
00:00 In this bonus lesson I'm going to talk you through one of my favourite strategies in the whole world, 
seriously, a right fit call. So this is a strategy that I found by accident as I always do these accidental 
things that just seem to work during launches and it's something now that I try and do every single launch. 
So there are a couple of occasions when using right fit calls are powerful, okay. Number one, if you are 
just starting out with launches and your numbers are quite small and you really want to get in as many 
people as you can and you've got time. Because doing a right fit call does take up a huge amount of time. 
But if you've got loads and loads of people going through a launch and it's for a lower ticket item, getting 
on the call with them for 15 minutes probably isn't the best way to spend your time and to get those little 
extra sales. 

00:48 However, if it's your first launch and you really want to get in your first group of people, even if it's low 
ticket, I absolutely recommend this. I also recommend it if it's a higher ticket offer. And it absolutely 
makes financial sense for you to give up as much of your time as possible now to bring in the right people. 
And they work brilliantly for high ticket offers, because often it's more of a consideration. People have to 
think about the purchase. It's like maybe a few thousand, even a few hundred actually depending on your 
market. And people have to think a little bit like, "Is this the right thing for me? I'm not sure. I've got 
questions. It would be great to just talk to someone about whether this is the right fit for me." 

01:26 And it's funny because there'll be a lot of people out there who are like, "Yeah, I've gone through the sales 
page. I didn't know. I'm a special snowflake." So right fit calls are great for special snowflakes, who are like, 
"I'm not that, I'm not that, I'm this." And you didn't really talk about that too much. And so you absolutely 
want to help them if you can. But as I said, it doesn't make sense for all launches. 

01:48 So the way that I start off with a right fit call is, my whole goal is to get people on the phone, or preferably 
on a Zoom call, because frankly there's nothing better, is there, than talking to someone face to face, 
having a conversation and helping to remove some of their struggles and challenges and blocks so they 
can make that step forward. And so for me, the opportunity to get on a call with someone, talk about 
whether a launch is a right thing for them and whether they should join the programme means I'm 
absolutely bringing in the right people. And I just love to do that. It's a great way for me to assess whether 
they are a genuine right fit for the programmes that I'm running. 
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02:28 So I think that's the first key thing that I need you to remember about right fit calls, it's not about being 
salesy, it's not about being pushy, it's for you to have a really brief conversation with someone so they can 
ask you some questions and find out if they're a right fit. So the way I position these is interesting because 
I call them a 15 minute strategy call to find out if launches are right for you and whether you should join 
the programme. What I'm not saying is this is a 15 minute coaching call, because it's not, because then 
you get all kinds of freebie hunters, very, very clear on the positioning that if you're thinking of joining 
this programme or this membership or this course and you want to find out if it's a right fit for you by 
having a strategy call to talk about launches in your business, then this is definitely the right thing for you. 

03:12 So you got to be very mindful on how you position this. It's not 15 minute coaching call, it's not a 15 
minute strategy session. It's a 15 minute strategy call to find out if this is right for you and whether you 
should join the programme or not. 

03:25 And one of the first things I actually ask people is, "So I think you said you're thinking of joining, which is 
great. What's your number one question right now that I can answer for you?" And I actually say, sorry, 
"Number one question about the programme that I can answer for you." Because what I'm trying to get 
to, what's stopping them from actually joining? And if someone says, "Oh, I'm not sure if I want to join. I 
just want to find out if launches are right for me." I'm going to go, "Do you know what? This is really for 
people who are thinking of joining the programme. Why don't you go back through the materials because 
that will really answer so many of your questions, and then if you're still not sure if the programme is right 
for you, then we can hop on another call." 

04:02 I do not let people waste my time. And I've had one of those calls once, just once and I nipped it in the 
bud and I closed the call off and I got onto the next one, because I will not have people thinking they can 
just be freebie hunters who can just take my time for free when I can be serving other people. So I'm 
super strict. I lead with love, but also I have boundaries and that is a boundary that someone definitely 
overstepped. 

04:26 So be careful of the positioning. If you've got hundreds and hundreds and hundreds of people going 
through your launch and it's a low ticket item, then not necessarily the right thing, but you could also use 
this as a direct message strategy or you could get them onto your live chat. So there's many ways of you 
scaling this without you actually giving away your time. 

04:46 So how do we use this? The way that I love to use this actually is, I use it with a Facebook Ad campaign. 
So this isn't right for everyone because some of you will not be running ads, and it does require a little bit 
of a technical set up, because we actually want to trigger a Facebook Ad only to be shown to begin with 
to people who go on the sales page, who go to the checkout page, they start typing in their credit card 
details and then they bounce. We call that an abandoned checkout. And so we can actually use Facebook 
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Ads that only trigger when that specific action is taken using what's called a pixel event. So this isn't for 
everyone. It's not for most people. But if you do have a Facebook Ads person, it's a great little ad set up 
because it can really help you to recover sales, especially at volume. But it's not for everyone. 

05:37 The way I do it is I do a little video and it will go... I'm going to do this on the fly, so we'll see how this goes. 
It will go a little something like this. "Hey lovely, so I noticed that you would that close to signing up for 
the programme. And so I wanted to hop on this video today, say hello. And I just wanted to let you know, 
I know this is a big decision. I've made many big investments in my business, and often I get those feelings 
like, "Is it right for me? I'm not sure, I'm a bit nervous." You've probably gone up and down the sales page 
many times and right now you're wondering whether it's right for you. 

06:12 So one of the things that I am passionate about is making sure that people who join my programmes are a 
right fit for it. So what I've decided to do for the next three days is open up my calendar. I've opened up 
my calendar to do some 15 minute strategy calls so we can discuss launches, how they work, whether 
they're right for you and whether the programme is a good fit. 

