Strategic Marketing Group – Infusionsoft for Title Companies

Chris:
So, I’m going to go ahead and mute everybody for a short while and get going and then I’ll open it up for questions and that sort of thing. So if you have any questions initially just let me know and I’m going to go ahead and show my screen and mute everybody. And welcome you to the Title Marketing That Works demonstration of Infusionsoft for Title Companies. I’m Chris Ripley. It’s kind of a reopening for Title Marketing That Works. 
I’ve worked with title companies and helped them with their marketing and advertising for ten years now. I started actually working with the first title company ten years ago this month. Foote Title here in Waldorf, Maryland. And we had a very successful relationship and we’ve worked on and off for the last ten years and just worked together for about three or four months on a project this summer. So it’s ten years and the last couple of years I’ve focused on growing my Infusionsoft business and one of the elements of growing my Infusionsoft business is creating Infusionsoft for title companies. And really using Infusionsoft which is the number one sales and marketing system for small businesses for title companies. And today what I’m going to do is I’m just going to spend a little bit of time talking about Infusionsoft. I’m going to talk a little bit about my experience with title companies. And then how you can use Infusionsoft to grow your business which is really what I think everybody is here for, is how can I grow my business? How can I get more realtors to bring me deals or how can I, you know, build alliances with mortgage lenders and things like that. 
So we’re going to, we’ll talk about that and I’ll show you Infusionsoft and I’ll open it up to the floor so you can ask questions and you can take a look. Infusionsoft, a little bit of history on Infusionsoft. Infusionsoft actually started I think about twelve or thirteen years ago. Time goes so fast I lose track and it could have been, you know, fifteen by now. Anyway, starting off as really an automation system for mortgage lenders. And the, the Clate Mask who is the current CEO or Infusionsoft and Brad Martineau who’s another person at Infusionsoft, started the business…and I may get a little bit wrong here…started the business, you know, kind of boot strapped it with two or three people in their parents’ garage and have built, you know, built it into a business now that has over twenty four thousand companies using Infusionsoft every year. I got Infusion con and every year they have it at a different place because it keeps getting bigger and bigger. They’ve moved to the Phoenix Convention Center. So this year they’ll be thirty five hundred people at Infusioncon. 
I’ve always been a follower of Dan Kennedy. I don’t know if any of you all have heard of Dan Kennedy. But Dan Kennedy is an expert, direct marketer, online marketer, written lots of books. And I always heard about Infusionsoft when I’d go to the Dan Kennedy events. I actually made the plunge back in about two thousand eight and had it about six months and earned the notoriety of being called confusion soft. And I actually, you know, at the time I had the Title Marketing That Works sales automation system that worked with ACT and I was thinking that, you know, the world was going online so I need to look at what are the online CRM and, you know, marketing and sales automation systems that were out there and act and activator, some of you that are on the call are familiar with that. If you’re not it was just an automation system that worked with ACT and I had customized for title companies. And so I tried Infusionsoft for about six months for my own business. And I had such a tough time with it and I had, you know, a college student who is my assistant and she had a tough time with is as well. And we eventually abandoned it because it was too hard. 
Well after trying to install ACT two thousand eleven on my PC and getting really frustrated about it, I said I’ve got to find something else. So in the beginning of two thousand eleven, I started on a search to find new CRM to run my own business with. And I’m not, you know, I’m missing the part of the presentation today where I talk about why you should have things like this. And I hope that most of you all are somewhat familiar. But, you know, the fact that if you could automate your sales and marketing you’re going to have more customers and you’re going to have more customers who are more loyal and you’re going to do more business. So I’m, you know, I’m leaving that a little bit to the side. 
