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WEEK 3;

Where Most Referral ‘Systems’ Fail...And
How to Automate Your Follow-up and
Ongoing Top-of-Mind Campaign
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Previously on...

Homework:

1. Send Message 1 to First Contacts (Connect 365).
2. Review Your Social Media Content (Emphatic).

Review at:
training. Connect365.i0/mrn-2
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PART 3

~

Your Referral Call
Script

PART 1

Creating the
Perfect Follow Up

PART 2

Staying Top of Mind Consistently
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Homework:

1. Write the Next Message
2. Map Out Your 12 Month Nurture Campaign

Download the workbook at:
Connect365.io/workbook-3
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Tmportant Info:
Workbook = connect365.io/workbook-3
Training 2= training.connect365.io
Questions? - support@connect365.io
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Consistency.
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-—> 50% of sales people have given up
-> 65%o0f sales people have given up
-—D’ 79%of sales people have given up
fns h:;:';;zr;zsi: 4-—-—# 89%of sales people have given up
-_> J:jrt, cr;ow you are becoming a factor in your prospect’s
[contact#6 |

Nurturing slowly, your prospect gets to know
i

low-hanging fruit You are probably the only person

-—> to make 8 contacts with this

At this point when your prospect is ready
to buy, you have a 90% chance of being <&
called

person

Customer
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Are you giving up too soon?
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Quick Check In
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CONNECT' DASHBOARD ~ CAMPAIGNS ~ CONTACTS  TAGS  MAILACCOUNTS  SETTINGS

Welcome to Connect 365

UPCOMING MESSAGES

CAMPAIGN RESULTS

Campaign Title ” All Campaigns
125
104
100
75
€
3 57
i)
50
25
1
0
Sent Opened Replied
Messages

No messages scheduled!

CREATE NEW MESSAGE

MOST ACTIVE CONNECTIONS

Eachi

. 24 Audrey Andersen
Lesd score  audreyand1168@gmail.com
21 Kim Parkinson
Lesd Score  parkinson284@verizon.net
12 Renee Baratelli-Thorell
Lead core  Tbaratelli@shaw.ca
7 4 Kate Sullivan
Lesdscore  Katesullivan.ns@gmail.com
y § Karen Kelley
Lesd Score  Mrsmonk00@gmail.com
7 Leng Abbott
2 Lesdscore  chocoholic_gemini_79@yahoo.com.au
—
Bounced
@ Lead Score is a total of with your

NEED HELP?  RESOURCES ®

Last Login: 03 Sep 2020 09:52 PM (MDT)

is given a score of 1 Point per open, 2 Points per reply.
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Re:A referral for you?

Pat A LIRERE A1)
to v

Hey John,
Just following up on this.

How does your calendar look next Tuesday or Wednesday for a quick call?

CONNECT@




ASSOCIATED TAGS

REFERRAL CAMPAIGN

LAW ARMS

LAW ARMS

LAW ARMS

STATUS

SCHEDULED

CREATED

ACTIVE

ACTIVE

COMPLETE
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Referral Campaign

Email: meredith@mereditheisenberg.com  Alias: meredith@solobizhacker.com

Timezone: Denver (Mountain)
MESSAGES @ RECIPIENTS X3 ADVANCED ACTIONS #F SETTINGS
Manage your campaign messages here.
SUBJECT SEND ON
Re: A referral for you 09 Sep, 2020, 11:36 AM
Referral Message 08 Sep, 2020, 11:35 AM

SCHEDULED

High Priority

[ scHEDULED CAMPAIGN

ACTIONS

comwscr@



Subject
Re:A referral for you?
Send this message as a Reply (in same thread)

Send This Message as A reply to

A referral for you?

7 v Days 1 v Hours 5 x:

Send this message unless

A reply is received

¢ B I U & X x q- =~ [~ - ¢ m F B

m Q = kN & Ti~- & &~ A~ ReplacementText~
Hey {firstname),
Just following up on this.
How does your calendar look next Tuesday or Wednesday for a quick call?

Pat

Pat Henseler

Director of Training

Add unsubscribe note &)

CANCEL DISCARD DRAFT

CONNECT



What if they still don’t reply?
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Long Term Nurture Sequence
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Who Gets the Messages?

e People who haven't had a
networking call with you yet

e People who have agreed to be
referral partners

AVOID: Current clients, people who are in the final
Stages of your sales process
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Sample Message #1

<> B I U &5 X x2 - = =~ =~ & E 6 ¢ wm I B

B Q = Kk & Tiv & J~ A~ ReplacementText~

Hi {firstname},

Hope everything is going well for you! | came across an article that | think you'll really like.

