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Q. What pre-planning do I need to do?
A. I’ve given you several sequence examples. But you 
need to take the time to sit down and figure out the 
ideal situation for YOUR prospects. 

If someone shows up at your site or calls you, what is 
the ideal situation for carrying them from prospect to 
customer? Then duplicate it. Do the same with your 
customers. Create a scenario when someone buys. 
What happens after they buy? How do you up-sell 
them? How long do you expect to keep them as a 
customer? 

Plan out all that stuff. Make a mind map or flow chart 
that contains all your thoughts. Next, create a follow-
up sequence to execute the process flawlessly to 
every single prospect, every single time. Then it’s just 
a matter of implementing your plan into the software.

Q. �How many ways can I connect with my 
prospects?

A. How about a million and one?

Standard follow-up formats consist of: email, voice 
broadcast, faxes, letters, and direct mail. Each of 
these have their own benefits, and should be used 
together. But…don’t limit yourself on what you can 
be doing. 

I think more people should be using video and audio 
to reach out. It’s fun. It’s interesting. And it’s another 
way to connect with your contacts. Social media has 
given us more ways of connecting. I recently wrote 
a script that allows Infusionsoft to utilize the Twitter 
API to send out auto-tweets as part of a follow-up 
sequence. (If you didn’t understand that, check out 
Twitter.com.) 

When promoting “The Edge of Success Contest,” 
we asked contestants to submit a video. As you 
already know, that’s how the Rippel’s entered the 

contest. But many of our prospects really got behind 
the project and turned out amazing things. (To see 
all of the videos, visit YouTube and type in “edge of 
success.”) 

Teleseminars provide another means of 
communication. They’re easy, inexpensive, and if you 
can get a bunch of your customers together, they get 
to learn more about you. Learn who you are. You do 
one presentation, but your efforts are multiplied by 
the number of people who join you. Plus, I’ll let you in 
on a little secret. You can easily record teleseminars 
and utilize the content in follow-up sequences or sell 
the content depending on the business you’re in.

Q. �What is the benefit of using multi-media 
sequences?

A. Multi-media is important for a few reasons:

1. �Most people have been overloaded with one 
media type or another. The obvious one is email. 
95% of all email sent right now is SPAM. And so, if 
you look at it that way, you know that people have 
to sift through 100 emails to get 5 that are worth 
anything. If you’re just throwing one more email 
into that mix, chances are, they won’t see it, read 
it, or take action from it. But if you send that email 
and then you send a voice broadcast and then 
send a fax, your chances of getting in contact with 
them are now higher. 

2. �You want to reach people in their preferred 
medium. Some individuals sort carefully through 
their letters. Others only want to communicate 
through email. And still others are tied to the 
phone. Multi-media sequences ensure you’re 
reaching all of your contacts in the way they like 
best. (And feel free to ask them what that method 
is.) 

3. �Recent research shows that young adult crowds 
are responding well to direct mail. My guess is that 
they’re not used to it. It’s something new. They’re so 
overwhelmed with email that getting something in 
the mail is actually exciting again. Don’t discount 
direct mail until you’ve tested it and determined 
that it doesn’t work for your market. 

4. �You can now start reaching out in other ways as 
well. Which means you can become a pioneer 
of new marketing strategies. One I can think of 
off-hand is SMS text messaging. This is not officially 
integrated through Infusionsoft yet, but you can 
find vendors to provide those services for you and 
Joe Manna posted an article on our blog about 
how to simply integrate one of these vendors with 
Infusionsoft. It’s just one more way you get your 
message to the right person at the right time.

We drew up a similar sequence for All 
About Spelling:

Day 0 – Download the free report

Day 0 – Confirmation email

Day 3 – Email asking if they read the report

Day 7 – �Email sharing the benefits of the 
program, asking them to buy

Day 15 – �Email letting them know of a 
special offer if they buy

Day 21 – �Email letting them know the 
special offer is ending

Day 28 to 393 – �Weekly spelling tips email
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Q. �How do I create a prospect nurture 
sequence in my Infusionsoft account?

