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The purpose of an HEOB Program

An HEOB (High-End, Outcome-Based) Program is designed to “move the needle” for your clients. That is, by participating in your program they will realize the highly desired outcomes that you have promised. These are outcomes that are not likely to be achieved without knowledge, focus, direction and support. 
To offer an HEOB program you need to know what you’re doing and be confident that you can put together a complete program that you are quite certain will get the results your clients are looking for. 

An HEOB program is designed around a very specific Ultimate Outcome. And the letter talks about that outcome and sub-outcomes several times. You are not selling a process or a strategy or technique. You are selling measurable results that will make a real and substantial difference to your client. 

This is why we do the work on your Marketing Message and Ultimate Outcome before you write an HEOB letter. If you haven’t yet nailed down your Ultimate Outcome and had me approve it, don’t start writing this letter!
Often those who have created HEOB programs have delivered the various components previously, but not offered all of them together in one program. A piecemeal approach doesn’t work nearly as well. It’s often too random or incomplete to really produce a measureable result.

Many HEOB programs include an assessment phase, a foundational phase, and then other phases as required. Programs that produce superior results usually include an individual or group-coaching component. Some programs include online learning, videos, written materials and testing. But you don’t want to be too complex to start – or you’ll never start! 
If you are offering an HEOB program for the first time to a company, it may be hard to sell the whole program from beginning to end. Therefore, many offer the initial assessment and first phases that enables you to show your stuff, get buy-in and impress them enough to want to continue with the whole program.  

When starting, often the best approach is to “fail your way to success.” That is, create and launch your program, doing the best you can. It won’t be perfect. Then you’ll fine-tune, make adjustments and improve the program for the next client. If you try to get it perfect first, you’ll wait forever, as perfect is unobtainable.
Writing Your HOB Letter

In writing your HEOB Letter, you are actually designing your HEOB program from the bottom up. You might first write down some informal notes about your program before you start to write the HEOB Letter. You may sketch out all the parts, think of their purpose and why you’ll include them. There needs to be a clear purpose and reason for everything in your program. 
For instance, in creating the Mastery Program I knew there was a need for very specific how-to marketing information and exercises in order to build marketing skills and know-how. I also knew there are endless small processes, strategies and tactics to marketing and wanted to make those easily available. And I knew how important coaching and support are to help build confidence and get things moving into action. 
I also understand that isolation leads to stagnation and that working with a group is tremendously helpful. And finally, I have proven tools and exercises to help get people unstuck from unproductive activities, fearful feelings and victim attitudes.
You need to consider all of these things in your program for it to be successful. And if you have a proprietary approach, process, technique or strategy that really makes a difference, you want to talk about that as well. More about that below.  

This HEOB Sales Letter is based on my Marketing Mastery Program Sales Letter. You want to follow the format of this as closely as possible without copying anything. http://actionplan.com/heob-letter
Just so you know, this was my third complete draft of this letter! It took me awhile to get it right and get the kind of applicants who were good candidates for this program to respond. 

The Structure of the HEOB Letter

The HEOB Letter contains 13 distinct sections. This makes it very easy to follow and emulate. I’ve outlined them here and given a complete example in my online HEOB Letter. 
1. Name of your program 

What is not working for you or what is missing for you?
What you want instead of what you have now.

2. This is what X program accomplishes

Your Ultimate Outcome
How you accomplish that outcome – three or four key points
3. What you do first in this program

And then list the three to five things that leads to next.
4. Why this program is special or unique

Two or three things that make it stand out or make it effective
5. About the program
A few key facts of what this program includes and consist of (assessments/training/coaching, etc)
6. What others have said about the program
Two to six results-oriented points clients have reported.

7. Why this program works
Repeat of Ultimate Outcome

A few reasons why this program gets superior results. 

Why your approach is so successful, etc.

8. Who is this program for?
People who have struggled to get this result. 

People who want to want to achieve X.

People who are tired of not moving forward

9. What will happen in the program? 
More in-depth information on the Core Outcomes and what the participants will learn or gain from each of them. 
10. Why this part of the program is so important (i.e Support)
What is the big key reason your program works? 

Build a case for that. Prove that this part leads to success.

Some call this their “secret sauce.”

