriter has questioned the

layout of our services pages in terms of SEO and clutter. The
website designed has added in mini-menus, and on each page
there is also a sidebar with CTA. She has suggested ditching the
mini-menus and using headings to improve word count on each
page and removing the CTA or moving to the bottom of the
page to reduce clutter. Are there suggestions for improving this
layout? | am not sure how important SEO is for these pages. The
CTA is quite important for these sections. Screen shot attached
with my scratchy mouse-written notes. Thank you in advance.

Question - Tracey Bode

Eye Gaze Days

s - A
< CTA 8

e -

Are You Wanting To
Trial Equipment?

If You Are A Regular
To Our Trial Program
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Question - Tracey Bode

- CTAs
« l would NOT ditch the CTAs

- Could ditch “sidebars” and change design but not
essential right now - more important to GO LIVE

+ Mini Menus

. Looks like each page DOES have some good SEO-
worthy / relevant copy

+ Weigh up how many extra people you think you will get -
what does your copywriter suggest? Where is the 80/20?

BUSINESS

Hot Seat - Kim Batina

0 Kim Batina Michelle Falzon | think it makes sense in this order;
1. Nailing the name for the one thing
2. Is the next step from the 12 step guide, the free kick start
consult or is this too big a step. Should we have a training/info
type recorded video describing the Justification for Change
process and then offer the free consult to get them started?
3. Is Justification for Change a good name, or should | work on
this more? It is effectively a business case to commence an
ERP selection process.
4. Video production ideas for the thank you video script. Just
talking head, or something else?

Like - Reply - 7h o !

Hot Seat - Kim Batina

Context:

1. Free Lead Magnet - 12 Step Guide to a Attracts people who are thinki
successful ERP project implementing an ERP soluti

Complexity
2. Thank You Page (Step 2) - Offer ERP ONE THING that you MUST do
Kickstart for Success Consult and BEFORE ¢ U'I‘_/U_"‘<J'~“‘a'»‘
Report (Free - valued at $3000) - Simplicity
3. Deliver ERP Kickstart Call and Report Process for getting clear on this ONE
3
4. Establish relationship for longer term Now you have this ONE THING you

of project - let us
help you

sale of high $ ERP Project are set up fo
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Hot Seat - Kim Batina

1. Nailing the name for the “one thing”

BUSINESS

Hot Seat - Kim Batina

Context:
1. Free Lead Magnet - 12 Step Guide to a A““’t‘ i ’””F;e‘;
successful ERP project f COrJn}Qlexity
2. Thank You Page (Step 2) - Offer ERP ONE THING that you MUST do
Kickstart for Success Consult and BEFOFf:S";;’gC‘:;‘”“ else
Report (Free - valued at $3000) J
3. Deliver ERP Kickstart Call and Report Process for getting clear on this ONE
G
4. Establish relationship for longer term Now you have this ONE THING you
sale of high $ ERP Project are set up for rest of project - let us
help you

Hot Seat - Kim Batina

Context:

Attracts people who are thinking of
implementing an ERP solution -

. Free Lead Magnet - 12 Step Guide to a

successful ERP project exit

2. Thank You Page (Step 2) - Offer ERP ONE THING that you MUST do
Kickstart for Success Consult and vcvl‘_/t\_'ms] else
Report (Free - valued at $3000) mpicy;

3. Deliver ERP Kickstart Call and Report Process for 9‘31}‘;:{’\““’&" on this ONE

3

4. Establish relationship for longer term Now you have this ONE THING you

sale of high $ ERP Project are set up for rest of project - let us

help you
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Articulating your
ERP Project
Justification for Change

Justication for

dentty the REAL
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Hot Seat - Kim Batina

- Not sure people can get excited about a session that will
“Identify their real problem”

- What problem do they THINK they have?

- Bandaid vs Cure (could the ERP Kickstart Call be the
Bandaid?)

- Simple is good
+ Memorable and concrete is good

« Clarity around the Problem / Solution dance is good :-)
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Problem:

project s a success. What do | need to o to prepare the business
for a successful project?

Solution:
Hereisa
ERP Project - a 12-step Guide to Project Success.

Problem:

proj
success, but there is ONE thing that will make the biggest impact
and it must be done firs

Solution:

You need to dentify the REAL problems in your business and

This
will help you understand the value that can be realised from
addressing the problems and provide justification for changing
systems.

Problem:

because al I see are the symptoms, not the causes.

Solution:

toun r

further

roblem:
How dollfind all the other problems?

business n solving them?

Solution:
2 Day Business lssue Identification Workshop

problems and the cos of these probloms to the business
@ Costof Workshop : 4500

(Note, this is @ new offer, 5o it is very vague)

Like - Reply - Th

Project Checkin

What's Next?

* Weekly Checkin - Friday at 10.00am AEDT
+ Mastermind 2-Day Workshop - 13-14 February 2020
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“What | feel like saying...”

Suzi Dafnis Michelle Falzon
HerBusiness We Are Content




