PNP 20221123 RAK VIC Go high level how to start a saas-imgs to text
[image: pg-4img1]

[bookmark: _GoBack]TABLE OF CONTENTS 
01 Welcome Statement. Purpose and Objective
02  Why listen to us? Personal & High Level
03 Who is this program best for. The journey of the entrepreneur
04 In order to be successful in this course. You must do the right work...…
05 Course Layout. The six modules are Identity, Structure, Expertise, System, Prospecting, Experience









[image: pg-4img-2]


Purpose & Objective
The #1 goal I have for you is help achieve time freedom, resources freedom and create a foundation for generational wealth with HighLevel Fast Track Program. SaaS FastTrack PROGRAM
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550k Small businesses served and counting.
12,000 + Entrepreneurs in our community who joined the movement already.
100+ Niches you can jump into and be hyper profitable with lean approach.
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STARTUP LAUNCHES: Regardless of where you are in life we have a solution for you to start a dream business for your family

FREELANCE ENTREPRENEURS: Advanced knowledge based will help you get to the next level with the right fundamental strategies
ESTABLISHED BUSINESSES: Seasoned businesses will benefit from additional new service lines and offering with this program
GROWING CORPORATIONS: No matter the size, this will be an opportunity to scale with efficiency in today's age of marketing and sales systems
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IDENTITY: Building a brand starts with an identity in how the business is positioned. STRUCTURE: Ultimate strategy to structuring your business model for the long haul. EXPERTISE: Iron into your fine tuned niche and the offers you bring to the industry. SYSTEM: Technology oriented process in order to scale without limit.
PROSPECTING: Secret tactics that no one share and talks about will be provided for prospecting. 
EXPERIENCE: We focus on your customers. journey and their experience in account management skills.
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In order to be successful 
Best students show 3 qualities....…
1) They simplify their action steps
2) They do the work not just consume
3) They don't waste time thinking
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Discussion 1
FUNDAMENTALS OF THE BUSINESS ENVIRONMENT
Helps understand the landscape of possible opportunities in business
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LARGE CORPORATIONS: Mega companies who have built internal departments, resources and teams for multiple services.
MIDSIZE BRANDS: Smaller national brands that are poised to capture market share by relying on similar sized fellow brands in addition to in house resources. 
FRANCHISES: Group owned or built business models, typically state wide or province wide with limited resources and agility.
SMALL LOCAL (SMBs): Self owned or family owned startups and seasoned businesses with limited resources, systems and technologies.
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SUPPLY What is needed? Can you figure out a problem within the market that needs to be solved?
DEMAND Who needs it? Can you figure out which solutions can be built for that problem? 
PRICE For how much? Can you provide a solution at the right price for the needed quality in demand in order to capture a market share?
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PRODUCTS Items that can be sold to meet demand that are typically not time dependent
SERVICES Providing a solution for the demand by sacrificing time in exchange
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B2B Businesses offering services or products to another business
B2C Businesses offering services or products directly to a consumer
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Product Market Fit
Understanding the demand supply curve and my goals for you in the process
1) Help you find the demand
2) Help you supply that demand with a business technology solution
3) Help you implement 6 and 7 figure scaling strategies
4) Help you create the right goals for your business and ultimately launch
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Final thoughts and conclusion for
FUNDAMENTAL OF THE BUSINESS ENVIROMENT
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Discussion 2
INTRODUCTION TO SOFTWARE AS A SERVICE (SaaS)
Helps understand how you can start your own software business
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LARGE CORPORATIONS Mega companies who have built internal departments, resources and teams for multiple services
MIDSIZE BRANDS Smaller national brands that are poised to capture market share by relying on similar sized fellow brands in addition to in house resources FRANCHISES Group owned or built business models, typically state wide or province wide with limited resources and agility
SMALL LOCAL (SMBs) Self owned or family owned startups and seasoned businesses with limited resources, systems and technologies
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REVENUE LINE Create products and services that directly impact revenue for a business rather than indirectly  
EXPENSE LINE Avoid products and services which simply direct cost to a business rather than income
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MARKETING The ability to attract and retain customers
SALES The ability to transact with customers 
RETENTION Concept of bringing back an old customer 
ACQUISITION Concept of bringing in a brand new customer
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Customer Acquisition NET NEW
Customer Retention EXISTING
Customer Engagement TRANSITIONAL
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Small Local Business Expense Ratio
Marketing $0 $1000 $3000 avg
Operations XX $250
Software $700 $1000 avg
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LET'S BRIDGE THE GAP
Acquisition: What are the tools and systems that can help acquire new clients? Retention: What are the tools and systems that can help retain previous clients?
Sales Systems: Messaging Platforms that can help close deals
Marketing Tools: Lead Nurture and Lead Management Systems
Operational Solution: Technology setups that can create efficiency
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BEFORE: Patch Style 
Business professionals patched together multiple software systems and tools to achieve results for acquisition and retention 
AFTER: All in One
High Level entered the market as the #1 all in one solution for business owners bridged by technology, marketing and sales experts
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Our Operating system: we allow you to leverage our system fully masked behind your solution in the market
Your SaaS brand: you eliminate the need to build a fully functional software company by leveraging our system for yourself.
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Why should this business concept matter to you?
Easy port of entry…
No Capital required to get started…
No need to learn coding…
No need to build a software development team…
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	FEATURES
	OTHER TOOLS 
	HIGH LEVEL

	EMAIL MARKETING
	$99/MONTHALY
	YES

	SMS MARKETING
	$99/MONTHALY
	YES

	UNLIMITED SALES FUNNELS
	$297/MONTHALY
	YES

	WEBSITE BUILDER
	$29/MONTHALY
	YES

	CALL TRACKING
	$95/MONTHALY
	YES

	SURVEY FORMS
	$49/MONTHALY
	YES

	BOOKING AND APPOINTMENTS
	$29/MONTHALY
	YES

	CRM & PIPELINES MANGEMENTS
	$99/MONTHALY
	YES

	WHITE LABLE DESKTOP APP
	$99/MONTHALY
	YES

	TRACKING & ANALYTICS
	$49/MONTHALY
	YES

	COURSES/ PRODUCTS
	$149/MONTHALY
	YES

	REPUTATION MAMNGEMENT
	$299/MONTHALY
	YES
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Uber: The world's largest taxi company, owns no vehicles
Facebook: The world's popular media company, creates no content.
Alibaba.com: The world's most valuable retailer, has no inventory
Airbnb: The world's largest hospitality provider, owns no real estates
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Final thoughts and conclusions for
INTRODUCTION TO SOFTWARE AS A SERVICES (SaaS)
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Discussion 3
THE ULTIMATE PATH TO YOUR SaaS BRAND launch
Helps understand how you can create a successful launch with your brand
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BRAND is not: Logo, colors or themes 
BRAND is: A person's perception and gut feeling about your core offer
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Perception of adding relevant value: Are you raising the bottom line to the company?
Perception of losing relevant value: Are you lowering the bottom line to the company?
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TESLA  HONDA
Going above the market versus below the market.
There is no statistical advantage of being in the middle.
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Your brand positioning start with…
You as an individuals
So where are you visible to your potential customers?
Where are your potential customer visible?
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See through window of your brand
Scarcity mindset will show
Revenue desperation will show
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Your social platform
Communication skills
Desire for the industry
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Final thoughs and conclusion for
THE ULTIMATE PATH TO YOUR  SaaS BRAND launch
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Discussion 1
DIFFERENCE BETWEEN CLASSIC AGENCY VS SaaS HYBRID VS SaaS 
Helps identify 'easy to win' path with SaaS business models
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Creative: Branding oriented agencies who provide one off projects at large.
Lead Generation: Performance driven agencies who focus on the amount of leads generated for small business owners.
Traditional Media: PR oriented agencies that function either local, state or national level.
Consulting firms: Operational specialists that help cut cost or scale with ease
[image: pg-26img-1]

