Hello,

Below you will find your customizable messages.

To edit the messages quickly and easily just copy

the code phrases below into the "find/replace"

feature in your text editor. This is usually found

under the "edit or search" menu at the top of

the page.

-------------

Instructions

-------------

Here is a link to a quick video that will show you how to

customize all of the messages in this set at one time:

http://www.lisamcope.com/customizing-messages 
- Highlight and copy the copy and paste phrases including

  the quotation marks. One at a time and paste them in

  to the "find what" box.

- Type your own information in to the "replace with" box.

- Click the “replace all” button.

You're done now just check to see if all of the information

is correct and then paste your messages in to your follow

up auto-responder and start sending it.

------------------------

Copy and paste phrases

------------------------

"autoresponder code here" (found in your autoresponder service)

"confirmation link" (found in your autoresponder service)

"your name here"

"your email address"

"your URL here"

Best of luck with your ventures,

Lisa M Cope,

If you need help or have any questions

please visit the help desk at:

http://www.lisamcope.com/help 
http://www.plrnewsletters.com 
http://www.plrjunkies.com 
http://www.contentcollectorsdream.com 
----------------------------------------------------------------

Confirmation message:

Hello "autoresponder code here"

Thank you for your interest in receiving our emails

It is very important that you confirm your subscription

so that we can start sending your messages.

Please take a minute and click the link below

to confirm.

"confirmation link"

We will send your first tip as soon as we receive

your conformation.

Remember we value your privacy. We will never rent,

share or sell your email address.

"your name here"

----------------------------------------------------------------

Message # 1

Subject line: Your First Issue of Simple Steps To Better Sales
Hello "autoresponder code here",

Welcome to the first issue of Simple Steps To Better Sales.

In each issue of Simple Steps To Better Sales you will learn valuable

information on how you can successfully boost your sales and increase

your revenue.

In this issue we are going to go over a few tips that can help you

start increasing your sales as soon as possible.

In today's current economy many small businesses and entrepreneurs

are looking for simple and effective ways to increase sales, but with

consumers spending less and profit margins getting smaller they are

finding that they have less money to spend on advertising and

marketing. This is causing business owners and professionals to work

harder and look for more creative, cost effective ways to generate

leads and sales.

This isn't necessarily a bad thing as a matter of fact many small

businesses and privately owned companies are doing better in today's

marketplace than their larger competitors, simply because they're

becoming more innovative with their sales process.

Today, I'm going to go over a quick ways that will help you start making

more sales for your business. While you may be familiar with some of

these methods already they are all solid and effective techniques that

you can use to increase your sales.

- Always qualify your prospect

When your budget is tight and your time is important it's important

to make sure that your efforts are going to achieve results. When it

comes to qualifying prospects the faster you can determine if you've

got a potential customer the better.

- Do you best to gain trust

While, price and product benefits are obvious buying factors, the less

obvious ones are intuition, impressions, and rapport. It's important to

keep in mind that prospects are just as apt to buy for emotional

reasons as for practical ones, so do your best to show them that you’re

sincere, honest and that you honorary your business arrangement.  If

never make a promise to a new prospect and then break it. For

instance; if you tell them their shipment will arrive on Thursday make

sure you can deliver.

- Define your unique position

If your product or service provides your customer with specific benefits

do your best to make sure that they are better than your nearest

competition. Make sure you express to them what makes your

company stand out and why they should choose your business over

someone else's.

- Always listen to your customer

When it comes to selling most people are guilty “overselling”, and Miss

out on closing the sale. It's important to listen to your prospect as they

answer questions, be aware of their tone and pay close attention to

their body language. If you take the time to listen to your customer you

can uncover their problem, provide them with a solution and close the

sale.

- Make your presentation sparkle

Never take your sales presentation granted. before meeting with a

potential client make sure you practice your pitch. After all you've spent

a lot of money perfecting your product or service, so why not take the

time to develop a polished and effective presentation.

- Always do your homework

Before any meeting always takes time to research your prospect, so

that you can have a solid understanding of their business needs, ask

better questions, and be more prepared and confident before your

meeting.

