Fast Track Emails

This is the series of emails sent to those in the Fast Track program. You can use these as a guideline, but I highly recommend that you customize these for each group that you do. This is one way to personalize the program without spending a lot of time. 

Typically I will send one email a couple days before a session and then another one the day after with the link to the homework and the recording. These brief communications really help preserve continuity. 

As you see, in some of the emails I even answer questions I’ve received. What I do recommend it that you get everyone, without exception, to sign up for the Google Group. And then ask that they put their questions on the group. Then answer as many as you can. This way everyone gets the benefit of your feedback.

Remember, you can never communicate enough. Everything is by email and phone and it’s easy for people to miss things. So really spell out very clearly what you want them to do. Never assume anything!

Three weeks before program

Hi <$firstname$>,

The Fast Track Program is coming up 3 weeks from today.

Just wanted you to know that I just updated the Fast Track

Workbook and it's on the Fast Track Home Page.

http://www.actionplan.com/ftmc_three2007.html

The preparation homework has not changed, but I've updated

some of the other pages. I recommend you download it and

print out a new copy.

Also I want to encourage you to sign up for the Google Groups
for the program. This will enable you to exchange ideas with
your fellow participants.

You can find the link on the home page above under the heading

'Fast Track Discussion Group.'

That's all for now. I look forward to having you in the program.

All the best,

Robert Middleton

Action Plan Marketing

A few days before program

Hi <$firstname$>,

Just a quick reminder that the Fast Track to More Clients

Program starts on Wednesday at 1:00 pm Pacific time.

This is 2 pm Mntn, 3 pm Cntrl and 4 pm Estrn. For other
times check: http://www.timeanddate.com/worldclock/

The call-in-number is 605-990-0550 - PIN 131031#

This number can be called from anywhere, however it is
not unusual that some people have a hard time getting 
on the call. 

First of all, call in a few minutes before the hour. If you
don't get on immediately, hang up and try again. 

If you can't get on a call or need to miss a call, all calls
will be recorded and posted on the web site soon after
the call. You can download the file and listen later.

Your home page is:

http://www.actionplan.com/ftmc_three2007.html

Bookmark this page as you will be returning to it. 

Getting the Most from This Program

This program is not about just listening in on a teleclass.

You will get very little value if you do that. 

To get maximum value, you need to do the preparation
work and all the assignments between sessions. If you
do that I guarantee you'll get lots of value. 

Go to your Fast Track Home Page now and read everything
on that page very closely. It will outline everything you 
need to do to get the absolute most from this program.

I look forward to working with you in the Fast Track Program!

If you have any questions, just respond to this email.

See you on Wednesday!

All the best,

Robert Middleton

After Session 1 (this is where they get the groups lists)
Dear <$firstname$>,

Thanks for attending the first session of the Fast Track Program.

For the recording and your homework, go to the link below:

http://www.actionplan.com/ftmc_three2007.html#1

Below are the groups. Most are groups of 8. Some are fewer. 

They are listed alphabetically by last name. Take your group
and create an email distribution list. 

Then, even before you do your homework, send everyone on
your list a quick email to introduce yourself. If someone in 
your group did not get this email, they will get your group
members this way.

Then once you complete your homework, forward it to your
group members, no later than Monday.

See you on the call next week!