But in the end I ended up going with Infusionsoft again and it had changed and it had really improved dramatically. And so I started working with Infusionsoft for my own business mid two thousand eleven. In mid two thousand twelve, I got certified as an Infusionsoft certified partner. I went to Phoenix for a week and actually the last day is a test and the test is about six hours long. It was from about eight in the morning until two in the afternoon with a short lunch break. And I’ve been selling Infusionsoft to my clients and working with them now for about two and a half years. I’ve worked with, so far we’ve customized it for about seven title companies, mostly in the, you know, mid Atlantic area where I know more people, that type of thing. And I’ve also had title companies that have purchased Infusionsoft and needed some help with it come to me because now if you search for me on google, you know I’ve done a little bit of optimization and, you know, if you search for Infusionsoft for title companies, I should show up on the first page and hopefully we’ll start moving up. But that’s a little bit of, you know, background. Infusionsoft now, like I said, over twenty four thousand users. They’ve got a couple of rounds of venture capital funding. The first one was from Goldman Sachs and then next one from, was from another, you know, large investment bank. You know, their intent is to grow to a hundred thousand users by twenty eighteen I believe it is. And it is a great tool and I have lots of other clients, you know, I started when I was doing Title Marketing That Works sales automation system. The content that we had created for that, I started porting over into Infusionsoft. So I have a lot of the content that I used with the Title Marketing That Works sales automation system to go into Infusionsoft. So really, you know, what we’re trying to do for you, the three things that we’re trying to help you with, we’re trying to help you generate more leads, keep in front of realtors and mortgage lenders and anybody else who might be in your target market and, keep, you know, keep in front of them on a regular basis. You can do that with Infusionsoft very easily. So help you with lead generation. You can create lead chapter forms for your website, you can, you know, put it on Facebook as well, you know, capture forms on Facebook if you would like to do it. You can have independent lead capture forms. So you can do a lot of lead generation. And the other side of that for title companies with Infusionsoft, you’ll be able to take a picture of, you know, meet a real estate agent at a networking event, take a picture of that business card and tag them and, you know, they’ll get an email from you in fifteen minutes if you want, the next morning if you’d like and then a reminder to give them a call and touch base with them. So they’re not going to fall through the cracks and they are really going to think you have your act together in terms of organization and all.  So you can do lead generation, client nurturing, you know you want to make sure that every one of your clients sends every one of their deals to you and the best way that you can do that is keep in touch with them on a regular basis. And it gives you the power both by being able to send email blasts and also send emails that correspond to the point in the relationship where you may be. 
And then the third thing that it can do is help you nurture prospects. So when you meet that person at a networking event and you give them a call and they are not ready to consider coming to another title company you can keep in front of them on a regular basis with, you know, custom emails that will be targeted at the point in relationship where you are. And when it comes time for them to consider using another title company, you know, always thinking that, you know, something could happen with their current title company and they want to try a new one and you will be the top of mind choice to do that. So with Infusionsoft and our customized campaigns, you can automate your lead generation, your prospect nurturing, and your client nurturing. Other great thing that you can do with Infusionsoft that we can help you with is help you manage events. I was working with a local title company this morning and they do a lot of events for real estate agents and they have training classes and that sort of thing. So we are going to work on automating that whole piece of it. So when someone, when you decide to have an event, it will create a page where people can register for the event, it will create an email campaign that you can use to remind them, hopefully better than my system. I’ve had some issues in the last couple of days, it, you know, the fact that I’ve had a really big surge of business in the first couple of weeks here coupled with trying to get this off the ground as well has, I think caused a few blunders. But anyway, we can fix that. So that’s how I look at it, you know, there, you could, you know, automating the, automating the events is another, like I said is another thing that you can do. So your lead generation, prospect nurturing, client nurturing, it’ll do all of the email blasts for you, you can do the event management if you like. 
You can even automate internal processees that maybe your production software can’t do but you would like to do. And you can automate some of those processees as well. It automates sales and marketing and it’s also, you know, just because of the way it’s designed and the automation abilities that are in it, it’ll also automate internal functions if you would like it and you can have internal web forms where things get filled out and people move through stages and they receive emails or whatever it might be. And we haven’t really done that yet. I haven’t had anybody who’s wanted to do it. But certainly the ability to do it is there. So if anybody wanted to do that we could help them out. 
