The Challenges of Marketing Communication
Read over the list below. Do you have good answers for all of these questions? If not, think of a specific situation that challenges you and we’ll discuss it (or perhaps role play it) on the group session. 

Remember, marketing is 100% communication. It’s often these very personal kinds of communications that we struggle with. We don’t know what to say or we feel embarrassed or awkward. We don’t ask or suggest a next step. We don’t ask good questions. We don’t have a plan or a direction.

You want to improve in all of these. And it’s not just a matter of knowing what to say or write in a particular situation, but understanding why this is the best or most effective thing to say.  

So, read these over, check the ones that are the biggest challenges for you (or even add to the list) and we’ll explore this on the session.  

Networking

How do you get conversations going at a networking event?

How do you tell someone what you do at a networking event?

How do you join a small group at a networking event?

How do you request to follow-up at a networking event?

How do you end a conversation and move on at a networking event?

Add Yours:
Reaching Out

How do you reach out to someone you don’t know but have some connection with?

How do you reach out to prospects you have no connection with?
How can you use LinkedIn to make a direct connection?

What do you say in an email or phone message to get someone to respond?

How to ask for a sales appointment via email

Most effective ways to interest a prospect?
How can you get a business appointment with a stranger?

When a prospect shows interest, how do you reply?

Add Yours: 

Following Up

What is the best way to follow up – by email or by phone?

How should you open the conversation on a follow-up call?

What should you actually say in a business follow-up conversation?

What are the best questions to ask in a business follow-up conversation?

How do you take the business follow-up conversation to the next level?

When to ask for a sales appointment (strategy session)

Add Yours: 