Retainers: Charges monthly fee for services
Pay Per Lead: Charges based on the number of leads that are brought into the business 
Pay Per Show: Charges based on the number of shows
Pay Per Appt: Charges based on the number of appointments generated
One-Off: Non-retainer approach where something is charged based on a singular project
Productized: Set it and forget it model without having much fulfillment services typically as a tool set
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AGENCY Model: Services Only Like Facebook Ads, SEO, Google Adwords, Websites, Print Media
SaaS Hybrid Model: Combination of Software and Professional Services
SaaS Only Model: Provider of a software solution without added professional services
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Custom: NO START-NO STOP
System: END TO END SET UP
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Agency Fulfillment
1) Requires Account Management Skills
2) Requires Project Management Coordination
3) Requires contracts and agreements
4) Requires Strategy Advisor for the most part
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SaaS Fulfillment:
1) Initial Setup and autopilot
2) Minimal need for account management
3) Requires less staff and overhead compared to agency
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Let's Define Churn
Churn is the measure of how many customers stop using a product or services.
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Agency Customer Churn = 72% - 76% on avg:
On average agencies keep clients for less than 3 months. This forces aggressive marketing and sales for hunting new clients
Software Customer Churn = less than 2%: On average most software companies with the right solutions keep clients long term without having to hunt down new clients every month
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Why does churn matter so much?
 On average agencies keep clients for less than 3 months. This forces aggressive  marketing and sales for hunting new clients
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Brand New: SaaS Only
Less than 10 Clients: SaaS Only 
10 - 25 Clients: SaaS Only with Limited Professional Services
More than 25 Clients: SaaS Hybrid
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Final thoughts and Conclusion
 DIFFERENCE BETWEEN CLASSIC AGENCY VS SaaS HYBRID VS SaaS
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Discussion 2
 MAKING SENSE OF MONEY & EXPANSION
 Helps understand how to make sense of numbers behind a software  company
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Quick Review on how much SMBs avg spend on acquiring and retaining customers 
Marketing $0, $1000,$3000 avg
Operations XX $250
Software $700 $1000 avg
(Small Local Business Expense Ratio)
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STABLE PRICING RECOMMENDATION FROM OUR DATA
Upsell with Professional Services or Add Ons: SaaS Hybrid (Product + Services) $297 monthly + $1300 = $1597 monthly
Intro Offer:  Free Trial, Credits, Sessions, Lifetime options
Core Offer: SaaS (Product) $297 monthly + $297 Setup
Downsell Offer SaaS: (Product) $297 monthly
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	MRC
	Monthly Customer Goal
	Month
	Customer
	Setup Fee
	Total Revenue
Month
	Monthly Recurring
Revenue

	$297 monthly
	25
	Jan
	25
	$7,425
	$14,850
	$7,425

	Setup fee
	$297
	Mar
	75
	$7,425
	$29,700
	$22,275

	
	
	Apr
	100
	$7,425
	$37,125
	$29,700
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	MRC
	Monthly Customer Goal
	Month
	Customer
	Setup Fee
	Total Revenue
Month
	Monthly Recurring
Revenue

	$297 monthly
	25
	Jan
	25
	$7,425
	$14,850
	$7,425

	Setup fee
	
	Feb
	75
	$7,425
	$29,700
	$22,275

	$297
	
	Mar
	100
	$7,425
	$37,125
	$29,700

	
	
	Apr
	125
	$7,425
	$44,500
	$37,125

	
	
	May
	150
	$7,425
	$37,125
	$44,500

	
	
	Jun
	175
	$7,425
	$29,700
	$74,500

	
	
	July
	200
	$7,425
	$44,500
	$33,500

	
	
	Aug
	225
	$7,425
	$14,850
	$34534

	
	
	Sept
	250
	$7,425
	$22,275
	$534500

	
	
	Oct
	275
	$7,425
	$29,700
	$44,500

	
	
	Nov
	275
	$7,425
	$94,500
	$345,500

	
	
	Dec
	300
	$7,425
	$48,500
	$94,500
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Case study1

	Average monthly charges
	#of customers
	Total Monthly Revenue

	$680
	500
	$340000
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Expansion Revenue by delegation
 Difficulty Level: Low Professional Services + Add ons can be fulfilled in multiple ways. High Level Marketplace is a great way to get started. High Level Job Network allows you to find talent. High Level Affiliate and third party Partners also have amazing services that you don't to figure out on your own
Expansion Revenue by investment: 
Difficulty Level: High In addition you can develop in house talent and skills by learning or hiring in order to provide.
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Final thoughts and Conclusion
MAKING SENSE OF MONEY & EXPANSION
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Discussion 3
STRUCTURING THE PERSON BEHIND THE BUSINESS
Helps understand the right mindset as an entrepreneur for expansion
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"Before one can scale a business, they must scale their mindset into the next environment of growth" 
-Paulson Thomas, MBA
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Evolution of the entrepreneurial growth: Delegator, Problem Solver, Theorist, Leader, Giver
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5 entrepreneurial pillars for growth:
1) Discipline: Is an exercise in consistent areas of life
2) Awareness Ability to perceive others and also differentiate strengths over weaknesses.
3) Focus: Ability to manage time in order to achieve an objective.
4)Purpose: Ability to understand their calling as a human being
5)Integrity: Ability to keep your word to yourself and others.
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Two common types of entrepreneurs 
TECH ORIENTED: Individuals who enjoy the systems and technologies of the business in order to grow
SALES ORIENTED: Individuals who thrive in interactive activities with people and focus on building relationships
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Common mistakes in entrepreneurship- 
1) Focuses on both strengths and weaknesses with an illusion that they are creating a balance 
2) Chases multiple rabbits at the same time 
3) Disables themselves with perfectionism syndrome and cannot progress 
4) Doesn't practice an essentialistic lifestyle with a single focus and discipline
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CONFIDENCE Is built on preparation and trust that you have the innate ability to be resourceful to provide solutions to the market
 CONSISTENCY Is created by your ability to break things into smaller pieces in order to achieve a larger task
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A conversation to self
 Give yourself 6 months to succeed and take an oath that you will put forth 100% effort while focusing on one objective
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Final thoughts and Conclusion for STRUCTURING THE PERSON BEHIND THE BUSINESS
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Discussion 1
HOW TO CHOOSE THE PERFECT SaaS NICHE
Helps understand pros and cons of niche selection
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SATURATED 
PROS: Proven Strategies 
CONS: Highly Competitive
TRADITIONAL 
PROS: Wider Pool of prospects 
CONS: Need for custom
NICHED 
PROS: High Authority 
CONS: Smaller Pool of prospects 
UNSATURATED 
PROS: Less Competitive 
CONS: Unproven Strategies
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A 'perfect niche' doesn't exist There is something wrong with every industry because they are all propelled by imperfect entrepreneurs
Chase only one rabbit within a niche Go deeper into a sub niche if possible in order to have better clarity around your messaging for prospects
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Changing Niches Audit your true activities before changing a niche with proper market responses
6 Month Commitment Believe and trust in the fact that even if you don't have all the answers today that you will find the solutions relentlessly for your clients
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You can spot a cheap suit in business
1) Pick a niche that you can see yourself hanging out with 
 2) Be yourself in the process because it will catch up 
3) Align your values with the industry 
4) Understand the culture of the niche 
 5)Understand the linguistics