The other thing is that I haven’t, I haven’t hooked up to any production software packages. So that’s another thing that we have potential to do with Infusionsoft, in that, you know, generally most of the, you know, all of the ones that are the major title production software packages have an API and I guess it’s an application programing interface and so does Infusionsoft. And the API gives you the ability to communicate with lots of different programs and share information. So that’s another great tool you’ll get when you have, when you use Infusionsoft. And I’ve actually been taking a class the past couple of weeks that’s teaching me all the amazing things that you can do in terms of automating processees and interfacing with other applications with Infusionsoft. So you can see on the screen, this is, you know, a little bit about it. You know, can keep track of content, appointments, tasks, everything else about your business in one place. 
You can access Infusionsoft from any computer with an internet connection and work anywhere. And there’s also an app like I was explaining that you can use to take business card photos and automate that process. And there’s another app where you can actually go in and work with contacts in Infusionsoft. So you can automate your marketing as well, you can send an email, two days later send another email. Cool thing, these are all called timers in here and you can have timers do lots of different things. Timers are great because they can trigger birthday reminders. So you could have somebody’s birthday in Infusionsoft and, you know, if you’re not on Facebook and don’t get eighty million reminders of peoples’ birthdays, you can get it through Infusionsoft. But the other cool thing is that with the timer and then with another add on, if anyone has ever heard of send out cards, send out cards is a tool that allows you, they send things out for you, cards, you know, thank you cards, things like that as well, as gifts. With one of the add-ons you can also time it that if you get a new client then you tag them as a new client, then it will sent them a message to send out cards and it will send them a gift that  you’ve preselected for your new clients. So you can automate that whole process. 
I worked with a financial planner and he sent out multiple gifts to his high net worth clients over a year and we did all that kind of stuff. So you can follow up on relationships and close sales. And it also has online sales ability, probably something that you’re something interested too much. But that’s another capability that it has. I’m going to go ahead, I’m going wrap it up on, that’s going to be all I’m going to talk about Infusionsoft. I’m going to actually go into the application and talk about how it can help you automate your lead generation, prospect nurturing, and client nurturing.
So I’m going to leave that and I’m actually going to sign into Infusionsoft now. So you would have a spot where you would sign in. I have a little, you know, little shortcut up on my, up here on the top and that gives me, that takes me to the link where I sign into Infusionsoft. I have several that I sign into. Although I could clean that up a little bit of course. But I’m going to sign in. So I’m signing in. And you probably wouldn’t see this but I have lots of Infusionsoft applications that I work with. And I’m going to show you mine actually. And some of y’all may even see your name on the list here if you clicked on the email that went out at the end of, right when I had the little panic there. So hopefully it’s going to get started here. 
So this would be the dashboard that you would see whenever you would sign on to Infusionsoft. And, you know, I have the, I’m leaving the microphone open now and it looks like we’re pretty quiet so if anybody wants to say anything, you know, ask a question as I’m going. So you can, this dashboard you can customize in many ways. You can change the layout. You can add what they call widgets, these little things that are going on here. You know, I have a widget that gives the new, you know, that gives the new link. Actually, like I said, I had a little screw up here. But anyway. But this, you know, these are all the people that have opened the email that I sent out. There’s Gail down at the bottom of the list here. So, you know, you can see everything that’s gone on. That’s, you know, that’s one thing, if I had any overdue opportunities. Opportunities are basically sales opportunities as they are set up in the system. But it’s a great place where you can automate internal functions. And I have nothing to worry about. 
Our company does social media marketing for Huntington Learning Centers. And here I have some Huntington hot prospects. But that could be, you know, real estate agent hot prospects. Whatever it might be, you can create these lists. 
