GROUP CALL #176: 3 CTA Types That Convert

The 5 things consultants must do to consistently achieve five-figure months on
LinkedIn.

All the clients I've worked with who have delivered either five or six figure months
for themselves have followed through on these things:

1. They're completely clear on their offering.
Both for their clients and in terms of ‘why' they believe in the proposition. It
means they are confident when prescribing it

2. They aren't in business solely for their bank account.
Instead, their focus is genuinely on the impact they can have on others. When
‘becoming a millionaire’ is their main interest, | tend to see failure

3. They show up humble.

There are plenty of characters and personalities | interact with. But they leave that
at the door when it comes to learning. Humility and respect for the importance of
learning keeps them growing

4. Action is the vibe, not dreaming.
Those consistently delivering high levels of success aren't wistfully hoping the
universe will help them. Instead, they're actively engaged in their work each day.

5. Belief flows through them.

They know what they are worth and believe they are having a great impact. It
means any setbacks don't leave them downtrodden, but pumped to make good
on a situation

There are many more, but these stand out every time | see consistent success in
these superstars.

Which ones are you working on at the moment?
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DM “grow" if you want details of the LinkedIn Client Accelerator
programme. Almost 100 businesses, entrepreneurs and consultants
have joined in just over a year.
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There's one thing | really respect in people
and it's subtle but important:

Many say they intend to do something,
but it's the ones who are actually doing it that impress me.

Be around those people.
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Some years ago, | found myself in a group of people that spent a lot
of their time focused on what they "intended" to do.

| remember after a while realising that because like-minded people
were in the group, there was no forward motion; just validating each
other’s lack of action through what felt like a positive practice.

Breaking out of that group was an exhilarating experience and |
actively sought out just one person who was actually taking action
each day. That person's appetite for forward motion gave me energy
and | started adding more, similar people.

It's a subtlety, but your environment includes the people within it. And
when they are voracious action takers it's hard not to get swept along
by that and positive results start to fruit as a product of being around

them.

PS for those interested in such a group, my LinkedIn Client Accelerator
is 95 people strong now, with the overarching aim of the community
to take action that generates conversion. DM “I'm 96" and I'll show
you how to join them.
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Great CTA at the end there for someone who is looking for a
LinkedIn course!
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A good friend recently annoyed me when she said pitches are dead.

They aren't. They really do have their place. IN ASSET:

But she thought failing to get deals was because she was pitching. Relatable & Story I ca rousel
Hey, | know how it can feel when you're on a pitch CTA at end Of Carouse|

Want more

In my 20s | did them every day and | can be a real drain: ¢ understanding of
, _ point #57 It's all part &=
"Everyone else says no, so why won't this one be any different?” f Doct i
"Why won't they just open up?” or my Doctor &
“Is this approach just out of date?" Method. DM
"Doctor" and I'll
But usually, you're misfiring on some of these five components. share the steps.

Fix that and you change the game. | promise.

Which one (#1 to #5) is the most common error?

€O You and 226 others
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