[image: pg-47img-2]
It's okay to host a beta or trials
 You never know until you jump into a niche and do the work
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Discussion 2 
HOW TO CRAFT UP THE PERFECT PACKAGES & OFFERS 
Helps understand pros and cons of niche selection
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Intro Offer: Entrance way option that you give prospective customers to explore your kingdom 
Core Offer: A core offer is your go to ideal and consistent pricing that is built around your overhead and margins
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Upsell Offer: Additional options one provides an existing customer for revenue expansion 
Downsell Offer: Exit offer one provides an existing customer in order to keep them in any way possible
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STABLE PRICING RECOMMENDATION FROM OUR DATA
Upsell with Professional Services or Add Ons: SaaS Hybrid (Product + Services)     $297 monthly + $1300 = $1597
Intro Offer: Free Trial, Credits, Sessions, Lifetime options
Core Offer:  SaaS (Product) $297 monthly + $297 Setup  monthly
Downsell Offer: SaaS (Product) $297 monthly
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Starting with the High-level Operating System - (Standard Plan)
 Business to person Texting (2 way): First in the market of its kind for text messaging and re-billing of usage.
GMB messaging: Ability to interact with a prospect from google business profiles. Web Chat; Quick response system to interact with a prospect as they visit a website. Reputation Management: Ability to interact with a previous customer and build reputation around the brand.
Call Tracking: Ability to track phone calls that are coming into the business and helps convert potential offers.
Text to Pay: Ability to track phone calls that are coming into the business and helps convert potential offers.
Missed Call Text Back: Ability to automate a missed call text back in order to re- engage with a lost lead.

[image: pg-52img-2]

PACKAGES & OFFERS HOW TO CRAFT UP THE PERFECT
ORGANIC The ability for a business to attract customers through internal networks PAID The ability for a business to attract customers through external networks  
RETENTION Concept of bringing back an old customer
ACQUISITION Concept of bringing in a brand new customer
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 PACKAGES & OFFERS HOW TO CRAFT UP THE PERFECT
SaaS Plan Engagement: Initial Excitement
SaaS Plan Adoption: Ongoing Usability
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Final thoughts and conclusion 
HOW TO CRAFT UP THE PERFECT PACKAGES & OFFERS
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Discussion 3
 UNDERSTANDING BEST PRICING STRATEGIES
 Helps understand pricing tactics to compete effectively in the market
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UNDERSTANDING BEST PRICING STRATEGIES
Why is a pricing strategy necessary?
It is not important to get started with SaaS but be aware of the strategy in order to understand price positioning in a competitive landscape 
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UNDERSTANDING BEST PRICING STRATEGIES
How does price affect my SaaS packages?
With standard plan our pricing recommendation was designed to be ideal in most industries out there. 
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Less is more
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Go into a world of one core package internally
 This allows you to control overhead, sales, and expansion easily
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Final thoughts and conclusion.
UNDERSTANDING BEST PRICING STRATEGIES
 Helps understand pricing tactics to compete effectively in the market
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Discussion 1
SETTING UP THE SYSTEM FOR YOUR BRAND
Let's set up High-level for your business first and get you launched
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Discussion 2
 LEARNING TO NAVIGATE WITH YOUR NEW OPERATING SYSTEM
 Let's learn the main functionalities of the platform and navigation with     purpose
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Discussion 3
 SETTING UP YOUR SaaS PRODUCTS & PLANS
 Let's set up your SaaS Mode and Plans you have for your customers
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Module 4- SYSTEM
 Final thoughts and conclusion
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Discussion 1
 CREATING YOUR SALES PROCESS
  Helps understand the internal journey of a prospect while you sell
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CREATING YOUR SALES PROCESS
Bridge Concept in Sales: 
Current Scenario-Objection Handling- Desired Scenario  
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CREATING YOUR SALES PROCESS
SaaS Beginners Bridge
 The simple Two Call Close
1) 5 min Intro Call 
2) Virtual Demo Session Discovery Stage Strategy Stage 
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Your SaaS Prospect's Sales Journey on bridge
 Understand which phase they are in and why? 
DISCOVERY Qualify the prospect within your criteria
STRATEGY Confirm market-service fit 
TRANSACTIONAL Setting the precedence 
CONSULTATIVE Shoulder to shoulder account management
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 CREATING YOUR SALES PROCESS 
SaaS Advanced Provider's Bridge
If you are advanced and have an established brand then consider paid ads to trial...     1. Inbound or Ads: Discovery Stage
2. 14 Day Trial: Strategy Stage
3. Trial to Paid: Transactional Stage
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SaaS Beginner Recommendation : 2 call close 
But Paulson, what do I say? Let's go into few methods to prospecting
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CREATING YOUR SALES PROCESS
Purpose of Scripts.. It is to provide creative ideas for opening and closing remarks while in the sales cycle and process 
Purpose of a Process.. Is to measure performance of sales and how effective your ability to walk someone across that bridge




[image: pg-69img-2]
CREATING YOUR SALES PROCESS
Student Approach Concept of reaching out in prospecting pretending to be a student Engineer Approach Concept of you building something for that industry and test run a system
Partner Approach Concept of you becoming a partner to the business 
Referral Approach Concept of providing a system that you provided to another friend of theirs.
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CREATING YOUR SALES PROCESS
Outbound Student Approach (Call) 
Ring Ring
Hey,
Is John there? Wanted to send him my paperwork for the internship.
Gatekeeper: Who is this?
This is Paulson. I am a studying the xxx niche. 
Transfer Happens
Hey John, 
Not sure if you can help me, but I am a studying the (xxx niche) and wanted to see if I can connect with someone that is willing to teach me a few things regarding (xx location). My goal for my student project is to help you get new customers or existing customers coming back in your business within the next 10 days. No cost to you, just trying to get my feet wet as a student. Do you think you can take on more customers next week?
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CREATING YOUR SALES PROCESS
Outbound Student Approach (Email)
Subject: Can I work for you? 
Hey John, 
Just saw that people are saying positive things about your business and thought I'd reach out for help. I am currently studying the (XX niche) to help them bring on new customers so they don't have to guess where new business is coming from.