A. Again, I am going to direct you to the Fusebox. It is 
the BEST place to go to get fast, effective training on 
the power and use of your Infusionsoft features. 

However, there are a few email marketing tips not in 
the Fusebox that I want to address:

1. Subject Lines. Email marketing is a powerful tool. 
But, your success with email-based campaigns can 
be determined by the subject lines you write. Make 
them interesting. Once you’ve written a subject line, 
read it to yourself, and then ask, “Would I open this?”

If you’re not sure, ask the people around you. Split 
test your campaigns. Read what other people are 
using. And…avoid SPAM words at all costs. 

2. Sender. It’s important that you send emails from the 
person whose name is most likely to be recognized. 
If you have sales reps, it might be good to have the 
emails come from them. If you’re a smaller business 
and you are part of the brand, then the emails 
should come from you. That way, your customers and 
prospects can maintain that personal connection. 

And if you get so many replies you can’t respond to 
them all, you may want to set up a different email 
that doesn’t come through YOUR email box. 

All About Spelling: When AAS sends out 
emails, they all come from Marie. And 
more than that, she signs them all the 
same way: “Make spelling a joy!” 

  – Marie. 
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Q. �Why should I implement an up-selling 
sequence? 

A. Every time you acquire a new customer, you 
should be thinking about their lifetime value. But too 
many small business owners get caught up in the 
immediate sell and neglect the value of their existing 
customer base. 

If this is you, change your mindset. You should view 
every customer as a lifetime customer. For example:

If you sell someone a product for $10, you could think, 
“I sold to that customer. They were worth ten dollars 
to me.” 

Or…you can calculate the value of a “lifetime 
relationship.” So, if this person is your customer for 3 
years and in that time they buy your $10 product on 
15 separate occasions, now that’s a whole different 
scale of revenue. 

So the purpose of this sequence is to continue to sell 
to your customers or up-sell them on a higher priced 
product or service. 

Q. Can any business up-sell?
A. Absolutely. Most people think of the up-sell as 
getting people to a higher price. It doesn’t have 
to be that. It could simply be repeat business or 
buying additional products/services. As long as you 
are getting more value from your customer, you’re 
successfully up-selling. 

Take a look at a few of the more challenging up-sells:

Real Estate. This may seem like a tricky industry. After 
all, once someone agrees to buy a house, they 
don’t need another one…right? Well, no. But that 
doesn’t stop you from offering to do the mortgage 
and homeowner’s insurance, too. Sure, you’re going 
to outsource these things, but with the right partners, 
you could be collecting a referral fee. 

Or, how about a wedding photographer? Now, a 
wedding is a one-time deal. But if your customer 
bought the standard wedding package, they may 
be interested in a DVD of all photos, a website 
dedicated to their memorable day, or a life-size 
portrait of the bride (yuck!). 

Q. �Won’t up-selling make my customer 
angry?�

A. One of my favorite quotes is by Zig Ziglar. He said, 
“Timid salespeople have skinny children.” To grow 
your business, you have to sell…and then sell again. 
Your customers will only be angry if they don’t like 
your product/service, or you drop the ball. 

But, if you continue to provide value and service, the 
up-sell is just another way for you to build that long-
term relationship with your customer. 

If, on a rare occasion you do come across a grumpy 
customer, someone who does get testy about the 
up-sell, don’t worry about it. They’re not working on 
the other side of the relationship and you don’t want 
them as a customer anyway. 

Q. �What should I say to get people to  
up-sell?

A. This all goes back to salesmanship. The best and 
fastest way to up-sell is to talk about the benefits. 
What you write or say depends on your style, but the 
basic format says, “Product A is amazing, but did you 
know with Product A you can add…” 

If you’d like someone to purchase from you 
again, use the power of segmentation. Find all the 
individuals who bought Product A and send out an 
email that says, “Hi. You recently purchased Product 
A. I think you would also enjoy Product X. After all, 
Product X has…” 

Or, “You bought Product A a few weeks ago. Did 
you know we’re having a sale? You can purchase 
Product X at 25% off.”

