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Preface

Infusionsoft is the premiere all-in-one sales and marketing software for small business. Inside
this all-in-one tool, beats the heart of a customer database, surrounded by an e-commerce
platform with automation capabilities flowing throughout. Needless to say there is a lot that
can be done using Infusionsoft.

This cookbook is designed to help you learn more about the system and get you to the end
results your business is looking for faster.

What this book covers

Chapter 1, Pre-Flight Checks, ensures that you have everything configured to ensure
maximum functionality. So, even a skilled user should start with this chapter.

Chapter 2, Critical Tools for Mastery, has the tools that are used in many of the recipes.
Even if you are a skilled user, it would be wise to give this chapter a quick skim to ensure
that you are familiar with all these tools.

Chapter 3, Attracting Leads and Building Your List, Infusionsoft teaches a three-phase
framework named Lifecycle Marketing. The first of three phases is Attract, and all the
recipes in this chapter are designed to help your lead generation efforts.

Chapter 4, Selling Products Online and Getting Paid, explains the second phase of
Lifecycle Marketing, Sell. This chapter deals primarily with e-commerce selling.

Chapter 5, Selling with a Sales Team, shows that Infusionsoft is a very powerful tool
for managing a sales force, even if you are the lone salesperson. This chapter focuses
on selling with a human-managed pipeline.

Chapter 6, Wowing New Customers with Great Experiences, explains the final phase
of Lifecycle Marketing, Wow. All the recipes in this chapter focus on providing world-class
experiences for your new customers.
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Chapter 7, Wowing Existing Customers with Great Experiences, extends the final phase
of Lifecycle Marketing, Wow. All recipes in this chapter are focused around providing
world-class experiences for your existing customers.

Chapter 8, Administrative - Conquer Internal Chaos, provides some streamlined recipes to
tame your internal processes. Infusionsoft is often overlooked for its powerful workflow and
process automation.

Chapter 9, Your Dashboard and Reporting - Make Better Decisions, will empower you to
search and report confidently because an important discipline in automated experience
design is extracting performance data and using that to inform improvements.

Chapter 10, Pushing the System with Hacks, is a grab bag of unsupported Infusionsoft
hacks. These little tactics, when properly executed, can empower some amazing
automated experiences.

What you need for this book

You will need an Infusionsoft account and an active login. Preferably, a login with admin
rights to ensure that you have proper permissions to configure all the recipes in this book.
At the very least, if you are not an admin, you'll want permissions to use the campaign
builder, as a lot of recipes are implemented from there.

Who this book is for

Intended for those who have at least a cursory understanding of Infusionsoft and already
know how to use the visual drag and drop builders (campaign builder, e-mail builder, and

so on). Perhaps you've set up a couple of things already and want to take it to the next level.
Maybe you are very fluent in the software but lack the high-level strategic understanding of
how to take your business and automate it for the better. If you are a certified partner that
has been around for a long time, this book will empower you to provide better results for
your clients, faster!

In this book, you will find a number of text styles that distinguish between different kinds of
information. Here are some examples of these styles and an explanation of their meaning.

Code words in text, database table names, folder names, filenames, file extensions, pathnames,
dummy URLs, user input, and Twitter handles are shown as follows: "Click on the name of the
merge field we want to insert; this will insert a variable that looks like ~xxx . xxx~."

i |
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New terms and important words are shown in bold for example, Infusionsoft. Words that
you see on the screen, for example, in menus or dialog boxes, appear in the text like this:
"Hover over the Infusionsoft symbol in the upper-left corner of the page, navigate to the
Admin column, and click on Settings in the bottom row."

Warnings or important notes appear in a box like this.

Q Tips and tricks appear like this.

Reader feedback

Feedback from our readers is always welcome. Let us know what you think about this
book—what you liked or disliked. Reader feedback is important for us as it helps us develop
titles that you will really get the most out of.

To send us general feedback, simply e-mail feedback@packtpub.com, and mention
the book's title in the subject of your message.

If there is a topic that you have expertise in and you are interested in either writing or
contributing to a book, see our author guide at www.packtpub.com/authors.

Customer support

Now that you are the proud owner of a Packt book, we have a number of things to help you
to get the most from your purchase.

Downloading the color images of this book

We also provide you with a PDF file that has color images of the screenshots/diagrams used
in this book. The color images will help you better understand the changes in the output. You
can download this file from https://www.packtpub.com/sites/default/files/
downloads/08900T ColoredImages.pdf.
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Although we have taken every care to ensure the accuracy of our content, mistakes do happen.
If you find a mistake in one of our books—maybe a mistake in the text or the code—we would be
grateful if you could report this to us. By doing so, you can save other readers from frustration
and help us improve subsequent versions of this book. If you find any errata, please report them
by visiting http://www.packtpub.com/submit-errata, selecting your book, clicking on
the Errata Submission Form link, and entering the details of your errata. Once your errata are
verified, your submission will be accepted and the errata will be uploaded to our website or
added to any list of existing errata under the Errata section of that title.

To view the previously submitted errata, go to https: //www.packtpub.com/books/
content/support and enter the name of the book in the search field. The required
information will appear under the Errata section.

Piracy of copyrighted material on the Internet is an ongoing problem across all media. At Packt,
we take the protection of our copyright and licenses very seriously. If you come across any illegal
copies of our works in any form on the Internet, please provide us with the location address or
website name immediately so that we can pursue a remedy.

Please contact us at copyright@packtpub . com with a link to the suspected pirated material.

We appreciate your help in protecting our authors and our ability to bring you valuable content.

If you have a problem with any aspect of this book, you can contact us at questionse
packtpub.com, and we will do our best to address the problem.
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Pre-Flight Checks

In this chapter, we will cover the following topics:

» Setting up your user signature

» Configuring your calendar

» Connecting your Facebook account

» Connecting your Twitter account

» Configuring your company's logo

» Configuring the CAN-SPAM address block

» Creating new users

Introduction

Before any professional caterer leaves for a job, they double-check to ensure that all food
items and equipment, needed for the specific job, are present. This chapter is intended to
operate as a double-check of your Infusionsoft before taking off into the recipes contained
in this book.

The first four recipes are designed to be a good checklist to go through when adding a new
user; the latter ones are mainly admin or set it and forget it functions.

By ensuring that the following things are set up, you'll be able to get things done faster
while maximizing the functionality available to you.

For all recipes in this book, we are assuming that the user is logged in to a specific
Infusionsoft account and has the necessary access permissions.
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Setting up your user signature

Each user inside Infusionsoft has their own profile that contains a customizable signature,
which can be merged into automated communications, such as letters and e-mails. Having
a user's signature set will save time when configuring those communications.

Getting ready

We need to be logged in to Infusionsoft and inside a specific account.

How to do it...

1. Hover over the person symbol in the upper-right corner of the page and select
Edit My Profile as shown in the following screenshot:

2 :: * 5 L a Q" Find a

Hi, Paul! Your Accounts

Edit My Profile @ P

Manage Accounts & Infusionsoft Community
Log Cut ¢ B FPhatagraphy

# jiveSYSTEMS

# ICON14 Demo App
#Ksay

b Prirmary

# KsCH

2. Click on the Signatures tab to display the plain text and HTML signatures.
3. Configure the user signatures.
4. Click on Save at the bottom of the page.
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The following screenshot shows a preview of an HTML signature:

HTML Signature @

HTML Signature Freview Edit Source

Create a great day,

Srnall Business Groumth Expert
PAUL SOKOL
Campaign Builder Spedabist Mad Sdentist

480-435-6864
paul.sakol@infusionsoft com

Infusionsoft 5 a

“That which the mind can conceive and believe, i can aohisve!” - Dy Mapolean Hill Infusionsoft University is Open for Enrollment

Edit User Permissions

Every communication sent affords us an opportunity to personalize it with one of the users'
signatures (such as a sales representative signing off in an e-mail). When this occurs, the
system will use whatever is set in this area of the user profile. In most cases, you can choose
which signature type you want to merge—either the plain text or the full HTML signature, as
shown in the following screenshot:

Hey ~Contact.Firsthame-,

This is an email.

~Owner HTMLSignature~

vww allitebooks.conl
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There's more...

There are many HTML e-mail sighature generators and templates available online. To save
time, use those as a starting point.

Configuring your calendar

Each user has a calendar that will show any scheduled tasks, appointments, or sales
opportunities. The calendar settings can be configured to ensure smoother daily operations.

How to do it...

1. Hover over the person symbol in the upper-right corner of the page and select
Edit My Profile.

2. Click on the Preferences tab to display the available user options.

In the Calendar section toward the middle of the page, we can configure
the following:

o Default Calendar View: This is what is displayed when you click on
Calendar by navigating—the day when you log in (Day), the Week,
or the Month

o Default Start Hour: This indicates the time when the workday typically
begins

o Default End Hour: This indicates the time when the workday typically ends
o Time Zone: This is the local time zone for the user; Infusionsoft assumes
Eastern Time Zone by default

4. Click on Save at the bottom of the page.

Depending on your job function, you may rely heavily on the calendar to plan and take action.
By setting up the calendar to the user's specifications, it ensures that they will have the best
user experience while performing their daily activities.

There's more...

While looking at a user's calendar, there are visual cues to inform what kind of item is in
a time slot. A task will be symbolized by a checkmark. An appointment will be symbolized
by a tiny calendar symbol. A sales opportunity will be symbolized by a $ sign.

—4a1]



Chapter 1

The following screenshot shows the three items in a time slot:

View for | Paul Sokal E| on | 02-11-2015 =
v 12:00AM Jehn Smallbiz [NEW LEAD] John Smallbiz
(| 12:00PM - 1:00PM John Smallbiz Lunch Meeting
$ 3:00PM John Smallbiz John Smallbiz

Connecting your Facebook account

Infusionsoft can leverage your Facebook account in the following two ways:

» First, you can post an e-mail broadcast, landing page, or web form out to your account
» Second, you can point a Social snippet inside an e-mail to your account and build
your social network

Connecting your Facebook account to your user profile ensures you can maximize the social
functions within the program.

How to do it...

1. Hover over the person symbol in the upper-right corner of the page and select
Edit My Profile.

2. Scroll to the bottom of the page and click on the Social Accounts tab.
Using the Add an Account dropdown, select Facebook.

4. Inthe pop up message that appears, click on Authorize Account; this will open
a new tab in the browser.

5. Follow the authorization instructions provided by Facebook.
Back in the browser tab with Infusionsoft, click on Done.

Infusionsoft uses Facebook's secure authentication process to connect the user's Infusionsoft
account with Facebook; technically the system is using OAuth to verify the user.

For information about connecting a Twitter account, refer to the next recipe, Connecting your
Twitter account.

(5 -
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Connecting your Twitter account

Infusionsoft can leverage your Twitter account in two ways:

» First, you can post an e-mail broadcast, landing page or web form out to your account
» Second, you can point a Social snippet inside an e-mail to your account and build
your social network

Connecting your Twitter account to your user profile ensures that you can maximize the
social functions within the program.

How to do it...

1. Hover over the person symbol in the upper-right corner of the page and select
Edit My Profile.

2. Scroll to the bottom of the page and click on the Social Accounts tab.
Using the Add an Account dropdown, select Twitter.

4. Inthe pop-up message that appears, click on Authorize Account; this will open
a new tab in the browser.

5. Follow the authorization instructions provided by Twitter.
Back in the browser tab with Infusionsoft, click on Done.

Infusionsoft uses Twitter's secure authentication process to connect the user's Infusionsoft
account with Twitter; it uses the same OAuth process as the Facebook connection.

See also

For information about connecting a Facebook account, refer to the previous recipe,
Connecting your Facebook account.

Configuring your company's logo

One of the most common marketing assets used in your messaging is your company's l0go.
To save time while creating messages and stay consistent with your branding, there is a
Branding Center where we can upload an image to be the company's logo. The system
uses this logo where appropriate.

—e1
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Getting ready

We need to be logged in to Infusionsoft, also inside a specific account, and have the
appropriate access permissions.

How to do it...

