	
Essential “Business” Systems

1. Lead Generation System: 

What system do you use for attracting new leads?

· What exact things do you have to do every month to generate leads? (internal & external) Website, lead magnets, contests, promotions, FB ads, challenges etc.
· How many new leads do you want to get? (work backwards from there)
· Make sure to have a method of tracking and measuring everything so you know what is most effective and where you should be spending your time, money, and energy.

2. Prospect Follow-Up System: 

What system do you use to convert your prospects and leads?

· What happens on day one, day three, day five, day seven, and so on?
· What happens if they don’t call you back? What happens if they schedule a strategy session? etc.
· Create a time table for your phone calls and emails.
· What is your exact sales process once you are in front of your prospect?
· Track and measure everything. Have a system for making sure it’s getting done.

3. New Member System: 

What exact process do you want to take each and every new member through.

· Do you have a new client email follow up sequence?
· Create a SYSTEM for your phone calls, emails, welcome packages, orientations, etc.
· Create scripts for each of the steps you create so that you can replicate the exact process.
· Track and measure!

4. Member Retention System: 

What steps do you take with each client to make sure you’re over-delivering results, creating that “WOW” factor, and building your TRIBE?

· How do you track your client’s measurements, food journals, and class attendance?
· What do you do each month to over-deliver? Seminars, parties, videos etc.
· What do you do each month to tighten your sense of community?
· How are you tracking their payments- and what system do you have in place for failed auto-pays?  (admin)
· What is your process if a member leaves your program? Do you have a downsell?

Other Systems to Implement in your Business:

1. Event System: 

Track and assess every single event your company puts on. Whether it’s a workshop, seminar, social, charity event, or anything else.

· You want to keep track of your “PROCESS” and if the event was successful or not. This way, you can easily make a decision if you want to repeat this event and know if you want to make and changes and improve it for the next time.
· Know & Track Details: Who your contacts are, your marketing strategy, your follow-up strategy, how much you spent, how much you made, what kind of staffing you needed, etc.

2. Content Delivery System: 

How often are you emailing / blogging / presenting to prove you’re the go-to expert and have front-of-mind awareness?

· Pre-plan your “themes” each month and organize what kinds of information you want to deliver.
· Organize your delivery method: video blogging, writing a blog post, writing emails, speaking, etc.
· Create a Content Calendar for the each month and ideally the year.
· Create tasks and outsource or delegate tasks
· Make sure you have accountability to get it all done.

3. Upsells & Back End: 

What process do you have to create more value and add additional streams of income to your business?

· Decide what additional products and services you can offer your clients to enhance their experience and results: Meal Plans, supplements, foam rollers, food services, clothing, etc.
· Create a process to introduce these things to your clients systematically
· [bookmark: _GoBack]Track and measure

4.  Workout Programming – You’ll definitely want to streamline and systematize your programming if you don’t already have that in place.

· Do you have a programming tool? 
· Do you have a daily and weekly system?
· Do you have a system of tracking? 

5. Coaching System- How are your coaches delivering each training session? Do you have a system to deliver high quality sessions that make your clients begging for more?






