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Let’s 
Review the

HEOB
Marketing 
Process



FOUNDATION



HEOB CONCEPT



HEOB STRUCTURE



INFORMATION PAGE



MARKETING ACTIVITIES



MARKETING CAMPAIGN
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GETTING TO 2ND BASE



GETTING TO 2ND BASE

             Second Base = 

√ Exploration

√ Sales Appointment

√ Selling Conversation

√ Strategy Session
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OFFER A STRATEGY SESSION



OFFER A STRATEGY SESSION

√ Give it a Name

√ Position as a Valuable Service

√ Offer it on Your Information Page

√ Offer it by Follow-Up Email

√ Requires Application or Questionnaire



AN IDEAL SESSION



AN IDEAL SESSION

√ Under Favorable Conditions

√ With a Qualified Prospect

√ Knows About HEOB

√ Can Afford HEOB

√ Prepared to Take Action



A STRATEGY SESSION



A STRATEGY SESSION

√ Offers Real Value

√ Provides Clarity and Focus

√ Uncovers Barriers & Challenges

√ Determines if  There Is a Match

√ Does Not Give Away a Free Session



STRATEGY SESSION PROCESS

Current Situation

Desired FutureChallenges/Barriers

Present Program
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CURRENT SITUATION

√ Where are You Right Now?

√ What’s Working?

√ What’s Not Working

√ What’s Important to you?



DESIRED FUTURE

√ What do You Want to Achieve?

√ Ask for Specifics

√ What Else do You Want?

√ Why are These Important to You?



CHALLENGES/BARRIERS

√ What’s Getting in the Way?

√ What Stops You?

√ Is That OK With You?

√ Implications of Being Stopped?



PRESENT PROGRAM

√ The Purpose of the Program

√ The Benefits of the Program

√ The Structure of the Program

√ Questions About the Program



COMMITMENT & FEE

√ Is this something you want to do?

√ Tell me why you want to do it.

√ The fee for the Program is...

√ Does that fit your budget right now?



Congratulations, 
You Have
a New

High Paying
Client!



THANK YOU!
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