1. Hover over the Infusionsoft symbol in the upper-left corner of the page,
navigate to the Admin column, and click on Branding Center as shown
in the following screenshot:

My Mav CRM Marketing E-Commerce

Contacts Contacts Carnpaign Builder E-Commerce Setup

Carnpaign Builder Corpanies Ernail & Broadcasts Orders Infusionsoft Account
Ernail & Broadcasts Opportunities Lead Generation Products Uszers

Legacy Referral Partners Templates Actions Irmport Data
Termplates Wisitors Legacy Promations Diata Cleanup
Opportunities Legacy

Edit Reparts Settings Reparts Settings Reparts Settings Reparts Settings

2. Click on the Logos tab.
3. Inthe Default Logo section, click on Edit in the lower-right corner of the logo preview.
4. From here, you can either:

o Select an existing image from the file box using the dropdown

o Upload your logo using the Add New Image button

5. Click on the Save button.

Infusionsoft understands that a company's logo can be leveraged in many different ways. In
other areas of the software where a logo is contextually relevant, it will pull from this area of
the Branding Center.

The size of logo uploaded determines how it is displayed. Avoid using really large images to
save time when configuring e-mails; having a 600 px width is a good size.

(7 -
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There's more...

There are three locations where a logo might show up:

» AsalLogo snippet inside the drag & drop builder
» On hosted pages (such as the opt-out screen)
» Onsign-in pages

When we upload a default logo using the mentioned recipe, the system automatically sets
that for the three logo locations. If you want to further customize the logo for each of these
locations, there is an Edit button that allows you to go through a similar process as the
recipe mentioned earlier.

It is very important to use the formal Logo snippet while creating e-mails and other messages
in the drag & drop builder. This ensures that updating your company's branding is easy. All we
do is upload a new logo to the Branding Center, and the next time anything is sent containing
a Logo snippet, Infusionsoft will use the new one. If we don't use the Logo snippet, but
instead use a different method, such as an Image snippet, and our logo changes, we'll have
to manually go into each individual e-mail, one by one, and update it to the new Logo. Using
the Logo snippet is a huge time saver that also creates scalability.

There are other areas of the Branding Center that can help to save you a ton of time as well.
It is here that we can create the default layouts for different objects in the system, such as
e-mails, landing pages, and web forms. At the very least, create a branded Campaign Email
template. This way, when we are cooking up the recipes in future chapters, every time we
create a new e-mail, it will pull in our branding and we can begin writing immediately.

Configuring the CAN-SPAM address block

Legally, every e-mail that comes from an Infusionsoft e-mail server must contain the address
of the company sending it and a link for the recipient to unsubscribe from future mailings. It
is important to ensure that the address we set is real and can receive physical mails to
protect the business legally should any disputes arise.

How to do it...

1. Hover over the Infusionsoft symbol in the upper-left corner of the page, navigate
to the Marketing column and click on Settings in the bottom row as shown in the
following screenshot:
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My Nav CRM Marketing E-Commerce Admin

Contacts Contacts Campaign Builder E-Commerce Setup Branding Center
Campaign Builder Companies Ernail & Broadcasts Orders Infusionsoft Account
Ernail & Broadcasts Opportunities Lead Generation Products Users

Legacy Referral Partners Templates Actions Import Data
Templates Wisitors Legacy Promotions Data Cleanup
Opportunities Legacy

Edit Reports Settings Reports Settings Reports Settings Reports Settings

2. Click on Email Defaults option in the Template Settings menu on the left-hand side

of the page.

3. Fill in the contact information you would like to display at the bottom of every e-mail:

Address Block @

Company

Street Address 1
Street Address 2
City

Zip

Country

State

Phone

Layout

Preview (zave to refresh):

1260 South Spectrum Blvd.

Chandler

85286

United States E|
Arizona E|

One line E|

1260 South Spectrum Blvd. Chandler, Arizona 85286 United States

4. The Layout dropdown at the bottom of the Address Block fields lets you choose
how the CAN-SPAM block displays; you can choose between a one-line and multiline
layout. The preceding image is showing a preview of the one-line layout.

5. Scroll to the bottom of the page and click on Save.




Pre-Flight Checks

This is the specific area designed to set the CAN-SPAM address block for all e-mails sent by
Infusionsoft. This ensures that all e-mails being sent are legally compliant with the CAN-SPAM
laws. Otherwise, a user would be at legal risk if they experience excessive spam complaints.

There's more...

While the Company and Phone fields are available, they are not required. Only the address
fields highlighted in orange are required.

In the Email section beneath the Address Block section of this page, there are some
miscellaneous settings we might want to familiarize ourselves with. In particular, we can set
the default opt-in (confirmation) and opt-out links to save time while creating e-mails. This is
also where we would go to find the action trigger to cook the Building a Vaynerchuk opt-out
recipe found in Chapter 7, Wowing Existing Customers with Great Experiences.

Creating new users

As a small business grows, there is a need to add more users to Infusionsoft.

How to do it...

1. Hover over the Infusionsoft symbol in the upper-left corner of the page, navigate to
the Admin column, and click on Users as shown in the following screenshot:

My Mav CRM Marketing E-Commerce Admin

Contacts Contacts Campaign Builder E-Commerce Setup Branding Center
Campaign Builder Caompanies Ernail & Broadcasts Orders Infusionsoft Account
Ermail & Broadcasts Opportunities Lead Generation Products

Legacy Referral Partners Termplates Actions Irnport Data
Termplates Wisitors Legacy Prornotions Data Cleanup
Opportunities Legacy

Edit Repaorts Settings Reports Settings Reports Settings Repaorts Settings
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2. Click on the green Add Users button:

88 Users =3

Main Search Search Status | Show all users j

Actions v

3. Provide the new user's first name and e-mail address. You can also give them full
system access by clicking on the switch to make them an admin.

4. Click on Send Email Invitation:

8 Add User(s)

Type the first name and email address of the user(s) you want to add we'll send them a snazzy
email inviting thern to Infusionsoft.

By the way you have 2 user licenses left so if you need more you're gonna need to call us at
1 (866) 800-0004 ext. 1hy Account Page

First Mame Email Adrnin?

Faul El | PaulsEmaili@gmail.com No
No

Back Send Email Invitation

After completing the preceding recipe, the new user will receive an e-mail invitation to log in
to Infusionsoft. The new user will then need to follow the instructions to claim their invitation.

From the list of users we see in the first step of this recipe, you can resend the user invite
e-mail if someone is having difficulty locating the original invite e-mail.

Each Infusionsoft account has a certain number of available user licenses. However, next
to the Add Users button, there is also a green Add Partner button. If we are working with
an Infusionsoft Certified Partner and we want to give them access to our account without
taking a user license, we can add their Infusionsoft ID there.

The number of user licenses is based on how many active users exist. Therefore, if we need
to add a user but have no more licenses, we have the option to deactivate a user to free
up space.
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Critical Tools for
Mastery

In this chapter, we will cover the following topics:

» Creating custom fields

» Using merge fields

» Using campaign merge fields

» Using campaign links

» Creating tags for database segmentation

» Using internal forms for workflow

» Using note templates for workflow

» Creating great user experiences with tasks
» Installing campaign templates from the Marketplace
» Connecting web forms together

» Chaining campaigns together

» Working daily out of My Day

Introduction

Now that we've ensured the user configuration is complete, we can begin to learn about the
critical tools for mastery of automation experience design. The recipes in future chapters
assume an understanding of the fundamental tactics introduced in this chapter.

There are two types of Infusionsoft users, and they use different tools for their needs.

[}
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Critical Tools for Mastery

The first type and target audience for this cookbook are the builders. These are the users
who design and implement the automated experiences. These are the types of folks that
would take a recipe out of this cookbook and use it for their business.

The second type of user is the end user. End users are the sales representatives and
administrators who work daily with Infusionsoft. Often, they use things created by a
builder are used by end users to stay organized, grow sales and save time.

Understanding both user types is critical in building a powerful automated experience.
Therefore, mastery of both tool types is essential.

Creating custom fields

At its core, Infusionsoft is a CRM (short for Customer Relationship Management) system.
In other words, it is a database of humans that contains information about their interactions
with a business.

In this database, there are common pieces of information that all businesses would need
to know about an individual: first/last name, addresses, phone numbers, e-mail addresses,
and so on. There are even more interesting pieces of data as well, such as the person's
birthday or their spouse's name.

However, there are pieces of data a business might need to collect that don't exist out of the
box. Take a dog trainer for example. They might want to store a dog's name on the dog owner's
contact record.

This recipe will show you how to create a custom data field on a contact record. A custom
field can be merged into a communication or a task, submitted on a form, used as a search/
report filter, and used to route automation logic.

How to do it...

1. Hover over the Infusionsoft symbol in the upper-left corner of the page, navigate to
the Admin column, and click on Settings in the bottom row:

My Nav CRM Marketing E-Commerce Admin

Contacts Contacts Campaign Builder E-Commerce Setup Branding Center
Carmpaign Builder Companies Email & Broadcasts Crders Infugionsoft Account
Email & Broadcasts Cpportunities Lead Generation Products Uszers

Legacy Referral Partners Templates Actions Irmpart Data
Templates Wisitars Legacy Fromations Data Cleanup
COpportunities Legacy

Edit Reports Settings Reports Settings Reports Settings Reports Settings
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2. Inthe Custom Fields section at the top of the page, click on Go.
3. Click on Add next to the dropdown menu at the top of the page:

£} Custom Fields for the Contact Record

Zustom fields show up intheir own tahds) on the contact recard, underneath 3 header, You can create up to 100
custam fields and can have as many tabs and headers as you woaudld like. You currently have 80 custom contact
fields.

Field j Add

4. Give the custom field a name and select Custom Fields type from the
dropdown menu.

5. Click on Show Advanced Options...; this will cause a submenu to be displayed.

Select a tab where we want the new custom field to be displayed on the
contact record.

7. Select a header where we want the new custom field to be displayed on the
contact record.

8. Click on Save This Field.

This recipe is accessing the database table for a person's contact information. The tab/
header chosen will control where the custom field shows up while viewing a contact record.

A properly leveraged custom field can make both setup and the automated experience more
powerful. Remember that a custom field can be merged into a communication or a task,
submitted on a form, used as a search/report filter, and used to route automation logic. As we
are creating and bumping into challenges, custom fields are a powerful tool in our back pocket.

There are many different types of custom fields besides a Text field. While creating a custom
field, always choose the type closest to the type of data being stored. For example, if we wanted
to store lifetime customer spend, we would want to create a Currency type custom field.

This is important for two reasons. First, when using a custom field to route automation logic,
the field type helps with context. Infusionsoft understands what a date on the calendar is, and
hence you can configure logic to say if before a specific date. Had we used a Text field to store
the date instead, that kind of rule can't be created.
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Similarly, when using a custom field to filter a search/report, the search parameters also
understand the context of the field type. If we have a Whole Number type custom field that
holds how many times someone has made a purchase, we could create a contact search
saying show me all those whose purchases are more than 5.

When it comes to controlling automation logic based on human input, a Yes/No type, Radio
type, or Dropdown can greatly reduce human error.

In step 3 of this recipe, we'll see a full list of all custom fields previously created. If we have
more than one tab, there will be a blue arrow on the right-hand side that allows you to adjust
the display order. Similarly, if there is more than one header within a tab, we will see the blue
arrows as well. If you have more than one custom field in a header, we will also see the blue
arrows. This is to organize how the custom fields display when looking at a contact record.

There are several places elsewhere in Infusionsoft where you can create a custom field
on the fly. It is recommended to create a custom field first using this recipe as this ensures
full control of the custom field generation.

It is important to realize that we can only have 100 custom fields per record type. This recipe
describes how to create a custom Contact field. If we adjust the dropdown next to the Go
button in step 2, we can create custom fields within other record types. For example, a sales
representative might want a Time Zone dropdown inside an opportunity record to help them
plan their calls for the day more efficiently.

Since there is a limit, conserve the custom fields only for situations where we have no other
option. Also, we can often cut down on custom field bandwidth by spreading out the needed
fields across different record types. For example, if we need four fields for a purchase, explore
whether we can put two on the order record and two on the contact record.

While talking to the database directly through the API, often we'll need to find the names of
the custom fields in the database, as these are different to their display names. To find these,
in step 3 of this recipe, there is a Show database names link toward the top-right corner of
the page. This will open a popup window with the database names of our custom fields.