Fulfillment jobs are when you have things that you need to do. And we have some letters that we need to print. And Infusionsoft, the great thing, one of their big requirements that I had when I left ACT and activator and moved to Infusionsoft was I wanted to be sure that I could send letters. One was because I knew that if I was going to work with title companies then I still believed that working with title companies and using direct mail can have, can be a real strong way to do it. 
You know, you’re cutting thru the clutter because there’s a boat load of email out there and if you can, you know, do some direct mail and get people, in front of people that way you can be very successful. I believe in email too. I’m not saying I don’t. But I think you need to do more than one thing. And I want, I believe that for my own business so I wanted to have the ability to write letters as well. So all you have to do is click on this little continue button and it’s basically going to bring up the merge letter. I’m not going to go through the whole thing. But, well, because it takes a little while. But here’s the file. So here’s my Microsoft Word document and all I would have to do is go up here. And there, see this is what happened this morning as well. A page in word that, this is supposed to be at the end. So you’re seeing it, you know, so here’s the word document. You can edit it, you can print it on your own letterhead. You can do whatever you’d like to do. So and I’m not going to market as complete because we need to do it. But that’s kind of how it works. 
So that, you know, and you can print multiple letters. You can do campaigns with letters and emails in there. It doesn’t have to be just letters. You know there’s an opportunity. You can do phone calls, you can do text messages. There’s an add-on. You know, the event, the title company that did a lot of events also wanted to also be able to do reminders with text messages so that’s something that you can do and then these are things that need to be done. You know, open admin tasks. So you can look over here on the right, you know, just a little stat that I wanted to have. 
I have a book, Online Marketing 101. I wanted to see how many people had received that. You know, here’s my usage stats. Looks like the Infusionsoft blog isn’t working right now. You know, here’s email stats, all that sort of thing. So that’s what you would see on the front. Here is the menu and, you know, I really like to show software, no matter what I’m doing, by the menu. 
And so you can see all the different things that are available to you. And here, my nav is basically where you have the opportunity to customize the things that you use the most and put them in easy access. So you could edit it. You know, if I wanted to take my inbox out or take my calendar out, I could just delete those and put those, you know, take that out. So there you go. So that’s that. It’s going to refresh the page. So, you know, so I took, you can see those have come out. 
The main places you would work would be in CRM and marketing. You probably wouldn’t even have ecommerce in your application. You don’t need to have that. And I’ll show you what that looks like when we get to the Title Marketing That Works demo app that I’m going to use. And then, you know, the admin stuff. The branding center is where you go and you customize all the different communication that you may be using. So, you know, the emails that you will be using, that sort of thing. So you’ll see here basically what this is, you know, what a campaign email looks like. Seems to be exceptionally slow today. But this, you know, this has got the Strategic Marketing Group logo. The other one you’ll see the title company logo. But here’s, you know, you would have a campaign email. This would be a broadcast email. You can send a single email to a person. You would have a follow up sequence email. Then you’re going to have an email in your template library. You’ve got web forms. You’ve got landing pages. You know, this would be the company that wants to have the events. We would create some landing pages for them to go for people to register for their events. Campaign letters, so this is one, what a letter would look like. You know, you wouldn’t have the order form most likely in yours. But, you know, little bit of account information, user information data at the end. So what I’m going to really spend the time is just I want to show you the things that I use the most in my business which would be what you would use as well and that’s contacts, campaign builder, and then the email and broadcasts. So, you know, as we went, you know, as we went back and if you ever want to get back to the dashboard you just click on the little house up here at the top and you’ll see while I’m talking here, there’s basic training. It guides you through the initial setup. Although I can do that for you. You know, part of purchasing Infusionsoft from me is the opportunity to have me customize it completely for you. It’ll take you to the dashboard. There’s another view that you can get of your day with, you know, kind of a Microsoft outlook