All the best,

Robert Middleton

Group Lists

Group 1

Bruce
Aaron
dovbear@earthlink.net

Lynette
Bazzell
manju@opendoor.com

Ted
Behr
coachted@comcast.net

Lori
Boothroyd
lori.boothroyd@yahoo.com

Peter
Brewer
PBrewer@BrewerFirm.com

Rodolfo
Cabrera
coach@uio.satnet.net

Bruce
Carlson
bruce@dynamic-copywriting.com

Lisa
Carlton
livewellisa@yahoo.com

Group 2

Becky
Castro
Becky@ILoveMondayMornings.com

Judy
Chan
judychan@healthproconsulting.com

Denise
Clancey
dclancey@teledirectpartners.com

Cheryl
Clausen
Cheryl@CoachingMegaAgents.com

Kim
Clausen
keclausen@netzero.net

Gerrit
Cloete
gerrit@productivitypitstop.co.za

Janice
Cohen
janice@cohenleadership.com

Nora
Collins
nora.collins@mindprep.com

Group 3

Mike
Cook
mikel.cook@gmail.com

Ann
Cornell
awcornel@pacbell.net

Mary
Corrigan
mary@trackingthewisdom.com

Dave
Dawson
DaveDawson@Leader-USA.com

Sharon
Desjarlais
sharon@yourtruecallingcoach.com

Esther
Ewing
ewingchange@aol.com

John
Jams
iamstech@cox.net

David
Fields
robertmiddleton@ascendantconsulting.com

Group 4

Joseph
Forcillo
jforcillo@forcillo.com

Christopher
Fortune
CRFortune@shaw.ca

Mary
Franklin
Mary@MaryFranklin.net

Kathleen
Gallagher
Kathleen@heritageinventory.com

Polly
Geller
PGellerGrace@att.net

David
Gerstenblatt
dgerstenblatt@integrated-financial.com

Marlene
Gibb
marlenegibb@verizon.net

Lila
Gracey
lila@grace-concepts.com

Group 5

Daniel
Grandstaff
dan@winwithpeople.com

Linda
GrantSmith
luckylinda@hughes.net

Michael
Graves
michael.gravescpa@rrohio.com

Brian
Grossman
DrBrian@DrBrianGrossman.com

Josh
Hanson
Josh@NfinityPerformance.com

Jana
Heckerman
janaheckerman@centurytel.net

Roger
Heins
roger@rogerheins.com

Kurt 
Helm
kurtghelm@helmtest.com

Group 6

Caroline
Hidalgo
carolh@charter.net

Beverly
Hollis
nashrunner@aol.com

Kathie
Holt
katelizh@comcast.net

Amy
Hoppenrath
ah@SmartStrategyRealResults.com

David
Hunt
bradley@searchallies.com

Debbie
Josendale
djosendale@bayareawomensjournal.com

Kathleen
Judge
kjjudge@aol.com

Geoffrey
Kelly
gkelly@kellystrategicinfluence.com.au

Group 7

Bob
Kessler
bob@rnrcoaching.com

Christopher
Kisling
carpster37@yahoo.com

Rosalind
Knowles
rosalindknowles@yahoo.com

Elmar
Kruithoff
kruithoff@bareattention.de

Frances
Kucharsky
lifepath@videotron.ca

Lyle
Lachmuth
lyle@theunstickingcoach.com

Linda
Laitala
Linda@TheInnerCircle.com

Ann Marie
Lei
amlei@aol.com

Group 8

Maya
Levinson
mayasl@aol.com

Justus
Lewis
justus@transformasia.com.au

Elizabeth
Lilley
elilley@lawsonlilley.com

Jean
Long
jclong2@windstream.net

Dena
McFarland
denamc@earthlink.net

J. D.
Miller
trustedadvisor@covad.net

Michele
Molitor
michele@nectarconsulting.com

R.
Montgomery
ramontgomery@analysisfactory.com

Group 9

Constance
Mullen
cgmullen@prodigy.net

Gabriel
Najera
gnajera@mdevgroup.com

Christopher
Nalty
snakeriverranch@gmail.com

Dorothy
Pecson
dotpecson@gmail.com

Dale
Peterson
dalepeterson@cox.net

Pamela
Pound
ppound@pinnaclesuccesspartners.com

Chris
Radford
chris@differentiate-it.co.uk

Larua
Raynak
laura@raynaksearch.com

Group 10

Wayne
Rigney
rigneys@comcast.net

Denise
Roy
denise@deniseroy.com

Michelle
Segar
fitness@umich.edu

Roberta
Shulman
bobbi11211@comcast.net

Steven
Steinbrueck
ssteinbrueck@stonebridgegcp.com

Alice
Stitelman
astitelman@snet.net

Patrick
Summar
psummar@earthlink.net

Group 11

Nancy
Swisher
nancyswisher@aol.com

Karen
Travis
karen@travisusa.com

Keith
Tucker
keith@ptbusiness.co.uk

Joyce
Turton
joyceturton@marketing-partners.co.uk

David
Updegraff
drupdegraff@successpluscoaching.com

Josephine
van Steenis Bucknull
JABmedia1@aol.com

J.
WALKER
jrwalker@freeola.com

Robert
Whittemore
map@4sitedirect.com

Group 12

Samuel
Wieder
Samsalive@aol.com

Kenneth
Williams
kenaco@comcast.net

Jean
Wilmot
jcwilmot@ncf.ca

Judith
Winslow
