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1. CRAFT YOUR OFFER SO THAT IT'S TRULY IRRESISTIBLE
 1. Focus on the __________ more than the service delivery
 2. Use limiters to motivate action but stay away from "__________  __________"

2. CREATE YOUR PROFITABLE 
 PREVIEW CALL OR WEBINAR
 1. Attend Lisa's free training webinar and learn the 5 P's to Profitable 
  Preview Calls and Webinars 
 2. Fill out the Preview Call and Webinar template

3. INVITE THE WORLD TO YOUR HOT TALK!
 Do This Through:
 1. __________
 2. __________
 3. __________
 4. __________
 5. __________ 

4. TRIPLE YOUR SALES AFTER YOUR 
 PREVIEW CALL OR WEBINAR
 (Remember, you'll only make ____% of your total sales during the preview call or webinar, 
 ____% will come after). 
 1. Use a proven __________  __________  __________ to maximize sales
 2. Make sure to __________ your efforts so you don't "kill your list"
 3. Use __________-__________  __________ and __________  __________ 
  to create urgency
 4. Don't be afraid to add more value to your launch
  (__________  __________, __________, etc.)

5. KEEP THE SALES YOU'VE MADE
 And Structure in High-Ticket, Back-End Upsells (Most people miss this amazing opportunity!)
 1. Include __________  __________ that keep people engaged
 2. Make sure you time your __________ well for maximum sales and to attract the best
  and most committed clients to __________  __________ at a higher level



PREVIEW CALL AND WEBINAR TEMPLATE:

1. POSITIONING
 1. Position Yourself:
  Create Vulnerability and Credibility in your Intro
 2. Position Your Topic:
  What is possible from doing your work? Grab ’em!
 3. Position Your Audience:
  Show them they are in the right place. “This is for you if…”
 4. Position Your Talk:
  Give an outcome driven overview of what you’re going to cover. Enroll them.
  “Today we’re going to cover…”
 5. Position Your Offer:
  Create Partnership from the Start and set yourself up to unabashedly
  promote. “I’m going to give you all I can in the time we have together AND I promise to
  show you how to take it further!”

2. PAIN
 Create understanding and empathy by letting your listeners know you understand their pain.
   What is the pain your ideal clients are experiencing right now?
   (Pain that your product or service will alleviate)   

3. PROMISE
 Explain how your product or service will alleviate their pain
   How does your product or service alleviate the pain your ideal clients are 
   experiencing and teach them some ways they can get started right away?   

4. PROOF
 This is where you show social proof, testimonials, case studies, success stories, etc. Should   
be sprinkled throughout to illustrate points
   Make a list of your testimonials, success stories and case studies.

5. PLAN
 This is the transition to your offer/invitation.
   ie: “Looking forward: How to turn today’s useful information into lasting transformation.” 

(Note: Templates, tools, samples, checklists and timelines for all of the above provided in detail in
The ALL NEW 6-Figure Teleseminar & Webinar Sales System)
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5 P'S FOR PROFITABLE PREVIEW CALLS & WEBINARS


	Blueprint Handout Pg1 V2
	PLC1 Blueprint Handout Pg2 V3