We can sometimes save our precious custom fields by leveraging campaign merge fields.
See the Using campaign merge fields recipe later in this chapter.

Using merge fields

Merging contact information into an automated communication can be an extremely powerful
tool to create a relevant, personal experience for the recipient. It can also ruin the customer
experience if not properly implemented. As a tool itself, it thrives on context and so merge
fields always need to be used strategically.

6]
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While this recipe specifically covers how to insert a merge field into an e-mail, the concept
extends to any object with merging capabilities (tasks, letters, and so on).

Getting ready

We need to edit an e-mail inside a campaign.

How to do it...

1. Place the cursor where we want to merge some information.

2. Next to the Subject line, click on Merge; this will open a tool palette:

To: | Email IL|

Subject: hey Merge

HTML Plain Text

3. Click on the merge field category containing the field we want to insert.

4. Click on the name of the merge field we want to insert. This will insert a variable
that looks like this: ~xxx . xxx~.

Before Infusionsoft sends the e-mail, it will replace any of these merge field code with
the appropriate data. For example, ~Contact . FirstName~ becomes Bob, Joe, or Mary.
This all depends on the contact record that caused the e-mail to be sent:

To:  Email j

Subject hey ~Contact Firsthame~ Merge

HTML Plain Text

There's more...

There are more merge types available than just basic contact information. We can merge
information from the user managing the relationship: the owner of the contact record. This
can be handy when sending an automated e-mail from the user. We can also merge the
custom field, referral partner, general company, and date information, such as the day of
the week.

[}
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If any campaign merge fields have been created, they will show up at the bottom of the merge
tool palette.

If the merge palette is getting in the way, we can move it by clicking and dragging the top of
the palette.

See also

To learn how to merge opportunity record information, see the recipe Merging custom
opportunity fields into e-mails in Chapter 5, Selling with a Sales Team. To learn how to merge
credit card record information, see the recipe Updating a soon-to-be-expired credit card
automatically in Chapter 6, Wowing New Customers with Great Experiences.

Using campaign merge fields

Sometimes, there is information that needs to be merged into a communication or process
that is the same for all contacts that flow through a campaign. The date and location of

an event is an example of this kind of information because that information is fixed for all
contacts flowing through the campaign. A campaign merge field is the tool we can leverage
for this kind of data.

Getting ready

We need to be inside a campaign.

How to do it...

1. Click on the Campaign dropdown in the upper-left corner of the page and select

Merge Fields...:
Campaign Builder

Back to List Campaign ¥ Sayed
Save Version

Edit Ferfoft Restore Version...
Make a Copy...
Rename...
Revert Changes
Frint
Save as Image

Merge Fields...
Links...

Export to Marketplace. .

]
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Click on the green Add Merge Field button.

Give the new field a label. This is what will be displayed in the merge tool palette. For
example, if this field were to hold the date of an event, the label could be event date.

4. Give the new field a value. This is what will be merged into a communication
or process. For example, if the date of an event is January 1, the value can be
January 1lst.

5. Click on the save icon (floppy disk) in the right column to add the field to
this campaign.

Similar to how a regular merge field works, when Infusionsoft generates a communication or
process, it will insert the value of the campaign merge wherever the merge code is present.

Campaign merge fields can be found at the bottom of the standard merge menu; this menu
will not be displayed if no campaign merge fields have been configured:

Ierge Fields

ILx

Contact Fields (additional)

Caontact Billing Address

Contact Shipping Address

Contact Optional Address

Crwenier Fields (most commaon)

Crwenier Fields (additional)

Logged-in User Fields (most comrmon)
Logged-in User Fields (additional)
Your Company Fields (most common)
Your Company Fields (additional)
Wyarks Wyith

Referral Partner Fields

Referral Partner's Fields

Date

¥V vV WV WV WV V V V VWV V V V VvV VvV

Campaign Fields

<]

Campaign merge fields are very useful to build a reusable campaign. A great example of this is
a recurring event. We can create an event date, an event time, and an event location merge
field within the campaign. The next time we have the same event, we just have to update
those fields and republish the campaign. There is no need to drill down into the individual
campaign steps to display that information.

[}
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In general, any time there is an important piece of information that is the same across
multiple campaign assets, we should consider using a campaign merge field.

See also

This recipe only shows how to create a campaign merge field. To learn how to insert it into a
communication or process after creation, see the previous recipe Using merge fields.

Using campaign links

Quite often in a marketing, e-mail we will set the same URL multiple times, sometimes across
multiple e-mails too. A campaign link is the tool we can leverage for these kinds
of links to ensure easy maintenance and reusability.

This recipe has two parts: creating the campaign link and inserting it into an e-mail.

Getting ready

We need to be inside a campaign.

How to do it...

1. Click on the Campaign dropdown in the upper-left corner of the page and

select Links...:
Campaign Builder

Back to List campaign v Sayed
Save Varsion

Edit Perfor  Restare Wersion...
Make a Copy..
Rename...

Revert Changes
Frint

Save as Imagea
Merge Fields...

Export to Marketplace...

—
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Click on the green Add Link button.

Give the new link a name. This is what will be displayed in the campaign link
dropdown when setting a link in an e-mail.

4. Give the new link a destination URL. This is where contacts will go when they
click on this campaign link.

5. Give the new link a description. Be sure to provide enough context behind why
we are creating the link and how it is used.

Click on the Save button in the right column to add the link to this campaign.
Click on the Close button at the bottom of the Campaign Link menu to close it.

Go through an e-mail in this same campaign.

© ® N o

Highlight the text you want to connect to this Campaign Link.

10. Click on the Link button in the center of the Format toolbar; this will open the
Link Options menu:

£ Format Insert Snippets

Format ~|| Trebuchet M5~ 12pt - TS s5| |==@ Link [{H Paste as Text:

B 7 U & A-3¥%-

I
(il
]
L 23
L 2%
S

11. Change the Link to: dropdown to Campaign link:

Link Options

Linkto: ek address j t5

Web address
Email address
Thank-you page

Campaign link
Hosted email page
Hosted landing page
Hosted web form
Update page
Update f opt-out page
Optout page

s
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12. Select the campaign link you want from the second dropdown that appears:

Link Options
Link to: Campaign link j +<j
‘Please selactone j

Flease salact ane

Event Registration Page

13. Click on the green Insert/Update button.

The following screenshot shows the name and URL of the Event Registration Page
campaign link:

Name URL

Event Registration Page http:fihttp:
fwebsite.com?inf_field_FirstMame=~Contact. FirstMame~

Whenever someone clicks on a campaign link in an e-mail, Infusionsoft first checks the
value of the campaign link and then redirects the recipient to that location.

Campaign links are great for reusable campaigns or when a particular URL may change over
time. For example, we could use a campaign link that points directly to a PDF on your server
and use that to deliver the PDF in an e-mail. If we ever want to update the PDF, we simply have
to update the campaign link URL and not update every link within each e-mail individually.

This could also be used to close a shopping cart. We can create a Sales Page campaign link,
which takes people to a checkout URL. Then use the campaign link in every e-mail that is
asking for the order. After the promotion is over, we can update the campaign link URL to

a cart-closed page and republish the campaign. The next time someone clicks on a link in
those old e-mails, they will be taken to the cart-closed page as the campaign link has
changed since they originally received it.

=
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Merge field variables will properly work in the URL of a campaign link. This can be a really
handy trick in certain scenarios.

Creating tags for database segmentation

The more targeted and relevant our marketing is, the more effective it will be. In order to
segment the database so we can be targeted and relevant, Infusionsoft uses tags. A tag can
be thought of as a specific list or specific segment of people within your database.

We can apply or remove a tag manually from an individual or a group of individuals.
A campaign can automatically apply or remove a tag as well.

Besides segmentation, a tag can route automation logic or filter a search/report.
They can also be used as a goal within a campaign to start or stop it.

In short, understanding how to create a tag is a critical skill for automated experience design.

How to do it...

1. Hover over the Infusionsoft symbol in the upper-left corner of the page, navigate
to the CRM column, and click on Settings in the bottom row:

My Nav CRM Marketing E-Commerce Admin

Contacts Contacts Carmpaign Builder E-Commerce Setup Branding Center
Carnpaign Builder Companies Ernail & Broadcasts Orders Infusionsoft Account
Ernail & Broadcasts Cpportunities Lead Generation Products Users

Legacy Referral Partners Termplates Actions Import Data
Templates Yisitars Legacy Pramotions Data Cleanup
Opportunities Legacy

Edit Reports Settings Reports Settings Reports Settings Repaorts Settings

2. Click on Tags in the left-hand side menu:

2% Contact & Company Settings

Task/Appt/Mote Settings
Tags

Tay Categories

s
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3. Click on the green Add Tag button:

Import Tags

W Tags

MNarne Search Category | Show all categories j

4. Give the tag a meaningful name.

5. Add the tag to a tag category by selecting one from the Category dropdown or
type a new tag category in the Other field.

6. Give the tag a proper full sentence description. If it helps, answer the question,
What do we know 100% about contacts with this tag?

7. Click on the green Add Tag(s) button at the bottom of the page.

This recipe directly modifies the database table for tags so that Infusionsoft and its users
can use them.

When adding new tags, we can create multiple tags by separating the names with commas.
For example, if we created a new tag and named it Widget 1, Widget 2,the system would
create a Wwidget 1 andawWidget 2 tag.

The name and category of tag are displayed when looking at a contact record. Keep this in mind
when naming tags to ensure things make sense for the end user. If a tag means something
very precise, we definitely want to denote this in the description. However, keep in mind that
the name and category are the only context an end user receives from a tag and both will be
truncated if they are too long. Infusionsoft will display the first 16 characters of each before
adding an ellipsis to indicate that the name is too long to fully display. Err on the shorter side

for tag names and categories and be long-winded in the description.

There are other areas in Infusionsoft where you can create a tag on the fly. It is recommended
to follow this recipe always when creating a tag to ensure proper categorization and
description; it is a good habit for easy-to-admin automation.
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Using internal forms for workflow

An internal form is just like a normal web form, but it can only be submitted by a user
inside Infusionsoft. While creating process workflows, especially task-based workflows,
a well-placed internal form can create a time-saving experience for the Infusionsoft user,
thus improving productivity.

Many of the recipes in this book leverage internal forms, so understanding the experience
of submitting one is a key to building a great workflow.

Getting ready

We need to look at a full contact record, not in My Day.

How to do it...

1. Scroll down to the Tasks section of the contact record.

2. Inthe Form Submissions section, select the form we need to submit on the
Internal Forms... dropdown and click on the Fill Out button:

Notes View All || Note Ternplate. j Add Note
Form Submissions Internal Forms... j Fill Out
Recent Email History Send Email || View Entire History

3. Fill out the form with the information it requires.
4. Click on the green Save button at the bottom of the form.

Submitting an internal form will update the contact fields provided by the user and trigger
any associated automation.

=]
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There's more...

When adding a new contact, we can also fill out an internal form, which can also
trigger automation.

If there is a date type field on the internal form, the user should place their cursor in the date
field and press i on the keyboard; a popup of keyboard shortcuts will be displayed as follows:

Quick Date Keys

t Set date to today

= Add one day

+: Subtract one day

w: Add one week

k: Subtract one week

y . Add one year

e Subtract one year

m : Add one month

h : Subtract one month

q: Clearthe date

f: Goto the first day of the month

| Goto the last day ofthe month

z: Goto Monday of the week selected
¥ Goto Tuesday of the week selected
c: Goto Wednesday of the week selected
v Goto Thursday of the week selected
b : Go to Friday of the week selected

These Quick Date Keys work anywhere in the system where a formal date field exists. End
users who deal with lots of dates can greatly improve productivity by learning the shortcut
keys they would most commonly need.

An internal form can also be submitted from the My Day view. See the recipe Working daily
out of My Day later in this chapter. To learn how a task can drive an Infusionsoft user to an
internal form, see the recipe Creating great user experiences with tasks later in this chapter.

Using note templates for workflow

A note template is like a big red AUTOMATION button. Any time we need to automate or track
something and we aren't sure how to do it, we can create a note template. Applying a note
template can trigger an e-mail, a task, the application of a tag, and so on.