Would you be open to an intro? I'm happy to buy coffee or lunch for your time. -
Paulson 
PS: I truly think I can help you bring old customers back and attract some new ones with my strategy. 
Sent from Iphone
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CREATING YOUR SALES PROCESS 
Outbound Engineer Approach (Email) 
Subject: I want to build this out for you 
Hey John, 
Just saw that people are saying positive things about your business and thought I'd reach out for help. I am excited about the (XX niche) because I recently built a new system out to help xxx (owners) bring in new customers and am hoping I can pilot this for you without any cost.
Would you be open to an intro so I can show you? Happy to buy coffee or lunch for your time.
 -Paulson 
PS: I truly think I can help you bring old customers back and attract some new ones with my strategy. 
Sent from Iphone
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CREATING YOUR SALES PROCESS
Outbound Engineer Approach (Call)
 Ring Ring
 Hey,
 Is John there?
 Gatekeeper: Who is this?
 This is Paulson. I'm reaching out to show him what I built out to bring in new customers without cost.
Transfer Happens
Hey John,
Not sure if you can help me. I have a tech background and I built this out for (xxx niche) and wanted to see if I can automate a few processes for you? My intention is to help you get new customers within the next 10 days. No cost to you, just trying to get my feet wet as a tech person with this system I built. Do you think you can take on more customers next week?
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CREATING YOUR SALES PROCESS
 Outbound Partner Approach (Email)
 Subject: Confirmed location for XXXX (Niche Service Line)
 Hey John,
 Seems like you have a decent location and from the looks of it, people are saying amazing things about your business when I ready through your reviews. I am looking to partner up with (xxxx business) to see if they can take on more xxxx service?
 Would you be open to an intro to see if we can do real business together?
 -Paulson
 Sent from Iphone



[image: pg-72img-1]

CREATING YOUR SALES PROCESS
Outbound Partner Approach (Call)
 Ring Ring
 Hey,
 Is John there? 
 Gatekeeper: Who is this?
 This is Paulson.
 Looking to partner up and see if y'all can take more (xxx service  line)?
Transfer Happens
Hey John,
Seems like you have a decent location and from the looks of it, people are saying amazing things about your business when I ready through your reviews. I am looking to partner up with (xxxx business) to see if they can take on more (xxxx service)?
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CREATING YOUR SALES PROCESS
Outbound Referral Approach (Email)
Subject: xxxxx(referral) told me about you
Hey John,
 XXX (referral) told me about your business and it seems like you have a decent location and from the looks of it, people are saying amazing things about your business when I read through your reviews. I would love to hear your story in the business and share what I've done for xxxx referral.
When is a good time for a quick intro call to see if we can be a good fit based on what xxx referral said? 
-Paulson 
Sent from Iphone
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CREATING YOUR SALES PROCESS
 Outbound Referral Approach (Call) 
 Ring Ring
 Hey,
 Is John there?
 Gatekeeper: Who is this?
This is Paulson. Xxx referral name asked me to reach out to you to help?
 Transfer Happens
 Hey John,
 XXX (referral) told me about your business and it seems like you have a decent location and from the looks of it, people are saying amazing things about your business when I ready through your reviews. I would love to hear your story in the business and share what I've done for xxxx referral.
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My Bridge walking method
Their Story: Let them talk
Numbers: Volume to Revenue
Conditions If then what
Decisions  How to when
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CREATING YOUR SALES PROCESS
Linguistic Strategy
 Transportation versus Destination
 Positive Presuppositions versus Negative Presuppositions 
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Final thoughts and Conclusion
 CREATING YOUR SALES PROCESS
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Discussion 2
 FUNDAMENTALS OF INBOUND & OUTBOUND PROSPECTING
 Helps understand the internal journey of a prospect while you sell
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BUSINESS ENVIRONMENT FUNDAMENTALS OF THE
WARM Someone who has minimal interaction with your brand 8-10 engagements COLD Someone who has no awareness of your brand 12-16 engagements 
HOT Someone who is actively engaged with your brand 4 to 6 engagements 
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FUNDAMENTALS OF INBOUND & OUTBOUND PROSPECTING
How do you get warmer and hotter leads?
 By creating organic and inbound traffic to increase the amount of conversations.  
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FUNDAMENTALS OF INBOUND & OUTBOUND PROSPECTING 
Step 1 - Organic 
Hey John, 
Reach out to 10-15 people and be authentic about your intentions in business every day
 I am starting out in business for the first time, would you mind giving me feedback regarding my sales pitch? 
Hey John, 
I am starting out in business for the first time, would you mind introducing to someone you may know in real estate? Hey John, I created a system for the real estate industry, would you mind providing feedback because I think I have a great business idea that can benefit a lot of real estate professionals.




[image: pg-78img-1]

FUNDAMENTALS OF INBOUND & OUTBOUND PROSPECTING
 Step 2 - Break even on cost 
Break even for all your overhead cost in order to provide SaaS 
Selling two SaaS clients at $297 each monthly will cover majority of your Software expense as you start out  
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FUNDAMENTALS OF INBOUND & OUTBOUND PROSPECTING
Step 3 - Inbound
Wait for 5 customers at $297 a month and start setting up one channel at a time for organic and then paid ads
 It is important that you are resourceful enough to delegate this process rather than doing the process  
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Numbers behind the activities
Daily Volume
Cold Email : 500 to 700
Cold Call: 45 to 85
Converts into 4 to 10 positive responses per day
Converts into 2 to 4 closes per week
Average 80 to 150 new leads per month inbound
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Final thoughts and Conclusion
 FUNDAMENTALS OF INBOUND & OUTBOUND PROSPECTING
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Discussion 3
 HOW TO CLOSE SaaS DEALS WITH A SIMPLE DEMO
 Helps understand the 2 call process with a virtual demo when closing deals
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HOW TO CLOSE SaaS DEALS WITH A SIMPLE DEMO
Why is a demo process so important?
- It provides a visual representation of your offer.
-It sets expectations properly for fulfillment.
-It also allows engagement with a prospect to expand the sale.
Who should be attending the demo? 
Primary decision maker and possible others that are relevant to the topic of discussion 
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Control your energy
 Listen for cues, Look for cues, Ask for cues, Feel for cues, Judge for cues
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Let's Walk through a demo
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Quick Review: My Bridge walking method
 Their Story: Let them talk
 Numbers: Volume to Revenue
 Conditions If then what
 Decisions How to when
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Your Branding with niche specific graphics
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Proven Credibility behind the program
- Our program was built from real life experiences with business owners like yourself -Headquarters in Dallas, TX 
-Team of xxxx 
-serving xxxx small businesses today
- Result Statement: Mostly everyone we are working with are now doing xxxx result     based on the system I am going to show you..
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The Start-up: Amazing start and now what? 
Plateaued: Stuck at the same position for a while
Up and downer: High turnover and lacks systems
Shouldabeens: Multiple locations but facing big boy competition





[image: pg-85img-1]

01 MORE Volume? Simply want more consultations
02 LESS Hours?  I want to work less
03 CASE Types? I want more of what I love to do
04 MORE Efficiency? Building a scalable model
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Our difference, your opportunity
 -Attract more active buyers: Dial down all campaigns where we have a measurable   and predictable system with the ability to scale based on the operations
-Centralize all sales opportunities: Control and build the right conversations from your brand as a business which will allow us to nurture a strategy plan accordingly     -Coach and build team culture Put together an opportunity to build an authentic relationship for your brand in the community you serve long term
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How do we bring new business and keep them?
Traffic source-  Your CRM Brand- Fast Responder- Lead Filtering- Hot Transfer- Retention System
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System Walk Through










[image: pg-87img-1]