Without selling your products or services, there will be no revenue for

your business, so with every new prospect you meet make sure that it's

a positive engaging experience. Remember, happy customers buy

more products!

Make sure you look for your next issue soon. We will be talking about

setting realistic sales goals.

Thank you again for joining,

"your name here"

"your email address"

"your URL here"

----------------------------------------------------------------

Message # 2

subject line: Simple Steps To Better Sales

Hello "autoresponder code here",

In the last issue we talked about effective ways to increase sales.

In this issue we are going to talk about setting realistic sales goals.

Oh that wonderful feeling when we close the sale. There's nothing like it

fills us with a sense of accomplishment and achievement which

motivates us to sell even more.

If you've ever been in a situation where you have been given

unobtainable goals from a supervisor or sales manager’s, then you

know there is nothing worse than being unable to reach your goals and

make your quota. The results are the same whether you work for

someone else or you work for yourself. You're left with a feeling of

despair that leads to lack of morale and even lower sales figures

across the board.

FACT: Unrealistic goals lead to less sales and lower revenue.

It's important to keep in mind that when you're setting your sales goals

for the year that you don't set your expectations too high. While you

want to achieve maximum results being realistic is the key to your

overall success.

You want to put in place, a plan that will allow you reach your projected

goals at a steady pace without putting unnecessary strain on yourself

and your sales team. This is important simply because success is a

great motivator. If you start out with small, obtainable goals you will find

then you and your team will be more motivated to reach higher. On the

other hand if you set unrealistic or unattainable goals you and your team

will less motivated and reluctant to move forward.

Here is a simple but SMART formula for setting realistic and attainable

sales goals. This formula is referred to as SMART because it stands

for:

Specific

Measurable

Attainable

Realistic

Timely

This simple sales yet catchy acronym has been around for many years

and has helped many companies and business owners to come up with

effective sales plans that are realistic enough to be achieved in a timely

manner.

- Specific stands for setting goals that are well-defined and focused.

- Measurable stands for the criteria needed for measuring progress

-Attainable stands for the importance of setting realistic goals.

- Realistic stands for the importance of choosing goals that matter.

- Timely stands for giving your goals a target end date.

It's important to be specific when it comes to what you want to

accomplish. When it comes to setting realistic goals the key to making

it work, is taking your time on each step and being completely realistic.

Don't forget to include a solid plan for putting them into action, and for

measuring them to see if they are being reached.

Make sure you look for your next issue soon. We will be talking about

how to relax your customer and close the sale.

Until then,

"your name here"

"your email address"

"your URL here"

----------------------------------------------------------------

Message # 3

subject line: Simple Steps To Better Sales

Hello "autoresponder code here",

In the last issue we talked about setting realistic sales goals.

In this issue we are going to talk about how to relax your customer and

close the sale.

Relaxing your customer is important to any type of sales situation you

may find yourself in. It's a good idea to think of the customer as a guest

in your home, you are the host, so you want to make them as

comfortable as possible. The more comfortable they are the easier it

will be for them to talk to you.

If you've been in sales for any length of time I'm sure you are well aware

that trying to persuade someone you've never met before to buy

your product or service can be extremely challenging to say the least.

While the challenges are many, the main reason is because most

consumers have a general fear associated with sales people.

The fear that we are all alike, comparing us to the unfair stereotype of

the used car salesman. They are afraid of being convinced to buy

something they don’t need at a price they can’t afford.

When it comes to acquiring a new customer and closing the sale an off

topic conversation is a great icebreaker. While we all want to make that

initial sale the ultimate goal should be to obtain a lifetime customer and

achieve repeat sales. So don't be afraid to take a little time to get to

know your customer better. Try to find a common denominator that you

can both relate to, something unrelated to the product or service you

are trying to sell them.

This is easier than you may think; people love to talk, especially about

themselves. Ask questions their families their pets, and their hobbies.

When it comes to attracting new customers it's important to always be

prepared. You never know where you might obtain a new customer. did

you know that most customer acquisition happens outside of the

workplace? Not only at business and networking functions, but at your

local grocery store, sporting events and restaurants.