Many of the recipes in this book leverage note templates, so understanding the experience
of applying one to a contact record is a key to building a great workflow.

=]
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Getting ready

We need to look at a full contact record, not in My Day.

How to do it...

1. Scroll down to the Tasks section of the contact record.

2. Inthe Notes section, select the note we need to apply using the Note Template...
dropdown and click on the Add Note button:

View All Mote Template... E| Add Note

Internal Forms... E| Fill Qut

Applying the note will add the predefined information to the contact's note history and trigger
any associated automation.

There's more...

If we click on Add Note without selecting a note template from the dropdown, a pop-up
window will open. The user can manually type a note, select a template, or do both from
here. Selecting a template from here will trigger the automation tool upon Save even if the
user makes edits to the information that gets populated.

See also

A note template can also be submitted from the My Day view. See the recipe Working daily out
of My Day later in this chapter. To learn how a task can drive an Infusionsoft user to apply a
note template, see the recipe Creating great user experiences with tasks later in this chapter.

e
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Creating great user experiences with tasks

Not everything can be automated. There are certain activities that are too precise or too
costly to automate. For example, making an outbound phone call to a new lead or adding
a new customer to a third-party membership site. In these cases, an Infusionsoft user can
be assigned a task.

Atask is a key tactic in the human-machine interaction within Infusionsoft. When the
automation cannot go any further and needs human intervention, empowering the end user
to quickly take action and tell the automation machine to continue is a key skill towards
designing productive automated experiences.

Since creating a great experience with tasks requires understanding the context in which
the tasks will be performed, for this recipe, let's assume that we have a campaign model
that looks like this:

R
_—»__—»i-@-i—> 7 —e —— m-{p-m
' = (] 5] @
Website Opt-in Taskto Call Lead - Initial Call | Qualified, Create Sales

Opportunity
> m---
| Mo Answer
— -

Mot Qualified, Add
to 547 Dropdown

In plain English, when a lead comes in through the website, a human is tasked with calling
them and filling out an internal form to push the lead ahead. Specifically, the user needs to
submit the Lead - Initial Call form.

This recipe will build a task for this specific purpose.

For simplicity, we are assuming that the Task to Call sequence only contains a Task step and
the same person will be performing these calls:

Task to Call

- 4

Start Taskto Call
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In a real-world application, there would most likely be more inside that sequence, such as
tagging or e-mails.

Getting ready

The name of the internal form that needs to be filled out by the user should be finalized. We

should be inside the Task step that is instructing the user to fill out an internal form.

How to do it...

1.
2.

6.

Using the Type dropdown, select Call.

In the Title field, name it New Lead Call- -Contact.FirstName.

In the Body field, put Call - -Contact.FirstName - at -Contact.Phonel-
to see if they qualify. Submit Internal Form "Lead - Initial

Call" after you have made the call.

Using the dropdown for Assign to (backup), select the user who will be assigned

the task.

Using the dropdown for Priority, select 1. Critical:

Back to Sequence

Type

Title

Body

Assign to (backup)
Days until due
Due at

Priority

Nortify owner

Norify these users

Pop up reminder

Call

Task to call

]

New Lead Call - -Contact.FirstNam || Merge

Call - -Contact.FirstName- at

—-Contact.Phonel- to see if they qualify.
Submit Internal Form "Lead - Initial Call” after

you have made the call.

Assign to Contact's owner =

Paul Sokol

0 =

Please select one

1. Critical

Please select one

)

N
)

E| before due date

In the upper-right corner of the page, click on Draft to set this Task step as Ready.

7. Continue to build the campaign toward publishing.
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When a lead submits the opt-in form on the website, this task is created. Infusionsoft merges
the information and assigns the task. All the information the end user needs to perform the
task is in the task body, and the user is told explicitly what to do after the call has been made.
This should allow the end user to focus and quickly call through new leads.

There's more...

While this recipe is telling the user to submit a specific internal form, we can also tell the user
to apply a specific note template (or templates if there are multiple possible outcomes).

The name of the goal itself inside the campaign is what will be displayed for the end user
while looking at the dropdown menus for internal forms or note templates. Using a naming
convention, such as including Lead - in front of all internal forms associated with the lead
development process, can further enhance productivity because the end user can find those
items faster as they will be grouped.

This recipe assumes that the user making the calls has received the proper training to
perform the phone call. We could have also included a script inside the task body. This
would further systematize how those new lead calls are performed.

Selecting the most accurate task type ensures the best possible end user experience
and tracking. Not only is it valuable for administrative reporting, the type is also leveraged
in the My Day view and Infusionsoft's mobile app for contextual interactions around tasks.

We can create our own custom task types by navigating to CRM | Settings |
Task/Appt/Note Settings:

&+ Task/Appt/Note Settings

3% contact & Company Settings Tagk/Ap p‘[/N ote

General Type Options: | Call

Email

Appointment
Fax

Togs Lettar

Other

UPDATE

Tag Caregories

The task title can be used as a search filter in the administrative task note reports, but not
the task body. This can be leveraged for better administrative reporting by adding in naming
conventions to the task title. For example, prefacing every new lead task's title with [LEAD]
empowers an admin to easily find tasks with that in the title.
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If you set a time for the task, that is when the task will show up on the user's calendar
inside Infusionsoft. Selecting the most accurate priority ensures the best possible end
user experience because they are used for visual cues in My Day. Priority can also be
used to filter administrative task reports.

Installing campaign templates from the

Marketplace

Some of the recipes in the following chapters can be implemented faster by using the prebuilt
campaign templates as a starting point for the strategy's framework.

Getting ready

We need to be logged in to Infusionsoft, inside a specific account, and have the appropriate
access permissions.

How to do it...

1. Hover over the main navigation, go to the Marketing column, and click on
Campaign Builder, as follows:

My Nav CRM Marketing E-Commerce Admin

Contacts Contacts Campaign Builder E-Commerce Setup Branding Center
Campaign Builder Companies Email & Broadcasts Orders Infusionsoft Account
Email & Broadcasts Opportunities Lead Generation Products Uzers

Legacy Referral Partners Templates Actions Import Data |
Templates Yisitors Legacy Promations Data Cleanup
Opportunities Legacy

Edit Reports Settings Reports Settings Reports Settings Reports Settings

2. Inthe upper-right corner of the page, click on the white Get Campaign Templates
button; this will open up the campaign Marketplace.

3. Search for the campaign we need to install using the search box in the upper-right
corner of the page.
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4. Hover over the campaign listing we need to install and click on the white Install
button in the lower-right corner as follows:

Birthday Reminders
Send birthday wishes to all of your most
important contacts.

Free Install

Yeiriried

Infusionsoft's platform has a campaign publishing tool, which gives the ability to export/
import campaigns between applications. Infusionsoft also curates a library of publicly
available campaigns on the Marketplace part of its platform. This recipe is leveraging the
publishing tool to pull from this public repository of campaign templates and installing the
chosen template into our specific Infusionsoft application.

There's more...

Most campaign templates come with launch instructions. Think of it as the recipe for that
particular model. Even if we don't fully understand what is being done, by following the steps
impeccably, we can confidently implement the campaign as it was intended.

Infusionsoft regularly releases new campaign models into the Marketplace. Each campaign
solves for a specific problem, so keeping a finger on the pulse of new releases can potentially
speed up implementation.

Quite often during implementation, we'll run into common structures, for example, a web form
to purchase, which is used in most online launch models. These common structures are most
likely in a campaign template somewhere, so becoming familiar with the library can give you a
head start on different models.

Connecting web forms together

There are many reasons to create a multistep web form experience. As a conversion
optimization tactic, progressively collecting information can help you identify the hottest
leads while the automation handles those who drop off.

=
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Getting ready

We need to be inside a campaign.

How to do it...

1. Drag out two web forms, as shown here:

2. Open the second web form.

3. Add a hidden e-mail field to the form, leave the Field Value completely empty, and
click on Save. Be sure to delete a visible Email field as well if one is present:

Hidden Field Settings x

Which Field | Email E|

Field Value

Save Cancel

4. Click on the Settings tab toward the top-left corner of the page and verify the
Auto-populate Form setting is checked.

5. Click the Code tab and copy the web form URL from the Use the Hosted
Version section.

vww allitebooks.conl
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6. Click Back to Campaign in the top-left corner of the page and open the
first web form.
7. Click the Thank-you Page tab at the top-left corner of the page.
8. Change the Thank-you Page to Display dropdown to Web address:

Design Thank-you Page Settings Caode

Thank-you Page to Display &
iThank-you page j

Thank-you page

Webh address
i= option 1= only applicable when pasting the JawaScrpt Snippet code onto wour site.

9. Paste the web form URL into the second form we collected in step 5.
10. Check the box to pass the contact's information:

URL:

Pass contact's information to the thank-you page (@)

Upon successful submission of the first form, the contact will be redirected to the second form
and the contact's information is magically passed to the second form so they don't have to fill
out the same details twice.

A form will check to see if someone is already in the database based on their e-mail address.
By passing the contact's e-mail between the two forms in the background, Infusionsoft can
track who is filling out each form without having the user input their e-mail every time.

In order to autopopulate the hidden e-mail field on a form, the form must be presented using
JavaScript or a hosted version of the form. Both of these versions contain JavaScript, which
takes care of this for us. If you embed the form on your site using the HTML code, passing the
contact information will not populate the hidden field unless we write custom code to do so.




Chapter 2

Setting a form as a thank you page also works on order forms. This is how we can create
one-click upsells and other post-purchase experiences.

Once we have a contact's e-mail address, we can chain as many forms and landing pages
together as we want. We just have to make sure that each form in the process is sending
the contact's info to the next in line, and that the receiving form has a hidden e-mail field
autopopulating. This is a useful tactic in breaking up the online experience of a long intake
form, such as one that an attorney or doctor would use.

Most of the time it makes sense to add a sequence between the different steps of a multistep
form experience to recover those who don't make it through the first time. When setting a link
in an e-mail, you can point directly to the hosted version of a web form or landing page (as
long as the form's settings allow for autopopulation). This makes it easy to drive contacts
back to a form if they fall out during a multistep process.

If we search for Two Step Web Form in the Marketplace of campaign templates, we can find
different variations of this recipe.

Chaining campaigns together

More often than not, when one campaign ends or reaches a certain point, another separate
campaign has to respond accordingly.

A master builder not only has a clear strategy to chain campaigns together, they also leave
plenty of breadcrumbs for others to follow and understand what is occurring.

For this recipe, let's assume that when Campaign A (sales promo) ends, we want to trigger
Campaign B (prospect nurture) to start.

Getting ready

We need to create a tag in a Functional category that will be used to chain together the
campaigns. Once that is created, we need to be inside Campaign A.

How to do it...

1. Open the sequence in Campaign A where we want to trigger Campaign B.

s
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2. Add a new Apply/Remove Tag process to the sequence's flow at the appropriate
point. In the example here, we are triggering Campaign B after the last e-mail in
the Campaign A sequence:

Saved at9

3308 pm

Wait at least 3 days and
then run on a weekday at
8:00 Ak

Campaign A
=
Emazil 2 Apply Otags

3. Apply the functional tag that is being used to chain the campaigns together:

Crnfi T
Configure Tag

@ Apply

Functional -» Start Campaign B

Z) Remove

Cancel

4. Leave a canvas note explaining what campaign this tag application is impacting:

>

#

\./

Apply 1tag

This starts the "Campaign B”
campaign

5. Exit out of Campaign Builder and go into Campaign B.

NEQ
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Drag out a new Tag goal and connect it to the sequence we need to start.

7. Name it to indicate that it is triggered by Campaign A. In the following image,
we are assuming that the form for Campaign B already existed prior to the start
of this recipe. The bottom chain is the result of this recipe:

Website Campaign B Form Campaign B
!

— |
o 4,@@ ]

End of Campaign A Auto-Start Campaign B

8. Double-click the Tag goal and configure it for the functional tag being applied in
Campaign A:

Configure Tag

| This goal is achieved when any of these tags are applied:

Functional -> Start Campaign B %

| Cancel m

9. Finish building the campaign and publish.

When a contact reaches the step that applies the functional tag in Campaign A, the Tag goal
in Campaign B will be triggered, effectively chaining Campaign B to Campaign A.

