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DEDICATION

I know, you like me, pick up a book and go to the dedication, and don’t see your name there.

Well, not this time!

If we haven’t yet met, are acquaintances, are good friends, or if you are a client family member already, I wrote this book for YOU!

I care. You matter.

And so, I dedicate this book to YOU!
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CONVERSION EQUATION SPECIAL MESSAGE

As a two-time Inc. 500 company founder, co-founder of a third company that reached nearly a $1B market value, and coach/advisor to leading off-and online businesses in over 300 industries, I have worked and collaborated with some of the top marketing experts and consultants in the world. Terri is one of those for small businesses.

As the father of “Business Growth Optimization and Maximization,” for the last 20 years, my company has helped tens of thousands of businesses maximize lead generation, customer conversions, the lifetime value of these customers/ clients/patients—and turbo-charge their profitability and business value. In this book, Terri incorporates and builds upon these powerful business-building strategies and tools.

Helping entrepreneurial businesses achieve their goals requires the application of a success formula and proven system that produces consistent results. Terri has mastered such a system with the Conversion Equation.

I met Terri years ago when we were both speaking at a leading marketing event in Austin, Texas. We instantly bonded around our shared views for training and consulting entrepreneurial businesses. She is all about serving and helping her “family clients” produce real, tangible results—results that generate significant added revenue and profit while simultaneously creating life-changing freedom they desperately crave.

Terri has personally built 6 multi-million-dollar companies. She understands what it is like to deal with every aspect of starting and building a business. She has also helped 6,000 business owners in 400+ industries increase revenue and profit.

The Conversion Equation is an operator’s manual that teaches you how to create and own the system for consistently generating high-quality leads, converting these into high-value transactions and then turning these customers into raving lifetime fans who will buy more from you over their customer life.

In this book, Terri methodically lays out her proven system, grounding the reader on the core principles all along the way. This book is jam-packed with practical actions you can immediately take to increase revenue and profit, both the short-and long-term.

Terri takes things to the next level by powerfully demonstrating how the strategies and tactics have worked with real-world client case studies throughout the book. You will quickly see how her blueprint system can help any business regardless of size, industry, marketing experience, or budget.

By the time you finish this book, Terri will have provided you with all the tools you need to put into practice what she teaches. This includes a template to help you create a 3-, 6-, or 12-month action plan to ensure you get your desired results.

Terri left nothing on the table. She provides the same information in this book as she does to paying clients where they guarantee to uncover at least $100,000.

I encourage you to read every chapter and every word because it just keeps building and building right up until the end.

—Scott Hallman

Two-time Inc. 500 company founder

#1 Amazon-Kindle Bestselling Author of
 The 7 Success Drivers ™ to HYPERGROWTH 

Leading Business Growth and CEO Coach

HUGE Fan of Terri Levine’s 


FOREWORD

“One thousand prospects? Wow, that’s a lot!” “Ummm ... Not actually.”

I was teaching my friend about business and was sitting down doing math to help her understand how things actually work. What really matters. You know, the stuff they don’t teach you in all of the rah-rah self-help business books.

I went on to explain to her that one thousand qualified prospects is a lot in the right hands. One thousand unqualified prospects in the wrong hands isn’t much at all. Well, that’s not quite right. It’s a giant pain in the tuckus without any upside. If that’s your thing, put this book down now.

What you hold in your hands will show you how to get qualified prospects into the right hands: yours if you pay attention to what Terri has to say about it.

I know for a fact that this type of marketing is what really works. I know this after 30 startups over the last 30 years—after coaching and consulting for thousands of businesses around the world—after writing books about marketing that now serve as university textbooks around the world.

After a while you begin to instantly recognize what will work and what won’t. And you also begin to recognize which alleged “business gurus” out there know their stuff and which ones are merely parroting what they’ve heard others say.

Terri knows her stuff. This book is loaded with practical advice hard won in the trenches.

And if you don’t think qualified prospects in the right hands is a big deal, think of it this way: it’s the fastest legal way to hoard stockpiles of cash. The better you get at this stuff, the faster the stockpiles will grow.

If you get to work.

Will you? If so, read on. If not, don’t torture yourself. Not everyone is cut out to be an entrepreneur.

All the best,

Mark Joyner

Founder and CEO

Simpleology-Simplicity is freedom! 

www.simpleology.com
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INTRODUCTION

Business owners today are frustrated and struggling to get leads, close sales, and create consistent income. The global economy is in shambles. Every day I speak with business owners who are not getting any return on investment with their advertising and marketing as these efforts just don’t work as well anymore. I hear their frustrations, and I understand their struggles and challenges.