Our Launch Plan for you
 Here is how both of our teams will work together over the next 5 to 7 days.
 DOORS OPEN- Review- Build out the System- Team Intro Call- Strategy Session
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Thank you
Open Q&A with the team
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What's Included
Traffic Management - $1390
Custom Dashboard - $648
Prebuilt Fast Responder - $475 
Lead Filtering Messaging - $497
Staff Training - $1275
Follow up Scripts - $384
Testimonials and review campaigns - $195 
Total: $4864 monthly
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To get started
Your Brand System
 We will build out the organic marketing system for you to self manage with our support for $297 Monthly+ $297 (Set up)
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Investment Today
Your Brand System
 Option 1: Self Manage-  We will build out the organic marketing system for you to self manage with our support for $297 Monthly + $297 (Set up) 
Option 2: Bring on our team We will build out the paid ads marketing system for your business at $297 + $1300 monthly = $1597 
ad spend based on how aggressive you want to scale
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HOW TO CLOSE SaaS DEALS WITH A SIMPLE DEMO
My favorite closing statements
 Hey John. 
  How do you normally make a business decision?
 Hey John. 
  What will it take for us to do business together based on everything I already built out for your business?
Hey John, 
  Look, it is easy to put things off but I truly believe results will speak louder than my words today. Can we go ahead and implement this for your business? 
Hey John, I
  know what I feel about this but do you think we can be a great fit together? Xxxx let's get your onboarding scheduled.
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Final thoughts and conclusion 
HOW TO CLOSE SaaS DEALS WITH A SIMPLE DEMO
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Discussion 1 
PROPER WAYS TO ONBOARD YOUR SaaS Clients 
Systemized onboarding concepts to help SaaS adoption
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Fundamentals of communication 
Most people fail to acknowledge the initial message and jump into a solution while leaving the client hanging without a response
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Discussion 2
 CREATING A FEEDBACK LOOP MECHANISM 
 Understanding ways to improve your customer experience
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If you are starting out, take advantage of
- HighLevel SaaS whitelabel setup option 
 -Keep things simple and get your client on boarded on a zoom 
-The idea is not to teach them marketing and software technology but simply help them close more deals and have more at bats.
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Edge Case management: 80/20 rule 
Problem sensitivity: Not all problems are relevant and don't have to be solved
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Support Tickets: There are ticketing systems out there you can use if you are advanced otherwise keep it simple
Tech Tickets: If you set up wrong, odds will not be on your favor especially if you customize
Strategy Tickets: Opportunities to expand your clients packages
Onboarding Tickets: Initial round of tickets to help clients get used to the system
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Review requests
-Keep track of tickets in context to the problems that are arising
-Find solutions for the following onboarding
-Improve your product offering over time
-Not all problems have to be solved
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Final thoughts and conclusion
CREATING A FEEDBACK LOOP MECHANISM
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In order to be
successful

Best students show 3 qualities...

. 1 They simplify their action steps
B 2 They dothe work not just consume
3} They don't waste time thinking
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Outbound Student Approach (Call)

Ring Ring
Hey,

Is John there? Wanted to send him my paperwork for the internship.
Gatekeeper: Who is this?

This is Paulson. | am a studying the xcx niche.

Transfer Happens

Hey John

Not sure if you can help me, but | am a studying the b niche) and wanted to see if | can connect
with someone that s willing to teach me a few things regarding (xx location). My goal for my
student project is to help you get new customers or existing customers coming back in your

business within the next 10 days. No cost 1o you, just trying to get my feet wet as a student. Do you
think you can take on more customers next week?

$S3D0¥d STTVS YNOA DNILYIID




image97.jpeg
Outbound Student Approach (Email)

Subject: Can | work for you?
Hey John,

Just saw that people are saying positive things about your business and thought fd reach out for
help. | am currently studying the (XX niche) to help them bring on new customers so they don't
have to guess where new business is coming from,

Would you be open to an intro? Im happy to buy coffee or lunch for your time.

-Paulson

PS: I truly think | can help you bring old customers back and attract some new ones with my
strategy.

Sent from Iphone

$S300¥d STTVS VNOA DNLLYIID
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Outbound Engineer Approach (Email)

Subject: | want to build this out for you
Hey John,

Just saw that people are saying positive things about your business and thought Id reach out for
help. | am excited about the (XX niche) because | recently built a new system out to help xoux
(owners) bring in new customers and am hoping | can pilot this for you without any cost.

Would you be open to an intro 5o | can show you? Happy to buy coffee or lunch for your time.

-Paulson

PS: 1 ruly think | can help you bring old customers back and attract some new ones with my
strategy.

Sent from Iphone

$S300¥d STTVS VNOA DNLLYIID
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Outbound Engineer Approach (Call)

Ring Ring
Hey,

Is John there?
Gatekeeper: Who is this?

This is Paulson. I'm reaching out to show him what | built out to bring in new customers without
cost.

Transfer Happens
Hey John,

Not sure if you can help me. | have a tech background and | built this out for oo niche) and wanted
to'see f | can automate a few processes for you? My intention is to help you get new customers

within the next 10 days. No cost to you, just trying to get my feet wet as a tech person with this
system | built. Do you think you can take on more customers next week?

$S300¥d STTVS VNOA DNLLYIID
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Outbound Partner Approach (Email)

Subject: Confirmed location for XXX (Niche Service Line)
Hey John,

Seems like you have a decent location and from the looks of it, people are saying amazing things
about your business when | ready through your reviews. | am looking to partrier up with (oo
business) to see if they can take on more xo service?

Would you be open to an intro to see if we can do real business together?

-Paulson

Sent from Iphone

$S300¥d STTVS VNOA DNLLYIID
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Outbound Partner Approach (Call)

Ring Ring
Hey,

Is John there?
Gatekeeper: Who is this?

This is Paulson. Looking to partner up and see if yall can take more (oo service line)?

Transfer Happens

Hey John

Seems like you have a decent location and from the looks of it, people are saying amazing things

about your business when | ready through your reviews. | am looking to partrier up with (oo
business) to see if they can take on more (oo service)?

$S3D0¥d STTVS VNOA DNLLYIID
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Outbound Referral Approach (Email)

Subject: xooxxx(referral) told me about you
Hey John,

XXX (referral) told me about your business and it seems like you have a decent location and from
the looks of it, people are saying amazing things about your business when | read through your

reviews. | would love to hear your story in the business and share what I've done for xxxx referral,

When is a good time for a quick intro call to see if we can be a good fit based on what xx referral
said?

-Paulson

Sent from Iphone

$S300¥d STTVS VNOA DNLLYIID
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Outbound Referral Approach (Call)

Ring Ring
Hey,

Is John there?
Gatekeeper: Who is this?

This is Paulson. Xxx referral name asked me to reach out to you to help?

Transfer Happens

Hey John

XXX (referral) told me about your business and it seems like you have a decent location and from

the looks of it, people are saying amazing things about your business when | ready through your
reviews. | would love to hear your story in the business and share what I've done for xoo referral

$S3D0¥d STTVS YNOA DNILYIID
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My Bridge walking method

Their Story Numbers Conditions Decisions
Let them talk Volume to Revenue If then what How to when
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Linguistic Strategy
Transportation versus Destination

Positive Presuppositions versus Negative Presuppositions

$S3ID0Ud STATVS ANOA DNLLYIID




image7.jpeg
Discussion 1

FUNDAMENTALS OF THE BUSINESS
ENVIRONMENT

Helps understand the landscape of possible opportunities in
business
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Final thoughts and Conclusion

CREATING YOUR SALES PROCESS
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Discussion 2

FUNDAMENTALS OF INBOUND & OUTBOUND
PROSPECTING

Helps understand the interal journey of a prospect while you sell
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How do you get warmer and hotter leads?