Eis
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There's more...

We can have the same tag being listened for across multiple campaigns, such as, an Escape
Hatch tag goal that we add to the end of every prospect marketing campaign. When a contact
unsubscribes, the trigger can apply this Escape Hatch tag, effectively ending outbound
marketing from any campaign with the hatch built-in:

R
| \ C )
. (] (= (]
Click ta Cart Cart Ahandon Purchase Product Mew CustomerYelcome

—»D-ﬁ- —L__

Lead Magnet Follow-Up

\ This Opt Outfrigger in
~— Marketing settings is
» 0 how this goal gets
@ friggered.

Opt-Out Escape Hatch

Since a Tag goal is used to chain campaigns together, they can also be used to stop
sequences, as in the preceding Escape Hatch tactic.

This recipe can also be modified to control behavior within the same campaign. For example,
for auto-tagging from a link, click on an e-mail to start another sequence without stopping the
main sequence of e-mails:

i —— ) —— -
p @ (e

Educational Series Click SidebarTeaszer Cart Abandon
Below

Links in the emails within

Teamanoall ] the "Educational Series" sequence
"""" < - F - apply the "Sidehar Teaser" tag which

n starts the flow above.

Wiebsite Qpt-In Educational Series

Remove any functional tags using a remove tag step within the resulting sequence to keep
contact records clean. A functional tag should not be used for database segmentation.

Leaving notes isn't mandatory for functionality; however, it empowers others to perform
maintenance without our presence.

NED
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Working daily out of My Day

To close out this chapter, we are going to explore the task completion workflow that an end
user would experience in their daily responsibilities. Understanding this end user context
helps us design automation that can truly streamline processes and boost productivity.

For this recipe, we are focusing on the workflow of someone who receives tasks to call new
leads and must indicate the results via a note template or internal form. The recipe will take
us through one call task.

Getting ready

We need to be logged in as the user assigned with the call tasks and in the working view of
My Day. This can be accessed from the Home icon in the main navigation, as shown here:

ft @ & ¢

£ Tools
Basic Training
Initial Setup

M Dashboard "

Calendar

Tasks

Inbox

Files

How to do it...

1. Click the task title from the list of tasks on the left-hand side of the screen, as
shown here:

¥ TASKS New Task... + Add

¥ TODAY

s
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2. The task information and contact information will load in the right-hand side
of the screen:

[NEW LEAD] John Smallbiz 41 m
Call John Smallbiz at (866) 800-0004 and follow "Widget A Phone Script v. 1.2".

If you get a voice-to-voice, fill out internal form "[LEAD] Widget A Response” then mark this
task as complete.

If there is no answer, apply the note template "[LEAD] Widget A No Answer” then mark this
task as complete.

John Smallbiz O

Email: Phone 1: (266) 200-0004 (Work)

s B 8 s 9 B -3 @ 6

3. Perform the task as instructed and fill out any internal forms and/or apply any
notes indicated.

4. Inthe left pane, check the box to the left of the task title to mark it as completed:

¥ TASKS | New Task... + Add
¥ TODAY
& puew LDl ichn Smallbiz - i

My Day aggregates the tasks assigned to the logged in user. The interactive view on the right-
hand side of the screen allows for most contact management functions without having to load
separate web pages for each contact. This allows the user to quickly complete a list of tasks.
The automated experience creator heavily influences how fast a user can be by providing the
right amount of context and guidance for pushing along the automated experience.

There's more...

There is a setting in the user preferences where we can set My Day as the home page
upon login.

=)
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If the logged in user has the appropriate permissions, they can edit the task by clicking on the
pencil icon in the upper-right corner of the right-hand pane. This is great for pushing up due
dates to follow up on task completion attempts. This ensures that a task can be addressed
without being completed, and it will disappear from the list of tasks on the left. When the due
date comes around again, it will show up on the list of tasks in the left pane.

Often, a user should push up the due date if they cannot complete a task. Include instructions
in the task body to guide the user and maintain a pseudo-pipeline.

The left-hand panel will show (if any such tasks exist) OVERDUE tasks, tasks due today, and
tasks with no due date, which are known as SOMEDAY tasks:

¥ TASKS New Task... + Add

| v

v OVERDUE

KCR Waonetary Donation - Gia Ve,

KCR Monetary Donation - Ted Mo,

KCR Wonetary Donation - Heathe. _

KCR Monetary Donation - Thomas. ..

v TODAY

Elivagar - Get Flyer & Post to... =

The user can adjust which contact fields are displayed in the right-hand pane using the gear
icon, as shown in the following image:

Elivagar - Get Flyer & Post to Wall /o
Acquire the flyer for the 9172015 show at Club Red, then post to the Elivagar wall. Mark as
camplete.

646 ———

Email: elivagarbm-+09.17.15@gmail.... Phone 1:

@l
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Depending on the nature of the task, displaying only the relevant fields can speed up
productivity and enhance the focus:

Field Settings

Contact Name OOO6HH
Email: Phone 1:
General Address Additional Info Custorn Fields
[T First Mame [T LastMame T Compary
™ Job Title [T Person Type ™ Leadsource
I~ Cwener ¥ Fhone 1 [T Phone 2
™ Faxi [~ Wiehsite ¥ Email

Cancel

A task's priority is indicated with a visual queue on the right-hand side of the task's title.
An orange flag indicates the task being critical, a yellow flag indicates that the task is
essential, and no flag means that the task is non-essential.

For certain task types, a visual queue will be displayed to the left of the task title.
For example, a call type displays as a phone icon, as shown in the following image:

¥ TODAY

‘® [NEW LEAD] John Smallbiz

If a task is connected to a task completion goal for more automation, we might want to
include that context in the body of the task, so the user is careful to execute the task as it
was designed. This is especially true when task completion will trigger an immediate e-mail.

When a user must fill out an internal form or apply a note template, it is recommended to
instruct the user to finish those actions first, then mark the task as completed.

Any scheduled appointments assigned to the current user for today will be displayed on
the top of the left-hand pane. Clicking on the appointment will load the right-hand panel.
Instructions can also be included in an appointment's body, just like a task:

¥ APPOINTMENTS

2:00p -

+Add

Lunch Meeting

Discuss what he needs in a quote.

John Smallbiz

Email:

Phane 1: (866) 800-0004...

=
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There is a quick-add task and an appointment button to the right of the APPOINTMENTS/
TASKS headers, so the user can add new things without leaving My Day.

When adding a task or appointment using the quick-add, assigning it to a contact is not
required. If this is the case, a person icon will not be displayed to the right of a task/
appointment title in the left-hand pane.

Not all task fields are present in My Day, including custom task fields. If those are needed,
they can be merged into the task itself upon creation or accessed by opening the full task
view from the Tasks tab of the interactive view:

John Smallbiz

Email:

Rl e & s

Phone 1: (366) 300-0004...

g B #E o

close «

Incomplete Tasks

Due Title

Assigned User

02/04/2015 ‘® [NEW LEAD] John Smallbiz Paul Sokol

A plausible campaigh model for the scenario presented in this recipe is as follows:

Mot Interested

,.-"'I_)'”-@-

X

¢

o e

Wiebsite

o= - kA

Meed Sample

—'D(' 4}0-@- Hu-@-

[LEAD] Widoet & Mo Answer  Wait, then Task to Contact

Widget A
Mare Infa
Reguested

Maore Info &

Sample Mailed
Taskto Contact

[LEAD] Widget A Response

Empty Bucket

Filling out an internal form or applying a note template can be performed following the same
recipes as in Using internal forms for workflow or Using note templates for workflow directly
from within My Day. The only difference is how you access the form or notes section.

&1
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For example, we can access internal forms using the forms symbol in the toolbar of My Day:

John Smallbiz

Email:

z v @ X

Phone 1: (866) 800-0004 (Work)

s o HEM =

o)

Form Submissions

close «

B] Fuoutrom |

Internal Forms...

This is how we access the Notes section in the My Day toolbar:

John Smallbiz

El v = ™

Phene 1: (266) 800-0004 (Work)

$ <o B # O 6

Notes

close «

Add Note

=




Attracting Leads and
Building Your List

In this chapter, we will cover:

» Creating a Contact Us form

» Building a lead magnet delivery

» Maximizing social sharing of your e-mails

» Collecting leads from in-person events

» Leveraging offline media for lead generation
» Creating a simple referral request

» Building an automated Twitter offer

» Growing your social media following

» Building an inbound phone call lead capture
» Creating a PPC lead generation funnel

» Setting up web analytics

Introduction

Infusionsoft invented a holistic business strategy and customer experience journey framework
called Lifecycle Marketing. There are three phases to Lifecycle Marketing: Attract, Sell, and
Wow. This chapter concerns itself with different tactics to attract and capture leads.

Any business can use these recipes in one way or another. How you use them is up to you.
Be creative!l
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Creating a Contact Us form

Every website needs to have some method for people to make general inquiries. This is
particularly important for service-based businesses that operate locally. If a website is missing
a simple Contact Us form, that means good leads from our hard-earned traffic are slipping
away. Fixing this hole in our online presence creates another lead channel for the business.

Getting ready

We need to be editing a new campaign and have some manner of getting a form on our site
(either ourselves or via the webmaster).

How to do it...

1. Drag out a new, web form goal and sequence.

2. Connect them as shown in the following image and rename all elements for

visual clarity:
— —
www.paulsokol.me Contact Us Taskto Follow Up
Form

3. Double-click on the web form goal to edit its content.
4. Add four fields to the form:

o First Name

o Last Name

o Email

o Phone (can be left as optional)

The following screenshot shows these four fields:

First Name *
Last Name *
Email *

Phone

Submit

=)
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5. Create a custom Text Area field for inquiry comments.
6. Add this custom field to the form using the Other snippet and leave as optional:

First Name *
Last Name *
Email *

Phone

Comments?

| submit |

7. Click on the Submit button to change the call to action.

Change the Button Label button to Please Contact Me! and select Center
alignment; click on Save.

9. Add a Title snippet above all the fields and provide some instruction for the visitor:

Questions? Comments? Concerns?
Fill out the 'Contact Us' form below and
we will respond shortly!

First Name *
Last Mame *
Email *

Phone

Comments?

| Please Contact Me! |

10. Click on the Thank-you Page tab at the top-left of the page.

@1
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11. Remove all elements and replace with a single Title snippet with a confirmation
message for the visitor:

Thank you for reaching out ~Contact.FirstName~! We will
contact you shortly.

12. Click on the Draft button in the upper-right side of the page to change the form
to Ready.

13. Click on Back to Campaign in the upper-left side of the page and open the
connected sequence.

14. Drag out a new Task step, connect, and rename it appropriately:

- m

Start Taskto Follow Up

15. Double-click on the Task step and configure it accordingly. Don't forget to merge in
any appropriate information or instructions for the end user:

Type Other E|

Title Contact Us - —Contact.FirstName— - Merge

Contact —Contact.FirstName-—
—Contact.LastMame~— at ~Contact.E mail- or

—-Contact.Phone1-.
Eody

Comments: —-Contact._ContactUsComments—

Assign to Contact's owner

Assign to (backup) Paul Sokol E|
Days until due 0 -

Due at Please select one E|
Priority 2. Essential v|

16. Click on the Draft button in the upper-right side of the page to change the task
to Ready.

=
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17. Click on Back to Sequence in the upper-left side of the page.

18. Click on the Draft button in the upper-right side of the page to change the sequence
to Ready.

19. Click on Back to Campaign in the upper-left side of the page and publish
the campaign.

20. Place the Contact Us form on our website.

When a website visitor fills out the form, a task is created for someone to follow up with
that visitor.

For a better experience, add a request received e-mail in the post-form sequence to establish
an inbox relationship. Be sure to respect their e-mail preferences as this kind of form
submission isn't providing direct consent to be marketed to.

This out of the box recipe creates a dead end after the form submission. It is therefore
recommended that you drive traffic from the thank you page somewhere else to capitalize
on visitor momentum because they are very engaged after submitting a form. For example,
we could point people to follow us on a particular social network, an FAQ page on our site,
or our blog.

