Marketing Success

MASTERMIND
Q&A Session

7 April 2021

- “What | feel like saying”

+ Questions

- What’s Next

- “What | feel like saying”

What'’s Coming Up
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“What I feel like saying...”
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Question - Virginia Wells

° Virginia Wells
| have one about capturing emails for people to join your fb group. |
don't ask questions currently, | just approve members...
Can you go over what | should do to capture this information, encourage
them to give it - ideally to have them on my newsletter list? Should | ask
for anything else?

Is there a podcast for that @ @
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Bottom of The Mountain

BUSINESS

Your Group Settings
Set up group
Name and description [’
Privacy o
Private
Hid.
Vb ’
Location /’

BUSINESS
Get Your Vanity URL
Customise group
Web address >
w « " 4
Group colour o~
Badges >
6 badges /’
Group affiliation Ky
'd

HerBusiness
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Who can join?

Manage membership

Who can join the group ’o
Only profiles
Who can approve member requests ’o

Only admins and moderators

Who is pre-approved to join ,s
People in 1 group

Anyone pre-approved?

BUSINESS

Set and Enforce Your Group Rules

2 Nopromotions or Spam
3 e Kind, Courteous and Generous

4 Respect Everyone's rvacy

5 Contribute tothe Community

How vl you deserbe your IDEAL business?

, —
) o =
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Group Questions

Question 1
*To join the group, PLEASE ANSWER: Are you a woman business
owner?

Edit Delete

BUSINESS

Group Questions

Question 3
How would you describe your IDEAL business?

The Lure...

Question 2

To help grow your business, | have created a FREE VIDEO on how
to get more of your ideal clients. To get this, answer with your
best email address, and check your inbox.

Freebie: Newsletter, Download, mini-
course
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Linked Pages

Manage Advanced Settings

Linked Pages
2 linked Pages

Recommended groups
1recommended group.
Apps

5apps

HerBusiness
15h-®

Like Roply 3w
SHARE YOUR OFFERS - 5 24 HOUF

m  HorBu m
As you know, this is a no-promo group. It says ¢ Welcome Melissa. It's great to have you in the Community. &
But, today, in THIS post you can go ‘all out'. Shi Like - Reply - 3w o

articles, lead-magnets, websites or videos. This post will expire in 24 hours. TIP:
Remember: This is a community of women business owners. Share things that other
women business owners are going to find useful and helpful to grow their business

@ (that's why we are here, righ... See more

BUSINESS

Add names to Googled Sheet - syncs with database

Name nBusiness Emai Agcress Descrie YourIDEAL Busness Typeofbusiess (SOLO etc)
Suze Collr Suze coller@omtcom 13m s SOLOPRENEUR. | work mosty on my own.
Ruth Braunsioin Yes,1am, ubraunsion@icous com

Suzannan Dacre Hologuts o Passionste

JoBotiau o 2010@ve.comau

Creston o Mindtl onine
Systamfrongoing sais

Nata Kby wth el customers
Patwitams You.1am, 13 4 SOLOPRENEUR. | work mosty on my own.
Yos.am, o
Rosamary Aaun Rosiesnalboauty@higpondcom et known brand wits
Conssantgrown
Meela Lange bookinge@uhisundaynolcayroias. Successt creave, inovatv
omau cutng sdge
Rt st Ruh@symergyevents comau A comsinaion of b and
personavens wharo un
mindsacomau 1havo  toam and am evraged o bo o GEO of
Saheesh Atchery mai 1m 8 SOLOPRENEUR. | wok mosty on my own.
Manendez2917Gomai com
Blany Toa bianeyosonai com 1m0 SOLOPRENEUR. | wok mosty on my own.
a Roonatadancezs com.au ETpRn——
Lina Vacica Inavacrca@hotmai con 1m0 SOLOPRENEUR. | wok mosty on my own.
Siva Some You.am, Cidomaoyahoo t
Radka Sovchova You,lam. Sovohova adkaggmal com 13m0 SOLOPRENEUR. | wok mosty on my own.
Suti Rayner Yor suso@medatenegoial Inigry and honesty 0 ey
o ot o dforence
Kainy WeConier " heasstr cam 13 4 SOLOPRENEUR. ok mosty on my own.
tathor Bonfon . Hosthor@icsconsutingcomou  Loveraged
Loanno Jorsz m Ioanno@enconutg com.au
Kim MeComick m Kmmezomck!1@gmal com

@ Doana Focknart 9 ‘Gonnagbodtiandme com Coltaboatheycroing culs

BUSINESS

Universal
Bridging Rolling Nurture Emails

Immediately 2-7 days 7+ days
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Question - Sue Bell

y‘% Susan Bell
Yes, | have one. | have a website but no landing page. | can start to
include a landing page in my website but | am not sure whether | should,
and what | should look out for. OK that's two!

