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Copyright Notice 
 
Copyright © NAMS, Inc.  All rights reserved worldwide. 

No part of this material may be used, reproduced, distributed or transmitted in any 

form and by any means whatsoever, including without limitation photocopying, 

recording or other electronic or mechanical methods or by any information storage and 

retrieval system, without the prior written permission from the author, except for brief 

excepts in a review. 

This material is intended to provide general information only.  Neither the author nor 

publisher provide any legal or other professional advice.  If you need professional 

advice, you should seek advice from the appropriate licensed professional.  This 

material does not provide complete information on the subject matter covered.  This 

material is not intended to address specific requirements, either for an individual or an 

organization.   

This material is intended to be used only as a general guide, and not as a sole source of 

information on the subject matter.  While the author has undertaken diligent efforts to 

ensure accuracy, there is no guarantee of accuracy or of no errors, omissions or 

typographical errors.  Any slights of people or organizations are unintentional.   

Any reference to any person or organization whether living or dead is purely 

coincidental.  The author and publisher shall have no liability or responsibility to any 

person or entity and hereby disclaim all liability, including without limitation, liability for 

consequential damages regarding any claim, loss or damage that may be incurred, or 

alleged to have been incurred, directly or indirectly, arising out of the information 

provided in this material.  
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Step 1 

Boldly Ask for Sales 

Create an autoresponder email series about your business and about your 

products. Include a call to action in every email asking for a sale. Plan how 

frequently you’ll send out emails. 

Email series ideas: 

 

 

 

 

 

Strong Calls to Action (CTA): 

 

 

 

 

Create Social Media Campaigns with CTAs asking for a sale: 
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Step 2 

Create a Content Calendar 

How often will you publish a blog post? 

Plan Topics and a CTA to each: 

 

 

 

 

 

 

 

How often will you publish on social media? 

Which platforms and a CTA to each post: 
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Step 3 

Connect with New Clients & Customers 

Ask for sales in your circle. Then, expand your circle. 

Create a list of potential JV Partners who have products that would benefit 

your audience: 

 

 

 

 

 

 

Develop a relationship with them.  

Follow on Social Media. Interact with them. 

Create a pitch that is a win-win for each of you. 

 

 

 

 

 

 

Use Social Media to follow more people and join more groups. 

Develop relationships with the new followers. 
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Become active in new groups by answering questions and offering advice 

openly. 

Post links when/if appropriate to avoid getting kicked out as a spammer 

Be selective in who you promote. Their reputation and product quality will 

reflect on you. 

Enroll in their affiliate program, if they have one. 

 

Step 4 

Introduce Video to Your Marketing 

Introduce yourself to your audience and showcase your personality. 

 Use Split Screen to introduce 

your JV Partner and talk about 

your respective products. 

 Use Facebook Live to answer 

questions from your audience 

and create a buzz. 

 

Pre-record videos and submit to YouTube. 

Brainstorm your video ideas here: 
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Step 5 

Repurpose Your Older Products 

Which products can be updated and re-released? 

 

 

 

 

 

 

Which products can be bundled together? 

 

 

 

 

 

Which products can be used for bonuses? 
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Which products can be used as free lead magnets? 

 

 

 

 

 

 

Which products can be sold for a limited-time discount? 

 

 

 

 

Do you have event recordings from this current past year that you could re-

release with transcripts? 
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Do you have webinars that you could turn into on-demand webinars, leading 

to a paid product? 

 

 

 

 

 

Do you have videos that you can turn into mp3 files to offer as a podcast? 

 

 

 

 

 

 

Do you have any products that no longer fit with your mission and are ready 

to retire? 
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Step 6 

Get Feedback from Your Top 3 Clients 

Who are your top 3 -5 Clients? 

 

 

 

 

Ask them what is the number one service you offer them: 

 

 

 

 

 

 

Take these services and begin promoting them across social media and in 

blog posts. 

Ask for testimonials to publish on your site. 
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Step 7 

Exclusive Memberships 

What can you offer exclusively for your members? 

 

 

 

 

 

 

Do you want to offer coaching, products or a mix of both? 

 

 

 

 

 

Brainstorm specific ideas – what will people pay for on a regular basis? 
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Document details: 

Pricing, group size, meet on forums or Facebook Group? 

 

 

 

 

 

Who are your personal success stories? Who do you emulate? 

 

 

 

 

 

How will you produce content each month? By you or your team? 

List a production calendar with a process to produce. 
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Step 8 

Your Marketing 

What is your current marketing plan? 

 

 

 

 

 

What new medium do you want to explore? 

 

 

 

 

 

How can you cross-promote your posts? 
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Set up a Sales Funnel: 

Which products will you lead to? 

 

 

 

 

 

 

Set up ads: 

Set your audience demographic, set the length of the campaign, a strong 

Call to Action (CTA) 

 

 

 

 

 

 

Set up a webinar. Brainstorm your ideas: 

 

 

 

 

Use this recording for an on-demand webinar. 
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Submit these webinar slides to SlideShare by LinkedIn. 

 

 

 

 

 

Create downloadables for sale or for lead magnets. 

 

 

 

 

 

Pitch relevant podcasts about being a guest. 
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Step 9 

Track Your Changes 

Create a spreadsheet and log baseline numbers. 

Email Subscribers: Social Media Followers on each 

platform: 

 

 

 

Create coupon codes for podcast interviews, ads, videos and/or guest blog 

posts. 

 

 

 

 

 

Step 10 

Research Your Competition 

Select your top competitors. 

 

 

 

 

 

 

http://nams.ws/trial


TURN AROUND YOUR SALES WORKBOOK 

 

NAMS, Inc.  MyNAMS Insiders Club 

Page 17 

Study their websites. 

What’s their image?  

How many products do they have? 

Outline these here: 

 

 

 

 

 

 

Additional Competitor Notes: 

 

 

 

 

 

 

Research their social media platforms. 

What platforms do they use? 

How often do they post? 

What type of posts get engagement? 

Document your findings below. 
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Sign up for their email list. 

How often do they post? 

What topics do they write about? 

Document below. 

 

 

 

 

 

 

Look at their products: 

Are they similar to your content? 
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What about the pricing? What stands out to you? 

 

 

 

Read and note their online reviews. 

 

 

 

Step 11 

Study Your Own Business 

Should you create more products? 

How do you stay in touch after a purchase? 

How do you become the go-to person in your niche? 

Read your own online reviews: How can you make them better?  

Document your notes below: 
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Find the success stories and the failures. Learn from your mistakes and be 

inspired by the successes. 

 

Step 12 

Affiliate Program 

Ask your audience what they want or need. 

 

 

 

Use social media or send an email. 

Document the responses. 

Analyze hashtags or trends.  

 

 

 

 

Set up social media polls and/or surveys. Mix it with open-ended and closed 

questions. Ask about pricing and value. 
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Boost the post with a poll to a larger audience. 

Offer a pre-order option for your newest product. 

• If there is interest in it, create a product to sell. 

• If no interest, move on to a different project. (Aren’t you glad you 

asked so you did not waste time and money creating a product nobody 

wants?) 

 

Always ask for customer feedback and testimonials. 

Do you want to offer something to entice people to answer the survey? If so, 

what? 
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