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Telemarketing Barter Formal Test Referral System Direct Mail + Email + WebCopy Innovations Added + Cross-Selling Love Business Risk Reversal is better second time around Internet Marketing Super-Summit 3 ways to increase business communication Pause Even today, break marginal new bank of Tomorrow of the client strategy is worth
Preminenza USP guest relationships - Beneficiary of fish where large fish are increased A ° Customers to increase the average size of sale by customer the most important strategy that can be used to maximize the value of all Other strategies is to communicate in a regular basis with all those who contribute, or will never contribute, in any way your
business success 3 ways to increase the business increase the # of customers return time + buy again work on all three growth innovations = geometric are unconventional fresh, higher quality, more em Operating to do something your challenge is to keep customers constantly connected to you as precious, you put c ontinually "Where is the great
neglected opportunity here?" Keeping them to think of communication always find out the opportunity hidden in every situation innovations of you innovation goals is always to make your product or work special, unique, more advantageous in your eye client to get your prospects + customers to see your business as offering them a superior benefit or
advantage that no other competing offers discovered them into the proportion of direct proportion to the quantity of networking, brainstorming, and architect is done as a mentality, successful guided people outside yours sector you need to determine the most powerful benefit or advantage you can possibly offer an existing or future client, so that it
is totally irrational for them to choose to do business with anyone, but your company needs to identify which advantage or result your customers want more when you limit your company to do things the same way Every other competitor of your Fa, it is possible to produce only modest earnings, incremental to the best more business people don't
realize, but I am in the customer's business and the generation perspective. This is the fundamental goal of all marketing you need to integrate your USP into all your promotion, marketing, advertising, + transfer operations of telegraph activity more clearly that you make a better choice, the most often they will choose to the competition the pint is to
focus on that need, or gap that is more seriously lacking - condition that you can keep the promise to carry out 2 parts each time join for business to make transactions of any type, 1 Side always asks the other to take more or all the risks if you ask someone to take all the risks, their first inclination is not to buy your goal is to eliminate the most, if not
all, risks in the transaction For the customer it is fundamental for always satisfies the "great promise" of the USP Internet Marketing 'Super Summit' the USP is the core around which success is built, the FA But + wealth. So it's better to be able to affirm it! Try it. Write 1 paragraph Declaration of your new USP. At first you will be difficult to express
hermetically + specifically. It may take 2 or 3 or more paragraphs. Exitly modify the generality + focus on a sparkling clear statement that promises the maximum that can be offered. Removing the risk, the barrier is lowered to the action + to eliminate the main obstacle for the purchase of 1 of the biggest advantages "competitive advantage" that
you ever gain is that of always making it more For the customer to say yes of what is for them to say no. Tuttally + it completely guarantees the purchase for your USP customer takes the risk in every transaction you have with your customers better Risk free for staff, writing scripts, holding contests, + to reward the people who stand out Promote
your reversal USP BTREF risk tests the most specific types of guarantees + better than free risk guarantees it is possible before deciding on an arbitrarily one when you put a very specific dramatic dramatic Guarantees or risk reversals on your sales proposal, sales almost certainly to go up. Test yourself remember axiom: it is not addressed to
everyone. In fact, some vendors of the universal service are designed for appeal to only 1 segment of a market all employees (or subcontractors) with any public contact or client interaction, or someone who shots your business -Deve fully understand, embraze, + you will believe yours USP compensate for your client for their dissatisfaction +