judywins@mac.com

William
Woods
bwoods@integratedeng.com

Nicole
Young
nicole@opti-solutions.com

- Robert MIddleton

Before Session 2
Hi <$firstname$>,

Just a reminder to send your homework in to your group 
members by today. 

This past week I got a couple questions by email and I thought

I'd answer them for everyone in the program. If you have a
question, I'll try to answer it and I may answer some like this. 

Question:

As a member of a group (affiliation), but basically unknown to them, 
how to use the group membership in crafting a marketing introduction 
to them?

Answer

You don't really need to insinuate familiarity; that could come off as 
fake; just affiliation is enough. You'd write a letter that basically said: 

"I'm a member of ABC group as are you and I wanted to introduce 
myself and my business to you. This is what I do, who I do it for, why 

I do it and the kind of results I get.

Then you need to determine the actual plan (which we'll explore in a
later session). That is, do you want to follow-up with these people and 
get an appointment or just get them on your list?

What I notice is that people are doing marketing activities that are
not connected to anything. "I wrote a letter to everyone in the 
organization but I didn't get any clients. I guess sending letters doesn't 
work." This is a little like saying. I threw the ball around the bases and

I didn't get a home run. I guess baseball doesn't work!

So you need to plan your strategy and realize that it may take several
steps to move someone around the bases. Imagine if you got a letter 
from someone in a group that you belonged to. What would the letter 
or email say that created a positive response? What would you feel 
good about? What might interest you? What would you want them 
to do next?

You need to think all of this through or all your marketing activities 
become random.

Question

I am confused about the "experience" step.  For instance, 
how would the gentleman in Latin America whose prospects 
are in the Middle East give an experience?  How does a consultant 
whose prospects are large companies give an experience?  A 
local workshop or teleclass isn't applicable in those cases.  

Where do I look to understand the experience step better?  

Answer

Familiarity and Information over time equals experience. So 
getting the right people on an eZine or newsletter list that was 
well done could give people a good sense of him. He could also 
do a teleclass with these people or put a presentation online. 

A teleclass, by its nature, doesn't have to be local. I've done 
teleclasses with people in England, for instance.

I've had many clients selling to big companies offer a complimentary
workshop or executive briefing. When you get someone close to second
base, or even on second base and things aren't moving, what often
works is a sample of your work. That's providing an experience.

Where to look: To yourself. Note what kind of experiences you have 
with businesses and how they make you feel. If someone wanted your 
business, what would warm you up to want to find out more? It's 
usually several things, not just one thing. 

See you all on the call on Wednesday.

Cheers,

Robert Middleton

After Session 2

Hi <$firstname$>,

Sorry I'm late on this.

I had a problem with my web host and couldn't upload the recording.

But it's up now, along with the homework:

     http://www.actionplan.com/ftmc_three2007.html

There have been a few changes to the groups. If you get an email
from a new member (Grace Bell, group 10  and Julie LaNassa, group 

5), make sure to add them to your distribution list.

I think those will be the final changes.

Great session today and thanks for your participation!

Have fun with the homework.