We can merge any captured information onto the thank you page. Use this to create a
personalized experience for your brand voice:

You got it ~Contact.FirstName~! We'll give you a call at
~Contact.Phone1~ as soon as we possibly can.

In the meantime, why not check out the latest happenings
on our Twitter feed.

We can add/remove form fields based on our needs. Just remember, a Contact Us form is
for general inquiries and should be kept simple to reduce conversion friction; the fewer fields
the better.

If we want to segment inquiries based on their type, we can use a radio button to segment
inquiry types without sacrificing a custom field because the form's radio buttons can be used
within a decision node directly coming out of the form.

@]
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See also

For a template similar to this recipe, download the Automate Contact Requests campaign
from the Marketplace.

To learn how to download Marketplace campaign templates, see the recipe Installing
campaign templates from the Marketplace in Chapter 2, Critical Tools for Mastery.

Building a lead magnet delivery

A lead magnet is exactly what it sounds like: it is something designed to attract new leads like
a magnet. Offering some digital resource in exchange for contact information is a common
example of a lead magnet.

A lead magnet can take many different forms, such as:

» PDF

» E-book

» Slideshow
» Audio file

This is by no means an exhaustive list. Automating the delivery and follow-up of a lead magnet
is a simple and very powerful way to save time and get organized. This recipe shows how to
build a mechanism for capturing interested leads, delivering an online lead magnet via e-mail,
and following up with people who download it.

Getting ready

We need to have the lead magnet hosted somewhere publicly that is accessible via a URL and
be editing a new campaign.

How to do it...

1. Drag out a new web form goal, link click goal, and two sequences.
2. Connect them as shown in the following image and rename all elements for

visual clarity:
www.paulsokol.me  Lead Magnet Request Lead Magnet Delivery Download Lead Magnet Download Follow Up

SNED
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3. Create a Campaign Link and set it as the public download URL for the lead magnet.
Double-click on the web form goal to edit its content.
5. Design the form to include:
o ATitle snippet with the lead magnet's name and a call to action
o Afirst name and e-mail field

o Acall to action

The form should look as follows:

Download My "Top 10 Tips to
Live At #lnboxZero' PDF!

Share your name and best email below:
First Name *

Email =

Email Me A Copy!

6. Set a confirmation message driving the visitor to their e-mail on the thank you page:

Check your email right now for your download link
~Contact.FirstName~!

7. Mark the form as Ready, go Back to Campaign, and open the first sequence.

8. Drag out a new Email step, connect, and rename it appropriately:

o — 4

Start Lead Magnet Delivery
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9. Double-click on the Email step and write a simple delivery message. Make sure the
download link(s) in the e-mail are using the campaign link. For best results, thank
the person and tease some of the information contained in the lead magnet:

Subject: [PDF] Your #InboxZero Tips —~Contact.FirstName—

HTML Plain Text

Format Insert Snippets

Format = | Fontfamily = Fontsize v = = s=| &2 Link |iT Paste

]
1]
i
"~
=

¥

B 7 U s A-¥W-

Thanks for requesting my free PDF, "Top 10 Tips to Live at #InboxZero"l
I'm sure you are going to love it ~Contact.FirstName-~...especially tip #4 ;)

Click here to dovmload the PDF

Have a great ~Date.DayOfWeek-~,
~Owvimer.FirstName~

10. Mark the e-mail as Ready and go Back to Sequence.

11. Mark the Sequence as Ready to go Back to Campaign.

12. Double-click on the link click goal.

13. Check the download link within the e-mail and go Back to Campaign:

Back to Campaign Download Lead Magnet

Lead Magnet Delivery
Lead Magnet Delivery Thanks for requesting my free PDF, "Top 10 Tips to Live at #lnboxZero"!

1 of 2 links are selected

I'm sure you are going to love it Paul...especially tip #4 ;)

Eclick here to download the PDFE

Have a great Sunday,
Paul

14. Open the post-link click goal sequence.
15. Drag out a Delay Timer, an Email step, and connect them accordingly.
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16. Configure the Delay Timer to wait 1 day then run in the morning and rename the
Email step:

| L) h__. g ]

Start Wait at least 1 day and Download Follow Up
then run at 8:00 AWM

17. Double-click on the Email step and write a simple download follow-up. Make sure it
furthers the sales conversation, feels personal, and gives a clear next step:

Subject: | what'd ya think?

HTML Plain Text

£ Fermat Insert Snippets

Format - | Trebuchet M5~ | | 12pt v 3= i= s=| =a Link [{F Paste as Te|

]
il
L 23
=

<

B |7 |U = A-¥- =

Good morning ~Contact.FirstName-~!

Hovr is your ~Date.DayOf\Week~ shaping up so far?

Just vranted to touch base and see vhat you thought about my PDF on hovs to
live #InboxZero. Wasn't tip #4 awesome?

Anyvray, thanks for checking it out!

If you need help implementing those tips in your life, just hit reply and let
me knovs vihere you are stuck. I'll see what I can do.

Cheers,
~0Ovmer.FirstName~

18. Mark the e-mail as Ready and go Back to Sequence.

19. Mark the sequence as Ready and go Back to Campaign; publish the campaign.
20. Place the lead magnet request form on our website.

21. Promote this new offering across social media to drive some initial traffic.

-
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When a visitor fills out the lead magnet request form, Infusionsoft immediately sends them
an e-mail with a download link for the lead magnet. Then it waits until that person clicks the
download link. When that happens, Infusionsoft waits one day then sends a follow-up e-mail
addressing the download behavior.

There's more...

If the lead magnet is less than 10 MB, we can upload it to Infusionsoft's file box and grab a
hosted URL from there. If the lead magnet is more than 10 MB, use a cloud-based file-sharing
service that offers public URLs such as Dropbox, Google Drive, or Box.

Leveraging a campaign link ensures updating the resource is easy, especially if the link is
used in multiple places. We can also use a campaign merge field for the lead magnet title
to ensure scalability and easy duplication of this campaign.

It is important the word Email is present in the form's Submit button. This primes them for
inbox engagement and creates clear expectations for what will occur after they request the
lead magnet.

The download follow-up should get a conversation going and feel really personal. This tactic
can bubble up hot clients; people appreciate it when others pay attention to them. For a more
personal experience, the lead magnet delivery e-mail(s) can come from the company and the
follow-up can come directly from an individual.

Not everyone is going to download the lead magnet right away. Add extra reminder e-mails
into the mix, one at three days and then one at a week, to ensure those who are genuinely
interested don't slip through the cracks.

Add a second form on the backend that collects addresses to ship a physical copy if
appropriate. This would work well for a physical print of an e-book, a burned CD of an audio
file, or a DVD of video content. This builds your direct mail database and helps further
segment those who are most engaged and trusting. We can also leverage a second form to
collect other information like a phone number or e-mail subscription preferences.

Adding an image of the lead magnet to the page containing the request web form can boost
conversions. Even if there is never a physical version, there are lots of tools out there to create
a digital image of an e-book, CD, report, and more.

This recipe is using a web form. We can also leverage a formal landing page at the
beginning if desired.

Although we can tag those who request the lead magnet, we don't have to because a
Campaign Goal Completion report can show us all the people who have submitted the
form. We would only need to tag them in instances where the goal completion needs to be
universally searchable (for instance, doing an order search via a goal completion tag).

=
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See also

For a template that can be used as a starting point for this recipe, download the Free
Resource campaign from the Marketplace.

Maximizing social sharing of your e-mails

Infusionsoft makes it easy for e-mail recipients to share an e-mail on their social networks
via the Social snippet. Being able to capture leads from these social shares is an esoteric
function of Infusionsoft that is extremely powerful when used properly.

This recipe has two parts:

» First, we are going to build the web form that will be used to collect social leads

» Second, we will connect this web form to an e-mail so the form displays when the
e-mail is shared socially

Getting ready

We need to be editing a new campaign and have an e-mail prepared that we wish to use with
social sharing.

How to do it...

Here we would be building a web form. to do so:

1. Drag out a web form goal, and a sequence.

2. Connect them as shown in the following image and rename all elements for
visual clarity:

o Facebook —
Twitter _— j: Social Share Add Mew Subscriber
from Mewsletter

Google+

s
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8.
9.

Double-click on the web form goal to edit its content.
Add two fields to the form:

o First Name

o Email

Click on the Submit button to change the call to action.

Change the Button Label to Add Me To Your Email List! and select Center
alignment; click on Save:

First Name *

Email *

| Add Me To Your Email List |

Add a Spotlight snippet and provide some context for the form. Remember, whoever
sees this will have arrived here from a social share of an e-mail:

"Hi social buddy!

Did you like what your friend shared
over there? You can get stuff like that
emailed directly to you.

Please add yourself to our email list

below and I'll see you next issue :)"
- Paul Sokal

First Name *

Email *

| Add Me To Your Email List! |

Click on the Thank-you Page tab at the top-left of the page.

Remove all elements and replace with a single Title snippet with a confirmation
message for the visitor:

You got it ~Contact.FirstName~! You're on the email list
and will get the next issue.

5]



10.

11.

12.

13.

14.
15.

16.

Chapter 3
Click on the Draft button in the upper-right side of the page to change the form
to Ready.

Click on Back to Campaign in the upper-left side of the page and open the
connected sequence.

Configure the necessary tag and/or field updates so the contact is on your
broadcast list.

Click on the Draft button in the upper-right side of the page to change the
the sequence to Ready.

Click on Back to Sequence in the upper-left side of the page.

Click on the Draft button in the upper-right side of the page to change the
sequence to Ready.

Click on Back to Campaign in the upper-left side of the page and publish
the campaign.

Here we would be connecting the web form to the e-mail. To do so:

1.
2.

Open the e-mail you wish to use with social sharing.

Add a Social snippet to the e-mail, and ensure the Sharing Options are not
selected and Labels are Off; click on Save:

=
Social Media Settings %]
|

Sharing Options:
¥ B Like
V|| 2 Tweet

o g
J\1

ki Follow Options:
I
E “ Please select one E| i

' Please select one E|

Display Options:

X Layout:  Horizontal E|
Alignment: | Center E|
Labels: Off
y

Save Cancel




Attracting Leads and Building Your List

3. Add a Title snippet and provide a call to action to share:

Share this email with your friends
using the buttons below:
H Like |3 Tweet | J +1

4. Click on the Layout & Style button in the upper-right side of the Format toolbar to
open the Layout and Style sub-menu:

) Format Insert Snippets

Format -| | Font family |~ | Font size - |2= |~

- = == Link (i Paste as Text: Off i Find Layout & Style
nlin # 7 Find & Replace

Blgmivgv % | %=

5. In the Layout menu, turn on the Social Sharing Layout.
6. Type the name of the form we set up in the first part of this recipe and select it:

Show Form
e |

Form  gpcia)

Form Position Right E|

7. Click on the Draft button in the upper-right side of the page to change the e-mail
to Ready.

Click on Back to Sequence in the upper-left side of the page.

9. Click on the Draft button in the upper-right side of the page to change the sequence
to Ready.

10. Click on Back to Campaign in the upper-left side of the page and publish
the campaign.

11. Send the e-mail we configured earlier.
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At the end of creating the web form section, we have a published web form. That enables

the form to be selectable from within the Layout menu's Social Sharing Layout setting of an
e-mail. Now, whenever someone shares the e-mail socially, their friends/followers will see the
e-mail and the form:

Preview

Share this email with your friends
using the buttons belows: "Hi social buddy!
ElUke |3Tweet [ +1

Here is the newsletter | want to use with the social sharing form. Did you like what your friend shared
over there? You can get stuff like that

When people share me, you'll see a form at my side. emailed directly to you.

Please add yourself to our email list
Have a great Monday, below and I'll see you next issue :)"
Paul - Paul Sokol

First Name *

Updste Your Information or Unsubscribe Email *
1260 South Spectrum Blvd. Chandler, Arizona 85286 United States

Add Me To Your Email List!

We can preview the e-mail to see what the social share will look like.

This tactic should only be used where it makes sense. Newsletters and other content-rich
e-mails bode well. It is also important to avoid using social sharing in general on e-mails
that include sensitive information.