I think you get the point. Reiterate your benefits. 
Re-educate. Say what you said before. If they don’t 
go for it, don’t wet your pants. It’s not the end of the 
world. You still have more leads. 

Q. �How do I include the up-sell sequence in 
my Infusionsoft account?

A. Once again, go to the Fusebox (your support 
center). The Fusebox will provide you with all the tools 
you need to create a sequence and give you some 
ideas of when to use it. 

D
O

U
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E YOUR SA
LES 

GUARANTEE
Requirement: Employ at least one automatic up-sell sequence for customers.
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Q. �Why do I need an affiliate/referral 
program? 

A. Isn’t it true that the vast majority of your easy 
business comes from referrals? When people receive 
a recommendation from their friends or family, the 
buying barriers come down. They’re much more 
willing to give something a try. 

You know, it’s kind of sad, but most of us are waiting 
to be “burned” by a bad buying experience. 
Referrals minimize that anticipation and prospects 
come to you with hope rather than suspicion. 

When you automate a positive buying process, and 
give your customers an incentive for providing you 
with referrals, you’ll get more business. 

 
Q. Will my affiliate/referral program work? 
A. Depends on your product, services, and profit 
margins. You’ve got to find a program that works for 
you. But keep in mind you can change your affiliate 
program based on various people. If someone sells a 
lot more, you can set up higher commissions for them. 
You can set up a whole separate program for those 
people.

Q. �How do I let people know about my 
affiliate/referral program? 

A. Automatically. Start with your customers. In one of 
your nurturing sequences, send them an email inviting 
them to become an affiliate. When someone buys, 
you might choose that moment to send an affiliate 

invitation. You can do that through all the methods I 
talked about (email, voice broadcast, fax, or letter). 

Another thing that’s great is social media. It can 
be really beneficial to your business. Network on 
FaceBook, Twitter, etc. and word about your affiliate 
program will get out faster. My script that integrates 
Infusionsoft and Twitter automatically sends affiliates 
their affiliate link via Twitter and asks them to re-tweet.

Q. �How often do I need to communicate 
with my affiliates?

A. As often as you need to keep them going. Gage 
the amount of business from referrals and if that 
amount slows down, get in contact with them. Do 
whatever it takes to get your affiliates excited about 
your business again. 
  • �Remind them of the benefits of your product/

service
  • �Remind them of the benefits of their referral 

commissions
  • �Hold a contest with all your affiliates as an extra 

incentive
  • �Make it easy for them to refer by providing them 

with resources. 

Q. What resources can I provide them?
A. Your Infusionsoft affiliate module provides you with 
a resource center your affiliates can log in to. Provide 
them with banners and links they can use to direct 
people to your site. One banner posted on someone 
else’s site could drive all kinds of traffic to yours. 

You might consider providing your affiliates with 
emails they can broadcast to their own contacts. 

Give your lead generation tools (the free reports, 
eBooks, etc. that point back to you) to your affiliates. 
As long as the call to action pulls people back to you, 
there is no reason your affiliates can’t use YOUR lead 
generation tools as well. 

The less work your affiliates have to do, the more likely 
they are to do it. 

Q. �How do I set up my affiliate program in 
my Infusionsoft account?

A. You know the answer to this question. 
Fusebox. However, of all your “Double Your Sales” 
requirements, this is one of the trickiest things to set 
up. I also suggest you call support.

D
O

U
BL

E YOUR SA
LES 

GUARANTEE

Requirement: Make use of the Infusionsoft affiliate program to grow your business through 
partners.

All About Spelling: In the first couple of 
weeks Greg and Marie had a working 
affiliate program, they closed 49 sales they 
would not have gotten otherwise. 

All About Spelling: AAS offers 15% of the 
purchase price for each sale. 

Infusionsoft: 40% of our customers have 
come from referrals. 

Infusionsoft: We offer our affiliates 10% of the 
upfront cost of our software.
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Q. Why do I need to sell online?
A. If you want to compete in today’s economy you 
have to compete online. If you are of the mentality 
that you can sell everything inside your shop – then 
you are shooting yourself in the foot. There are 
customers all over the world. And if you’re not online, 
then you are missing out. 