It dives into some of the cutting-edge automation opportunities manufacturers like you are using today.
Here's the link to check it out

There is a ton of great info in this post and | particularly found the adoption metrics across the industry to be
pretty telling - we see a lot of our clients about this more and more, so it's no surprise.

,f'”\fWA/“'\..J

Enjoy the read!




Sample Message #2

Hey {firstname},
Do you have any openings this week or next for a quick 10-15 minute call?
I'm interested in hearing a bit more about what you do and just sharing a couple stories of how we've helped other INSER

COMMON QUALITY (ie businesses/people/marketing teams) like yours.
No pressure at all either way. Just figured there was no harm in following up. ;-)

Talk soon,

CONNECT@



e
NNECT@ DASHBOARD ~ CAMPAIGNS  CONTACTS  TAGS  MAILACCOUNTS  SETTINGS NEED HELP? RESOURCESQ

Select a template for your campaign.

N PREVIEW.

Long-Term Nurture

Expert Content Campaign

Expert Curator

Type: | SCHEDULED No. of Messages: 12 Time Span: 365 Category: Long-Term Ideal For:

Group Invite
Group Curator Campaign @ A gift for you, {firstname} v
Long-Term Nurture

@ Reaching out v
Long-Term Nurture - Sequential

@ You know anyone that could use more INSERT YOUR MAIN OUTCOME (ie sales/hours in the v
Direct Lead Gen Sequence day/this)?

comw:'cr@



Staying Top of Mind Consistently



\ .
“CONTENT IS FIRE; "(;

SOCIAL MEDIA '/
IS GASOLINE.”

Jay Baer

President, Convince & Convert
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AWARENESS \

BRAND INTEREST
/ CONSIDERATION

v
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There will be 5-7
brand interactions
before a customer

remembers a brand




Share Your Content in Your Connect 365 Emails

Connect 365 =3 Connect 365 -
comecr® 235 followers }

1d-Q

) ) . ) Just because we are in the middle of a pandemic, doesn't mean there
Landing pages are'aweSmee for generating leads, but d.on t.\,rou want your L?ndmg isn't potential out there for business growth. It might seem much
page to do just a little bit more? No need to do something if you are not going to ;

g : harder to achieve with the obstacles that COVID has presented, but i
be able to get every inch out of it that you can. Not only can you make y ...see more is certainly possible if you put in the effort. See how research and
marketing can be keys to doing so.

How to Boost Conversions on Your Landing Pages - business.com

TAMPABAY.COM
Keys to growing a small business in a pandemic: Research

business.com = 6 min read




Presenting a brand consistently
across all platforms can increase
revenue by up to 23%




<% In progress

® Queued content Connect 365 [ESLGEEEIL

@ Allocate your credits

Queued content

© Tune content strategy

#+ Settings 0o

® Get one-off content Account:

4 Upgrade your plan connectiss
Schedule:

% Get free credits Rule 1 Mon Wed Fri At: 02:30 pm , 10:30 am

@ Edit schedule

Actions

I3 For businesses, they hope that more followers equate to more sales and conversions. The following article

will focus on how companies can push to get more followers to their websites and social media pages. If you

are interested in extending your company's reach, then check out the following article. i
https://www.business2community.com/linkedin/21-linkedin-marketing-hacks-to-get-more-followers-for-your-
company-page-02338265

Auto-scheduled for: Fri, Sep 04 2020, 09:30 AM
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Make Sure Your Prospects Are On Your
List Everywhere




Don't Forget to Post in Your Groups!

A Better, Simpler, Way To
Get High-Paying Clients &
Customers on Autopilot

connecT@®

Connect365.40

FD wes
Social Media Marketing Group by Connect365.i0

& Listed group

[& Start a conversation in this group [O] u @ 3

ﬂl! Recommended ;
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al Call Agenda










Call Booking Message

AL

Hi Jane,
Awesome. Let's schedule a call soon. Does Tuesday at 3pm Central work for you?

Let me know. I'm looking forward to talking with you and learning more about your
business and how we can refer each other.

Mary




Call Agenda

Thank them for taking the call.
e A quick recap of the referral network concept.
e Ask them to tell you about their business.

e Tell them about how you're looking forward to connecting them with some
of the other people in the network.

e Ask them what kind of referrals are best for them?

e Tell them a little about your business, and the kinds of referrals are best for

you.
CONNECT@



And finally...

Are you open to staying in touch over email?
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Download the workbook:

WEEK 2:
Launch Your Relationship Building
and Top-of-Mind Campaign

Connect365.io/workbook-3
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“Success is the Sum of Small Efforts
Repeated Day In and Day Out.”

~ Robert Collier
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On the next:
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Week 4: Replenishing Your Referral Network Funnel
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Homework:

1. Write the Next Message
2. Map out a 12 month nurture campaign

Download the workbook at:
Connect365.io/workbook-3

CONNECT@



