
Week 11 - Conversion Week 

Conversion Week Day 5 

You're here. You did it. You've made it to final day. I'm sure there were times throughout this whole process 
you were not sure you were going to get to this point. But you're here, you've done it. So we now have one 
final push to go and it's going to be a busy day. I'm not going to lie. But there may be something you don't 
know about cart close day and that's that, 40 to 60% of your sales can come on the final day. What? Yes, 
it's huge. We talked about this week the hockey stick effect. How we get a flurry and then it goes quiet and 
then you get a big hockey stick handle towards the end. So up to 60% of your people are still there and 
haven't made decisions so the large success, the person who is successful with launches knows this so they 
bring a huge amount of energy today, knowing that those people are just waiting for them to say one thing, 
one thing that finally gets them off the fence but there's actually nothing that gets people off the fence 
more, on cart close day, than deadlines. So our deadline dancer's going to be making decisions today. So we 
want to finish strong. Bring your best energy. I know you're exhausted. You can rest tomorrow. But today is 
all about bringing your most amazing energy. You're going to be everywhere. You're going to feel crazy, 
hectic, all day long across all the platforms. It's cart close day. It's also a massive adrenaline rush so I always 
get so excited by cart close day.  

So yes, you'll be busy. You want to do a final push on all the platforms, making sure people know carts is 
closing, or doors are closing, however you phrased it in your group, on your emails, on social media, making 
sure that your ads, if you're doing cart closed ads that they're also up and running. But you've got an email 
that you've already created to tell people that doors are closing but you can send out two or three more. I 
know it feels icky. I feels icky to me every single time I send an extra email when doors are about to close. 
I'm like, "Oh, I'm so sorry. "I know I'm emailing you again but I always "get a least one person who says 'I 
missed your email' "so we have to send these out "because Let's Launch Together changes lives." And that's 
what I remember. I remember that yes, I'm sending another email but if someone unsubscribes, I don't 
really care. What I care about is making sure I get my offer in front of the right people and into the hands of 
those who need it and it's exact same for you and your audience. We're not selling because you want to be a 
bagillionaire, you're selling because you want to serve. You're going to be serving next week which is amazing. 
So I do send out that little bit of a fun email. "I'm sorry I'm emailing again but I always get one person." I 
don't like sending those emails but what I also know is when I get those extra sales in, I know it's because I 
did hit that final button. So one of the things that also love to do on cart close day is to do a celebration 
party. So actually it's my closing party and I will typically do this twelve hours before I close doors. Now for 
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me, I close my doors at 8:00 a.m. the following morning because being in England and serving in an 
international audience, it's really easy for me to say that, cart closes, doors close at midnight Pacific time 
which is eight hours behind me.  

So I don't close my doors at midnight. So I typically will do my livestream a little bit later in the day to make 
sure I'm covering all the time zones but I would say for you, do it at a time that makes sense. So if you've got 
a mainly home based audience, then do it whenever you've been doing your live workshops. For me, being 
an international marketer, serving people all over the world, I need to make sure I cover those time zones so 
8:00 p.m. UK time is a pretty good time. You can hit those people who are sat sofa surf, you're going to hit 
everyone at the same time that tend to attract a really good audience for those and so for me, it's about 
sharing some of the wins from the launch event, celebrating people, talking about the experience. I'm 
typically sat there, I know I've not got one now, I'm sat there with a glass of champagne, cheers-ing my new 
members. I just have fun. It's just another excuse to do something that's fun and social, to create more 
conversations and because it's live, Facebook'll typically going to put that content higher in the feed higher 
priority because people love live content. It's just another excuse to show it live, to answer questions. Get 
your students to join. Get your new folks to join. Just have a laugh and enjoy yourself. Now there is one 
final thing, you will definitely want to do, and this is something that people like, "Oh, should I? "Should I 
really do that?" You need to actually close doors.  

So when doors close, that's when you can redirect that page to your waits list. Now I want you to this 
straight away because some people are naughty, naughty and leave doors open in the hope that they get 
extra sales and what you teach people is that your deadlines don't count. Now of course, there will always be 
a couple of people who will reach out to you and say, "I'm so sorry I missed the deadline. "I had an 
emergency, this happened, this broke, "can I still join?" I actually allow people for the first 24 hours but 
there's a condition, they can only join if they pay in full. They payment plan's already been taken down. So if 
they want to pay in full, they can still join and it just means that I know whether they're a time waste or not. 
If they can't commit to the one pay, then I'm just not going to bring 'em on board and say, "Okay, you'll have 
to join next time." Keep an eye out for my emails but I'm very, very strict on that. The first 24 hours if we do 
get some stories from people, that are touching or they've had something gone wrong, like life happens to 
all of us, doesn't it? So if I do have some of those people, then I'm always going to make some exceptions 
and allow those people to join but only for the pay in full option to make sure that they are fully committed.  

So that's it. That's it for conversion week. It feels a little bit strange being sat here cause I'm like, what do we 
talk about now? We still have work to do. Because next week, we are going to dive into your debrief and 
your down sale and I want you to make sure you're not leaving any money on the table. You think that it 
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stops now? Oh no, no, no. There's money you're leaving on the table so we're going to dive into that. So 
tomorrow, take the day off. Let your people know that you are not available. I'm really clear when people 
join my programmes that I need some time off because as a coach, I'm going to be bringing my best. Now 
you might have an offer that means when they join they can join and get started straight away, I need some 
time to rest. Maybe you've got some starting modules or some initial pre-training that people can get 
involved with but what I don't want to do is go straight from being in launch modes to serving. I need to have 
a few days down time so I hope that you have that planned for you. I'm so proud of you. I just am so amazed 
by how you've shown up, the work that you've done. You diligently shown up and done the work and got to 
this point. And whether you had your biggest launch ever or your first launch, it doesn't matter. The fact is 
you've learned this way of doing things and it only gets bigger and bigger from here on out. So from the 
bottom of my heart, thank you for showing up. Thank you for being you. Thank you for doing the work. It's 
how we do around here and if this was a glass of champagne, I would be cheers-ing you right now. So enjoy 
today. It's going to be crazy fun but beautiful. And I will see you next week. We're going to make sure we 
don't leave any money on the table. And I just want to celebrate you so talking of which, I think I might go 
get a glass of fizz now. Bye for now.
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