Here is a quick example, say you're in the pet food aisle at your local

grocery store, this is a good place to talk to people, because people

love to talk about their pets. A simple question such as; “What kind of

dog do you have?” will get them talking.

The junk food aisle is also a good place to talk to people. For some

reason the presence of candy and junk food puts people in a good

mood, and they are more prone to talk with a stranger. This can open

the door to further communication and may eventually lead to acquiring

them as a customer.

Now, I'm not saying that you should start stalking the isles of your

favorite super market. I'm just saying that you should always be

prepared because you never know where an opportunity may present

itself. The simple fact is that most people love to talk as long as they

can relate to the topic of conversation, so don’t be afraid to ask

questions, and get to know your customer beyond that of the products

they need.

The more relaxed you can make your customer in a comfortable

setting, the better off you both will be, and the more sales you will make.

Make sure you look for your next issue soon. We will be talking about

following up with a lead before it cools off.

Until then,

"your name here"

"your email address"

"your URL here"

----------------------------------------------------------------

Message # 4

subject line: Simple Steps To Better Sales

Hello "autoresponder code here",

In the last issue we talked about how to relax your customer and make

the sale. In this issue we are going to talk about following up with a lead

before it cools off.

Anyone that works in sales knows just how important it is to have lead

sources to keep their sales funnel full. But it's not just about how we

obtain the leads that is important, it’s what we do with them once we

have them.

In sales terms, the longer a sales lead goes without receiving a

response, the colder it becomes. Not following up with the lead

immediately after it's received is one of the biggest mistakes that

anyone in sales can make.

There are many reasons why a lead can go cold. For instance; they

could have gone someplace else to find what they need. They could

have been contacted by another business or purchased from a

competitor. Or they could have changed their mind completely.

When it comes to making sales it doesn't particularly matter what you're

selling, but it is extremely important that you get know who you are

selling it to. That is why it is vital that you follow-up with any new lead

you receive as soon as possible. Remember, as we discussed in your

last issue you want to make your 'new' potential customer feel relaxed

and at ease from the very start, not getting back to them quickly will no

doubt get you started off on the wrong foot.

That old term "strike while the iron is hot" still holds true. In fact the

faster you can respond to a new potential customer the better. It is

important that you make contact with them and start building a

relationship while they are still interested in what you have to offer.

Another common mistake I have witnessed, is contacting a new lead

immediately, but having absolutely no enthusiasm once you contact

them. When you call a potential customer, smile as you speak to them,

the customer will pick up on the inflection in your voice and respond to

it. Don’t act as though they are any inconvenience or burden to you.

Make time for them and remember to treat them just like they are a new

friend you are excited to speak with.

Remember, you are the expert when it comes to your product, don’t

expect your customer to know everything, if they did, they wouldn't need

you. So make sure they know that you are happy to help them.

Another no-no when following up on a lead is to yawn, sneeze, or cough

into the receiver of the phone. I understand that these are normal and

common bodily functions, but there is no excuse for doing it directly into

the receiver, this is a great way to lose the sale, the yawn alone will

most likely make the customer hang up the phone.

Always put yourself in the shoes of the customer. Imagine meeting

someone for the first time over the telephone and your conversation is

being interrupted by yawns, and sneezes, I doubt you would be gung-ho

about doing business with them

Following up with a lead and then putting them on hold is another

common mistake. Although your reasons for putting your them on hold

may seem very important to you, your customer will find it to be

annoying regardless of your reasons. So be sure to set aside a time to

call your new lead when you know there will be enough time to speak

without interruption.

Keep in mind, the next time you receive a lead, act on it immediately,

let your customer know that you are happy to work with them, speak

clearly and avoid interruptions, and watch your sales productivity

increase!

Make sure you look for your next issue soon. We will be talking about

using testimonials to make more sales.

Until then,

"your name here"

"your email address"

"your URL here"

----------------------------------------------------------------

Message # 5

subject line: Simple Steps To Better Sales

Hello "autoresponder code here",

In the last issue we talked about following up with a lead before it cools

off. In this issue we are going to talk about using testimonials to make

more sales.