Until next week, all the best,

Robert Middleton

Before Session 3

Hi <$firstname$>,

Happy Memorial Day.

This week I haven't received any questions about the session on

Marketing Mindset, so either everyone is on track or they are 
enjoying the holiday (or both).

What you want to fill out and get to your group members is the 
worksheet: "Marketing Mindset Worksheet" which summarizes all
the work we did in the last session. 

Again, this homework is very important. It will begin to get you
into the right mindset to learn the marketing ideas that are 
coming up. 

You want to start to make a habit of inquiring into thoughts and
beliefs that hold you back. Amazing things are possible in your
business, but you are severely limited in what you can do if
you don't question your limitations.

You'll find this as the final worksheet under Session 2 on your

Fast Track Home Page: 

   http://www.actionplan.com/ftmc_three2007.html#2

On Wednesday we'll be getting into the heart of marketing when

we explore Marketing Syntax and your Marketing Message.

See you then!

All the best,

Robert Middleton

After Session 3

Hi <$firstname$>,

The recording and the homework for session three are now online.

http://www.actionplan.com/ftmc_three2007.html#3

If you missed the call, please listen ASAP. And if you were on the
call and still struggling with your massage, I recommend listening
again. I think I covered this topic in more depth than I ever have
before. 

Understanding the concept of Marketing Syntax and developing your
marketing message are two of the most important things you'll
ever do for your business. Once you have this clarity, a lot of the
struggle disappears because you finally understand what it takes
to generate attention and interest in your business.

Remember, the purpose of your message is to get prospects on 
first base, not to hit a home run. If you get someone to ask for
more information, you're well on your way. 

Once you've got your Audio Logo together and have expanded on
your message, fill out the worksheet and send it to your group
members. 

If you have any questions, please send them in and I'll answer

them on Monday.

All the best,

Robert Middleton

Before Session 4

Hi <$firstname$>,

Again this week, only a few minor questions on Audio Logos and

Marketing Message. So hopefully you haven't had too much
trouble developing yours.

Make sure to send in your worksheet to your group members. 

I'll see you on the call tomorrow where we'll explore developing
powerful marketing materials.

Talk to you then!

All the best,

Robert Middleton

After Session 4

Dear <$firstname$>,

Want to encourage you to get a copy of your Executive Summary to
the members of your sub-group. Don't slip out of this one! It's a 
very important document. And by completing it, you'll increase 
your clarity about your marketing message (amongst other benefits).

Remember, if it's worth doing, it's worth doing badly. It may
take several drafts before it's a work of art. Do a crummy first
draft and improve from there!

I just got this question in the Fast Track Google Group. I 
thought it was so important that I've answered it below:

Question

One very successful consultant who now primarily coaches other
consultants says that web sites are not so important for 
consultants--particularly consultants focused on large, corporate 
clients. According to him, these types of clients don't "shop" 
for a consultant on the web and therefore the purpose of the 
website is really just reassurance.

I know most of the people taking your course are targeting 
individuals or small-ish businesses, and therefore a website can 
be very important; however, do you think it is as important for 
someone targeting large, corporate clients?

David Fields

Answer

It's not an issue of CEOs "shopping on the web for consultants."

These are your marketing materials that need to be available once
you make a connection.

Here are some scenarios:

You meet someone at a conference. They are not a prospect but 
they mention that a friend of theirs is a CEO who might be. That 
person gives the CEO your card and mentions your service. Do they 
pick up the phone and call you? No, they visit your site first. 

And if your site is bad or non-existent, the chances are they'll 
never call you. 

You give a talk at a professional group or conference. Your 
materials include your web address. Some will visit your site. 

You do a telemarketing campaign to CEOs offering your free report 
and eZine subscription. A certain percentage of people take you up 
on it. 

This builds your long term visibility and credibility. One of 
those in my Certification Program did this and built his 
consulting franchise business into the most successful in the 
country.