calendar kind of view. So, you know, you, those are things you can do as well. You know, here’s recent people that I’ve clicked on. You can set up favorites if you like. There’s a marketplace where people develop different tools and that sort of thing. This is just where you go to find your accounts. There’s, we also have….this one right here is another completely different thing called customer hub and we actually have a title company that’s setting up a customer hub. Customer hub is a membership site. So they’re setting it up to put content for real estate agents behind the membership site. It looks like it has more value and that kind of thing. That’s a seventy nine dollar a month add-on and you don’t have to use, you can get by without any add-ons so don’t, be concerned about that. You really don’t, you know, lots of people go without any add-ons. Incredible help user guide. There’s a video library. You know, lots of help, places to go for help. There’s way more content created about how to use Infusionsoft than you’ll ever be able to look at in your lifetime. So, with that, I’m going to go to the contacts. And we’ll click right here on contacts and that’s where you’ll keep all your information. And when you open it up, since I haven’t been doing anything, when you open it up it’s going to be, give you the ability to search. So what are the things we could search for? When people signed up to come to this webinar, I tagged them. You would sign up and I put a tag on their record. So if we wanted to see who is signed up for this event, it’s in the prospect tags and it’s IS title demo attendee. So if I click on that it’s going to do a search and it’ going to find all those people that are picked to come here, you know, that signed up to come here. So here’s, you know, here’s the list and I have all their information. Here’s their contact records. So that’s, you know, one way to search. If you go back and to go back this is one of the little quirks. To get back where we were you have to click start over. I always think it should say search. So kind of equate the two. You know, you can search by first name, last name, company, by email, you know, lots, you can search by tags. You know, the way that you manage your database is tags. That’s one of the tools you have to manage it. You can search by city and state, you know, here’s some other things. Birthday, you know, you know if you wanted to find all the people who had birthdays in January. And there’s actually even a campaign you can use to send the people that you would like get their birthdays that asks them to give you their birthday so you can get that started. You know, that’s usually the hardest thing on that. You can search by state. You can search by phone number. You can have custom fields. When I imported my list from ACT into Infusionsoft we brought in all the ACT custom fields so we would have all that information. You know, just miscellaneous criteria, see if somebody’s bought something. You know, if somebody’s bought a particular product, you can do that as well. And this just manages the columns that people can see. So I’m going to go back to the view contacts up here and you’ll see that, you know, if we touch the top arrow…..we always get this little hiccup when we’re doing GoToMeeting on it as well. So you get to watch the colorful beach ball. Well okay here we go. So if you’ll notice at the top here that this is the CRM menu with contacts, companies, and all that sort of thing. Now that we’re in there, it pretty much mirrors it down there. So it kind of knows where you are working. So if you’re in the contacts and you need to change a setting in the contacts it’s going to be right there for you to find. So I’m going to, you know, I’m just going to search for a Chris Ripley record and there’ll be several of them in there. And, yeah there is eight of them. I got to clean this up a little bit too. And let me try to see if I can find….this is, I believe, the main one. So, and you can see the flames on there. Let me, yeah. I’m going to go back here a second. I shouldn’t have moved to quickly. So this is, this is a list. They’re all the same people. But when you’re in this view and this is the view that you get right away, you also have the ability to have a smaller view where everybody comes together in this way. So you can see everybody together in that way. So you can click. You know, there’s the vertical view and the horizontal view. And in this view you can see more and you can actually see if there are any, let’s go down here, you know, if there are any notes. You know, here’s some notes and I’m not going to go into the meaning of all those. You know, have, are there any incomplete tasks. You know, it’s got that for me. Are there any appointments. If you wanted to send me an email or, you know, this is actually, you know, also shows the emails. I’m not opening my own emails here. If I had bought anything you would see that and, you know, here’s all the tags. This will be a list I’m sure, yeah. You know, often the tag list won’t be this long. But these are all the tags that are on me as well. So internal forms. Those