enhancing their time + trust is the concept behind it to consider offering that something else over (a bonus) when they decide to purchase. offer them a guarantee of exceptional repayment, but they allow the customer to keep the bonus if he or she asks for a refund of how to take care of them the most communication contact you have with a person,
the strongest + richer the relationship it becomes. In the business world the secret to maintaining + customers growing is to maintain a significant communication w / all important for you to try to discover at least 1 MANNA cash for your business every 3 months to build a foundation based on more generation flows of ideas. Get ideas from others
how good you are as much as the warranty + the most specify the performance expectations you make, more people will buy risk inversion can become an important part of your weight loss USP programs to ensure specific weight loss in A certain period of time to make a complete list of every obstacle to your customers who could prevent them from
buying, dealing with, or in the choice compared to the competition. It is of vital importance for indelible etch to strong, clear and eye-catching USP in the minds of your customers after they have purchased from you immediately after sale, writing, e-mail, telephone or visit your customers. During the follow-up, make sure that customers feel important
+ special, and that their initial purchases are "resolded". Repeat your USP + Remember customers as you helped them make their purchase decision that I recommend to my frequently customers offer special promotions to their customers by mail, phone or in person. A USP can come in the form of an occasional special offer. offering your customers
genuine, offers at special prices, you endear to their first customer must always see the offer as a logic extension of your base usp if your USP is the service, your favorite promotions will be based service rather than at Basic price of 2 A ° Make very clear that this special offer is only available for current customers give reasonable personal authority
to guarantee the promise behind your USP a formal post-referring client system will take you an immediate increase and a useful Add Ons = you are a customer graduate of a larger or superior alternative product or a package of goods or services of a generated reference client normally spends more money, buy more often, and is more profitable +
faithful than most of the activity categories you could go after cross-sale = is the introduction to the customer a product or an additional service that will add or increase the result of their Transaction with you or your company Referrals generate referrals are car perpetuing every time customer s bar bargain w / in person, through sales staff, by
letter, e-mail, or on the phone, diplomatically ask them customer referrals every time Someone buy from your company, you have the opportunity to increase the size of the purchase you provide too important value + benefit to allow everyone from a friend, colleagues, family members, and colleagues of your current customers to be denied L 'Access
to you when you close the sale, it's the ideal time to make a sale- Detail if there is a good reason benefit + for the customer to buy the package. 60% of all customers increases if you do it right + offer a real value a psychiatrist I have informed your commercial boom following only 1 piece of consultancy write the names of you 3 more sold products
make work ad-ons for the Consistency law is such that if customers are recommended to Otherwise, they are also committed. If you want to optimize any commercial activity, then you will have at least 4 to 5 Reference Systems Different Add Ons + Cross-sell what you need to know what benefit you offer what is the biggest problem of the ideal
perspective that is not satisfied? Competitivi employee customers who can refer to the prospects to you the prospects that do not convert other trade associations + professionals - unions, etc. formal referral system make sure to have a good product or value of internet marketing 'Super Summit' Reverent what makes you show interest in your current
customers asking them to explain that, even if the postponement does not buy, you will provide an important service for them, because you do it, you are able to invest your money + provide a better watch service than people do w / service after buying it, + offer to do it for them for a fee see what people buy to go with your product or service in the
pursuit of their result the final. make it available through you if you can sell any product or service that can be offered on what to do base reference i of the as 'tfn' (up to new warning), you can use the announcement up or to sell technique to transform a 1 Purchaser time in a continuous, perpetual, weekly, daily, monthly or quarterly closed for sale.
