


Module 11 

Lead Nurturing & Making The Sale (From 
Casually Dating To Saying “I Do”)  



Today’s Plan 

  What to do once you start getting subscribers 
  How to demonstrate how awesome you are while 

providing value through your autoresponder & 
regular emails 

  How to convert your subscribers into customers 
and loyal advocates 



Lead Nurturing 

  Lead nurturing is the process of priming leads to buy 
from you by building trust through multiple “touches” 
over a period of time.  

  Gleanster Research estimates that 50% of leads who 
are qualified to buy are not ready to purchase 
immediately. If you call these leads up and push 
them into making a decision right away, you will likely 
lose them. 



Your Timeline 

  How long does it typically take a lead to become a customer after 
his or her first enquiry? Does it vary or is it always pretty 
consistent? 

  If you don’t know, start paying attention to this because it will help 
you map out & tweak your lead nurturing strategy. 

  If you know this you can make your autoresponder the same length 
so that it lines up well with your lead’s decision making process. 

  Don’t worry about it if you don’t know this. Marketing is all about 
experimenting so you’ll soon learn what works & what doesn’t. 



My Sales Cycle In a Nutshell 

Prospect	  discovers	  
me	  and	  visits	  my	  

website	  

Prospect	  sees	  one	  
of	  my	  free	  opt	  in	  
offers	  and	  signs	  up	  
(This	  is	  the	  most	  
important	  part!)	  

Prospect	  
automa<cally	  gets	  

what	  was	  
promised	  to	  them	  

Prospect	  enters	  
into	  an	  

autoresponder	  
series	  of	  emails	  
that	  build	  trust	  &	  
credibility	  and	  

include	  
opportuni<es	  to	  
work	  with	  me	  	  

AAer	  the	  
autoresponder	  

series	  finishes,	  the	  
prospect	  starts	  
geDng	  just	  my	  

weekly	  emails	  w/
<ps	  and	  

opportuni<es	  to	  
work	  with	  me	  

The	  prospect	  gets	  
my	  weekly	  emails	  
for	  as	  long	  as	  they	  
are	  subscribed	  to	  
the	  list.	  Even	  if	  
they	  never	  work	  
with	  me	  they	  are	  
valuable	  because	  
they	  spread	  the	  
word	  to	  others	  



Mapping Out Your Sales Cycle 
  Most sales cycles follow a general pattern of getting to know you 
more and more but specifics will differ from business to business. 
  Before you can systematize, you have to map out what you want to 
provide your customer with to help move them through the cycle. 
  This is where you can use your blog posts and website content to 
help them get to know you and provide them with helpful content. 
  What do they need to know before booking you? For a dress designer 
this could consist of blog posts about finding the perfect dress for your 
body, your FAQ page content, snippets from your about page, etc.  



  Your autoresponder is your lead nurturing machine. It educates your 
leads, builds trust & gets them ready to buy. 
  Your autoreponder emails should contain or link to content and have a 
call to action. What do you want them to do next?  

  Fill out a contact form? 
  Call you? 
  Make an appointment with you? 

  How can you make this super simple for them? 

Your Autoresponder 



Your Autoresponder 

  Like I said when I introduced you to autoresponders, what do 
they need to know to be ready to buy? This is what you want 
to have in your autoresponder. 

  You can (and should) repurpose your content in your 
autoresponder. If it doesn’t already exist, create it as a blog 
post and then link to it in your autoresponder so that it does 
double duty! 



  Your autoresponder will run on autopilot and it will end eventually. Not 
everyone will buy but don’t worry about that because sometimes those 
people who stay on your list forever and don’t buy are the ones who sing 
your praises and share your content with their friends. 

  The other type of email you need to use is your regular broadcast 
email with your new content. 

  In my business, these go out every Wednesday with a new piece of 
content and it serves as my keep in touch strategy. They can have calls 
to action in them too. 

Your Regular Emails 



The Value Of A Keep In Touch Strategy 

  People may still purchase even after the autoresponder ends 
so don’t neglect any of your subscribers. 

  Your subscribers can unsubscribe at any point so keep on 
emailing as long as they are on your list. 

  Life happens and we lose focus so these regular emails can 
keep you top of mind and remind an interested lead that they 
meant to contact you but forgot. 

  It builds some serious trust and people will sing your praises. 



Write Compelling Subject Lines 

  Much like a blog headline, a subject line should compel someone to click 
to open the email because they are curious and interested to see what’s 
inside. 
  Keep them short so they don’t get cut off in the inbox 
  Questions work well: “Are you making these wedding planning 
mistakes?” 
  Don’t hesitate to have fun wit hit and inject your personality into it. People 
will grow to recognize your voice and how you write and they’ll spot a 
subject line that reflects that.  



How To Measure Your Success 
  Track your new opt-ins month by month (we’ll talk more about doing 

this with Google Analytics) and make sure that they are growing. 

  Track your conversions. If people don’t purchase from your website 
you can simply take their email and check to see if they are on your 
list and how long they’ve been on it. 

  Track your open rate over time. Are some of your autoresponder 
messages getting much better open rates than others? You may 
want to tweak the subject line of the weaker ones. Simple tweaks 
make a big difference (the 80/20 rule definitely applies here). 



  The beauty of online marketing is that we can make changes quickly, 
evaluate the results and go from there. Take advantage of that flexibility! 

  If you think your autoresponder should be a month longer, try it and see 
what happens.  

  If you think you need bolder calls to action, try it and see what happens. 

  Once you have your autoresponder built and you start to see how it’s 
working you’ll probably want to make changes. Go for it! You can always 
change it back if it doesn’t have a positive impact. 

Don’t Be Afraid To Experiment! 



Quick Recap/Homework 

1.  It’s time to build that autoresponder if you haven’t started already! 
2.  Decide how often your regular broadcast emails will go out. I keep 

this consistent with my blogging frequency but it’s up to you! 
3.  Decide what your calls to action will be. What do you want people 

to do to take the next step? Can you make it easier for them? 
4.  Experiment and don’t forget to sprinkle those calls to action in 

liberally! You’re delivering value, you’ve earned the right to ask for 
the sale. 



Coming Up In Module 12 

  How to measure your success! 
  How to use Google Analytics to track your ROI so that 

you can focus on just the most effective activities. 
  How to find out where your opt ins come from (some 

sites will generate more than others!). 
  How to find out what sort of content really works and 

what you should do more of. 