Here’s an example: look at Netflix. If you go into a 
store and look for some obscure film, you won’t find 
it. But Netflix is selling to a global economy. There’s 
a whole lot more people to sell to. That means they 
can have more products, because they have a 
larger customer reach. They won’t be wasting money 
buying random videos few people have ever seen. 

Point is: start selling online or kiss your potential sales 
good-bye. 

Q. �What if I don’t have products or services 
to sell online?

A. Then you’re missing out. If you’re in business to 
make money, then make it. Find something you  
can sell. 

Worst case scenarios: 
  • �Write an eBook about your industry and sell it. (Yes, 

you use eBooks for lead generation, but you can 
sell them, too!)

  • �Sell t-shirts with your logo and a cool tagline.
  • �Sell a subscription for your newsletter.

Even if you offer services, let someone purchase a 
service and pay for it online. (Of course, make sure 
you fulfill on that purchase.) 

Now, I’ll admit, there are some businesses (rare cases) 
for which this doesn’t make sense. In those cases, 
you may not need to set up a shopping cart, but you 
still need to process payments inside of Infusionsoft. 
There are huge benefits to doing this: segmentation, 
recurring billing, etc.

Q. How do I get my shopping cart set up?
A. Oh, boy. You know what I’m going to say. Go to 
the Fusebox. (Or contact your setup consultant.) 
The general idea is that you set up your merchant 
account, set up your products, and then add the 
appropriate links to your cart. 

It takes a little bit of effort, but the Fusebox and/or 
your consultant can help you. 

D
O

U
BL

E YOUR SA
LES 

GUARANTEE
Requirement: Sell your products or services through the Infusionsoft shopping cart.
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Q. �What do you mean up-sell in my 
shopping cart?

A. The up-sell is one of the coolest features in the 
Infusionsoft shopping cart. You can up-sell in many 
different ways. You can have automatic up-sells that 
show up in the cart depending on which products 
your customer has already selected. Or, if there is 
nothing in the cart, there could be an up-sell to add 
product A. If they added product X then there can 
be an up-sell to add product Y. And so on. 

Q. Why is this the best place to up-sell?
A. What you want to do is create a buying frenzy. 
Look at the way people behave during the holidays. 
Yes, they have a lot of purchasing to do. But they also 
buy things that aren’t necessarily gifts. Why? Because 
they are in a buying frenzy. 

If you can achieve that in your shopping cart, 
you’re going to generate a whole lot more money. 
Consider…by the time a customer adds something to 
their cart, they are already sold. It’s not that far of a 
stretch to buy something else. They already said yes 
once. It’s not tough to get them to say it again.

The shopping cart up-sell will help you increase your 
revenue with little to no extra cost. 

Q. �How do I implement the up-sell in my 
cart?

A. Go to the Fusebox. Or your setup consultant. This 
is not something I expect you to figure out on your 
own. Of course, once you do (and you see that extra 
revenue come rolling in) you’re going to master the 
art of up-selling very quickly. The basic idea here is 
to go create a “promo,” then define the criteria for 
when this promo shows up in the cart. The criteria 
can be based on cart contents, cart order total, a 
date range, customer’s name, basically anything you 
want.

D
O

U
BL

E YOUR SA
LES 

GUARANTEE
Requirement: Utilize at least one up-sell technique in the Infusionsoft shopping cart.

All About Spelling: With this strategy, AAS 
increased their average sale price by 
16%. Sometimes massive efforts are taken 
to increase sales that much. A simple 
(automated) addition to the shopping 
cart, and they’re pulling in better sales 
numbers than the massive, marketing 
campaigns of many major corporations. 
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Q. What do you mean by broadcast? 
A. A broadcast refers to any single fax, voice 
broadcast, or email you send out to your contacts. 
In other words, it’s any communication you have 
with your contacts that is not part of a pre-planned 
sequence. 