If you are also struggling, frustrated, and feeling challenged in this economy and with ineffective marketing, you have picked up the right book for sure! If you relate to this at all as a business owner or an entrepreneur, you must learn the material. As a business and marketing consultant and strategist for many decades, I have helped over 6,000 business owners, just like you. I will show you how to generate more leads, close more sales, and make more income, as we take a journey together with me as your guide. The Conversion Equation—and all the other information I share in this book are the solutions you have been searching for, hoping for, waiting for, and, perhaps, even praying for.

I understand you. I know you are desperate for proven and tested ways to generate more qualified leads, attract more clients, patients, or customers to your business and make more money. I will take you by the hand and guide you in this book, so you stop making marketing mistakes and have consistent success in your business. Embrace me as your business strategist right now, and I will show you the way.  


[image: ]

CHAPTER 1

EVERYTHING YOU EVER LEARNED OR HEARD ABOUT MARKETING IS WRONG!

Suppose you want to know why you are struggling to have a consistent stream of highly qualified prospects who are excited to buy your products and services. In that case, the answer is you probably don’t know how to do proven marketing that attracts customers to your business successfully.

As a business and marketing consultant and strategist, who created multi-million-dollar businesses in many different industries, I have has helped over 6,000 small business owners in 444 various industries worldwide. I have a proven formula to produce qualified prospects, and it will work in your business.

Before I teach this to you, I want you to know that you’ve been doing marketing wrong. I mean, all wrong. And this is certainly not your fault. In my experience, most business owners believe that if they create some type of attention-grabbing marketing, they will magically generate leads. Nothing could be further from the truth I will quickly show you that most businesses make three huge lead generation mistakes. And these mistakes can be corrected.

If you are a typical business, you try a marketing tactic and spend time and money, hoping it will be effective and bring you a return on investment. Maybe you have attempted things like Facebook ads, or pay-per-click ads, or off-line advertising, or you have been busy creating PowerPoints or starting Facebook groups. Like most business owners, your marketing results in very few prospects who have any interest in your offerings. You feel down because you put so much time and money into marketing, and you never get that time or money back. Ideally, you dream of having more money and getting real results from your marketing. You want to have more qualified prospects converting into paying customers. Does any of this sound like you? If so...

I will show you the exact system that brings my client family members’ marketing results, making more money in less time and with less effort. These are the systems I use in my own business. We all spend little time marketing so we can focus on serving our paid customers.

The marketing system I will be showing you and helping you implement is systematic and will leverage your marketing and give you real results by changing the way you do all of your marketing and advertising forever.

There is nothing scary here. There are no big radical changes. Based on simple, common-sense changes, my system will exponentially leverage your marketing results. If you have been spending $10,000 on an ad and getting dismal results, you will see how to make an ad that will give you results that will pay off and will allow you to become the leader in your industry. If you have been spending time on social media with organic marketing with little to no results, that too, is about to change.

This system will allow you to make more money while you spend much less time and effort on marketing. Because most of your competitors do not know this system, you will have a real advantage in your marketing. Instead of hit-and-miss results that are unpredictable, you will have a lead generating marketing machine. Yes, a conveyor belt of qualified prospects.

As a clinical psychologist, I understand human behavior and the principles that guide people to respond to marketing and advertising and why and how they buy. I will take you behind the scenes, so you don’t have to get a Ph.D. in marketing and have enough understanding of human behavior to make your marketing effective.

Marketing’s Job

Marketing must help a prospect who is going to become one of your customers feel that they have made the best buying decision possible. Instead of talking endlessly or having long, convincing sales pages that go on and on, waxing eloquent about how amazing you and your company are and all your benefits, you will learn to do marketing that allows your buyers be in total control of their decision-making process. Once you have provided a qualified prospective buyer the right kinds of information, it will become clear to them that they are receiving the most value for the price they pay, and they will purchase your products and services.

Everything in my system is simple to understand and so easy to apply. I have thousands of client family member success stories in all kinds of businesses and industries. My proven system works for them, and it will work for you.

When you finish reading this book, you will have learned common-sense principles of marketing that you will be able to apply right away. You will know exactly how to do marketing and how not to do marketing.

Your marketing will crush your competition and give you a significant advantage over your competitors when you implement this system.

Let’s get started.

Three Marketing Mistakes Revealed

The three major marketing mistakes I see with small business owners are so common and also very easily corrected—once you know how.

The first mistake is that business owners go it alone. They do not have a proven marketing formula and have not spent years studying and testing marketing. Yet, they do not get any professional help, and they keep trying different tactics and hoping something will stick. Or they get help from a self-proclaimed marketing “guru” or a course that doesn’t work. Are you making any of these mistakes?

The second marketing mistake is that most entrepreneurs and business owners do not know the marketing fundamentals required to get qualified prospects, close prospects, and generate income. So, they keep trying things and spending money and time and energy on wasted sales and marketing that does not result in leads and income. Does this sound familiar?

