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The Invitation: Three Tiers of Prospects

Knowing how to initially invite ideal clients into your offerings is key to bringing in more clients and customers. The Soulful Coaching Invitation Process is a sure-fire way to create flow and activity in your business and begin speaking with prospects about the possibility of working together.

To start, instead of thinking of your entire community or rolodex as highest priority to get in touch with your invitation, I like to segment prospects in three tiers of accessibility. This way you’re much less overwhelmed, can become much more organized, and get clear on how to prioritize your most, most ideal prospects.

The three-tiers of accessibility and prospects can be compared to picking apples from a tree. The first tier represents the apples that are easiest to pick; you just walk up to the tree and pluck the fruit. These are the folks who are most likely to respond to your invitation, and these are the folks you’re going to want to reach out to first. The second tier is when you have to get a stepstool and stretch up on your tiptoes to reach the apples. These are folks who are a little harder to access than your first tier, and you’ll reach out to them only after you’ve completed your first tier. And finally, the third tier of prospects represents apples you can only reach with maybe a special apple-picking stick (used to love to use those when I was little). This is your community at large, and you’ll reach out to them as a group only after you’ve connected individually with your tier one and tier two.

Tier One Prospects: Individual, Personalized Letter to Prospects You Know Personally, who would be a High Match for your Offerings

Your invitation to your Tier One is a letter that’s full of excitement and celebration that lets people know about your new offering, and how thrilled you are about it. You can have a template for the main body of the letter so you don’t need to re-invent the wheel for each invitation, but make sure to tweak each one to make it unique and personal.

To start the letter, If you have a piece of personal information you can include, such as you know they just sold their house, or they took a trip to Italy, etc., you should make a note of that and inquire about it. 

Next, let them know who the offering is for, and you tell them exactly how your offering will help. Tell them that they came to mind as you were looking to fill spots in your offering. Let that individual know that they specifically came to mind, and then tell them why. Also, it’s important to let them know that you are contacting them first – make them feel special. 

From there, invite this person into a conversation with you. This is your call to action. Clearly invite them into the next step with you so that together you can get clear on what they want for themselves, what’s standing in their way, and how you can help them. 

Make a list of at least 25 people you know who would fit into your Tier One:

1.

2.

3.

4.

5.

6.

7.

8.

9.

10.

11.

12.

13.

14

15.

16.

17.

18.

19.

20.

21.

22.

23.

24.

25.

Tier Two Prospects: Informative, Less Personal Individual & Group Letter

These are people who are primarily referrals from people you know who themselves might not be a fit for your offering. In Tier Two, you branch out to your contacts’ contacts, and there are two streams of prospects that fall into the tier.

In the first stream of Tier Two are individual contacts. Maybe your sister knows some people who would be ideal for your offerings, or your former manager is tapped into a community of people who need your services. This is similar to regular job networking but more effective because you’ll apply your soul centered principles to it. With this stream of Tier Two, I also recommend sending individual emails. Again, do as much personalization as you can. Then, let them know that you’re reaching out to them specifically because you sense that THEY know individuals who would be a good match for your work. You can also ask this person if they could have a short conversation with you so they know more about your offering and they are more invested. This way they can help brainstorm new people who might be your ideal clients.

There’s a second stream of Tier Two prospects, and you still send them letters. You’d send this to any group in which you’re a member, such as a mom’s group, a book club, a business group, etc. That letter would look similar to your Tier One letter, but would not be personalized.  It’s more of a general call: you’d say, “if you are interested or if you know someone who might be interested, then I invite you to talk with me.” And then you can set up a call or a meeting.

Tier Two letters offer you a good opportunity to include some information about yourself that these prospects may not have known. Let them know that you’re launching your business, or that you have a new offering, or that you have a new focus, or whatever is new to them. 

Make a list of at least 25 Tier Two contacts or Listserves:

1.

2,

3,

4.

5.

6.

7.

8.

9.

10.

11.

12.

13.

14.

15.

16.

17.

18.

19.

20.

21.

22.

23.

24.

25.

Tier Three Prospects: Your Community At Large

The highest apples on the tree are your community at large. It wouldn’t be appropriate to send them that Tier One individualized letter. If you have an already existing newsletter or mailing list community, that’s your 3rd tier. This could be a neighborhood group you’re a member of, but not particularly active in.
You’re going to send these people a series of three emails over the course of 10 days. In this first email, you will:

· Let people know you have space available in your schedule or X number of products available

· Let them know who is appropriate for this offering

· Let them know how your offering will help them

· Make a clear call to action

In the second email, four days later, you will:

· Take a new angle in (more info about offering, more info about who it’s for, more info about how it helps, etc.)

· Make another clear call to action

In the third email, ten days after the first email, you will:

· Remind prospects that there is space available

· Make a clear call to action

Follow-Up is Critical to Your Success

When it comes to making connections with prospects, what matters is that you’re actively doing it, and that you’re being persistent and consistent about it. When it comes to your marketing, you can’t just do something once and have it work (most of the time!). Any entrepreneur who expects to send something out once and get a ton of response is setting herself up for failure and disappointment. Where you will recognize success is in being persistent and consistent, and especially following up. I like to call this the F-word of business.

A lot of people shy away from follow-up because what’s actually happening is that they are making up a story about why the person hasn’t responded rather than knowing the truth. You may assume that you’re not getting responses because your prospects don’t like you or think you’re no good. Or you may assume the lack of response is because you’re charging too much for your new offering. But you should NEVER assume anything! These assumptions have no basis in the truth, and will only sabotage you!

You need to make sure prospects have a reminder to respond, simply because we all get busy. Sometimes follow-up is as easy as sending another email three days later saying something like, “Hey, I haven’t heard back from you. Here’s my email attached again for you to read. Let’s set up a conversation next week!” 

I’ve have tracked my success with follow up versus not, and I promise that follow-up really works! SO you have to reach out individually to your first tier folks, and then you have to follow up with anyone who hasn’t gotten back to you. Once you’ve done that, you can move on to inviting Tier Two.

Assignment:

Based on the examples of letter template, create a personalized letter to your Tier One prospects, send them out to your Tier One, and then follow up!
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