BUSINESS

Question - Sue Bell

% _Susan Bell

Yes, | have one. | have a website but no landing page. | can start to
include a landing page in my website but | am not sure whether | should,

and what | should look out for. OK that's two!

Question - Sue Bell

First...

Let’s talk about the difference betweena
Website and a Landing Page




~
ccnb. lgdusty

 WMesipac

Y -~ W
HeR

BusiNESS

Question - Sue Bell

Website:
+ ALL the things
- Smorgasbord

- Inviting people to go where they
want

- People arriving with VARIED INTENT

BUSINESS

Question - Sue Bell

Landing Page:
- ONE thing
+ Menu with ONE dish on it!

- Inviting people to go in ONE
direction

« People arriving with SPECIFIC
INTENT

Website:
+ ALL the things
+ Smorgasbord

« Inviting people to go where
they want

- People arriving with VARIED
INTENT

Website / Landing Page

Landing Page:

+ Menu with ONE dish on it!

- Inviting people to go in ONE

- People arriving with SPECIFIC

ONE thing

direction

INTENT
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Website / Landing Page

Landing Page:

+ ALL the things

- ONE thing

- Smorgasbord

+ Inviting people to go where
they want

- People arriving with VARIED
INTENT

+ Menu with ONE dish on it!

- Inviting people to go in ONE
direction

- People arriving with SPECIFIC
INTENT

Website:
+ ALL the things

BUSINESS

Website / Landing Page

Landing Page:
- ONE thing

+ Smorgasbord

+ Menu with ONE dish on it!

- Inviting people to go where
they want

« People arriving with VARIED
INTENT

- Inviting people to go in ONE
direction

« People arriving with SPECIFIC
INTENT

Website:
- ALL the things

+ Smorgasbord

Website / Landing Page

Landing Page:

+ Menu with ONE dish on it!

ONE thing

« Inviting people to go where
they want

- Inviting people to go in ONE

direction

- People arriving with VARIED
INTENT

- People arriving with SPECIFIC

INTENT
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Website / Landing Page

Website: Landing Page:
+ ALL the things + ONE thing
- Smorgasbord + Menu with ONE dish on it!

- Inviting people to go where * Inviting people to go in ONE
they want direction

- People arriving with VARIED * People arriving with SPECIFIC
INTENT INTENT

BUSINESS

Question - Sue Bell

% _Susan Bell

Yes, | have one. | have a website but no landing page. | can start to
include a landing page in my website but | am not sure whether | should,

and what | should look out for. OK that's two!

Question - Sue Bell

- So, you don'’t really “include” a landing page in your
Website

- You CAN have a page for “freebies” or include a specific
landing page as an option in your main menu - but you
DON'T drive “Specific Intent” traffic to that page.
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Question - Sue Bell

- Other things you can do to capture leads on your Website:
- Pop Up
- Newsletter Optin
- Live Chat

- Social Links

Pop Up

®
OU WANT TO GENERATE
LEADS ON TWITTER?

GET THE FREE GROWTH HACKERS GUIDE
TO TWITTER MARKETING CHECKLIST

GET WY FRLECH
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Newsletter Optin

BUSINESS

Question - Sue Bell

% Susan Bell
Yes, | have one. | have a website but no landing page. | can start to

bsite but | am not sure whether | should,
and what | should look out for.

that's two!

©

Question - Prue Saxby

Prue Saxby

| would love you to go over my landing page (link below). I've had some
great ideas already from others, but keen to have your thoughts. | might
be tweaking it a bit in the next few days - if you let me know a date to
have the next draft done, | can be sorted:
https://membership.grantwritingacademy.com.au/success-path

MEMBERSHIP.GRANTWRITINGACADEMY.COM.AU
GWA Membership
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Landing Page Resources

ContentSells

How to Create a LANDING PAGES THAT CONVERT

“D\“G e
- Vo, Wik

ContentSells

5o, howdo we dothat?