would be what I was talking about, you know, being able to automate internal processees as well. You know, what campaigns am I in, you know, if I look down here I’m in some campaigns. Generally there won’t be people in that many campaigns. But, you know, because it’s my record there are. And here old stuff legacy. You don’t really need to worry about legacy at all being a new person. And then there’s also a lead scoring mechanism. So if somebody is opening all your emails and interested in what you have to say but you’ve really never talked to them before they’re an easy person to call up because they’ve obviously opened your email. So if you score that people are opening your emails you see these flames get more and, you know, you can set it up that you can have on your dashboard a list of the people who have increased in their flame intensity or hot air prospects. So that’s a, you know, that’s a really cool feature as well. So that’s, you know, one view you have and then you can dig and see what’s on an actual contact record and here we have, you know, all the different information that you’d like to put in there. I don’t have this in there for myself. But you can, you know, prospect customer and you can customize this as well. We got phone numbers over here there’s my long list of tags, you know, all the information scored and recent activity. There’s a lot of stuff, a lot of stuff and it’s all available to you and something that you can just accumulate over time. You know I’ve using Infusionsoft for about three and a half years. I’m starting with an attorney who we did his title company and now he’s doing his law firm. And he’s starting with a list of fifty six people and it’s a good list, you know, there’s some prospects, there’s some customers, there’s some financial planners. He’s a, you know, trying to do, increase his estate business and partnering with financial planners. So, you know, if, you know, things that if you want to add a tag to somebody. We should be able to. Ooops. Here we go. It’s so long. Here’s where you go down and yeah usually it’s not this much. So here’s where you go down and add tags to people. You know if we’re looking if we’re looking for the prospect tag, you know. I’d come to the title marketing demo attendee here would be showing up there as well. So the contact records give you a big opportunity to store as little or as much information as you’d like about prospects. So does anybody have any questions about, about this? Does anybody….everybody’s muted. Nancy’s not muted. But….you guys are doing okay? You understand everything that’s going on here or have I put you to sleep? So now what I’m going to do is I’m going to move over to the campaign builder and what I’m going to do for that is I’m actually going to move to the Title Marketing That Works Infusionsoft application. This is a new application that I’ve created that has all the title marketing campaigns in it and gives you an example of what we can do for, what we can do with title companies. So what I’m going to do here is I’m going to go up to the top. This one does have the ecommerce in it. I got to remember that it does. But when you purchase it unless you need it, it won’t have that in it. So I’m going to click on campaign builder and here’s you’ll see a list of some of the campaigns that we can provide for you with Title Marketing That Works. Now I’m going to jump back and some them I haven’t, the problem that I’m having is getting them all moved into this application. And it’s taken a little bit of time. But here we have a real estate lead generation campaign. So this would be the type of campaign that let’s say you met at realtor at a networking even and you wanted to, if you wanted and you wanted to get in touch with them, build a relationship with them. I’m sorry. I got stuck there for a minute. You wanted to build a relationship with them. So basically what happens here is let’s say, well let me just go back for a second. Let’s say that you added that person in contacts. You know you went in and you typed them in and you added them and now you want to start sending them emails and you wanted to just make sure that once you send to them one email then they’d get a couple more and then in a couple weeks or whatever time period you are comfortable with, you want, you want…….you want to re-contact them, you want to give them a call. So here we go. So what will happen is, you’ve put in all that information and you click on the tag tab like I showed you before when we were looking at the contact records. And what you’ll do is you’ll tag them with a prospect tag, real estate agent prospect. So by making that tag and by putting that tag on that contact record it’s going to start that chain of events. There’s going to be that first email that will go out right away, right when you apply the tag. So this is a little bit, this, you know, you could customize in any way that you would like, you know. But here, you know, this would have your company name here. We would have your company logo at the top. You know, I’d like to take the opportunity to introduce you to blah, blah, blah and