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How To Create And Work Your Leads For Super Profits

By Larry Klein

There's a formula to make lead prospecting work and here it is.

1. Make an offer to your prospect that matches their agenda. Whether you use email, direct mail,
newspaper advertising, it doesn't matter. The goal is to put something in front of our prospect that
matches their concern and not your concern. Here's an example. If you want to have a prospect
respond for your offer for mutual fund selection, you don't send a mailing "Get my mutual fund
selection system for only $99." Such an offer is about YOUR agenda. Here's the offer that matches
their agenda, "Six Tactics that Financial Institutions Don't Want You to Know About Selecting the Right
Mutual Funds on Your Own−−Get your free copy now."

2. Once your prospect responds (requests the free booklet or report), you send it. DO NOT contact the
prospect until you have delivered the promised item. Print your photo, your name, credentials on the
front cover and have your biography (well written to illustrate your expertise) in the back. Make sure
you have plenty of unbiased non−sales content in the report. If you send an item that is effectively a
sales pitch, the prospect won't want to talk with you. People don't want to talk with sales people. That's
why the item must be 100% informative, educational and add value to the prospect's agenda.

3. After you send the item, you contact the prospect (whether it be by phone or a follow up mail piece).
Let's say it's by phone and your objective is to sell something on the phone or sell an appointment. For
example, you sell mutual funds and you want to meet this prospect. Your call is about their concerns
and the only way you will know their concerns is to ask. So the goal of this call is not to state how
brilliant you are or how great your mutual fund choices are. The goal is to find the prospect's hot button
that will motivate them to action.

4. Once you've identified the prospect's hot button, you ask them how important it would be to solve
this issue−−what's the payoff. When they tell you, ask them to explain further. In other words, get them
to "taste" the payoff. Now here's where mediocre sellers screw this up. They blurt out "well I can help
you with that!!!" Now, you're just another sales person, drooling at the thought that you have a
motivated prospect. But the master does not volunteer a solution. The master asks "would you like to
see how other people like yourself solve this problem?" Because people are addicted voyeurs, they will
absolutely want to find out how others solve their financial dilemmas. You can then volunteer to meet
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and show them examples of other person's solutions.

5. You have now maintained your position as a consultant and not a sales person. You have controlled
your urge to talk about what you want to sell and you have remained focused on the prospect's
objective. You now have a lead that's a real prospect. You can now see why most lead systems don't
work Let's explore what you're probably doing now to generate and follow up on leads.

First, the lead probably did not respond to anything. They are merely a name that supposedly meets
some criteria. This is not a lead, it's a suspect. Leads are people that respond to some marketing
effort. They raise their hand (i.e. respond) and indicate interest. So if you don't have a strong
marketing message up front to get prospects to indicate interest, you're already sunk

Next, you probably call that person to solicit an appointment. But you've got no credibility with them.

You have failed to establish your expertise. You must first show them why you're credible. And there is
no better credibility than to be an author (or to have printed materials personalized with your name and
photo and the prospect assumes you're the author).

Last, you probably contact prospects and tell them about your "stuff." You don't ask them enough
questions or even seem to care about them. Since they responded to your marketing, you assume they
are a buyer so you jump into your pitch. You immediately establish yourself as another hack they don't
want to talk to.

Is it now clear why it takes 200 leads to make one or two sales?

http://www.financial−speaker.com

is an expert in lead generation and marketing for financial advisors.

You can learn how he uses the Internet to create a constant flow of

http://www.insurance−lead.ws

Super Bowl Sunday Is The Biggest Unofficial Holiday

By Kadence Buchanan

In the 40 years since the first Super Bowl was played between Green Bay and Kansas City, Super
Bowl Sunday has grown into an unofficial national holiday that has shopping and economic effects
rivaling Christmas, Thanksgiving and other major official holidays. Whether it's a casual get together
with a few friends or a lavish, catered party, 125 million Americans celebrated the Super Bowl in some
fashion in 2006. Even those with little interest in football get in on the craze, if only to watch the
commercials.
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Understanding this unique opportunity, advertisers spare no expense to showcase their products and
services during the Super Bowl. Advertisers paid up to $2.5 million dollars for each 30 seconds of
advertising during Super Bowl XL in 2006. Agencies work on their advertisements all year, and the
Super Bowl has become the unofficial Academy Awards of advertising. There are almost as many
websites and television programs analyzing the advertisements as there are analyzing the game.

The food and beverage industry also profits from Super Bowl Sunday. Super Bowl Sunday is second
only to Thanksgiving in the amount of food that Americans prepare and consume. In the weeks leading
up to Super Bowl XL, Americans spent $55 million dollars on food for their Super Bowl parties and
spent ten million hours preparing it. Since it is estimated that an average of 17 people attend each
Super Bowl Party, these figures are not surprising.

The king of Super Bowl food is the avocado. More avocados are sold in the weeks leading up to the
Super Bowl that at any other time of the year. It is estimated that 12 million pounds of avocados are
purchased and turned into guacamole for Super Bowl parties. Since guacamole requires chips, 15,000
tons of chips are consumed as well. All that food needs washing down and soda and beer sales also
top out during the weeks preceding the big game.

It's not just food and beverage manufacturers who profit. Millions of dollars are spent on party supplies
like paper plates, cups and plastic cutlery. Electronics stores also benefit. After all, you need that
big−screen TV in order to properly appreciate the game. Even sales of antacids spike on the Monday
following Super Bowl Sunday. There's a good reason for that. The estimated total time that party−goers
take to consume all that carefully prepared food: 15 minutes.

Kadence Buchanan writes articles for

http://footballorbust.com/

− In addition, Kadence also writes

articles for

http://everythingaboutgames.net/

and

http://universeofentertainment.com/
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