Q. �If I have follow-up sequences in place, 
why would I need to broadcast?

A. Let me explain this by using an example from 
Infusionsoft. 

I told you a minute ago that any prospect who 
does not buy Infusionsoft within the first few weeks of 
interacting with us is added to a 52 week campaign. 
In that campaign, they receive a weekly marketing 
tip. Which is great. 

But, that’s not all we send to our prospects. A weekly 
tip doesn’t do much to build the relationship. And our 
prospects might benefit from so much more. So, in 
addition to their weekly email, we occasionally send 
a broadcast letting prospects know about our free 
upcoming events, a special offer, our newsletter, etc. 

And we do the same for customers. 

Broadcasts should be used for those special moments 
of interaction with your prospects. To fulfill the DYS 
requirement, you need to send a broadcast telling 
your prospects about a special promotion. It doesn’t 
matter what the promotion is. Just make sure you 
occasionally (at least quarterly) reach out to your 
prospects with a sales opportunity. This lets them know 
that you are working for them to make the purchase 
of your product easier.

Q. �Who should I send the promotional 
broadcast to?

A. This is a great time to use your segmentation 
tools. With a little bit of work, you can send targeted, 
specific promotions to the various customers and 
prospects in your database. For prospects, you  
might say:
  • �Become a new customer and you’ll receive 

_____________ for FREE!
  • �Right now when you purchase, you’ll receive a 

new customer gift from us!
  • �Interested in our product/service but not ready for 

it yet? Product X is a risk-free, smaller version that 
you can get with this special promotion. 

  • �Please join our free teleseminar, webinar
  • �Etc. 

And then when the person buys (or attends an 
event), wow them with your customer service, keep in 
touch, and you’ll have a lifetime customer.

For customers, you could use an up-sell promotion, 
invite them to a free event, ask for referrals, or ask for 
testimonials. As long as this is something outside of 
your regular sequence…and it leads to an eventual 
sale. 

Q. How do I send a broadcast?
A. This is the easiest thing to do with your Infusionsoft 
application. Simply create a new template, find 
the people you want to send it to, select “Send a 
Broadcast” from the action dropdown menu, and 
you’re on your way. For a more detailed explanation, 
go to the Fusebox. But you should be able to 
complete it in just a few minutes.  

 

D
O

U
BL

E YOUR SA
LES 

GUARANTEE
Requirement: Send a broadcast promotion to your prospect list at least once a quarter.
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Let’s Wrap It Up
Yes, it really is THIS easy. This is why Michael Gerber has called Infusionsoft “a gift from God.” 

With Infusionsoft, you will easily overcome the threatening components of the storm and be free to manage 
and grow your business. With just a little bit of effort, you could be spending time serving your family and 
community, and living the life you dreamed of when you started your business.  

Infusionsoft is an amazing business growth tool. Plus, we have created and we continue to create mountains of 
resources for getting the guidance, training, and help you need to get the most out of Infusionsoft. 

Remember, this process is going to take some work and some dedication, but once you have Infusionsoft 
working for you, you will always be surfing the perfect wave – the wave of endless profits.

Good Luck!

  – Tyler 



44

Appendix  
More Infusionsoft Resources For Helping You Grow 

Fusebox: The Fusebox provides you with the best help for your Infusionsoft application. In the Fusebox, you can 
search articles, watch videos, read the comments of other users, and post any concerns you might have. 

The Fusebox can be found directly through your application, or at: www.infusionsoft.com/fusebox

Infusionsoft Community: This is YOUR spot for getting connected with other users, learning from them, sharing 
what you know, and finding out new ways to use Infusionsoft to grow your business even more quickly and 
efficiently.

Access the Infusionsoft Community at: http://community.infusionsoft.com

InfusionCon: At our FREE, annual user conference you will receive Infusionsoft training you won’t find anywhere 
else. Walk away with a new sense of empowerment and all the tools you need to make the most of your 
Infusionsoft application. 

Find out more about InfusionCon at: www.infusioncon.com

Resource Directory: As incredible as you are, sometimes you need additional skills and support. The Resource 
Directory helps you find the right partner to meet your specific needs. 

You can find the Resource Directory at: www.infusionsoft.com/directory
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