By creating organic and inbound traffic to increase the amount of conversations.
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Step 1 - Organic
Reach out to 10 - 15 people and be authentic about your
intentions in business every day

Hey lohn

1 am starting out in business for the first time, would you mind giving me feedback
regarding my sales pitch?

Hey John,

1 am starting out in business for the firs time, would you mind introducing to someone
you may know in real estate?

Hey John,
I created a system for the real estate industry, would you mind providing feedback

because | think | have a great business idea that can benefit a ot of real estate.
professionals.
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Step 2 - Break even on cost

Break even for all your overhead cost in order to provide Saa$

Selling two Saas clients at $297 each monthly will cover majority of your
Software expense as you start out
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Step 3 - Inbound

Wait for 5 customers at $297 a month and start setting up one
channel at a time for organic and then paid ads

Itis important that you are resourceful enough to delegate this process rather
than doing the process

ONILO3dSO¥d ANNOELNO
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Numbers behind the

activities

Daily Volume

Cold Email : 500 to 700
Cold Call: 45 to 85

Converts into

4010 positive responses per day
Converts into

2to 4 closes per week

Average 80 to 150 new leads per
month inbound
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Final thoughts and Conclusion

FUNDAMENTALS OF INBOUND & OUTBOUND
PROSPECTING





image115.jpeg
Discussion 3

HOW TO CLOSE SaaS DEALS WITH A SIMPLE
DEMO

Helps understand the 2 call process with a virtual demo when closing deals
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LARGE CORPORATIONS MIDSIZE BRANDS

Mega companies who have built nternal Smaller national brands that are poised to

departments, resources and teams for capture market share by relying on similar

multipk sized fellow brands in addition to in house
resources

FRANCHISES SMALL LOCAL (SMBs)

Group owned or buitt business models, f owned or family owned startups and
typically state wide or province wide with seasoned businesses with imited resources,
limited resources and agilty systems and technol




image116.jpeg
Why is a demo process so important?

It provides a visual representation of your offer.
It sets expectations properly for fulfllment
It also allows engagement with a prospect to expand the sale.

Who should be attending the demo?

Primary decision maker and possible others tha are relevant to the topic of
discussion

owaa
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Let’s Walk through a demo
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Their Story Numbers Conditions Decisions
Let them talk Volume to Revenue If then what How to when
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Your Branding with niche specific graphics
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Proven Credibility behind the program

- Our program was built from real life experiences with business owners like yourself
- Headquarters in Dallas, TX

- Team of o

- serving xxxx small businesses foday

- Result Statement: Mostly everyone we are working with are now doing xxxx result based on the
system | am going fo show you..
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The Start-up

Amazing sart and now what?

[
Shouldabeens
Multiple locations but facing big boy compefition
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01 02 03 04

MORE Volume? LESS Hours? CASE Types? MORE Efficiency?

| want mare of wht | ove fo.

Simply want mare consultations want foworkless e

Building a scalable ol
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&

Attract more
active buyers

Dialdown al campaigns where we
have a measurable and predictable
system with the abilty fo scale based
on the operafions

x

Coach and build
team culture

Put together an opportunity fo build
an authentic elafionship for your
brand in the community you serve

long ferm
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How do we bring new business and keep them?

Traffic source
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What is needed? Can you figur
out a problem within the marks

that needs to be solved?

Who needs it? Can you
figure out which solutions

can be builtfor that
g—

problem?

jow much? Can you provide a
solution at the right price for the
needed quality in demand in order to
capture a market share?
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System Walk through
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Our Launch Plan for you

Here is how both of our teams will work together over the next 5 to 7 days.

Review
v Build out the System
v Team ntro Call

Strategy Session

DOORS OPEN
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Thank you

Open Q & A with the team
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What's Included

Traffic Management - $1330

Custom Dashboard - $648

Prebuilt Fast Respander - $475

Lead Filtering Messaging - $497

Staff Training - $1275

Follow up Scripts - $384

Testimonials and review campaigns - 195

Total: $4864 monthly
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To get started

Your Brand System

We will build out the organic marketing system for you to self
manage with our support for 5297 Monthly + 5297 (Set up)
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Investment Today
Your Brand System

Option 1: Self Manage
We will build out the organic marketing system for you to self
manage with our support for $297 Monthly + $297 (Set up)

Option 2: Bring on our team

We will build out the paid ads marketing system for your business
at $297 + $1300 monthly = $1597

ad spend based on how aggressive you want to scale
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My favorite closing statements

Hey lohn,
How do you normally make a business decision?

Hey John,
What will It take for us to do business together based on everything | already built out for
your business?

Hey fohn,
Look. it is easy to put things off but | truly believe results will speak louder than my words
today. Can we go ahead and implement this for your business?

Hey John,
I know what | feel about this but do you think we can be a great fit together? Xxex let's get
your onboarding scheduled.

ow3aa

F1dWIS ¥V HLIM STv3d SPps 3S01D OL MOH




image133.jpeg
Final thoughts and conclusion

HOW TO CLOSE SaaS DEALS WITH A SIMPLE
DEMO
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Discussion 1

PROPER WAYS TO ONBOARD YOUR SaaS
Clients

Systemized onboarding concepts to help Saas adoption
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Fundamentals of communication

Most people fail to acknowledge the initial message and jump into a solution while
leaving the client hanging without a response
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items th

SERVICES
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Discussion 2
CREATING A FEEDBACK LOOP MECHANISM

Understanding ways to improve your customer experience
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If you are starting out, take advantage of

HighLevel Saas whitelabel setup option
Keep things simple and get your client on boarded on a zoom

The idea s not to teach them marketing and software technology but simply help them close more
deals and have more at bats
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Edge Case
management

80/20 rule

Problem sensitivity

Not all problems are relevant and

don't have to be sol
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Support Tickets Tech Tickets

There areticketing systems out there you I you set up wrong, odds wilnot be on your
can use ifyou are sdvances favor especial fyou customize
itsimple

Strategy Tickets Onboarding Tickets

Opportunities to expand your clents Initial round of tckets to help clients get used
packages tothe system
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Find solutions for the following

onboarding

mprove your product offering over

Not all problems have to be solved
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Final thoughts and conclusion

CREATING A FEEDBACK LOOP MECHANISM
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B2B

Businesses offering
services or products to
another business.

B2C

Businesses offering
services or products
directly to @ consumer
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Product Market Fit

Understanding the demand supply
curve and my goals for you in the
process

1 Help you find the demand
20 Help you supply that demar
business technology solution
3} Help you implement 6 and 7 figure

scaling strategies
4 Help you create the right goals for
your business and ultimately launch

i with a
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Final thoughts and Conclusion for

FUNDAMENTALS OF THE BUSINESS
ENVIRONMENT
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Discussion 2

INTRODUCTION TO SOFTWARE AS A
SERVICE (SaaS)

Helps understand how you can start your own software
business





image15.jpeg
LARGE CORPORATIONS MIDSIZE BRANDS

Mega companies who have built internal al brands that ar dto
departments, resources and tearms for a e n similar
muliple services

FRANCHISES

Group itb Self owned or family owned startups and
seasoned businesses with imited resources,
systems and technologies
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REVENUE LINE
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Customer Acquisition NET NEW

Customer Retention EXISTING

Customer Engagement TRANSITIONAL
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Operations

$250
Software $700
$1000 avg

Senall Local Business Brperss Ratio
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LET'S BRIDGE THE GAP

Acquisition Retention

What are the tools and What are the tools and
systems that can help ‘systems that can help
acquire new clients? retain previous clients?