You get the idea. The web site is the "Information Step" in 

Marketing Ball. If you don't have a quality site, it's like 
shooting yourself in the foot.

CEOs may not be trolling the web for your kind of service, but 
when they want to know more about you, assess your credibility, 
etc., a web site really makes a difference.

Many of the people I've worked with have had sites targeted
towards larger companies and they have been very successful. 

The small, relatively speaking, investment for a web presence will 
pay for itself many, many times over if you get just one client. 

So, yes, David, everyone in a professional service business needs 
a web site, in my humble opinion!

On Wednesday, we'll start to get into Marketing Strategies and 

Marketing Action Plans.

All the best,

Robert Middleton

Before Session 5

Hi <$firstname$>,

I just responded to another question on the Google

Groups and I took a look at how many in this Fast

Track Program have joined the group.

We have 53 out of 97 participants.

I know it's late in the process, but I really encourage 
you to join and get some additional valuable ideas. 
Here's the link:

http://groups.google.com/group/fasttrack3

I just responded to a question about what to do to get short-term 

marketing results.

Of course, you are free to leave the group after the Fast Track 
is over. But this group will be up for several months afterwards 
if you want to keep exploring marketing ideas.

I encourage you to get the most you can from this

group!

All the best,

Robert Middleton

After Session 5

Dear <$firstname$>,

Thanks for your participation on the Fast Track Session Yesterday.

Do you recall me saying that this was going to be simple but not easy?

Often what we're looking for are "magical strategies" that we implement

at the press of a button and that result in calls from prospects dying to

do business with us. 

I wish that were true!

But if you take the time to work through a marketing plan and master
this methodology, you'll find it becoming easier and easier to attract 
more clients. 

The recording and homework are up as well as samples of several

Marketing Action Plans for you to look at. And there's a Word form for
you to write your plan and send to your sub-group.

     http://www.actionplan.com/ftmc_three2006.html#5

A few things that will make a difference:

     Join and participate in the Google Group

     Give some feedback to your sub-group members

     Do the four questions and turnaround when you get stuck

Some thoughts that may come up at this point:

     This is too hard, I can't find the time, I don't know what to do, it 
      doesn't make sense, I'll just think about it, it won't work anyway.

If any of these thoughts (or others) come up, go to page 21 of the 
manual, use a worksheet from Session 2 and really do The Work 
on them. It really does work!

That's all for this week. If you have a question, direct it to the Google

Group and I'll do my best to answer it.

All the best,

Robert Middleton

Before Session 6

Hi <$firstname$>,
How are you doing with your Marketing Action Plan?

Don't make it more complex than it is. It's a matter
of "filling in the blanks" and then going back several
times and fine tuning it. 

Remember not to make it a "multiple strategy plans" but
a simple plan based on one key marketing activity such
as networking, speaking or referrals.

In tomorrow's session I'll be walking a few of the participants 
through their plans and pointing out what works and
what doesn't work.

So.... If you have what you think is a pretty good initial
plan, please forward it to me (as a Word.coc) and I'll take
a look. 

If you send it, please be prepared to be on the call with me 
tomorrow to get some feedback. Promise I won't be harsh!

See you on the call tomorrow,

All the best,

Robert M
After Session 6

Hi <$firstname$>,

The recording, homework and several of the Marketing Action Plans
we covered on today's session are now up on the web site. Great 
work on these plans. The nine I've posted are very good.

http://www.actionplan.com/ftmc_three2007.html#6

Today I worked with several participants and gave them feedback
on the plans they had sent in. The purpose was to get more into 
the nitty gritty of a successful plan.

In the course of the session we covered detailed information on
networking, teleclasses, articles, eZines, speaking and direct 
outreach marketing plans. 

In the final Q&A session I fielded a wide variety of questions on 
many different marketing strategies.

Your homework for this week is to keep working on and fine tuning
your plans based on what you learned today and actually start
implementing some of the actions on your timeline.

Next week, in the final session, we'll discuss the sales process and
wrap up the program with ideas for long-term implementation.