11. What results can you expect? 
Go back to your Ultimate and Core Outcomes and how things will look differently when these outcomes have been realized. 
12. The structure of the program. 
What actually happens? 
List the four to six components of your program. 
Make it step-by-step, easy and simple.

13. The next step 
This is your Call-to-Action. 

What do they need to do next to move forward?

Suggest a meeting or some kind of “Strategy Session” where you’d explore in more depth. 

When selling to a larger company, you might have a short form. 

Name, Email, Phone, Company Name, Position, What issue or challenge do you want to resolve? What results do you want to achieve? 

If you are selling to an independent professional, you may have a detailed questionnaire or application as I use.

Instructions on writing and formatting the letter:

1. Open a new Word Document. Then open the sample HEOB Letter on my site – http://actionplan.com/heob-letter
2. Start with one section at a time. You don’t necessarily need to write this in order. But make sure your final letter is in this order. Do NOT use the numbers in the heading as I’ve done. I’ve put them in this letter to guide you and make it as simple as possible.
3. Follow this format as closely as possible. However, your headings may use different words than I do. And your text should definitely be different than my text. Emulate, don’t copy! Don’t use ANY of my phraseology. 
4. Do not add different sections or go off on a different tangent. Once you have mastered this format, you may choose to add or subtract various sections.

5. Stay away from any kind of hype, over-the-top language or superlatives. You want to present and prove the value of your services in a straight-forward, benefit-oriented way. You don’t want to write anything that would raise doubt or suspicion. 

6. Do not over-edit as your write. It’s OK to have a rough or even bad first draft. Don’t go for perfection. Just follow the format as closely as possible with the kind of conversational language you’d use if you were explaining this to someone.
7. Once you have a first draft, then start at the top with a second draft or edit. Go all the way to the bottom. Then start at the top again. Keep doing this until you can’t find any other thing to fine-tune. Then read it out loud. You’ll often catch awkward language that way. 

8. Send it formatted like my actual HEOB Letter online: Large sans-serif font, larger color headings, Bolding in first sentences, etc. You want to make it readable. Small, 10 pt Calibri looks cool but is almost impossible to read!

9. Finally, send it to me to review. Ideally, you want a professional editor to go over it one last time after my review. I have an editor I work with who can’t do it quickly and well. Send your HEOB letter as a Word.doc with the following name: Yourlastanme_HEOB_Lettter.doc  Also include your name at the top of the letter.
The whole process will take a few hours. There is no need to slave over this for weeks or months. And remember, you can always change it. 

How the HEOB letter is used.

If this HEOB sales page is on your website, you will usually point a prospect to this page, not hope someone comes along, reads it and fills out your response form. This is rare, but not unheard of. 
You can point prospects to this page with these following strategies:

• After a meeting at a networking, event, conference, etc.
• From leads gathered at a live talk. 

• From those who have attended a webinar, teleclass or video conference. Simply let them know your program is open for applications and send them to the HEOB page. 

• From leads generated by a referral. Talk to your lead briefly and then send a link to this online letter – before you conduct a strategy session. Also send a questionnaire before the Strategy Session, if possible. 
• Send to a contact that you generated from a warm contact and in some cases a cold contact.
This is the whole process from connection to sale to a company:

1. You make an initial connection as above.

2. Generally send a “Core Issue Article” so they know how you think and what your business is about. – More about that later.

4. Do a follow-up call for the purpose of ultimately making a phone or sometimes in-person Strategy Session.

5. If there is interest, send the prospect to the online HEOB letter.  Sometimes also send a questionnaire. If you take these steps it is much more likely that the Strategy Session will go better. They know what you are offering and will be ready to talk about it. 
6. When you do a Strategy Session, you simply follow the outline for that. We’ll cover Strategy Sessions in a future session.  