Sales Systems Marketing Tools Operational Solutior
Messaging Platforms that Lead Nurture and Lead Technology setups that can
can help close deals Management Systems

create efficiency
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T highlevel Our Operating Syste

Your SaaS Brand
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Why should this business concept matter to you?
Easy port of entry.

No Capital required to get started.

No need to leam coding.

No need to build a software development team.

s
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Uber

The world's largest taxi
company, owns o vehicles

E2.

Alibaba.com

The world’s most valuable:
etaler, has no inventory.

facebook

“The world's popular media
company, creates nc
content

airbnb

The world's largest
hospitality provider, owns no
Sea) kot
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Final thoughts and Conclusion for

INTRODUCTION TO SOFTWARE AS A
SERVICE (SaaS)
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Discussion 3
THE ULTIMATE PATH TO YOUR SaaS
BRAND launch

Helps understand how you can create a successful launch with your
brand
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Perception of adding relevant value

Are you raising the bottom line to the company?

Perception of losing relevant value

Are you lowering the bottom line to the company?
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ng above the market versus below the market

no statistical advantage of being in the middle
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Your brand positioning starts with....

You as an individual
So where are you visible to your potential customers?

Where are your potential customers visible?
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See through window of your brand

Scarcity Mindset will show

Revenue Desperation will show
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Your social Communication Desire for the
platforms skills industry
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Final thoughts and Conclusion for

THE ULTIMATE PATH TO YOUR SaaS
BRAND launch
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Discussion 1

DIFFERENCE BETWEEN CLASSIC AGENCY VS
Saa$S HYBRID VS SaaS

Helps identify ‘easy to win’ path with SaaS business models
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Creative Lead Generation

Branding oriented agencies who provide one
off projects at large

Traditional Media Consulting firms

Operational specialists that help cut cost or
scale with ease
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Retainers

Charges monthly fee for
services

Pay Per Appt

Charges based on the number of
appointments generated

Pay Per Lead

Charges based on the number of
leads that are brought into the
business

One- Off

Non-retainer approach
where something is
charged based ona

singuiar profect

Pay Per Show

Charges based on the
number of shows

Productized

Setit and forget it model
without having much
fulfilment services typically
as atool set
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AGENCY Model Saa$ Hybrid Model

Services Only Like Facebook Ads, SEO, Combination of Software and
Google Adwords, Websites, Print Media Professional Services.

Provider of a software solution without
added professional services
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NO START- NO STOP

END TO END SET UP
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3

Saas Fulfillment

Initial Setup and autopilot
Minimal need for account
management

Requires less staff and overhead
compared to agency
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Let’s Define Churn

Churm is the measure of how many customers stop using a
product or services.
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Agency Customer Churn = 72% - 76% on avg

On average agencies keep clients for less than 3 months.
This forces aggressive marketing and sales for hunting
new clients

Software Customer Churn = less than 2%

On average most software companies with the right
solutions keep clients long term without having to
hunt down new clients every month
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Why does churn matter so much?

On average agencies keep clents for less than 3 months.
This forces aggressive marketing and sales for hunting
new clients
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Brand New Less than 10 Clients

5225 Only

25 Clients More than 25 Clients

23S Hybrid
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Welcome Statement
Purpose and Objective

Why listen to us?
Personal & High Level

Who is this program best
for
The journey of the entreprencur

In order to be successful in
this course
You must do the fight work.

Course Layout

The six modules are Identiy
Structure, Expertise, System,
Prospecting, Experience
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Final thoughts and Conclusion

DIFFERENCE BETWEEN CLASSIC AGENCY VS
Saa$S HYBRID VS SaaS
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Discussion 2

MAKING SENSE OF MONEY &
EXPANSION

Helps understand how to make sense of numbers behind a
software company
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Quick Review on how much SMBs avg spend on acquiring and
retaining customers

Sinall Local Business Eoaise Ratis
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STABLE PRICING RECOMMENDATION FROM OUR DATA

Upsell with Professional

Services or Add Ons

Saa$ Hybrid (Product + Services)
5297 monthly + $1300 = $1597 monthly

Intro Offer Core Offer Downsell Offer
SaaS (Product) SaaS (Product)
$297 monthly

Free Trial,Credits, Sessions,
Lifetime options $297 monthly + $297 Setup
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Ideas to 7 figures : SaaS Only

MRC
$297 monthly

Setup Fee
$297

Monthly Customer
Goal

25

Month

Jan
Feb
Mar
Apr

2
50,
75

100

Customers  Setup Fee

§7.425
$7425
$7425
$7425

Total Revenue

$14,850
$22275
$29.700
$37125

Monthly Recurring

57425
$14850
$22275
$29.700
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Ideas to 7 figures : SaaS Only

Monthly Customer
MRC Goal Month

$297 monthly 25

Setup Fee
$297

lan
Feb’
Mar
Apr
May
Jun
ul
Aug
Sep
Oct
Nov
Dec

Customers

2
50,
75
100
125
150,
175
200
25
250
275
300

Setup Fee
7425
$7425
§7.425
$7425
$7425
$7.425
$7425
$7.425
$7.425
$7425
§7.425
$7425

TRRY

Total Revenue

$14850
$22275
$29,700
$37125
5445550
$51975.
$59.400
$66825
$74250
581675
$897100
$96525

$668250

Monthly Recurring

57425
$14850
$22275
$29,700
$37125
$44,550
$51975
$59.400
$66,825
$74.250
$81675
$89,100.
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Case Study 1

Average Monthly Charge # of Customers Total Monthly Revenue
5680 500 $340,000
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Expansion Revenue by delegation

Difficulty Level: Low
Professional Services + Add ons can be fulfilied in multiple ways.
HighLevel Marketplace is a great way to get started. HighLevel job
Network allows you to find talent. HighLevel Affiiate and third party
Partners also have amazing services that you don't to figure out on your
own

Expansion Revenue by investment

Difficulty Level : High
In addition you can develop in house talent and skills by learning or
g in order to provide.
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Final thoughts and Conclusion

MAKING SENSE OF MONEY & EXPANSION
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Discussion 3

STRUCTURING THE PERSON BEHIND THE
BUSINESS

ielps understand the right mindset as an entrepreneur for
on
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Purpose & Objective

The #1 goal | have for you s help achieve time
freedom, resources freedom and create a
foundation for generational wealth with
Hightevel FastTrack Prograrm.
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“Before one can scale a business, they must scale their mindset into the next
environment of growth”

- Paulson Thomas, MBA
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Evolution of the entrepreneurial growth

Leader

Delegator

Theorist
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5 entrepreneurial pillars for growth

Awareness
Is an exercise in consistent Ability to perceive others and also
areas of life differentiate strengths over weaknesses
Focus Purpose Integrity
Ability to manage time in order Abllity to understand their Ability to keep your word to

to achieve an objective calling as a human being yourself and others
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Two common types of entrepreneurs

TECH ORIENTED SALES ORIENTED

Individuals who enjoy the systems and Individuals who thrive ininteractive activities
techriologies of the business in order to Grow: ‘with people and focus on building relationships
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Common mistakes in entrepreneurship

0

2)

3

4

Focuses on both strengths and weaknesses with an illusion
that they are creating a balance

Chases multiple rabbits at the same time.