5. Socil Proot

5. Body Goor

= Bt
3 optin Form
osain
0.5
ody .
Orectional
Torma of S
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7.page Layout
1.Call T Action
5. e Visuals

2 Button 8 P to optin for

3 optin o -
gy
o.scarcty
5. Body Copy . ) T
o . Owections Gues

. Terms of Service

12, Trustand Secority

7. Page Layout
5. Ofer Visuals

5. Socil Proot

 Headiine T
10.scarcity
T Bou Coov T - - S
v . Dirsctional Guss.

. Terms of Service

7.page Layout

1.Call T Action

2. Button " P to gt for

3. optin Form ‘
< Hoadine

0. carcty
580 Goor o ! r

1. Owrectional Gues.

o Terms of Servie

12, Trustand Secority
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7.page Layout
1.Call T Action
5. e Visuals
2 Button 8 P to optin for
9. Socil oot

3. optin Form e

< Headine
o.scarcty
5. Body Copy . ) T
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. Terms ot Service

12, Trustand Secority

7. Page Layout

T oRer Vel

5. Socil Proot

 Headiine T
10.scarcity
5. Body Goor T - - S
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. Terms of Service

7.page Layout

1.Call T Action

2. Button " P to gt for

3. optin Form ‘
< Hoadine

0. carcty
580 Gooy o ! r

1. Owrectional Gues.

. Terms of Service

12, Trustand Secority
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7.page Layout
1.Call T Action

5. e Visuals

2 Button g s Nperetyl
5 Soco root
3 optin o -
< Headine
5. Body Copy . ) T
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. Terms of Service

12, Trustand Secority

7. Page Layout

5. Ofer Visuals

5. Socil Proot
 Headiine T

10.Scarcity
5. Body Goor T - - S
. Terms of Service : < can e ver rrows

7.page Layout
1.Call T Action

2. Button " P to gt for

3. optin Form "
4 Headiine

10, Searcity
5. 8ody Copy . ) e

. Orectional Gues.

. Terms of Service
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7.page Layout

1.Call T Action

5. e Visuals

2 Button " oo o

9. Socil oot

3. ptin Form

4 Headiine
10.Scarcity
5. 8ody Copy

1. Owrectional Guss.

. Terms of Service

12, Trustand Secority
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Question - Chantel Gilbert

Chantel Gilbert

#question

1. Now | have the evergreen up and running (next 24 hours). How to do |
best measure my results and make sure I'm always moving the needle to
best leverage the asset that it is. I'm planning to draft an excel
"dashboard" for review that | can share tomorrow below.

2. There will still be people that result in quotes from other lead sources,
how can | encourage them to watch the webinar, how can | bake it into
our other processes.

Also, we have clients that do electrical and AC not solar, how can | lead
them towards the webinar.

Question - Chantel Gilbert

@ Chantel Gilbert

#question
1. Now | have the evergreen up and running (next 24 hours). How to do |
best measure my results and make sure I'm always moving the needle to
best leverage the asset that it is. I'm planning to draft an excel
"dashboard" for review that | can share tomorrow below.

2. There will still be people that result in quotes from other lead sources,
how can | encourage them to watch the webinar, how can | bake it into
our other processes.

Also, we have clients that do electrical and AC not solar, how can | lead
them towards the webinar.
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Question - Chantel Gilbert

Wait for it...

Question - Chantel Gilbert
There's a ?

Podcast @z
For That ;-) Ll

Optlmlsé Your
Marketing Funnel
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How to Optimise Your Funnel

1. Always start with the Highest Leverage Point
- Often the point closest to the start of your funnel but not always
« Know your numbers
« ROAS

« People arriving AT each step and moving forward FROM
each step (pipes!!)

« Look for “cliffs”

BUSINESS

How to Optimise Your Funnel

2. TEST TEST TEST
- When find a leverage point - TEST stuff
- Headline
- Removing a step
- Adding a step
+ Asking for less info

- Adding social proof

How to Optimise Your Funnel

3. Remember Problem / Solution Dance
+ Are you not opening a new problem?
- Are you solving a problem no one cares about?

- Are you doing too much solving so they are “full”?

« Are you not putting enough time and effort into painting the
picture of the next step?
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Question - Chantel Gilbert

Chantel Gilbert

#question

1. Now | have the evergreen up and running (next 24 hours). How to do |
best measure my results and make sure I'm always moving the needle to
best leverage the asset that it is. I'm planning to draft an excel
"dashboard" for review that | can share tomorrow below.

