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##

SELL
#

#
Legal Notice#

The Publisher has strived to be as accurate and complete as possible in the creation of this 
report, notwithstanding the fact that he does not warrant or represent at any time that the 
contents within are accurate due to the rapidly changing nature of the Internet.##
The Publisher will not be responsible for any losses or damages of any kind incurred by the 
reader whether directly or indirectly arising from the use of the information found in this report.##
This report is not intended for use as a source of legal, business, accounting or financial advice. 
All readers are advised to seek services of competent professionals in legal, business, 
accounting, and finance field.##
No guarantees of income are made. Reader assumes responsibility for use of information 
contained herein. The author reserves the right to make changes without notice. The Publisher 
assumes no responsibility or liability whatsoever on the behalf of the reader of this report.##
All Rights Reserved: This document may not be reproduced, or transmitted in any form or by 
any means, electronic or mechanical, including photocopying, recording, or by any information 
storage or retrieval system, without permission in writing from the Publisher.#

########
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Nurturing Leads

Make the Offer

1. How can I address those concerns? 
         (email series, white paper, website, videos)

Sell More, Earn More
Get organized, nurture your leads and close more sales

1. How can I offer more value  as I educate potential customers?
        (send additional resources, showcase differences between our product and others, special offers, etc)

1. What questions do potential customers have before they buy from me?  
         (product details, cost, warranty, social proof, etc)

1. What is my compelling offer? 

Sell More, Earn More 2

We help small businesses succeed.

http://infusionsoft.force.com/analytics?PartnerId=001j000000TTc2K&AffiliateCode=a57542&CampaignId=701j0000001mlwy&TrackingLinkId=a1Bj0000002JwCz&Link_Posted_By__c=005j000000DMDJF
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1. When should I extend the offer? 
         (after they read the e-book, after a conference, when they initiate a call with a sales rep, etc)

1. What does a prospect that is ready to buy “look like?” 
         (watched a video, read an e-book, etc)

Close the Sale

1. How do customers buy from me?  
         (online, in person, sales team)

1. Is this an easy way to buy? 

1. How can I make it even easier?

* Take some of the ideas you brainstormed above and choose 2-3 actionable items you can start
    implementing right away.

1. What are the top 2-3 things I can do to improve my selling system?

Sell More, Earn More 3

We help small businesses succeed.
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Lifecycle Marketing 
#
Hello and thank you for requesting these brand new SELL strategies. I’m 
really excited to be sharing these with you, because I know they’ll 
dramatically help you sell more of your products and services.##
Before we dive into these top 3 SELL strategies, I want to share with you 
something called Lifecycle Marketing. ##
The Lifecycle Marketing model provides a simple framework you can use 
to design a marketing plan that will help you attract customers, grow sales 
and deliver an experience that wows your customers. ##
Lifecycle Marketing was developed by a team of sales and marketing 
experts at Infusionsoft, and has helped thousands of small businesses 
achieve success. When put into action, Lifecycle Marketing will help you 
grow sales and give you more time to focus on the things you love.##

#########
There are three phases to Lifecycle Marketing and in this report, we’ll cover 
phase two - SELL.!##
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#

3 Key Strategies 
#
Sell is the second phase in the Lifecycle Marketing model, which is 
comprised of three key stages:##
• Educate#
• Offer#
• Close##

Ok, let’s look at the first key strategy.#

Structure your marketing to sell more of 
your products and services, so you can 
boost your profits, quickly!

Create and build your entire selling 
funnel for you, using our latest 
technology, so you can focus on your 
business and NOT the tech stuff!

Help you brain storm new ideas for your 
business, and other ways to generate more 
revenue from it

OPPORTUNITY: 

Who Else Wants To SELL More 
Products And Services?