If you've ever have made a purchase from QVC, HSN, or watched an

infomercial on TV then I'm sure you're aware of the power of

testimonies. You see, they know the secret. They know that by

harnessing the power of customer testimony they can increase their

sales substantially without spending additional funds on advertising.

Seeing the testimonies of others helps potential customers imagine

what it would be like to own the product or take advantage of the

service that you offer. When a person goes shopping for a particular

product and service one of the first things they take into consideration

is the opinion of others.

They will take the advice of family, friends, strangers and even

testimonies on webpages. They do this because they want to make an

informed choice. The testimonies help them picture what it would be

like to experience the same benefits as the person who shared the

testimony with them.

One of the best ways to get perspective new customers to purchase

from you is to introduce them to other satisfied customers and since

you can't take your current (happy) customers to every business

meeting or sales call you go to it is important to collect their testimony

to share with your new prospects.

While this is a fairly easy step to take many business professionals

take it for granted and the cold hard facts are that they are leaving

money on the table!

The process is simple, all you have to do is ask your best customers if

you can interview them about the positive experience they've had with

your product or service. You either take their written testimonial, or if

they'll allow it, recorded it with an audio recorder or even a digital

camera. Be sure to inform them how you’re going to use the

information so they can be at ease knowing that you’re going to be

using their words and images in front of perspective customers.

Once you have several testimonials you can present them in printed or

digital format. Creating a digital presentation is as easy as plugging

your customer's audio or video testimony into a PowerPoint

presentation that you can playback on your laptop to prospective

customers.

Ask your best customers to talk about the benefits they receive from

using your product or service. Try to collect several different

testimonials relating to different aspects of your business, products or

services. This way you can use the one that best fits the new customer

you are working with.

Another good tip is to show pictures of customers using your product or

service. Combine a glowing testimonial with a picture of a happy

satisfied customers and it will be worth more than a thousand

high color brochures, not to mention a lot less expensive!

Remember, nothing sells better than truth and you can't get closer to the

truth than when it comes from someone who’s had a real life

experience with you, your product, your services, and your company.

Make sure you look for your next issue soon. We will be talking about

more taking full advantage of every new lead that you receive.

Until then,

"your name here"

"your email address"

"your URL here"

----------------------------------------------------------------

Message # 6

subject line: Simple Steps To Better Sales

Hello "autoresponder code here",

In the last issue we talked about using testimonials to make more

sales. In this issue we are going to talk more about taking full

advantage of every new lead that you receive.

As we have discussed before, every day in business is critical and

every potential sale is important. It's important to remember that the

lead you receive today, could very well be in the hands of your

competition tomorrow. With that in mind, I can’t stress enough the

importance of taking full advantage of your leads as soon as you

receive them.

New leads are not meant to be pinned to a bulletin board or written on a

sticky note and posted on your computer monitor. They are meant to be

acted on as soon as possible.

When it comes to the thought processes of any consumer their first

instinct is to shop around for a new product or service by researching

on the Internet, making phone calls and asking questions. So with any

new lead that you receive you can be sure that they have also looked at

or checked with at least one or more of your competitors.

The timing on a lead is so important, the moment you receive the lead,

pick up the phone and make contact with that person. If you wait too

long two things could happen

1. Your competition will get the jump on you.

2. You will be giving your potential customer the opportunity to find

    another place to take their business.

By letting a hot lead sit around and cool off, you can rest assured that

you are almost guaranteed to lose that new customer. Put yourself in

the shoes of the consumer. Would you appreciate receiving a call

several days after your initial inquiry? Chances are you wouldn't and I'm

pretty sure that by then you would've lost interest and moved on to the

competition.

I don’t think your customer would appreciate a phone call three to five

days after you have received their information. Even if they are still on

the market for your product, you won't be off to a good start.

Now let's go over a few other common mistakes that are often made

when it comes to following up with a new lead.

- Giving up on a lead to soon.

