PRACTICE MANAGEMENT ACADEMY

Practice
Makes Perfect

Increasing RSVPs and Attendance for Events

One of the most frustrating things is when a marketing campaign doesn’t pull as many
prospects due to testing a new venue, bad weather, or unforeseen circumstances.

The good news is that there are action items that you can take now to increase your response
at no cost to you and prevent this from happening in the future.

Current Campaign: Call & Email Campaigns

By making some phone calls and retargeting prospects, you can add up to 5-10+ buying units to
your campaign. The best part is that there’s no cost associated with this and you get an
opportunity to reengage with some prospects and clients with opportunities.

Call Hot Prospects and Hot Clients

Call past event No Shows/Cancelled Prospects

Email Prospect list in iContact

Post the event on Social Media - Facebook/LinkedIn

Email Client list in iContact

Post Event Flier at the Venue
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Call Cheerleader Clients — throw a few ringers in there!

Future Campaigns: Pull LeadJig Analysis

You can pull an analysis of all your campaigns to see what zip codes are not responding. You can
then suppress those areas in future campaigns, focusing your funds on areas that count.



1. Signinto your Leadlig Dashboard and click on Preferences to the left:
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2. Select the Analytics tab at the top:

LEAD|IG @ v AR
J o Preferences - Abby Kladivko i

Dashboard = LandingPage  UserAccess  Notifications  Integrations  Billing  Reports  Reports Hist ptins  Contact Client Statuses  Blocked Contacts
Contacts fc 3 b
E Ssafinloneaticn Work Hours Default Appointment Duration
T e Abby Kladivko « (T ..
Abby Kladivko ’ 1 hour ~
(954) 870-6712 ’ Mon  03:00AM (D to  DSOPM (D
Appalmrents o ol Extens o+ - User Account Appaintments
akladivko@advisorsacademy.com Tue | D200AM @ 0 DWPM O
2 America/New_York v
Campaigns w R wed  omooAM (@ o osmeM (@
The  02:00 AM to DsmaPM
Events [} e o
i o:00AM (© to DS00PM (D
Automation Center -]
St e @ 0 — @

Organizations

| pidind
Business Information Bio
o 0O
Abby Kladivko 7
bt Advisors Academy 7’ +
s (954) 870-6712 7 -
20162023 Leadsig. dd Exten: + (954) 870-6712 P
fights Reserved akladivko@advisorsacademy.com " E + I
Qsa-um:ms Fd https:/fadvisorsacademy.com &
Foovaci Dok 6550 N Federal Hwy, Fort Lauderdale, FL 33308 »

3. Choose the Date Range.
**|deally you should have 3-5 campaigns chosen**

4. Choose Events under Type.


https://app.leadjig.com/

5. Click on the button, Create New Analytics Report:
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6. It will populate to the right. Click on View Analytics:

Campaigns for Jason Carrier - Jan 1, 2071 to Apr 29, 207+

8 campaigns
Analyzed Jun 2, 207+ 5:19AM (3 months ago)

iew Analytics

Analytics to focus on:

1. Zip Breakdown

Aggregate Zip Breakdown
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2. Response by Venue

Aggregate Response Rate by Venue
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3. Worth Breakdown

Aggregate Worth Breakdown
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4. Income Breakdown
Aggregate Income Breakdown
. Household Level Response Rate . Assumed Registration Level Response Rate (with guests]
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To do an in-depth analysis of your marketing metrics and determine a customized marketing

plan to get you the highest ROl with your marketing budget, please reach out to our Coaching
team.



If you have any questions or would like to schedule a call, please contact Daniela Araujo at
(954) 870-6717 or email her at daraujo@soundincomegroup.com.

500 West Cypress Creek Road, Suite 250, Fort Lauderdale, FL 33309

Phone: (954) 870-6712 | Toll Free: (877) 399-1933
support@soundincomeacademy.com | www.soundincomeacademy.com

Investment Advi: e offerel d Inc 1) ent A



mailto:daraujo@soundincomegroup.com

