DM CONVERSION PACKAGE
This document will serve as your training and reference when it
comes time to convert your virtual conversations into meetings. Once
you're done with this document, you’ll be able to have a structure in
your texting closing game. It will make it easier, more efficient, and
more fun.
This document will also be filled up with examples of conversations that led
to qualified calls and meetings. Such as interested people in the first few
messages and also non-interested people who became interested in just a
couple of exchanges.
As you probably already know, in sales, in prospecting, in business, IN
LIFE, you shouldn't stop at the first "no" or the first "I'm not interested". If
this were the case, you probably wouldn't be reading this document ;) With
a little determination and know-how, you will be able to add qualified
prospect appointments to your calendar.

Okay, let's get down to business now!
Happy reading and good luck.
From the entire Prolifik Solutions’ team

The ultimate goal of these conversations will always
remain the same:
SCHEDULE AN APPOINTMENT OR PHONE CALL.
Please note that in all the examples given below, the recipient (prospect)
will be covered in g
 reen while the representative, advisor, salesperson,
YOU, will be covered in b
 lack.

To make it possible to schedule appointments as above, (and easier), it is
suggested that you create yourself a structure that will facilitate your work and
which, once well mastered, will also increase the conversion rate of your
exchanges.
Yes, it takes practice. As in everything.
When properly understood, this structure will turn your inbox into your best

prospecting tool. This is why reading and re-reading this training will help you
speed up your learning process and give you the structure that we use for
ourselves (which has brought you here) and that you can also use to have the
same results with your own prospects.

Step # 1: OPENING
(get to know the prospect + build a relationship of trust + store information
that may be useful to you later on in the exchange)

Usually this step of the structure is already carried out by the Prolifik
Solutions team for you. (if you use their service of course). The opening is
a question that will be asked to your prospects in their DMs. This question
is used to start a conversation with the prospect in order to get more
information about him or her, which will help you a lot to take the next
step (the transition).
In the next few pages, you'll see 4 opening examples that led to meaningful
and interesting conversations. The opening may vary and may be different
depending on the question that will be asked. However, the objective
always remains the same. (start a conversation and get to know your
prospect)
You will have several types of answers that will relate to the question that
will be asked at the opening. Do not worry. No matter what the prospect's
response is, you can keep the same structure and you'll be fine.



OPENING

EXAMPLE #1

OPENING EXAMPLE #2


OPENING EXAMPLE #3


OPENING EXAMPLE #4


When prospects answer back and fill up your
inbox, it's your time to shine. You can jump to
the next step called:
The transition.

Step # 2: TRANSITION
(This step is used to direct the conversation towards the ultimate goal
of making an appointment)

Now is where your role comes in. Now is the time to answer to
potential prospects who have opened up to you.
When making the transition, it is recommended that you take a
genuine interest in the prospect's response. Remember that you are
interacting with human beings. They each have a respective reality,
passions, emotions and knowledge, just like you. This means that you
have to be human in your conversations. (Even if they are virtual).

Note that it is important to "mirror" your prospect by using the
same style of writing as him or her. If your prospect is familiar
with you, don't hesitate to speak with him in a familiar way. If
your prospect uses a short answer, do the same and use a short
answer. ALWAYS followed by a question (it will help you to keep
control of the conversation). If your prospect replies to you with
a long form message, you should try to reply with a long form
message.

To help your creativity, here is the ideal structure
for a long answer: (It's a proven technique. Yes
you can trust it because it works!)
1. Greetings
Ex: Hello again // name // ...

we skip a line (yes, that's important)
2. Contextual response to what your prospect has told you by
genuinely engaging with them and approving their response to
strengthen the relationship.
Ex: Very interesting! This means that you are ...

we skip a line again (yes, that's important)
3. Ask another question for more information.
Ex: I'm curious, what ...?

I understand, this may sound complicated at first, but you will
see that it is not with the examples on the next few pages.

Transition example #1. (long form answer)
As you can see, the prospect responds to the opening with a long form message.
That’s why, in this case, the transition should be a long form answer.

Transition Example #2. (Medium answer)
As you can see, the prospect responds with a medium length message on
opening. This is why the transition should be a medium length response.
Like I explained earlier, this is the “mirror” technique.

You will understand from the next example that it is not always long
or medium answers that you should give. There may be times when
you could afford to continue with a short answer followed by a
question when your prospect gives you the chance. (mirror)

Transition example # 3. (short answer)
As you can see, the prospect responds with a short message on
opening. That’s why we suggest the transition to be a short answer.

The transition is the step that may require few exchanges before
moving on to the next "test-close" step. (but not always) Some
conversations are easier than others

Step # 3: The “TEST-CLOSE”
(The famous “test-close” is used to know if you have finally arrived at the
right time to request the appointment.)
The “test-close” is a simple question that seeks to find out if you are
ready and able to convert this conversation into a call or
appointment. When you ask this question, you need to have a specific
goal: to find out if your prospect is ready to make an appointment with you.
The test-close is often the indicator that gives you the green light to try your
“close”.
The “test-close” can be used later in a conversation as it can be used very
early. It all depends on your judgment and your aggressiveness. As you
can see in transition example #2 above, the transition contains a
“test-close”.
You will see in the next examples what a “test-close” can look like
and what kind of response it can give you. Sometimes it’s positive,
sometimes objections are given to you.