It's sad but true that many business professionals give up I on a new

lead too soon eliminating any possibility of closing the sale. It is

important to have a system in place for continuous follow-up. You need

to create a plan for contacting a new lead multiple times before you

move them to the dead pile. Only you can decide how many times that

will be, but the standard contact scenario is 7 to 8 times before closing

a sale.

- Assuming that your new lead is ready to buy on first contact.

This goes back to relationship building. As we have discussed before it

is important to find common ground with your new potential customer.

While this may take some time it is an important part of the process, so

that you can build a level of trust between you and your potential

customer.

Just remember to always keep in mind that leads are meant to be

acted on, so the next time you receive a hot lead don't waste anytime

making that initial contact.

Make sure you look for your next issue soon. We will be going over a

few tried and true methods that you can use to increase your sales.

Until then,

"your name here"

"your email address"

"your URL here"

----------------------------------------------------------------

Message # 7

subject line: Simple Steps To Better Sales

Hello "autoresponder code here",

In the last issue we talked about taking full advantage of every new lead

that you receive. In this issue we are going to go over a few tried and

true methods that you can use to increase your sales.

When it comes to increasing sales and income there are many

strategies that you can employ. As a matter of fact if you do a search

online for the term "increase sales" you will be barraged with hundreds

and thousands of results filled with tips and advice to help you reach

your goals. while we're not going to be able to cover all of those topics

in this issue we are going to go over a few tried and true methods that I

like to use myself.

Even those these are simple, they are extremely effective and when

used properly can definitely help you increase your sales.

- Your customers buying experience.

One of the first things were going to talk about is making the consumers

buying experience as easy as possible. While there is a lot of

information that you may want to collect from your new customer it is

important not to ask for too much information up front.

Instead, ask for the bare minimum from the customer, so they can

complete their purchase as quickly as possible. If you want to gather

more demographics from them later on, you can follow-up by sending a

thank you note, asking them to fill out warranty information or take a

quick customer survey.

I know this may not seem like a big deal to you but you may be

surprised to find out how many sales you are losing because your

checkout process is to link the more complicated.

So, don't make your customer jump through hoops to buy your products.

They'll only get frustrated and put it off until later and most of the time

later never comes!

- Stress the benefits

When it comes to closing the sale it's important that you talk about the

benefits of your product or service and save the features for later. Your

customers don't want to know the all the details on how your product or

service works they just want to know how it will benefit them!

Benefits show off the value of your product much better than features.

Let your prospective customer know exactly what your product can do

for them. Will it help them make more money, have more time, reduce

their stress, give them energy, help them live longer, etc. This is what

they want to know and this is what will help you sell more of your

products and services.

- Good, honest communication.

As we have discussed before communication is key. It is important to

follow-up with potential buyers in a timely manner. By keeping the lines

of communication open you gain more trust and credibility. this will turn

into more sales of your product or service!

Encourage your customers to ask questions. Always do your best to put

them at ease and let them know that they're not bothering you or

wasting your time to ask you a question. Answer each question

honestly and promptly. Remember, customers can tell when you're

lying. If you don't know the answer to the question, don't lie to them just

tell them you'll find out for them as soon as possible and let them know.

While these are only a few simple things that you can do they are all

tried, tested and guaranteed to be effective when it comes to

increasing your sales.

Make sure you look for your next issue soon. We will be talking about

using an autoresponder service to help increase your sales even if you

run an off-line business.

Until then,

"your name here"

"your email address"

"your URL here"

------------------------------------------------------------

Message # 8

subject line: Simple Steps To Better Sales

Hello "autoresponder code here",

In the last issue we talked about some tried and true methods that you

can use to increase your sales. In this issue we are going to talk about

using an autoresponder service to help increase your sales, even if you

run an off-line business.

An autoresponder is without a doubt one of the best marketing tools

you can use. In case you aren't familiar with exactly what an

autoresponder is, it is a script based application that will automatically

respond to any email that it receives. Once they are triggered they

automatically start sending out a scheduled series of e-mail messages

that you have carefully constructed to your prospective customers.