then we’d put in a little bit of information that you could provide, we could clean from your website, whatever it might be. And it will, you know, go out right away. So that will be sent, you know, here’s the subject line, here’s who it’s going to, all that. So that’s the first email that will go out. And then three days later and you have the ability and these are called timers, this what is really the key to the automation. You know, you can make it three days, you can make it four days. You can make it hours, weeks, months, whatever it might be. You know, maybe you want to run it on a weekday or a weekend and you want to run it at ten o’clock in the morning, you put ten o’clock in the morning and you click save. And so once that first email is done it’s counting it down and then when it’s ready to go the second email will go out. And, you know, it’s the same kind of thing. You can customize that to where, you know, how you would like it. Then there’s the timer clicks off again, three more days, third email goes out letting them know that you are going to call them in the future and then, you know, that email is processed, it’s going to be mailed, it’s going to maybe sit for a day or two. So in this, you know, everybody has different ideas on how long they want to wait before they call. We have it set up for five days here now. But say you didn’t want to wait five days. You only wanted to wait three days. So you could click that down and we’ll click save. So it’s going to happen in three days. And so after about this ten day period had gone by you’re going to get a task when you open up Infusionsoft. And in that task, you know, this contractor, this contact has received three internal letters. The last one…… [phone ringing] Excuse me, that’s my phone. I got to just shut it off when I’m doing these things. So when is it due, that sort of thing. These can also be set up kind of as a, you know, to, you can let other people know, you know, I’m the only one set up in here. But if you want to follow up on what sales people are doing it can be sent to you as well. So you can have a little bit of accountability in there. You know all this can be customized. And so at that point you’re supposed to call them and set up an appointment. And if that’s the case and you set up the appointment then you’re going to just go into their record and take them out of this campaign. The way it’s set up though, if it’s set up kind of as a failsafe then if nobody follows up in thirty days these people are going to start getting keep in touch campaigns. So we’re going to tag them again and they are going to go in the twelve month nurture campaign. So they’ll never fall through the cracks. So, you know, we’ve made a few changes so we’re just going to click publish. And then, so that campaign is all set to go. So that would be how you would cover your lead generation. Here’s our new client nurture campaign, along the same lines. That one has it imported in. But it would be basically the same thing where you have, you have the tag applied, where the tag is applied, new customer nurture. So that’s going to start that and then emails would be, would be in there. So that would be, that would be as customer, new client nurture campaign. So the other thing that you can have and we talked about nurturing prospects would be a three month wait to contact email. So let’s say you went through that lead generation campaign, you called the real estate agent and they said you know I’m really happy with the title company I’m using, I don’t feel like changing right now. Well you might say would you mind if I called you back in three months. And we actually have three months, six months, nine months, twelve month wait. We just don’t have them all in here yet. And so you would have all those and I can show you that in the other app. And so basically what that is, is another campaign and all you have to do is after they tell them, you know, they tell you that it’s okay to call them back in three months…..Ooops, we got add the tag. So this would be the three months. So you would add the three month nurture campaign email tag and that would automatically start this new campaign where they’d get this first email and I don’t think the content is going to be right in this so…..Yep, it’s not. So but that would be, that would be what, you know, geared towards your title company and, you know, we’ll be contacting you in a couple months. Thanks for your interest, that type of thing.  So that gives a, you know, a brief idea kind of brief idea of how we can help you with lead generation, prospect nurturing, and client nurturing. So I’m going to wrap it up there and, you know, are there any questions from anybody? Has it, let me ask you this, this is the first one that I’ve done. So, you know, I also offer your feedback on the presentation. If I spent too long on one thing, not enough on another thing and I, you know, if you don’t want to say now, I may give you call as well next week to see. Any questions? How much does it cost? Gail I saw you unmuted. Do you have any questions? 

Audience: 
Yes, Chris. Is there a mobile app for this?