06:34 So if you've been weighing this all up and you're really not sure, then let's hop on a quick call. It's not a 
pushy sales call, it's just a little conversation between me and you, so you can ask me all your questions. 
And if you're not a right fit, I won't let you join, because truthfully, I really want to protect my 0% refund 
rate on this programme. It is super, super important. And so if you're not a right fit, I won't let you join. I 
just want to make sure that this is the right thing for you and you have my absolute promise, if it's not, I 
can make him make some recommendations actually for things that are. So click on the link below, you'll 
find my calendar and I look forward to seeing you very, very soon. Bye for now." 

07:13 And so guys, that's my right fit advert, super simple, to the point, friendly, tells them what it's about. Tell 
them what's going to happen. Telling them that it's not a sales call, and it's really for me to find out if I 
think you're a right fit for the programme. And if I don't think you are, I don't want you because then 
you'll ask for a refund and that will look bad, right? So right fit calls are powerful. You could also do a text 
and image based ad, they both work well. But personally, if someone's bounced at the cart, I want to talk 
to them, like I want to talk face to face to them. So that's powerful. 

07:44 So that is where I will start with right fit calls. Now obviously when we start moving through your cart 
open period, maybe day three, day four, maybe you want to open up the right fit calls to more people. So 
maybe people who've been on the sales page but who still aren't sure. And I think the best place to start is 
actually start looking in your launch. The people who were highly engaged, who had transformation, who 
shared big insights, who love what you were talking about, but for some reason they haven't signed up. 
And I would reach out to them privately and I would probably say something like this. 
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08:22 "Hey lovely. So I want to say thank you so much for taking part in the workshop, or the bootcamp, or the 
experience. I saw how much you got from it and I really thought you were going to join because it seemed 
like you've got so much value from the free stuff. So is there anything that's stopping you from joining? 
Are there any questions that I haven't answered for you? Let me know, and I'd be so happy to answer 
them for you. I hope to see you on the other side. Laura." 

08:48 And that's it. And that is such a nice soft way of asking if you can serve anyone any better. I've never had 
anyone complain about me approaching them asking. And it's actually stating my disappointment, "I 
thought you were going to join." And so often I will do that with people who have entered the 
engagement contest and who I thought had amazing insights that they shared, and maybe I just had a 
really good feeling about them joining, the engagement was there, comments were there, you know, they 
seemed really excited but something stopped them. And so I will reach out to those people first. 

09:22 Because here's the thing, you don't want to put this out to your whole email list and then get like 100 
people sign up for these calls. That would be crazy. Start off with the people who are pretty certain that 
they would be joining, because they actually went to the checkout page. Then the people that you've kind 
of handpicked, that would be a good fit. Then open it up to your group because that is where you're going 
to get some really engaged people. And then if you want to, you can open it up to your email list. But if 
I'm honest, at that point, most people are either on the sales page, they're in the group, or they're 
engaging in the contest. Not many people take the right fit call if they're just off an email list, because 
they're too cold. And so it's a super simple way of thinking about it. We start off with the hottest leads and 
then we move to the coldest leads in your launch, because we want to focus on the people who are closest 
to saying yes. 

10:14 So I have a very high success rate. Almost 100% of people that I speak to on a right fit call say yes and 
they convert into sales. In one of my launches, it turned into $50,000 of extra sales just from 14 calls. 
100% of them turned into yeses. And even a VIP sale of $7,000. This was someone who was thinking of 
not joining, and had I not had this strategy in place, they wouldn't have said yes. So they are very, very 
powerful. 

10:45 Now the way I set up my calendar is, I use a really great plugin called Calendly, and I'm going to put the 
link below this video so you can use that. It is incredible. So easy to use. You can create little 15 minute 
slots. And you can automatically link it to Zoom. So when the person signs up, they get a Zoom link and 
you just click on the Zoom link at that time. Whoa, easy, so good! So I don't know what that sound effect 
was all about, but it was like an excited sound effect. 

11:11 So the process is this, start off with the hot leads, then move to the warm, then move to cooler. And start 
with the people who you hand pick in that group, who you think, "Oh these are amazing people." But the 
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people who abandoned checkout are the folks that I would absolutely create some kind of campaign to. 
So the reason I love ThriveCart as a checkout is that ThriveCart can send you an email to say, "This person 
hasn't checked out." And then I can do a little followup to them privately. 

11:41 So there's so many ways that you can do this, a great strategy. Even if you only implement the following 
up with people in your group piece, you're still going to get people on the phone and you can actually talk 
to them about whether it's a right fit for them. Please do not think of these as sales calls. They're not sales 
calls, you're not trying to sell. You're just creating an easy way for people to ask you questions and for you 
to help them figure out, are they a right fit or not? 

12:07 One of my favourite launch strategies, something that I'm well known for in the industry is conversion. 
People call me conversion queen. Why? Because I'm really good at recovering any sales that are lost 
during the launch. And this is my number one favourite strategy in the whole wide world for doing that, 
because it's just a great way of getting those sales in, from serving your people, serving them in the right 
way. And it's just incredible to think that so many sales are sat there just waiting for you to reach out to 
those people. And they'll be so grateful that you did, because they could have been a no, and now they're 
a heck yes. 

12:43 So I hope you enjoyed this video, little bonus training. Absolutely implement some of it. Mix things up, 
try new things. But it's just a great way to recover those lost sales. And that's what cart conversion is 
actually all about. Okay? Enjoy it, use it, implement a small piece. And keep a track of how many you do 
recover, because that's definitely a metric that you want to measure from launch to launch. All right, bye 
for now. 
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