Autoresponders are extremely fast. Once your prospect sends an e-

mail requesting more information the autoresponder will deliver it

almost immediately.

One of the best things about autoresponders is the fact that they are

always available. They are always there; ready to provide your clients

and customers with the information they seek. They can free up your

time so they can be used for other things. They are easy to set up and

require only a small investment of your time. They can also make

managing your customers and clients easier than ever, because they

can collect email addresses and customer demographics for you.

There's no big learning curve, so if you've never used an autoresponder

before don't worry it's not hard. If your business doesn't have a website

that's not a problem either. Most autoresponder services are run from

their own websites, so if you don't have a website of your own to use

them.

You're not restricted either. You can virtually preset any autoresponder

to send a variety of messages. You can use them to inform your clients

about future products, services and sales. Autoresponder’s will work for

you day or night, making your company information available to anyone

whenever they want it.

As we have discussed before not all consumers are impulse buyers.

As a matter of fact, research has shown that it may take more than

seven contacts with the prospective customer to finally close the sale.

While an autoresponder can't do all of the work for you it can help

lighten your load immensely. It does this by sending out basic

information specifically requested from the consumer that can help with

training, support and yes, to increase your sales.

This also works very well if a customer has purchased from you before,

because then you can use it to send out confirmations, thank you notes,

and even offer discounts on additional purchases, which will help

increase your backend sales as well.

When it comes to choosing an autoresponder for your business there

are many options available. All you have to do is a quick search online

and you will be amazed at all the different services that you'll have to

choose from. I've put together a quick list of the top five services that I

have used to help you narrow down your choices. While these aren't the

only ones available they all have a nice variety of features and stellar

reputations.

Constant Contact

http://www.constantcontact.com 
I Contact

http://www.icontact.com 
Aweber

http://www.aweber.com 
Getresponse

http://www.getresponse.com 
Mail Chimp

http://www.mailchimp.com 
Autoresponders are in a constant state of readiness, so you don't have

to be. So why not take some time to set up an autoresponder. I

guarantee it can help your sales process run faster and smoother when

used properly.

Make sure you look for your next issue soon. We will be talking about

why even the best products don't sell themselves.

Until then,

"your name here"

"your email address"

"your URL here"

--------------------------------------------------------

Message # 9

subject line: Simple Steps To Better Sales

Hello "autoresponder code here",

In the last issue we talked about using an autoresponder service to help

increase your sales. In this issue we are going to talk about why even

the best products don't sell themselves.

Just because you have the best product in the world doesn't mean that

it will sell all by itself. Chances are you've heard the term "build it and

they will come". In the world of sales that translates to "if you make it, it

will sell". It's a wonderful dream, but more often than not it doesn't work

like that.

While this may have been true in many decades ago, the simple truth of

the matter is that there just weren't many products around back then

and chances were if you made it, it would sell, simply because of the

lack of competition. The same doesn't hold true today, especially with

speed and technology that is used to spread consumer products on a

global scale faster than ever before.

These days, just because you have a better product, doesn't mean that

the product will automatically sell itself and make you rich! In the past,

people weren't swamped with tons of advertising. Anything new or

better was easily noticed by the masses because there wasn't

much competition.

Today, if you have a better coffee pot, investment plan or even a

car that runs on a few drops of water, you are still fighting an uphill battle

against jaded consumer skepticism and high budget advertising

campaigns.

To sell enough of your product or service so that you can actually see a

profit you need to get the word out to the masses in a way that will catch

their attention. The days of just putting a shiny new product on the shelf

and talking about how works are over. As we have discussed before,

you need to convey the benefits of your new product in such a way that

people will want to purchase your brand over the other 47,000

competitors offering a version of the same thing.

it is not just important, it is vital that you learn how to stand out in a

crowded marketplace! People aren't easily sold anymore, you have to

convince them that your product or service is different, better and

extraordinary. You must have a unique selling point and you must be

prepared to tell them all about it.

Do whatever it takes to ‘shock and impress’ your target market. Be

sure to always give them something to remember.

