BreakOut 2021



Welcome!

Who is this webinar aimed at?
· People who want to build what I call a “laptop lifestyle” business. That breaks down into…
· Newbie marketers
· Marketers who aren’t new, but who aren’t making as much as they want

So, there’s the Einstein thing, which goes something like—Doing what you’ve always done and expecting different results is the definition of INSANITY!

Let me ask you a few questions:
· Are you where you want to be in your business?
· What did you do in 2020 to get your business off the ground, or growing?
· Are you ready to do something different that will actually work! 

Challenges most of you have
· Your approach to marketing, prospecting, selling, fulfillment, and upselling
· Setting yourself up for scaling correctly the first time around


To win in this coming year, you need to…

· Correctly manage your resources (time and money)
· Quit selling and start targeted marketing (a lot more about this in a few)
· Quit setting yourself up for structural failure


I’ve been teaching people just like you how to build businesses just like this for ten years now. 



People who aren’t making the money they want all share the same set of issues. 

1. They’re not managing their time right, or in most cases, not managing their time at all
2. They’re not focused enough in their efforts
3. They’re not selling in the way prospects want to be sold to
4. They don’t have the right types of products in place

Let’s talk about each of these:

Time Management:
Oh, how boring! But completely necessary. 
In your business, you’re the CEO, Sales Department, HR, Accounting, and Fulfillment. You’re everything. 
We all have limited time. (24 hours per day.)
Most people trying to get one of these businesses off the ground have very limited time! 
Yet, I find that most people put the emphasis on the wrong things!
In the next few sections, it will become clear what to put your emphasis on.

Focus, Selling, and Products
This is kind of the same as the lack of emphasis on the right things. 
There’s a sales cycle. 
Marketing, Prospecting, Selling, Fulfilling, Upselling
These businesses are actually very simple. You’re looking at the “skeleton” of one.
Most folks miss the mark on both how they do these steps, and the amount of time they put on these steps. 
Let me explain:
Marketing: Most people think of that as broadly targeted (or not targeted at all) content marketing. That’s great for larger businesses, and it’s great if you want to build a base for FUTURE SALES, but it’s not that great for making sales in the short term. 
Prospecting: When I coach people in classes like this, I find that most folks do very little prospecting. And, if they do it, they don’t do it consistently. But here’s the good news. The targeted marketing I’m going to talk about in the next section really cuts down on the prospecting time and effort. 
Selling: Let’s be honest. Nobody really likes to sell. The few who are good at selling do it because it yields so much money. But (again, honesty), what most people think of as selling is something most of you guys avoid like the plague. (Or the pandemic! LOL!) 
Here’s where I’ve personally changed my focus as a business teacher. I used to tell everyone that they needed a certain baseline competency in selling in order to succeed. I told people that, because I really believed that, but over the COVID year when I took stock of my own business and how it had evolved, I realized that my dependence on sales skill was much less than in the past. 
So, what happened?
What I call Targeted Marketing is what happened!
Targeted Marketing is my own term. 
It includes the process of 
a. Identifying likely prospects.
b. Getting them on a list. 
c. Marketing to that list. Now, this marketing isn’t broad. It’s targeted on selling one product in a chain of products. 
d. Using automation to refine the marketing process.
e. And, the result is that the only “selling” required is answering a few questions and order taking. 
In other words, I let automation and very targeted content do my marketing for me. Thus making the “hard sell” unnecessary. People basically raise their virtual hands and say, “I want to buy this.”
There are a lot of details in this process that have to be explained. More about that later. 
Fulfillment: Everyone’s answer here is automation and outsourcing. But that’s like putting a gun to my head, standing me in front of a canvas with a table of paints available, and telling me to paint the Mona Lisa. “Looks, she’s got two eyes, hair, a nose, mouth, and there’s some stuff in the background. How hard can this be?”
Most folks outsource and automate their fulfillment too early in the process of building their busines. 
Most people end up wasting a ton of money on outsourcers who are twiddling their thumbs and charging you for it!
Upselling: This, my friends, is the one that everyone forgets! Too often, when you’re new, you’re just happy making that one sale. But, that first sale probably isn’t going to be something you can build an income on. 
There are two types of upsell:
1. Add ons
2. Upsells to recurring
Both of these are valid. I can double the front-end revenue by upselling more stuff. I do this about half the time. 

But it’s that recurring product you’re after. The front ends and add ons are just stepping stones to get there. Yet, when I ask most marketers what their recurring product is, they’re clueless. 

This isn’t complex, but it can be confusing. 
Marketing, Prospecting, Selling, Fulfilling, Upselling

You know, God is in the details, right?



If you’re looking at all this and feeling a little overwhelmed, I don’t blame you. It’s a lot. But, fear not, there’s help coming your way. 

BreakOut 2021!
On January 12th, I’m launching a new class. I’m calling it BreakOut 2021
This is going to be the MOST COMPREHENSIVE class I’ve ever taught. 
In this class, I’m going to teach you how to apply Marketing, Prospecting, Selling, Fulfilling, and Upselling to your own business. 

We’re learning the following:

· How to do targeted marketing
· How to get prospects on your list
· How to use automation to find and pre-sell the top prospects
· How to build a solid relationship with these prospects so they think of you as the “go-to” person for what you’re selling
· How to get people to raise their hands and call you or email you asking for your help
· How to only speak with people when they’re already pre-sold and ready to buy
· How to do a “non-salesy” sales presentation that has an astonishingly high conversion rate
· How to structure your offerings into front-end, add-ons, and recurring upsells
· How to break your service apart and figure out what to fulfill and who’s going to do the fulfillment
· How and when to use automation in fulfillment
· How to double your revenue from at least 50% of your front end sales
· How to get an astonishing percentage of your front end sales to end up buying your recurring service

There’s more!
· We’re also going to cover business structure, that is how to structure your business so that it’s scalable without having to rebuild it from scratch
· How to really manage your time, without killing yourself — (This sounds trite, but this is the heart of the whole thing!)
· How to sell more and make more money faster and easier than you ever thought possible all while only working the equivalent of part-time

The classes are January 12th, 19th, and 26th. 
If you’re on the live webinar, I’ll have a sign-up page for you tomorrow. 
If you’re watching this replay on YouTube, click the first link in the description box below and you’ll go to the sign-up page. 

Let’s BREAKOUT in 2021!