2. There will still be people that result in quotes from other lead sources,
how can | encourage them to watch the webinar, how can | bake it into
our other processes.

Also, we have clients that do electrical and AC not solar, how can | lead
them towards the webinar.

BUSINESS

Question - Angela Counsel

6 Angela Counsel
‘This is a long one, if there is enough time

1 need help with my marketing message.
Background - You know that | support women as they move through
menopause. | do this isbasedona

v blueprint and i that specific
person's life. On top of that | add my almost 20 years of naturopathic
knowledge plus | also use kinesiology to help women to bust through
their limiting beliefs. Al of this is packaged into a 12 week group
program. This program is  one on its kind, no one is doing what | am
doing in the menopause space in Australia o New Zealand (probably in
the entire world).

Other programs that address the above are treatment programs that
prescribe herbal and nutritional supplements that are aimed at reducing
ympt rogram takes a holistic view of addressing
diet, stress and other lifestyle factors to help the body rebalance itself
50 that weight and other symptoms disappear.
What | do in the embrace Program is not the way most people think.
They are looking for symptom relief and I provide a complete whole
body (and life) solution. They compare my program with a $197 online
program that is not personalised and often isn't sustainable in the long
term plus doesn't provide the personal support that | do.
Iknow that | have to address the physical symptoms that are going on
for women and | can explain why these symptoms occur but then | am
asked "what can | take for (insert symptom]? | understand that this is a
re-education process but | want to attract women who are open to
thinking a different way.
Question - how do | position the embrace Program as the unique and
transformational program that it is so that it isn't compared to the other
programs around?

what diff to other
menopause programs that are on the market. To date my program has a
100% success rate, every woman who has done the program has
achieved or exceeded their goals.

re very much in of whatis
happening to their body, the most common reported symptoms based
on the SMIQ for the last 7 day hormone reset are:
- Weight gain (over 95% said this)
- Hot flushes
- Joint pain
- Problems sleeping

o

Question - Angela Counsel
e Angela Counsel

This is a long one, if there is enough time
I need help with my marketing message.

Background - You know that | support women as they move through
menopause. | do this using personalised health which is based on a
person's genetic blueprint and the epigenetic influences in that specific
person'’s life. On top of that | add my almost 20 years of naturopathic
knowledge plus | also use kinesiology to help women to bust through
their limiting beliefs. All of this is packaged into a 12 week aroup.
program. This program is a one on its kind, no one is doing what | am
doing in the menopause space in Australia or New Zealand (probably in
the entire world).

This combination is what differentiates the embrace Program to other
menopause programs that are on the market. To date my program has a
100% success rate, every woman who has done the program has
achieved or exceeded their goals.

My prospective clients are very much in the physicality of what is
happening to their body, the most common reported symptoms based
on the SMIQ for the last 7 day hormone reset are:

- Weight gain (over 95% said this)

- Hot flushes

- Joint pain
@ - Problems sleeping
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Question - Angela Counsel

Other programs that address the above are treatment programs that
b o-h Reitional that ired-at i

individual symptoms. My program takes a holistic view of addressing
diet, stress and other lifestyle factors to help the body rebalance itself
so that weight and other symptoms disappear.
What | do in the embrace Program is not the way most people think.
They are looking for symptom relief and | provide a complete whole
body (and life) solution. They compare my program with a $197 online
program that is not personalised and often isn’t sustainable in the long
term plus doesn't provide the personal support that | do.
I know that | have to address the physical symptoms that are going on
for women and | can explain why these symptoms occur but then | am
asked “"what can | take for [insert symptom]?" | understand that this is a
re-education process but | want to attract women who are open to
thinking a different way.
Question — how do | position the embrace Program as the unique and
transformational program that it is so that it isn’t compared to the other

@ programs around?

What do you want to be known for?

What is the message that you
canown?




What is your unique method?

What's your Model?

)
(\
show up

NEC,
ONNECT,
) %

A
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speak up lift up

The Connection Scale®
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What's your Model?

The 5 Steps That Can Help You Achieve
ANYTHING You Want In You

e @ € O O

identify design act leverage

The IDEAL Business System

What's Your Model?

"R

© 06 8 0

The REACH Process

There’s a podcast for that ;-)
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Announcements

- Friday Checkins
« Next 2-Day Workshop: 13-14 May — VIRTUAL
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“What | feel like saying...”