For example:

If you are in marketing, it doesn't help if you keep talking about how

good your marketing company is. It doesn't matter how efficient your

marketing division is or how impressive your company’s background

may be.

Chances are if you are with a good company your prospect knows your

companies reputation. The key questions on your prospects mind are:

- Why should we bring our business to you over your shiny new

competitor down the street?

- What can you do for me that they can't?

- What can YOU offer that will set you apart from them?

It's very important that you to remember that people by from YOU, not

just the company! So, when you're trying to stand out in a crowded

marketplace don't just focus on the features of your product or service

and expect them to sell their-selves. Focus on what your product can do

for your customer and most importantly concentrate your efforts on what

YOU can do for them.

Make sure you look for your next issue soon. We will be talking about

how building credibility and branding yourself can help increase your

sales.

Until then,

"your name here"

"your email address"

"your URL here"

--------------------------------------------------------

Message # 10

subject line: Simple Steps To Better Sales

Hello "autoresponder code here",

In the last issue we talked about why even the best products don't sell

themselves. In this issue we are going to talk about how building

credibility and branding yourself can help increase your sales.

Today, the average consumer is spoiled. When it comes to purchasing

products they have a wide variety of options. They have the ability to

research and comparison shop with a few clicks of their mouse. While,

you may not have the most popular product in the marketplace you can

still position yourself as the ‘best’ by employing a few good marketing

strategies.

#1 Question; What makes you different from the competitor down the

street?

If Your goal is to increase sales of your products and services, you

have to stand out in today's crowded marketplace.

#2 Question; Do you know that you need to do to establish yourself as

an authority in your target market?

As we have discussed before consumers are inherently skeptical when

it comes to making a purchase. Because there is so much competition

in today's global marketplace, it is much harder to acquire a new

customers and keep them than ever before.

This is where branding yourself and your business as an authority

comes into play. When you are recognized as an expert in your

marketplace, people are much more likely to trust what you have to say

and purchase the products and services that you recommend.

Branding and building credibility virtually go hand-in-hand. While

branding will help you make that first sale, credibility is what will help

you keep your customers coming back for more!

FACT: When you take the time to build credibility for yourself and your

business as a trusted brand, it will take less time to make repeat sales

from existing customers and the people that they refer, compared to

acquiring them the first time.

It's important understand when it comes to branding and building

credibility that you don't just focus on branding your business, product

or service. You also have to brand yourself. As I mentioned above

being an authority in your marketplace helps build trust, which

encourages customer loyalty and in turn leads to making more sales.

Some may say that branding and credibility are not that important when

it comes to closing sale, but I disagree. By taking the time to properly

place yourself as an expert in front of your target audience you are

setting yourself apart from your competition in a big way.

And that’s not all, when you build your own credibility, you become the

‘go to’ guy when people think purchasing the products or services that

you offer, therefore saving you time and money when it comes to

acquiring new customers.

So when it comes to taking time to brand yourself and your business

don't take it for granted. Building your brand and credibility is not an

option if you truly want to succeed in increasing sales.

Make sure you look for your next issue soon. We will be talking about

the importance of qualifying your leads.

Until then,

"your name here"

"your email address"

"your URL here"

-----------------------------------------------------------------

Message # 11

subject line: Simple Steps To Better Sales

Hello "autoresponder code here",

In the last issue we talked about building credibility and branding

yourself. In this issue we are going to talk about the importance of

qualifying your leads.

While going out of your way to please and pamper your customers in

order to win over their business isn't necessarily a bad thing, it isn't

always a good thing either. As a matter of fact if you spend too much

time bending over backwards to please them just to win them over, you

may be in for a huge disappointment when after all of your wooing they

turn you down flat.

As we have discussed before, consumers are smart, they are also very

savvy and wary of anyone who is trying to sell them something. But that

doesn't stop them from taking full advantage of your hospitality before

they tell you to hit the road. If you truly want to increase your sales and

build your business it's important that you learn how to separate the real

prospective customers from the ones who are just window shopping

and looking for a freebie or two.

When it comes to weeding out serious leads from the ones who will

simply waste your time it is important to have a solid process in place

for prioritizing and qualifying them. You can do this by simply having a

list of questions ready to weave into the conversation.