Questions and Answers about HEOB Sales Letters
Why so much detail in the HEOB Letter?
You want to answer all the questions a prospect may have about the program. When you talk to a prospect about the program to see if it’s right for them, you’ve already answered most of their questions. If you keep getting a certain question from prospects, go back and add it to the letter. The challenge is to have a lot of detail, yet make it very easy to read in a few minutes. This format will increase the chances of that. 
Can I package individual consulting as an HEOB?
Absolutely! I’ve had many clients do this. When you start to think of packaging your coaching, you might call it a different name: “The Double Your Results Program” or the “Breakthrough Nicotine Addiction Program.” Make sure your program name is related to your Ultimate Outcome  
What if I have several services I offer? 
Start with one. Get it written, put it online, start the marketing for it. Once you have the process in place, you can write separate letters for different programs. See the solutions Page for Denise Corcoran – http://theempoweredbusiness.com  Denise has a LOT of HEOB Programs. You might notice that she as a basic format for her HEOB letter that also works quite well. 

What if I need to customize the program for my client?
In the section on the structure of the program, you can be a little more open-ended and explain various formats that work, depending on your situation. 

Will a c-level executive or business owner actually read my sales letter?
Yes, if you clearly request that they read it before you meet for a Strategy Session. You say something like this: 
“I really look forward to meeting with you. So that we can save time and have a more productive conversation, I’m going to send you to a page on my website with details on my main leadership program. Will you have time, to read it before we meet? I’d also like to send you a brief questionnaire that I can send by email. It will take just a few minutes to fill out. This will help me know more about your current challenges and again will save time in our meeting.”
If you want a prospect to take action on something, make a request and then give a simple, logical reason for that request. 

What if I want to sell a group program to small business owners online?
You can do this by doing an online promotion. This is one possible scenario. This can be a complex process, so it needs some hands-on guidance. 
Week 1 – Send a general announcement about the new program. 

Week 2 – Send more valuable information or a video about the program. Let them know the program will open for sign-ups next week.

Week 3 – Do a webinar or video-conference about the program and launch it by sending a link to the sales letter. Since this will be a higher-end program, you’ll have people fill in an application for the program. 

After you get the applications: Follow up by email or phone to set up phone or video meetings and ask questions of the prospect and have them ask questions about the program. If they are showing lots of interest, ask them if they’d like to participate.

The biggest barrier to this approach working is a small email list. A list of a few thousand will make all the difference. If you don’t have much of a list, I wouldn’t recommend this approach unless you have some close associates who would be willing to co-promote with you to their lists. In return for this they will want some kind of payment. For a large program like you are offering, the commission rate could vary from 10% to 25%. 

Should I post the price of my program online?
Never, in my opinion. When you are selling to a company, there are so many variables, you don’t want to talk price until after the Strategy Session, and often after you’ve sent a proposal. 

If you are selling to an individual or small business owner, you don’t want the price on the web. That’s the number one thing that will prevent someone from applying to your program. I have people fill out the application and then direct them to a page with the pricing. If they can’t afford the price, they let me know right away instead of setting up a Strategy Session.

Why an application?
Because it really works. It shifts the selling dynamic from you trying to convince someone to sign-up for your program to someone trying to qualify for your program. People who fill out an application more often than not, really want to be accepted for the program.
By the way, a less formal list of questions, sent by email and responded to by email, works better for a larger company. You can start with a basic list of questions and then customize them for that prospective client.  

Should I use a proposal?
If you are selling to an individual or small business owner, the HEOB letter IS the proposal. If you are selling to a larger company, they will often want a proposal. I have a lot of information about that in the FastTrack program in the Club under “Selling Conversations.” http://actionplan.com/fast-track/m45-selling-conversations  - Tab 9. 

This is very useful information. So many make major mistakes with proposals. My approach is proven and is relatively easy to do. It’s based on what I learned from Alan Weiss, the Million Dollar Consultant. 
Do Not Share Notice

Please be aware that this is a copyrighted piece of work. It is not to be shared with clients, friends, associates or anyone else. This material took years to learn, master and apply to my clients’ businesses. It has helped many of my clients make hundreds of thousands of dollars in income they would not have made otherwise. Most people do not understand this HEOB Concept let alone know how to apply it effectively.

Your Responsibility to Learn and Apply 

Please learn it, understand it, and apply it to your business and reap the rewards. Also understand that in applying anything that I teach, a certain amount of fine-tuning and trial and error are required to make this approach work consistently for you. Ultimately it is your responsibility to learn this and own it for yourself. Please take advantage of me while you’re in the Mastery Program or my client to get your questions answered about how to use it effectively. 
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