Weekly Marketing Progress Report
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Each week, please send a report to your group covering the following areas. Then reply back with feedback, ideas, resources, contacts to those in your Power Group. Also report what you intend to do in these areas the following week.  
In order to make it easy for us to track your progress, follow this naming 
Standard for your document:

“(your name) EMG2 Progress Report week ending XXX”

Report to us on these areas:

1. Marketing Activities

The purpose of a marketing activity is to set up a marketing conversation and/or a selling conversation. A marketing activity could include but not be limited to the following: planning your marketing; attending a networking event; writing an article, ezine or web content; setting up a speaking engagement, planning a presentation, or teleclass.  
2. Marketing Conversations

The purpose of a marketing conversation is to communicate directly about your business and services so that a prospect is educated, informed and inspired about the difference your business can make for them. A marketing conversation could include but not be limited to the following: talking about your business one-on-one in any setting including over the phone, giving a live presentation and holding a teleclass. 

3. Selling Conversations

The purpose of a selling conversation is to present the opportunity that your business and services offer so that the prospect is able to make a clear choice. A selling conversation can be any situation in which a prospect is invited to take the next step. This could include an invitation to have a free session, come to a presentation or attend a teleclass, for instance. These however, can also be accomplished through the marketing activities outlined above. More typically, a selling conversation is when a prospect is on second base, willing to explore working with you, where you determine goals and challenges, present the opportunity of your services and ask the prospect to make a choice in working with you. 

4. Lessons learned, insights, gratitude, and breakthroughs

If you’ve done any of the above activities and have something valuable to share, please do so. Give us the benefit of your experience. 

5. Requests for ideas, feedback and resources

The purpose of this is to get the assistance you need, either from your Power Group members or from Lisa Nirell. This can be asking for feedback on any written materials or plans; asking for ideas on how to approach a particular market; requesting assistance in role-playing; asking for a resource such as a teleconference service. 

6. Three major goals for next week

What specifically do you want to accomplish next week? This can include marketing activities, marketing conversations and selling conversations and the results that come from these.

Your report might look something like the following:

Marketing Activities

1. Attended Chamber networking event and met several people. 

2. Wrote my ezine and sent it out. 

3. Planned for a teleclass I’ll host in two weeks. 

4. Sent out an email to twenty prospects inviting them to take advantage of a free session.

5. Practiced the presentation I gave this week.  

Marketing conversations
Here are some examples:


1. Talked to four people at the chamber event about my business; collected cards and will send copies of the “7 Cost-Saving Principles” article. 

2. Talked about my services with a prospect who called me in response to my ezine; sent him additional information and set up an appointment for a free session. 

3. Met in person with an associate who has the possibility to send me business. I explained what I do and the results I produce and gave him a copy of an article and report. 

4. Gave a presentation to thirty people at a professional association; it was well received and had ten people fill out forms requesting free sessions. 

Selling Conversations 

1. Met with two prospects by phone for free sessions. One was not adequately qualified and recommended he get the manual first. The second was well qualified and signed up for a six-month program for $9,000; we will start working together next week. 

2. Followed up with four people who had requested free sessions from the presentation; set up free sessions with three of them for next week.  

Business Closed

List specific clients and sales closed. We want to celebrate your success with you!

Lessons learned, insights and breakthroughs

1. What I realized this week was how easy it is to set up free sessions if you’re well prepared. I’ve been working on this for a few weeks now and it’s getting easier and easier. 

2. The same goes for getting people to request free sessions from a presentation. I’m just following the script in the Certification Workbook and am getting great results. Lots of people want to be on my list and more than I expected want free sessions. This is starting to become fun!

3. Posting my New Marketing Mindset and Marketing Purpose in a few places in my office is a motivating reminder. The first thing I do every morning is read my New Marketing Mindset and Marketing Purpose and my whole attitude shifts to one of enthusiasm and possibility. 

What I’m grateful for

List one thing that makes you grateful and appreciative, either personally or professionally.

Requests for ideas, feedback and resources

1. I’m attaching a copy of a recent article I’ve written, designed to give to prospects who attend my presentations. Feedback appreciated.

2. I’m having some trouble with the free sessions and would like to set up role-playing with someone in my group. I’m available next week. 

3. Does anyone know the best equipment needed for recording a teleclass? I want to get set one up soon and offer one in a few weeks. 

Three major goals for next week
1. Get information on my services out to twenty people through networking and follow-up emails. 

2. Have one marketing conversation a day with prospects, both qualified and unqualified. 

3. Have three selling conversations and acquire two new clients at $36,000 each.

The value of this report

In your report you may just list one or two activities. What’s important is that you record what you’ve actually done in these three areas, in addition to sharing lessons learned and making requests. 

Make this report an important part of your week. It can be done in about fifteen or twenty minutes and it is valuable for several reasons: 

1. It validates and motivates you by reporting on what you’ve done and the results you’ve produced.

2. It increases your clarity and focus; it makes it clear what you’ve done and what you haven’t done.  

3. It helps you clearly distinguish between the various marketing domains and lets you know where you need to put more attention. 

4. It informs your support team of your progress. This provides inspiration for them and also lets them support you when needed. 

Feedback makes a difference!

It’s also important that the members of your group send you comments on your activities and results, ask questions, if appropriate, and offer assistance with requests for ideas, feedback and resources.  
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