These can be as simple as asking them:

- How they found out about you?

- Where they referred to you by someone else?

- Are they experiencing a problem?

- Do they need a solution fast or are they just shopping around?

- Do they have the means to purchase and are they ready to buy now?

Depending on what type of business you're in or what product or

service you're trying to sell the questions may vary. The point is that the

process doesn't have to be difficult  and the questions don't have to be

complicated.

You will be amazed to find out how quickly you can identify the

difference between a prospect that is serious and one that is just

looking around by asking a few simple questions. As a matter of fact

most of the time you will be a will to determine whether or not they really

want your product or service within the first few minutes of your

conversation.

By taking the time to make sure that your new leads meet your

set criteria for a preferred customer, you are not only saving and money

time, you will be sure that you are attracting high quality customers and

increasing sales as well.

Make sure you look for your next issue soon. We will be talking about

what motivates people to buy.

Until then,

"your name here"

"your email address"

"your URL here"

-----------------------------------------------------

Message #  12

subject line: Simple Steps To Better Sales

Hello "autoresponder code here",

In the last issue we talked about the importance of qualifying your leads.

In this issue we are going to talk about what motivates people to buy.

 Seriously, what motivates people to buy?

This is the one question that everyone in who has a product or service

to sell wants to know the answer to. After all, if you know how to

motivate your potential customers to buy, then you will be able to quickly

increase your sales and your conversion rate, which is the ultimate goal

of anyone in sales.

So, what is the answer to that question? What really does motivate

people to buy?

It is often said that you should give people what they need, because that

is what they are going to buy. That may well have been the case a few

decades ago, but sadly in today's marketplace things have changed

and people no longer buy based on what they need.

Instead they buy what they want. Statistics show that in today's media

driven society people are actually spending more money on the things

that they want like, plasma TV's, satellite system's and recreational

vehicles than they are on the necessities like food and shelter!

So it only stands to reason that if you have a product or service that you

are trying to sell you need to present it to your prospect as something

they want. Focus on what's in it for them, stress the benefits and make

them feel like it is something they absolutely must have. That they don't

want to live without.

People also buy because they get pleasure from what they buy.

Someone doesn't walk into a car dealership and buy a top of the line

Mercedes because they need it; a nice Toyota or Chevy would have

done the job just as well.

They buy the Mercedes because they want that feeling of pleasure that

they feel every time they're driving it. Whether it is the comfort of the

plush leather seats, all the shiny gadgets, or the fact that it is a status

symbol, they love driving their Mercedes! Whatever their reason for

buying that Mercedes you can rest assured that their decision was

based on want and not need.

Want is not the only thing that motivates people to make a

purchase. While it is the leading contender, there are many other

triggers that will motivate them to whip out their wallets and buy your

product or service.

Let's quickly go over a few:

- To make more money

- To save time

- To be more comfortable

- To be healthier

- To be popular

- To increase enjoyment

- To attract the opposite sex

- To escape pain and sadness

- To avoid trouble

- To make life easier

- To take advantage of opportunities

These are only a few of the triggers that will motivate people to buy. If

you want to learn how to effectively motivate your prospects to take

action then you need to find out what they want and then present your

product or service to the in a manner that makes them feel like they

can't live without it.

Make sure you look for your next issue soon.

Until then,

"your name here"

"your email address"

"your URL here"

---------------------------------------------------------------------

Message # 13

Use this as a template for even more issues

subject line:

Hello "autoresponder code here",

In the last issue we talked about ......................

In this issue let's go over ..................

>>>>>>>Add in your content here<<<<<<

Make sure you look for your next issue soon.

"your name here"

"your email address"

"your URL here"

==========================================

Legal Notice

The Publisher has strived to be as accurate and complete as

possible in the creation of this newsletter, 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 course.

This newsletter 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 newsletter.

This email may contain affiliate programs and advertisements for

monetization, which can result in commissions or advertising fees

being earned for purchases made by visitors that click through any of

the advertisements and/or links included in this text.