“Test-close” example #1
(As you can see in this example, the "test-close" gives you the information
you need, that the prospect is indeed a potential customer.)

“Test-close” example #2
(In this example, you can read a more aggressive conversation. Without
wasting time, the “test-close” is used in combination directly with a long
transition.)

“Test-close” example #3
(As you can read, the transition can also be combined with a “test-close”
directly after the prospect's first response on the opening.)

STEP #4 : THE “CLOSE”
(The famous "close" is used to convert the prospect into an appointment on your
calendar.)

When you believe you have an atmosphere of trust and see your prospect
become somewhat open-minded, or in the need of your product/service it's
time to jump on the opportunity and convert that conversation into a
phone call, a zoom presentation, a meeting in person, etc.
This part is on you. you decide.
You will notice, if you haven't already, that the human brain is a lazy
creature by nature. When we ask him to work more, he may present some
resistance to us. That’s why we’re doing everything we can to make him
work less hard.
You do it, I do it and your prospects do it too. All this, unconsciously.
(This is normal, it is only a defense and protection mechanism. But don't
worry, this mechanism can be easily overridden).

You will find out in the next few examples that not all prospects are
open-minded early in the conversations. Some are, but not all. Let’s be
real, the objections will unfortunately always be there somehow.
It is therefore your duty to deal with these objections in the right way
so you are not stopped on the first “no”.

When a prospects tell you they’re not interested, what they really mean is
that they're not interested in making their brain work harder for you,
so that's why they give you their easiest answer:
→ “I am not interested” or “I am already well advised.”

It’s your job to work for your prospect.

How?
By asking easy questions, questions whose answers don't require thought
or effort. Mostly questions with only 2 choices of answers.

The “close” is also easier to perform when it is structured. The structure
we are offering has already proven itself and has shown positive results. It
is at your discretion to work as you want it but be aware that this one
works.
1. Approval of their response + handle their objection (if necessary).
Ex: I totally understand what you are telling me ...
Ex2: I understand, and that's exactly why I can help you with ...

**skip a line.**
2. Your proposal and the benefits your prospect can gain out of it.
Ex: I invite you to have a 10 to 15 minutes phone call to get to know each other and
validate together how my expertise can help you with ...

Ex: I invite you to have a 10 to 15 minutes video-call to get to know each other and
validate together how my expertise can help you with ...

**skip a line.**
3. Your famous question with 2 answer options.
Ex: Are you mostly available during the week or the weekend?

I understand you again, this may sound complicated, but you will see
that it is not with the examples on the next few pages.

The “CLOSE” example #1
(In this example, you can read that the structure mentioned above turned this
conversation into a phone meeting. As you can see, the “test-close resulted in a
positive response which opened up an opportunity for the “close”.)

The “CLOSE” example #2
(As you can read in this example, the structure is the same. This conversation
was extremely short and still produced the same result: one more appointment.)

The “CLOSE” example #3
(As you can read in this example, prospects are not always as easy as in the first
2 you just saw. This one gives more objections but still gives the same result:
taking an appointment. This is the exact reason why having a structure and
knowing how to deal with objections works.) if it was that easy, everyone would
do it.

In summary:
After reading this, you should be able to understand the ideal structure of
a written messaging conversation. You can now use this technique for
your Facebook messaging, Instagram messaging, Linkedin messaging,
SMS, and any other form of written conversation.

# 1 Opening:
To get to know the prospect + build a relationship of trust + gather
information that may be useful to you.

# 2 Transition:
To move the conversation towards the ultimate goal of booking an
appointment while maintaining control of the conversation.

# 3 The Test-Close:
To find out if you have finally arrived at the right time to request the
appointment.

# 4 The CLOSE:
To convert the prospect into an appointment or a phone call on your
calendar.
For the last part of this document, it will be filled up with full lenght
conversations examples from the Opening to the Close that led to
appointments. If you use a similar structure, you will have similar
results.
Note that these conversations will not be identical to what you will
have as a discussion with your prospects. Your niche, your spelling,
the way you express yourself, and your response time will all impact
your results.

As you can see in this example of a full conversation, an appointment was
scheduled with a total of only 4 exchanges.

In this example of a complete conversation, you can see that again, an
appointment was scheduled with only 4 exchanges.

As you probably know, not all conversations will end in just 4 exchanges. In
the following example, you can read that the prospect already has a
financial advisor. This should not stop you from giving it a shot. This
conversation converted into an appointment after 6 exchanges.

Again, here is an example of a full conversation following the same
structure that turned into an appointment in only 3 exchanges.