Work directly with Tania Allen to help you:

Visit: 
visionalliance.com.au | taniaallen.com | popcornmarketing.com.au

taniaallen.com | visionalliance.com.au | popcornmarketing.com.au

Grab a pen and paper, because you’re going to want to take notes. If at 
any time you have questions, feel free to contact me at 
+61419481203 or within Australia 1300 76 49 20 or CLICK HERE 
to Schedule a call with me.

http://visionalliance.com.au/schedule-call/
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1: Educate ##
Now a days consumers pay attention to brands when motivated to do so. 
The best way to earn their attention is through exceptional interactions and 
valuable education. ##
To create valuable educational materials, you need to understand the 
needs and wants of your target consumers 

#As you build out a content strategy, consider how your product or service
serves your target customer’s basic, psychological or self-fulfillment needs. 
Then, build foundational content on your website, blog, social networks 
or other communication platforms to address those needs.#

#The one thing I would recommend is to be consistent at this process.
This way people know you’re reliable and an authority in your space. A very 
simple way to do this is to setup a follow up campaign that drives people 
from your list, to your blog post where you share a short 5-8 minute video 
clip of value.#

#Then simply have a CTA (call to action) under the video player, so your
people can click the button to go deeper into the sales process.#

#
ACTION ITEMS:!#
1. Start mapping out your educational content so it can flow deeper into the

sale of your product or service. (Example: Eben Pagen did this for his
double your dating site. He offered people the “kiss test” (educational
content), then if they wanted the other dating tips they could buy his
book.#

2. Setup your follow up campaign so that it automatically drips out these
educational videos (or content).#

taniaallen.com | visionalliance.com.au | popcornmarketing.com.au
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2: Offer ##
When you understand your target customer’s buying process, you can 
identify the optimal time for a special offer. By observing past customers’ 
actions, you’ll be able to create a buying process funnel. ##
Then you can match your sales process to their buying process. If you 
have a sales team, or if you are the entire sales team, optimize your 
resources so that you spend time with potential customers that are the 
most ready to purchase. ##
Lead scoring inside Infusionsoft allows you to assign a score to your lead
based on the actions they’ve taken. This tactic places the leads that are 
the most likely to convert at the top of your list to contact. #

#
With your buying process funnel aligned with your sales process, you can 
see the best time to introduce a sales promotion to a consumer—when 
they’re evaluating options.##
ACTION ITEMS:!#
1. Learn more about Infusionsoft

(visit Infusionsoft). #
2. Have your offer match your educational content theme. 

 #
3. Make your first offer what is called an “irresistible offer”, this means it’s

so good, the prospect or customer can not pass it up. #
4. Design your SELLING process so the offer is not shown until the

correct time. For example, the prospect might need to watch 2-4
educational videos first in order to fully understand the value of your
offer.##
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3: Close ##
Closing the sale involves more than just an exchange of money or signed 
documents. In a direct sales conversation, the close involves clear 
communication, good presence and written documentation. ##
In an e-commerce business, the close involves ensuring that there is a 
mechanism for payment collection and order processing. ##
Regardless of your business type, the close is the signal that the deal has 
been negotiated and you can now begin the process of delivery.###
ACTION ITEMS:!#
1. Make procedures easy: Implement clear and effective procedures for

closing the sale. Train your sales staff on closing procedures.  #
2. Create clear documentation: Sales Documents convey how

"together" you are as an organization - did you throw something
together, or take the time to understand, customize, and prioritize the
relationship? #

3. Streamline the payment process: Have a clear and effective
mechanism for collecting payments and processing orders. Automate
the payment process whenever you can. This is where Infusionsoft
shines, check it out at Infusionsoft#

Now, if you have questions on any of this or want help setting this all 
up. Feel free to contact me at 
+61419481203 or within Australia 1300 76 49 20 or  click here to 
schedule a call with me.##
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Conclusion  ##
What we just covered are the three basic strategies for selling more in 
your business. ##
You’ll want to print this PDF out, and start taking action on these three 
strategies, because doing so will allow you to start selling more of your 
products and serves.##

#

#
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Tania
TANIA ALLEN
Business Growth, Franchise & Personal Empowerment Expert

Remember - I’m here to help, so if you have a business and want to start 
rocking-n-rolling, click here to schedule a Free Strategy Session with 
me or cfeel free to call me on +61419481203 | 1300 76 49 20 within Aust

http://visionalliance.com.au/schedule-call/
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