Treat a socially added opt-in like a normal new subscriber and add a welcome e-mail to
the sequence. Encourage a social follow since they are on social media already.

This tactic can be used during a launch to boost virality. In that case, we should create a
unique web form for every e-mail that could potentially be shared socially. This ensures a
highly customized experience for each share and more transparent reporting on which
e-mails convert the best socially.

M Fair warning: If we choose this tactic, we will want to lay out
Q the campaign model(s) adeptly to avoid an unmanageable
structure of web forms.

s
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Consider tagging socially opted-in contacts with a special tag so we can isolate those who are
socially active and we can leverage this subset of our list strategically. For example, send the
first launch e-mail to these contacts and include a heavy call to action for social sharing. Then,
send the first launch e-mail to the rest of your list a little while after the social shares have
begun to permeate, in essence, amplifying the social proof.

We can also use social share links for link click goals within a campaign. This can be used to
create a game layer powered by social sharing. Tell people they will get something for sharing
the e-mail socially and automate the delivery using the post-link click sequences.

Alternately, we use link click goals on social sharing to deliver surprises and hidden rewards
for social engagement. Don't tell people they will get something and really reward those who
are truly engaged with our message.

We can have multiple Social snippets within a single e-mail. Embed multiple sharing
opportunities throughout the e-mail's content to boost sharing rates; track which ones are
performing best using link click goals.

To boost our social media following, see the recipe later in this chapter, Growing your social
media following. For a template that can be used as a starting point for this recipe, download
the Grow Your Newsletter With Social Sharing campaign from the Marketplace.

Collecting leads from in-person events

In-person events are frequently chaotic. Having an easy-to-access lead capture form can
provide confidence that each new connection we make will be properly added to our database.

Getting ready

We need to be editing a new campaign.

How to do it...

1. Drag out a web form goal and sequence.

2. Connect them as shown in the following image and rename all elements for
visual clarity:
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w

—
> -
Live Event Live Event Taskto Follow Lp
Lead Capture Form

3. Double-click on the web form goal to edit its content.
4. Add the following fields to the form:

o First Name

o Last Name

o Company

o Email

a Phone

5. Click on the Submit button to change the call to action.

6. Change the Button Label to Add New Lead and select Center alignment;
click on Save.

7. Add a Title snippet above all the fields and provide some instruction for the visitor.
Remember, the only visitor will be internal employees/contractors:

Use this to add a new lead from
EventCon 2015!|

First Name *
Last Name *
Company *
Email *

Phone *

Add New Lead

8. Click on the Thank-you Page tab at the top-left of the page.

9. Remove all elements and replace with a single Title snippet with a
confirmation message:

You have added ~Contact.FirstName~!

[ei-
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10. Click on the Draft button in the upper-right side of the page to change the form
to Ready.

11. Click on Back to Campaign in the upper-left side of the page and open the
connected sequence.

12. Drag out a new Task step, connect, and rename it appropriately:

/ a
Start EventCon 2015
Lead

13. Double-click on the Task step and configure it accordingly. Don't forget to merge in
any appropriate information, context, or instructions for the end user:

Type Other E‘

Title Mew EventCon Lead - —Contact.Firs || Merge

Follow up with ~Contact.FirstName-
—Contact.LastName- at —Contact.Email- or
—-Contact.Phone-. They work with
-Contact.Company- and we met them at
EventCon.

Body

Assign to Contact's owner [

Assign to (backup) Paul Sokol E‘
Days until due 0 -

Due at Please select one E‘
Priority 2. Essential E‘
Motify owner =

Motify these users

Pop up reminder E before due date

14. Click on the Draft button in the upper-right side of the page to change the task
to Ready.

&
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15. Click on Back to Sequence in the upper-left side of the page.

16. Click on the Draft button in the upper-right side of the page to change the sequence
to Ready.

17. Click on Back to Campaign in the upper-left side of the page and publish the
campaign.

18. Bookmark the form URL on our smartphone or laptop for easy access during
the event.

When we are at a live event and get a new lead, we can access the form on our phone quickly
and enter their information. By building this habit we ensure there is a follow-up task for each
new lead when we come home from the event and nobody slips through the cracks.

Set the form width to 350 px for a better mobile experience.

Add other things besides a task into the sequence to streamline the follow-up. There are
many other things that may need to happen with a new event lead such as tagging, sending a
welcome e-mail, or starting another campaign.

To cut through the promotional haze of a live event, send a follow-up e-mail the day after the
event is over or the following Monday.

Add more fields to the form per the business needs. Add radio buttons or checkboxes to
be used in a decision node post-form. This can be used to assign owners, add to specific
promotions, and tag for segmentation.

For easy distribution to company reps, shorten the form's URL using Bit.ly or another service.
We can also e-mail the form URL and have them bookmark it.

Create a unique form for every event and use a hidden lead source field on the form. Populate
the hidden field with a lead source for the event to enable easy Return On Investment (ROI)
calculation in the future.

The smartphone app Snap by Infusionsoft can make data entry easy for new connections you
make. In that case, we will want to start this campaign with a tag that is applied from within
the app.

For a template of this recipe, download the Live Event Networking campaign from the
Marketplace.

(&5}
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Leveraging offline media for lead generation

Despite the proliferation of the Internet and smartphones, offline media can still be an
extremely powerful lead generation channel. Strategically placing a URL somewhere within a
letter, billboard, and so on gives us the ability to collect leads automatically.

Strategy is all based on context, so for this recipe, let's pretend we are going to be generating
leads for a charity using a flyer that has already been designed.

Getting ready

We need to be editing a new campaign.

How to do it...

1. Drag out a new web form goal and sequence.

2. Connect them as shown in the following image and rename all elements for
visual clarity:

' -
- @

Flyer Flyer Opt-In Mew Flyer Lead

3. Double-click on the web form goal to edit its content.
4. Add the following fields to the form:

o First Name

o Last Name

o Email

a Phone

Create a custom Text Area field for inquiry comments.
Add this custom field to the form using the Other snippet and leave as optional.
Click on the Submit button to change the call to action.

® N o o

Change the Button Label to Call Me! and select Center alignment; click on Save.
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9. Add a Logo and Title snippet above all the fields and provide some instruction for

10.
11.

12.

13.

14.

the visitor:

We WANT to talk to you!
First Name *
Last Name *
Email *

Phone *

Commenis?

[ calimer |

Click on the Thank-you Page tab at the top-left of the page.

Remove all elements and replace with a Logo and Title snippet with a
confirmation message:

A"

We will call you soon ~Contact.FirstName~!

Click on the Draft button in the upper-right side of the page to change the form
to Ready.

Click on Back to Campaign in the upper-left side of the page and open the
connected sequence.

Drag out a new Task step, connect, and rename it appropriately:

) M

Start Call Flyer Lead
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15. Double-click on the Task step and configure it accordingly. Don't forget to merge in
any appropriate information, context, or instructions for the end user:

Type Call E|

Title Flyer Lead - —Contact.FirstName-- | Merge

Call -Contact.FirstName-—
Body —Contact.LastName- at —Contact.Phone1-.

Assign to Contact's owner [l

Assign to (backup) Paul Sokol E|
Days until due 0 -

Due at Please select one E|
Pricrity 2. Essential E|
Motify owner =

16. Click on the Draft button in the upper-right side of the page to change the task
to Ready.

17. Click on Back to Sequence in the upper-left side of the page.

18. Click on the Draft button in the upper-right side of the page to change the
sequence to Ready.

19. Click on Back to Campaign in the upper-left side of the page and publish
the campaign.

20. Shorten the web form's hosted URL using a link-shortening service such as
Bit.ly or Goo.gl.

21. Place this shortened URL somewhere on the flyer with a light call to action.

When people see the flyer and are intrigued, having a short and simple URL makes it easy for
them to take action. Driving them directly to an opt-in ensures hot leads can bubble up quickly.

(&)
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There's more...

Set the form width to 350 px for a better mobile experience.

Add other things besides a task into the sequence to streamline the follow-up. There are many
other things that may need to happen with a new lead such as tagging, sending a welcome
e-mail, or starting another campaign.

Since we are switching messaging channels from offline to online, we need to make sure
the branding on the form matches the branding of the offline media. Interested leads should
never have any doubt they are on the right web page.

We can extend the form into a multi-step form for further segmentation and data collection.
For example, if we are a home service business, we could ask for someone's address on the
thank you page of the initial opt-in to help with scheduling appointments.

In general, the thank you page should never be a dead end. Drive new leads back to your
website, to a social channel, or even to call you immediately. Make sure wherever we send
them is mobile friendly!

The form's messaging should match the call to action on the offline media as much as
possible. Even if there is a main call to action on the offline media, this recipe can work well
as a secondary response mechanism for those not quite ready.

For added mobile friendliness, create a QR code for the form URL and place on the offline
media in addition to the shortened URL.

To track the ROI of things like flyers and posters, pass through a lead source ID in a hidden
field in the form's URL before shortening it. For example, if a flyer's lead source ID is 123, by
appending ?inf field LeadSourceId=123 to the form's URL, Infusionsoft will assign
that lead source to all people coming from that specific flyer. This enables us to drive different
versions of offline media (each with their own lead sources) to the same form and track how
each is performing.

Has the offline media already been printed? Still want to use this recipe? Get serious about
lead generation and print out white label stickers with the shortened URL and place them on
the media. It won't be pretty, but it will provide additional lead generation possibilities.

See also

For a similar model of this recipe that uses a physical letter, download the Attract Traffic
Using Direct Mail campaign from the Marketplace.
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Creating a simple referral request

Social proof is very persuasive. People tend to trust their friends and family more about a
buying decision than anything else. Having a system to ask for referrals from your existing
customers is a great way to lower customer acquisition costs because referrals are normally
easier to close.

Getting ready

We need to be editing a new campaign.

How to do it...

1. Drag out a new note goal, web form goal, and two sequences.

2. Connect them as shown in the following image and rename all elements for
visual clarity:

E %Jjj 4}9-@- 4}@% 4}1::-@-

Employee Admin - Ask for Referral Ask for Referral Referral Collection Taskto Follow Up

3. Double-click on the note goal, configure the information, and click on Save:

Configure Note Template

Action Type Other E|
Description Asked for Referral

We asked them for a referral.
Creation Notes

E User The logged-in User E| ;

Notify

&)
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4.

5.

10.
11.
12.
13.
14.

Double-click on the web form icon in the lower-left corner of the web form goal to
open Goal Settings.

Change the goal so it can be achieved by any contact; click on Save:

Goal Settings

This goal is achieved when a Contact...

@ Submits & Web Form v

This goal can be achieved by...
Contacts in this Campaign v

Contacts in this Campaign

Double-click on the web form goal to edit its content.
Add the following fields to the form and mark them as required:
o First Name
o Phone
Update those field labels to be My Friend's Name and My Friend's Phone
Number.
Create a custom Text field for the referred friend's name.
Create a custom Email field for the referred friend's e-mail.
Add these custom fields to the form using the Other snippet and mark as required.
Update the field labels to be My Name IsandMy Email Is.
Click on the Submit button to change the call to action.

Change the Button Label to Please Call Them and select Center alignment;
click on Save.

[}
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15. Add a Logo and Title snippet above all the fields and provide some context for
the visitor.

Recommend a Friend!
My Friend's Name *

MY Friend's Phone *
My Name Is *
My Email Is *

| Please Call Them |

16. Click on the Thank-you Page tab at the top-left of the page.

17. Remove all elements and replace with a Logo and Title snippet with a confirmation
message. Remember, the person filling out the form is actually the custom name field
and not the normal contact fields:

b
S

Thanks for the recommendation
~Contact._ReferringName~.

We will call ~Contact.FirstName~ soon!

18. Click on the Settings tab at the top-left of the page.
19. Uncheck the auto-population option:

Design Thank-you Page Settings Code

Auto-populate Form &

Auto-populate this form with a Contact's information when visited from an Infusionsoft-delivered email

20. Click on the Draft button in the upper-right side of the page to change the form
to Ready.

[
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21. Click on Back to Campaign in the upper-left side of the page and open the post-form

sequence.

22. Drag out a new Task step, connect, and rename it appropriately:

)M

Start Mew Referral Call

23. Double-click on the Task step and configure it accordingly. Don't forget to merge in

24.