Then, the third marketing mistake business owners make: they do not know what to do with their marketing, so it doesn’t generate cash flow.

Be honest, are you making any of these mistakes?

Now it’s time to explore these mistakes, and then I will help you easily and systematically overcome them.

But before we go on, take a moment to pause. I am curious: are you using any marketing strategies and tactics right now? Maybe you’ve produced an ad, brochure, postcard, flyer, website, webinar, podcast, or blog? Well, suppose that the marketing piece does not follow the lead generation secrets. In that case, I’m about to reveal to you that even most marketers and business strategists and consultants do not know, you probably won’t get results. It is not your fault. You have not learned the Conversion Equation.

Once you adopt the Conversion Equation, you must also learn how to apply it correctly. When you do, you will no longer compete on price. You will have more qualified prospects, and your marketing and advertising effectiveness will typically increase more than 100 times. You will also convert more prospects and dramatically increase your sales.

I like to think of this system as a way to turn on—and tune in—your marketing faucet to always be able to control your marketing and turn up the flow whenever you want more prospects.

Getting in Control of Your Marketing

Business owners typically make the first mistake because they have no idea what marketing is supposed to do. Let me explain. The purpose of marketing is to capture the attention of your exact target market by relating to their “pain” or “problem.” You’ll then show them that you have a solution to remove their pain or problem and that you are the only business who can do that. The next step is to lower the risk of them engaging in the buying process while educating your qualified prospects regarding the value you offer.

When you market using the Conversion Equation and stop doing marketing wrong, you will have more prospects and customers deciding to do business with you. I mean this, regardless of price.

You may have heard that 96% of all small businesses fail within their first 5 years. In my experience, these business owners fail because they lack expertise in lead generation. Everything people are teaching about marketing is based on trying many different tactics and hoping something will work. Instead, marketing must be approached with a proven system based on strategy than tactics. When you do your marketing the right way, the lead generation problem is corrected, and your chances of having a successful and profitable business are significantly increased.

This distinction between strategic and tactical marketing is huge and is one that you need to be acutely aware of before I teach you about generating more leads. I go into much more detail later in the book. However, for now, understand that placing ads, sending out mailers, joining a networking group, attending tradeshows, implementing a prospecting follow-up system, and anything else you might currently be doing is simply a tactic.

You must understand the strategic side of marketing. Strategic marketing is what you say in your marketing and how you say it. Strategy is always more important than the marketing medium or tactic.

Failure to make this distinction means your marketing will most likely fail. If you wonder why your marketing has not worked for you in the past, it most likely is not the marketing medium’s fault. Instead of blaming the tactic for failing and saying that email does not work, or Facebook ads do not work, you need to look at your strategic marketing message. That is where you are typically making big mistakes. If your marketing isn’t getting you the results you want, this is either because of poor strategy or poor tactical execution.

If you are like most business owners, a major marketing mistake you are making is using many platitudes in your marketing. Platitudes are statements such as, “We have the lowest prices,” “We provide the best quality, “We have great customer service,” “We have been in business 29 years,” “We have convenient parking,” or “I am a bestselling author” There are many more but I’m sure by now you get the point.

Here’s the moment of truth: Take a look at any of your current marketing. Is it filled with platitudes? I guess that it is. Small business owners have been taught to believe platitudes are the correct way to market their businesses. Why? Most advertising, including the Fortune 500 firms, do their marketing this way. Think about the ads you see on TV or in magazines or on-line. They are filled with platitudes. When everyone has this type of marketing, prospects will buy from the business that offers the lowest price since all the companies look the same.

Check your marketing messages. If your marketing is based on platitudes, you will forever need to compete on price, often devaluing your products and services.

Ok, now are you ready for the good news and how to generate all the qualified prospects your business can handle? I will give you a quick overview of the Conversion Equation right now.

Then we will go through this proven formula in great detail in the rest of the chapters so you can apply the formula and generate more leads, close more sales and make more income!

4 Components of the Conversion Equation

The Conversion Equation has 4 components that, when used together, transform your marketing endeavors and create the results you want—or perhaps desperately need.

Interrupt: To get a qualified prospect to pay attention to your lead generation, you must interrupt the prospect’s attention with your written or verbal headline. This applies to ads, emails, websites, networking, podcasts, when speaking with prospects—everything. You will always begin by interrupting your prospects. You interrupt them with some type of verbal, written, video, or audio where your headlines grab their attention.

Engage: Once a prospect has been interrupted, you must show them in a sub-heading—again verbal, written, video, or audio—that you have a solution for their problem. This component is “engage.” Once you have interrupted them with a problem, now you must quickly engage them with your resolution.