Disables themselves with perfectionism syndrome and cannot
progress

Doesn't practice an essentialistic lifestyle with a single focus
and discipline




image61.jpeg
CONFIDENCE

Is built on preparation and trust

hat you have the innate ability t
resourceful to provide
> market

CONSISTENCY

reated by your abiliy tc
break things into smaller
pieces in order to achieve
alarger task

5
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A conversation to self

Give yourself 6 months to succeed and take
an oath that you will put forth 100% effort
while focusing on one objective
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STRUCTURING THE PERSON BEHIND THE
BUSINESS
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HOW TO CHOOSE THE PERFECT
SaaS NICHE

Helps understand pros and cons of niche selection
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SATURATED TRADITIONAL

PROS: Proven Strategies PROS: Wider Pool of prospects
CONS: Highly Comp CONS: Need for custom

NICHED UNSATURATED

PROS: High Authority
CONS: Smaller Pool of prospects
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550k

Small businesses served
and counting

12,000 +

Entrepreneurs n our
community who joined
the moverent alrezdy

100+

Niches you can jump into
and be hyper profitable
with lean approach
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A ‘perfect niche’ doesn’t exist

There is something wrong with every industry
because they are all propelled by imperfect
entrepreneurs

Chase only one rabbit within a niche

Go deeper into a sub niche f possible in order to have better clarity
around your messaging for prospects
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Changing Nlches

At e

6 Month
Commitment

in the fact that even if you don’
have all the answers today that you willfind the
solutions relentlessly for your clients
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2

3
4

5)

You can spot a cheap

suit in business

Pick a niche that you can see yourself
hanging out with

Be yourself in the process because it
will catch up

Align your values with the industry
Understand the culture of the niche
Understand the linguistics
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It’s okay to host a beta or trials

You never know until you jump into a niche and do the work
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Discussion 2

HOW TO CRAFT UP THE PERFECT
PACKAGES & OFFERS

Helps understand pros and cons of niche selection
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Intro Offer

y option that you
tive customers tc
explore your kingdom

Core Offer

offer s your go to ideal
nsistent pricing that is
ind your overhead and





image72.jpeg
Upsell Offer

Downsell Offer

B
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STABLE PRICING RECOMMENDATION FRO

Upsell with Professional

Services or Add Ons

SaaS Hybrid (Product + Services)
$297 monthly + $1300 = $1597 monthly

Intro Offer Core Offer Downsell Offer
Free Trial, Credts, Sessions, SaaS (Product) SaaS (Product)
$297 monthly

Lifetime options $297 monthly + $297 Setup
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Starting with the HighLevel Operating System - (Standard Plan)

Business to person
Texting (2 way)
Firstin the market of ts

Kind for text messaging

and rebiling of usage:

Reputation
Management
Aty o eract with
previous customer and
build reputation around
the brand

‘GMB messaging
Ablty to nteract with 3 prospect

from google business profiles

Call Tracking
Ablity to track phone calls that are.
coming o the business and helps
convert potentia offers

Web Chat
Quick response system to
interact with a prospect as

they visit a website:

q j D))

Text to Pay Missed Call Text Back
Abity to track phone calls that are Abilty to automate a missed
coming into the business and helps calltext back in order to re-
convert patential offers ‘engage with 3 lost lead
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ORGANIC

RETENTION

oncept of bringing in
a brand new custome:

ACQUISITION
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STARTUP FREELANCE
LAUNCHES ENTREPRENEURS

Regardless of where you are in e we have a
Solution for you to start a dream business for
your family

ESTABLISHED GROWING
BUSINESSES CORPORATIONS

rom No matter the size, this will be an opporturity
ing ith to scale with efficiency in today's age of
marketing and sales systems
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Saa$ Plan Adoption

Initial Excitement
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Final thoughts and conclusion

HOW TO CRAFT UP THE PERFECT
PACKAGES & OFFERS
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UNDERSTANDING BEST PRICING
STRATEGIES

Helps understand pricing tactics to compete effectively in the
market
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Why is a pricing strategy necessary?

Itis not important to get started with SaaS but be aware of the strategy in
order to understand price positioning in a competitive landscape

S3IDALVILS

ONIDOINd 1S38 DNIANVLSIIANN
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How does price affect my Saa$S packages?

With standard plan our pricing recommendation was designed to be ideal in
most industries out there.

S3IDALVILS
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Final thoughts and
UNDERSTANDING BEST PRICING
STRATEGIES

effectively in the
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Discussion 1

SETTING UP THE SYSTEM FOR YOUR BRAND

Let's set up HighLevel for your business first and get you launched
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Discussion 2

LEARNING TO NAVIGATE WITH YOUR NEW
OPERATING SYSTEM

Let's learn the main functionalties of the platform and navigation
with purpose
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IDENTITY

Building a brand starts ith
an identity in how the
pusiness s positioned

SYSTEM

Technology oriented
process in order to scale
vithout fimit

STRUCTURE

Ultimate strategy to structuring
your business model for the long
haul

PROSPECTING

Secret tactics that no one share

and talks about will be provided for

prospecting

EXPERTISE

Ironinto your ine tuned
niche and the offers you
bring to the industry

EXPERIENCE

We focus on your customers
journey and their experience
in account management
ekills
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Discussion 3

SETTING UP YOUR SaaS PRODUCTS & PLANS

Let's set up your 5335 Mode and Plans you have for your customers
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Module 4 - SYSTEM

Final thoughts and conclusion
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Discussion 1

CREATING YOUR SALES PROCESS

Helps understand the intermal journey of a prospect while you sell @
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Bridge Concept in Sales
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Objection Handling
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Saa$ Beginners Bri

The simple Two Call Close
—_— e ——— ¢ — o ——
5 min Intro Call Virtual Demo Session

Discovery Stage Strategy Stage

*
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Your Saa$S Prospect’s Sales Journey on bridge

Understand which phase they are in and why?

©—® —®—®@

DISCOVERY STRATEGY TRANSACTIONAL CONSULTATIVE
Qualify the prospect within Confirm market-service fit Setting the precedence Shouider to shoulder account
your criteria management
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SaaS Advanced Provider's Bridge

If you are advanced and have an established brand then consider paid ads to trial..

Inbound or Ads 14 Day Trial Trial to Paid
Discovery Stage Strategy Stage ‘Transactional Stage

$SID0YUd STTVS NOA DNLLYIYD
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Purpose of Scripts..

Its to provide creative ideas for

Purpose of a Process..
s

and hoy
that bridge

neasure performa
bty to walk som
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Student Approach Engineer Approach

Concept of reaching out in prospecting
pretending to be a student

Referral Approach

C a partner to the Concept of providing a system that you
provided to anather friend of theirs.

Partner Approach
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