Chris:
Yes. There’s a couple mobile apps. There’s one that allows you to take a picture of a business card and start a campaign right away. It takes a picture, you take a picture of the card with your phone. It sends it away and somebody transcribes it. And they’re really good and you get it back in maybe fifteen or twenty minutes. You’ll get a notification on your phone if you’d like. You can look at how it’s typed in and then you can put a tag on it. So if you’re, you know, I can…..I can be really brave here and you’ll going to see my phone hopefully if I’m lucky. Nope. I guess I’m not lucky. I was trying to see if I could put my phone on the screen and show you. I can do it with my laptop. But I’m not sure.

Audience:
Is there more to the apps than just capturing the contact information?

Chris: 
Yeah. It also, you also could work with contact records. You can’t, there’s if, you know, you can’t build campaigns on your phone or anything. But-.

Audience:
You can add notes, and tasks, and things like that. 

Chris:
Yep. Yep. Let me….I have to, of course it’s asking me for my computer password before I….there you go. So there’s my phone on the screen. And here’s, there’s a couple of older ones. But Snap is the one that you do business cards with. So you can, you know, if you want to snap a card. Like….I got to click my phone, you know, so if I, you know…..let’s see if I got a loose one. You know this one is probably not the best on. But you can, you know, you can see it basically. You know you’d take the snapshot and then it would be put on, it comes on a list and these are actually the ones that I need to add. So here’s, you know, here’s Kia Adams’ card. And you can see here’s the picture and there’s the transcription. And then if I choose to save it, I can save it, I can add notes. The key thing is I can add a tag. So if I click on….bad tag here. And if I tag it with the Snap one hour follow up, in an hour they’ll get an email from me. So that’s one of them and then the other one is just the regular Infusionsoft app. So in here, you know, here again you’ve got contacts, you know, tasks. You know if you wanted to look for somebody you could just type it in and, you know, here’s the, here’s that and here’s the contact record, that sort of thing. So you can do pretty much everything with contact records on the app. So how’s that? 
Audience:
Yep. That’s what I wanted to know. Thank you.

Chris: 
Could you see that pretty well too?

Audience:
I can.

Chris:
Good. Good. Alright. So any other, any other questions? So how much does it cost. So let me, and I got to get rid of my phone here. Here’s we go. So how much does it cost? These are the prices for Infusionsoft. Essentials. Many of you could use Essentials. And that’s where, you know, I’ve done that for title companies before. Deluxe. There’s two versions of Deluxe. There’s one either for sales or for ecommerce. I highly recommend the sales version of that. And, you know, the complete one includes both the sales and the ecommerce. So those are the prices and, you know, this is how many contacts you get with each. That sort of thing. There’s also the Kickstart which is basically where that, this is where I’m going to set up your Infusionsoft app for you and do everything for you. There’s a bit of a learning curve on Infusionsoft and if you can have someone set it up for you and not worry about the background stuff initially, it’s going to save you months of time. So the Kickstart is nineteen ninety nine. If you pay for it all at once, I’ll take two hundred dollars off, seventeen ninety nine. Or you can do four payments of five hundred dollars a month. Now we have a special going on in that you can get, you know, what I would recommend for people is the Deluxe sales and you can get that for the same price as the Essentials. And you can get that for one ninety nine. And you’ll get an extra twenty five thousand free contacts. So instead of five thousand contacts you’ll get thirty thousand contacts and you get five users instead of four. So that’s what we can do for you right now. And, you know, these are the prices I got yesterday. They are going through Monday so, you know, if you are interested. This is really a good deal. It really is. So I think I’m going to wrap it up there. There aren’t any other questions. I thank you all. Made it in less than an hour. I tried to do that. You know, and like I said I’ll be probably contacting you guys at least to get some feedback on the presentation and if you thought I did a good job and how I could improve on that. I’d really appreciate that. So with that I’ll wrap it up and if anybody is interested in, you know, either one of these, you know, this is, I should a, I had no idea. There was like, you know, no call to action here. You know, there is my phone number. All y’all have my email address and you probably have this too. But, you know, there it is in bigger letters. We can make it bigger. That’s it. Thank you very much. Have a great day folks and feel free to contact me.
[End of Video]