Educate: Next, you need to “educate” your prospect. You have to give your audience information that instantly shows how and why you solve the exact problem they are experiencing. You accomplish this by providing them with detailed, quantifiable, specific, and revealing information. Consider this the copy of your ad or the essence of a video that follows the headline and then the sub-headline.

Education shows them what information they need to know when buying a solution to their problem. You will demonstrate that ONLY your business has the solution they are seeking.

When you interrupt and engage, you must hit your prospects’ emotional hot buttons, as well. Being transparent, this is not easy, so I will be showing you exactly how to do this in other chapters.

Offer: Finally, the last part of the Conversion Equation is to make an “offer.” So, first, you interrupt a prospect with a problem, then you engage them with promising a solution to their problem, then you educate them, and show them how you help them solve their problem—and now you need to make them a low or no-risk way to take the next step in your sales process. The offer can be a checklist, template, video, audio, webinar, or anything else that will allow them to take the next step.

For example, I use this as my offer (www.tlwebinar.com): We have prospects watch a free, educational training. At the end of the training, if they want to consider doing business with us, we have another low risk (www.tlwebinar.com/blueprint) way solution.

Today, I rarely see people using this proven marketing formula. When I look at most marketing, it only uses one or two parts of the equation. Usually, the ad gets my attention; however, it does not engage me or educate me. Same with a business owners’ website, their emails, their social media headers, etc.

Most marketing today is filled with jargon and slogans. Big businesses, like Nike or Coke, can afford to get us to hear their slogans. However, this strategy does not work in small business. As a small business owner, you don’t have the huge marketing budgets these big brands have.

However, you don’t need one when you use the Conversion Equation. Here is what can happen for you.

[image: ] CASE STUDY—CHIROPRACTOR [image: ]

One of my client family members, Dr. Joshua, was almost out of business. He was spending over $5,000 a month on Facebook ads with almost no results. He got one lead per month and was closing 1 person every 2 months. His business was about to go under.

I looked at his Facebook ads and realized instantly they did not follow the Conversion Equation. The ads were making offers that said “call us” as their call to action. There was no interrupt at all in the ads. The ads listed all the generic and “me too” services that every one of his competitors offers. These ads contained very generic and typical marketing messages about helping relieve back pain, migraines, injuries, etc.

Very quickly, I redesigned his Facebook ads. Instead of mentioning generic problems chiropractors address, we identified his patients’ biggest problem when seeking his help. He told me he mostly saw men who were weekend warriors and who had injured their backs doing sports and had a lot of pain. That became the emotional hot button we wanted the ads to focus on.

Since all chiropractors work with back pain, he had to hit specifically why his business was different. We came up with something unique that his competitors did not claim. He had a 3-step process that guaranteed after only 7 chiropractic sessions, his patients could potentially eliminate back pain forever. Now, he could stand alone in his field. All we needed to do is take this information and apply it to the Conversion Equation.

The new Facebook ads interrupted his prospects. I made sure that the headline addressed the main hot button problems that his weekend warrior patients were looking to solve. In this case, back pain.

The headline, designed to interrupt his exact target market, said, “Most chiropractors insist you see them for long-term and never get rid of your weekend warrior back pain.” Do you think his exact prospects might relate to this headline?

Next, the ads promised a solution to engage his prospects. The headline highlighted back pain and referenced that most chiropractors expect you to see them long-term. We engaged his prospects with his solution. In the sub-head, we said, “Ask any chiropractor these 3 questions to be sure you won’t be one of their patients forever.” When his prospects read the sub-headline, they became curious about what the three questions were.

Then, it was time to educate them. Readers were instructed to ask the chiropractors they were working with or considering going to:


	If they guaranteed to cure their back pain in only 7 sessions

	If they could not cure the pain in 7 sessions would they give them free sessions until the pain was cured, or

	Would they give them their money back?



He already knew the average chiropractor would not be willing or able to make these guarantees. This is where his Core Unique Positioning Statement® (CUPS), which I will teach you about in a later chapter, came in. His CUPS stated if he could not help them in 7 sessions their money would be cheerfully refunded, and he could stand behind this guarantee. This made his chiropractic service THE logical choice.

His offer was a free 3-part video series teaching at home back exercises to reduce back pain fast. He made it obvious that he was the only local chiropractor to offer the benefits his target audience wanted.


















































































OEBPS/images/common2.png





OEBPS/images/common1.png





OEBPS/images/ch.jpg





OEBPS/images/cover.jpg
Forewor d by MARK JOYNER, Founder and CEO, Simpleology

Simplicity is freedom! www.simpleology.com

THE

CONVERSION
EQUATION

A Proven Formula to Attract High-Level
Prospects, Close More Sales, and
Increase Your Profitability

Terri Levine, PhD





OEBPS/images/logo.png
: (% er.'.',a?m'ﬁ!





OEBPS/images/pub.png