The concept driving the client music club company from the three best options + a number of them will choose 1 of the two additions beyond their initial intent. give them a higher value to each option is added, and become benefited many more times more than you from the process I highly urge to watch your business or practice + auto "I can take
one or all of the products and services I sell + reposition them to be of Market on more? Give them both logical reasons + Emotion because they should give reference in the case of some professionals who cannot ethically pay for referrals to do other things like donating money to their favorite benefits ways to come with another approach To increase
the average transaction value is to use the promotions point of sale. Promotions point of sale are nothing more than displays or signs that grab the customer's right of customers at the point of sale. Position yourself as different from the competition explain that you are Gets most of your business from referring alongside list some of the ways you
could increase and the value + benefit of such goods + services to your customers with the addition of a product or service to a typical sale Ask yourself how you should do the final result of an even more complete customer What are the demographic data of your customers potential ideal perspective Now add the final result that customers want
when they buy these elements observe what your customers do before buying your services, can they predict that they too? What are the ideal prospects? What is the benefit your ideal perspective wants + needs such as benefit or result not your competitor provide added volume or time added combinations options (packages) refusal to allow yourself
to become a commodity. instead focus on your own contribution to customers' life + the final impact that the results, said that he referred people patients to him to tell anyone they referred they would not have to pay for the first product session + services adding evidence all . It's simple and winning can be enormous offer to give them an incentive
for the reference set phase to get referrals until you start testing different levels of performance answers, yours A huge potential on the table with each specific calculation Announcement The cost per perspective, the cost to close, the average sale for perspective, the average conversion to perspective, + the average profit for sale against pass
control offer to give their customers a product or service for free or with a discount and tell them that this is something that the person who refers to them bought them offer them to give the postponement of a special incentive to have your customer call or contact the postponement directly to do something something to ask for the referral for the
person for those who want to get Referral. This will inducer the law of reciprocity that remains frequent contacts with people who provided the referrals in the past ask the referrals when the customer is more receptive not to be hit; Request referrals Thanks to your customers for referrals help your customers locate referrals for you. Ask them,
"whoever you know who ?" The new customers of a wellness center are 80% from Referral. When new people are introduced, the emphasis is in service + results. When you sign up, the club takes them to commit to enter consistently in the club and use it, then make them promise to report friends so that they can help them too. After the new
customers receive results, the club asks them to write a letter of recommendation test when an approach occurs against another + carefully analyzing + tabularly the results, you will be amazed at an approach always substantially among all the others by a tremendous Margin test every sales variable. Any positive or negative data can help you
dramatically manipulate the effectiveness of your sales efforts. Never test big if you can test the small A / B splits allow you to test two approaches with a home page when the quality of the advanced test response instead of the simple quantity What you think is your most selling price Probably not the most strategy important that you can use to
maximize the value of all other strategies, it regularly communicates with all those who contribute, or will never contribute, in any way for the success of your company your challenge is to keep customers constantly connecting the customers next time What do you come home + find a stack of so-called junk mail in your mailbox, do not launch it into
the garbage. Take a few minutes to read a letter or two. The precious one can think of thinking about the reader a desirable reward to read the letter, must have a bed attention to readers w / powerful title the letter must show clear + distinctive advantages in the copy of the body the letter must demonstrate or validate your complaint of Benefit or
benefits through factual examples (testimonials) how much you care about their more contact + communication you have with a person, stronger + richer the relationship becomes. At the activity the secret to maintaining + growing customers is to maintain significant communication with which everyone is important for you a letter of sale is nothing
but a conversation between 2 friends. 1 person who earns knowledge from another title are the negotiation key of your products or services for the things that your business needs or desires are called components for sales business sales letter sales not exclude barter simply because you are In a profession + not a difficult industrial product starts
first going to the most direct logical perspectives and therefore propose a direct exchange of your goods + services for their letter must persuade the reader to reach + seize the advantage that you promise your Research structures Location How good communication is communication One of the least expensive ways + more effective ways for you to
tell you full history of sales to your customers + prospects retail dollar dollars of dollar dollars on your reputation + the position of your business every time you need something right now, + the person or the com PAGNIA You are trying to exchange w / you don't need or want. Offer Prospect Trade This Baratter Night + Weekend Hours option Details
on employee experience, credentials, + skills 1 out of 1 barter facts that could impress your special delivery reader or production process than i Competitors do not have direct access + e-mail + web -copy data use, records, documents + cases Studio internet marketing 'SuperT-Summit' Earth rules Go to the closest position will not yet be profitable
unless you ask the reader to act now triangulation never try to exchange your good or services to anything else than the retail value the use of 3 or more separate transactions to reach your final exchange goal if used used Telemarketing can produce explosively profitable results for almost all commercial or professional activities, do not let another
day go buy without sending this free information I ask that the reader to immediately respond to a specific offer totally to my risk of telemarketing works best when prepare the way for this with a letter or an announcement that causes the prospects to write to you for further information. The time + limit the quantity of the offer, and clearly explains
why I explain in detail the loss of sampling opportunities for free bonuses a €
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