If you have not been able to be on all the sessions, you can always
go back and listen. All the material will stay up on this page for an 
indefinite period.

All the best,

Robert Middleton
Before Session 7

Hi <$firstname$>,

Well, tomorrow is your final Fast Track Session!

We've covered a lot of material in six short weeks. If you
have participated fully and done your homework between
sessions you should have accomplished the following:

1. You understand how the game of marketing works, where
your prospects are in the game, what you need to do to get
them in the game and what you need to do next to move
them along in the game.

2. You have a tool for working with marketing mindsets that
are holding you back so that you can create mindsets that
will support you in achieving your marketing goals.

3. You understand the basics of the language of marketing and
now know how to communicate about your business so that
you get attention and interest.

4. You've developed your own marketing message that you can
use in speaking and writing about your business.

5. You've created a Business Executive Summary that gives a
concise overview of what your business is about and what it
means to your prospects and clients.

6. You have determined the most appropriate marketing strategies
for your business and how to apply them.

7. You have developed one or more marketing action plans where
you've outlined the steps you need to take to put your marketing
into action.

Whew, that's a lot!

And if you haven't accomplished all of that yet, you can always go
back and review the recorded sessions, do the exercises and use
the Google Group for feedback until you have what you need. The 
page for this group will be up indefinitely:

     http://www.actionplan.com/ftmc_three2007.html

In the final session we'll go over the essentials of the sales process
and also answer any lingering questions you might have. 

See you on the session tomorrow.

All the best,

Robert Middleton

After Session 7

Hi <$firstname$>,

Well, you did it!

You completed the Fast Track to More Clients Program.

The recording is up along with the final homework assignment
at: http://www.actionplan.com/ftmc_three2007.html#7

The big question you may have now is, "Now what?"

A few suggestions:

1. Work at perfecting your marketing action plans until you have
a list of actual actions you can start taking. Focus on one plan
and keep it simple. And take some action every day.

2. Use your Fast Track Workbook and the recordings to review this
material as you need it. I promise you that you'll learn something
new every time you listen.

3. Consider getting some support and coaching in implementing 
your plans. Please set aside this date and time:

     Wednesday, July 11 at 1:00 p.m. Pacific

I'll be holding a teleclass then to discuss what it might look like 
and what if might mean to you if you got support in implementing 
your plan. I'll also introduce you to some of the Action Plan Marketing 

Coaches.  

If you can't be on the call, I'll record it. I'll send a reminder next 
week, but if you'd like to attend, just respond to this email. We'll 
use the same teleconference number as for the Fast Track.

That's all for now!

All the best,

Robert Middleton

Before Follow Up TeleClass

Hi <$firstname$>,

Just a reminder that we'll be holding a complimentary teleclass 
this coming Wednesday, July 11 at 1:00 pm Pacific. (same day 
and time we had the Fast Track.)

It's been two weeks since the Fast Track Program completed.

Are you on track or have you bogged down? Don't be surprised

if you've gotten a little off track. That's not unusual. What's 

essential is that you find some structure of support.

It's often considered a sign of weakness to get support. 

But that is utter nonsense as we all know if we look at the facts. 

The most successful people have one thing in common - a 

support structure.

My support structure includes a mastermind group and a coach. 

I don't trust myself to stay on track either! It's hard to maintain

your focus, energy and persistence no matter what skills and 

knowledge you have. 

And so that's what we'll discuss on this teleclass - how to set up

a structure of support that keeps you in action. There are many 

different options, some of which cost you nothing. 

I'll also be introducing some of the Action Plan Marketing Coaches

and discuss what they offer in terms of focused marketing support.

The phone number is the same: 605-990-0550 PIN 131031#

If you already confirmed, no need to again, but if you'd like to

attend, please let me know by responding to this email.

See you on Wednesday!

All the best,

Robert Middleton

P.S. I will record this if you can't make it and will forward the

recording to you. 

