Developing a Marketing Plan and Sales Skills
How to develop business – talk to people

Develop a Daily/Weekly/Monthly Plan for Contacts
· Make numbers work for you

· If you talk to 10 people per month, even if all of them become members, you may not meet your goals

· Determine how many people need to join WFH/your practice in order to meet your revenue goals.   Note: you’ll need to do more in the beginning than you will later when your presentation and conversation skills are better 
· Set a daily or weekly goal 

· Be accountable – track yourself regularly

· Keeping a journal of your business activities is a good way to determine what you’re doing, how it’s working, and identify necessary adjustments
The pipeline concept  
· people enter the pipeline as prospects and come out the other end as members

· the pipeline process begins with an exposure to WFH and continues with a series of exposures until the person becomes a member or you determine that membership is not likely in the near future

· there are several types of exposures, including intro dinners, workshops, and placing people on the list to receive the newsletter and video clips
Scripts do not work  

· Just talk to people, listen, and respond; you do not need a script

· Remember this ratio – if you are talking more than 20-30% of the time, you are talking too much

· You cannot say the wrong thing to the right person; you cannot say the right thing to the wrong person; it’s hard to say the wrong thing if you are listening, paying attention and responding

· But you can irritate prospects by talking too much, not listening, not answering the questions that are asked and other annoying sales prevention strategies

Contacting People
· Do not just send emails to people!  Emails are ok, but are very impersonal.  You should call people to invite them to intro dinners, to ask them for opportunities to speak to groups, or to make appointments to talk
Meeting With People 

· Refine your listening and communication skills

· Be interested in other people, encourage them to talk about themselves, show sincere appreciation
· Ask questions!

· You are in the business of problem solving – your questions are to identify the problem your prospect wants to solve so that your response can show him/her how you are going to solve it
People Who are Prospects and People who are Not
· When meeting someone new, first goal is to differentiate yourself from everyone else – be memorable and the other person is more likely to want to spend more time with you

· Second goal is to determine if this person is a prospect – ask questions

· People become frustrated because they spend too much time on too few people with too little potential or interest in our business
Examples of Selling to the Wrong Person 

· People who do not want to be healthy

· People who make excuses

· People who are not decision makers

· People who do not prioritize health

· People who do not want to take the time

· People who do not think they have a problem (even if you think they do)

Communication Skills 

· Make eye contact
· Ask questions!  People respond to being heard – ask questions that draw out their true thoughts
· Avoid long sales “pitches”

· Watch your prospect’s responses – for boredom, engagement, interest, confusion
· Learn to adapt your conversational skills to the person you are talking to

Being overly gregarious with someone who is reserved can make that person uncomfortable

Less excitement and more data is better for analytical people

This does not mean being disingenuous, it means reading people

· Don’t take anything personally – another person’s mood or frustration or frustrating behavior almost never has anything to do with you

· Don’t worry if you do not know everything – no one does

· Respond, don’t react – this means listening before formulating a response

· Sometimes what someone says is not what we hear – sometimes best to repeat back to someone prior to answering to make sure you understand the question or objection

· Acknowledge the other person’s frustration, indecisiveness, etc.

· Look for common ground

· Remember that change is stressful for most people

· Listen, listen, listen – ask questions

Asking People to Join 
· You have to ask people to do business with you

· Many ways to ask:

Are you ready to get started?

Would you like to take your kit home now?

Would you like to start in the next class?

Do you want me to sign you up for the next call?

Don’t talk beyond the sale – don’t do unnecessary things – if the person is ready to become a member, no further exposures are necessary
Track Yourself
Keep track of how many people you meet, how many speaking engagements, how many people you call, etc.

Track how many people become members 
Assess where you need to make changes
Questions to ask:

Am I an effective speaker?

Am I talking to enough new people?

Am I talking to the same people over and over again?
Am I talking to the right people?
Do I express myself clearly?

Am I asking people to buy?

What are their objections?  Is there anything I can do about them?
Be prepared to make changes, particularly in improving your skills