25.
26.

27.

28.

any appropriate information, context, or instructions for the end user:

Type Call

Title Mew Referra

-Contact._ReferringName-

(—Contact._ReferringEmail-) just referred

Bady —Contact.FirstName- to us. Give
-Contact.FirstName- a call at
-Contact.Phone1-.

Assign to Contact's owner |/

Assign to (backup) Paul Sakol

Days until due 0 -

Due at Please select one
Priority 1. Critical

B

- —Contact.FirstName

N

B
B

Merge

Click on Back to Sequence in the upper-left side of the page.

Click on the Draft button in the upper-right side of the page to change the task
to Ready.

Click on the Draft button in the upper-right side of the page to change the sequence
to Ready.

Click on Back to Campaign in the upper-left side of the page and publish the
campaign.

Click on the Edit tab in the upper-left side of the page and open the first sequence.

7}
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29. Drag out a new Email step, connect, and rename it appropriately:

—— e

4 - .

Start Ask for Referral

30. Double-click on the Email step and write a simple referral request:

Thanks for being a valued customer ~Contact.FirstName-~!

| have a quick question: who do you knows that could also benefit from what
~Company.Company~ offers?

If you have somebody in mind, would you please click here and share their
phone number so we can give them a call?

Thanks,
~Ovrmer.FirstName~

P.S. If you can't think of somebody thats ok, no hard feelings :)

31. Select the text we want to link to the referral collection form and create a link.

32. Select Hosted web form from the Link to dropdown and choose the form we just
published; click on Insert/Update:

Link Options

Link zo: Hosted web form E‘ 4-6-/“(;

Referral Collaction

33. Mark the e-mail as Ready and go Back to Sequence.
34. Mark the sequence as Ready to go Back to Campaign.
35. Publish the campaign.

=
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When an employee wants to ask a customer for a referral, all they have to do is apply the
Admin - Ask for Referral note to the contact record. This delivers an e-mail pointing to a referral
collection form. When the form is submitted, it is creating a new contact record. This is why we
uncheck the auto-population setting to ensure that the customer providing the referral doesn't
get confused when they arrive at the form. If the setting was left on, they would see their own
information in the My Friend's fields.

There's more...

In order to link to a hosted web form (or landing page), the form must be published at least
once. This is why we published the campaign mid-recipe.

We can change this recipe to start with a tag goal and automate it from other campaigns.
For example, triggering this campaign after a positive survey response.

We can use the admin task/note reporting to track which employees are asking for the most
referrals. The note will be assigned to the user who applied it.

Collecting an e-mail address for a referral and e-mailing without permission would violate
Infusionsoft's Acceptable Usage Policy (AUP). However, we can call the referral and get their
permission to e-mail directly.

On the thank you page of the form, we can also link back to the form again so people can do
multiple referrals.

See also

For a similar model to this recipe, download the Refer a Friend campaign from the Marketplace.

Building an automated Twitter offer

Twitter has an ad product called a Lead Generation Card where users can redeem offers
directly from within their feed. This sends their name, username, and e-mail to whomever
is running the offer. Infusionsoft has built-in integration that makes it easy to automatically
follow up with new leads acquired in this way.

However, a Lead Generation Card is not an ad by itself. It has to be attached to a promoted
tweet. Meaning you can use the same Lead Generation Card across many different ads.

Similar to a strategy, an offer is all about context. For this recipe we are going to pretend that
the offer on the Lead Generation Card is for the user to redeem an e-book.

(75}
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This recipe has two parts:

»  First, we are going to build the Infusionsoft backend to deliver the e-book
» Then, we are going to create the Lead Generation Card

Getting ready

We need to have:

» A Twitter profile

» A Twitter ads account

» Animage to use for the Lead Generation Card

» A URL for your company's privacy page

» A backup web form or landing page if the Twitter user views the card on a non-
supported platform

We also need to have the e-book hosted somewhere publicly that is accessible via a URL
and be editing a new campaign.

How to do it...

This recipe will be explained in two parts—Part 1 and Part 2.

Part 1
1. Drag out a new Twitter offer goal, link click goal, and two sequences.

2. Connect them as shown in the following image and rename all elements for
visual clarity:

: m@ b‘ﬁi u“ *n-@-

Twitter eBook Offer eBook Delivery Download eBook eBook Follow Up

Create a campaign link and set it as the public download URL for the e-book.

3

4. Double-click on the Twitter goal.

5. Mark the goal as Ready, go Back to Campaign, and open the first sequence.
6

Drag out a new Email step, connect, and rename it appropriately.
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7. Double-click on the Email step and write an e-book delivery message. Make sure the
download link(s) in the e-mail are using the campaign link. For best results, thank the
person and tease some of the information contained in the e-book:

Subject: | [TWITTER] Your uBer eBook —Contact.FirstName- Merge

HTML Plain Text

) Format Insert Snippets

Format ~| Fontfamily |~ Fontsize |» 1= -||i=|~ £5| | == Link [{@ Paste as Texu: Off

=| [« |2 |EH

25 Unlink

B 7 U s A-W- =

Thanks for requesting the eBook, "Hovs to Make Money Using Services Like

You're in the right place, I've done it before and this eBook vill shovr you
hovs. Just read all the vray to the end, ok?

Download "How to Make Money Using Services Like uBer"

Have a great ~Date.DayOf\Week-,
~Owvmer.FirstName~

8. Mark the e-mail as Ready and go Back to Sequence.

9. Mark the sequence as Ready to go Back to Campaign.

10. Double-click on the link click goal.

11. Check the download link within the e-mail and go Back to Campaign:

Back to Campaign Download eBook

eBook Delivery
eBook Delivery Thanks for requesting the eBook, "Hovs to Make Money Using Services Like

1 of 2 links are selected uBer"l

You're in the right place, I've done it before and this eBook vill shovs you
hows. Just read all the vray to the end, ok?

BDO\'mload "Hovs to Make Money Using Services Like uBer"!

Have a great Thursday,
Paul

12. Open the post-link click goal sequence.
13. Drag out a Delay Timer, an Email step, and connect them accordingly.
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14. Configure the Delay Timer to wait 1 day then run in the morning and rename the
Email step:

Do— (D — i

Start Wait at least 1 dayand  eBook Follow Up
then run at 9:00 AM

15. Double-click on the Email step and write a simple download follow-up. Make sure it
furthers the sales conversation, feels personal, and gives a clear next step:

Subject | some eBook, right?

Merge
HTML Plain Text
) Format Insert Snippets
Format = Trebuchet MS=| 12pt - iZ. = g=| &= Link {7l Paste as Text: Off

B|J U & Al-%-

Ll
1]
il
L[]

Good morning ~Contact.FirstName-~!

Just wanted to touch base and see what you thought about my eBook. Can
you see yourself doing that? | couldn't either, but as you know, well...

Anyway, thanks for checking it out!

| do work in the Phoenix area so if you are serious about doing this driver

thing, give me a call at 480-123-5555. | can help you get started with your
account :)

Cheers,
~Owner.FrstName-~

16. Mark the e-mail as Ready and go Back to Sequence.

17. Mark the sequence as Ready and go Back to Campaign; publish the campaign.

7@
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Part 2
1. Click on the Edit tab in the upper-left side of the page and open the Twitter goal.
2. Copy the URL provided by the Twitter goal:

Back to Campaign Accept Twitter Offer

1. Copy the following URL...

https:/fvoyicks.infusionsoft.com/app/twitter/process/fadc34cd579169daf8aaldfocb50c08c Copy

3. Login to our Twitter ads account and find Cards manager. As of writing this
book it resides in a URL that looks like: https://ads.twitter.com/
accounts/~Twitter.Hash~/cards.

4. Click on the blue Create Lead Generation card button:

W Ads  Analytics v Paul Sokolv @+ v

Creativs Coneionincrs

5. Provide a short description of the offer, the image to be used, and the call to action:

Card content Preview

Maobile Web
Short description

Paul Sokol
Download My Free eBook B il

The card for your Promoted Tweet will
Card image look something like this!

Download My Free eBook
Add image

Call to action

Please Email Me! |
Share your name and email address with Paul Sokol

(77}
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6. Add the privacy policy and fallback URL:

Privacy policy URL

our privacy policy must explain how user data is being

used

http:/f| www.paulsokol me/privacy

Card Details (Fallback) URL

hitp:/f| www.paulsokal.me

7. Inthe Data settings (optional) window, paste in the Twitter goal URL from
Infusionsoft into the Submit URL field and change the HTTP method to POST:

v Data settings (optional)

If you choose not to specify these settings, you can always download the lead data using our Download Leads
option.

Please complete the following technical settings in order for Twitter to send you users’ data when they engage

with your Lead Generation card. We recommend you read the Lead Generation card setup instructions before
filling out this section.

Submit URL

hitps:i| iitter/process/fadc34cd579169daf8aaldfheb50c98c

:

Information below will be sent to your Submit URL.

HTTP method

iGET

GET

@
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8. Give the card a name, agree to the terms, and click on Create Card:

What would you like to name your card?

Infusionsoft Cookbook Chapter 3.7

Campaign User Interface. Pages where users are asked to enter private and confidential information must use a secure processing server (https:/f)
Examples of private and confidential information include: credit card numbers, bank information, and social security numbers. Providing users with your
Privacy Policy, as well as secure server when collecting their private and confidential information will allow users to understand the conditions under which
they share their information. Specifically, they should know who is collecting their information, how it will be used. and what steps will be taken to ensure it

m

When using Twitter's Lead Generation card feature, you must include a link to your Privacy Policy directly in your card. You can add this link through the ‘—

By creating this Lead Generation card, | agree that | have read and | abide by Twitter's data use policy.

9. \Verify the card was submitted successfully on the next page. We may also wish to check
the Historical Performance view of the campaign to verify the goal was triggered.

10. Back at the main campaign dashboard, start a new Leads on Twitter campaign:

Paul Sokol + Bv

&, Export Create new campaign v

Followers

Website clicks or conversions ‘
Tweet engagements

App installs or engagements ‘

Custom

Help me choose
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11. In the Creative section, there is an option to load this Lead Generation Card:

Creative

Compose or select Tweets to promote in this campaign.

This campaign requires the use of a Lead Generation Card to generate leads.

Compose Tweets

Add image LEAD GENERATION
CARD
What is this?

= Selectcard

When a Twitter user redeems the offer from the Promoted tweet, Twitter posts their user
information directly to Infusionsoft, which triggers the offer delivery sequence.

There's more...

Remember that even though this recipe used the example of an e-book, the Twitter goal can
be used to deliver any offer. The magic is in pushing the user's e-mail into Infusionsoft and
starting some type of automation.

For maximum effectiveness, use a unique web form as the fallback URL for each Lead
Generation Card. This way, we can customize the experience and address if their device
doesn't work with the offer:

(&)
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= |
|
eBook Offer Fallback |
- |
- |
o —L — -

Tweitter eBook Offer eBook Delivery

The following is an example fallback web form:

Whoops! Looks like your device doesn't
support that kind of Twitter offer.

Doesn't mean you have to pay the price though,
share your name and email below and Il send it

to you anyway

First Mame *

Email *

| Please Email Me the eBook! |

We can also add a destination URL where the user will be directed to when they redeem
the offer:

v Destination URL settings (optional)
Adding a destination URL lets us redirect the user to your specified landing page after they submit the lead.

Destination URL

Add a Facebook custom audience pixel to your destination URL page. If someone uses
Twitter, they might also use Facebook. That would lay the groundwork for a multi-channel
social campaign.
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Point the destination URL to a hosted landing page to create a two or more step collection
process. Since the user's e-mail will not be passed to the destination URL, remember to
collect the e-mail address again on the landing page; label the e-mail field as Confirm Your
Email Address for a smoother experience:

> » @
| Both
eBook Dffer Fallback SEqUENCEs
run X
" o
E—0Q o —mpm = ==
(¥) \ @ @] @
Twitter eBook Offer \ Step 1 Abandon Step 2: Phone Collection Call Mew Lead
— - P -
eBook Delivery Download eBook eBook Follow Up

For faster implementation, connect a new Twitter goal to an existing offer sequence:

] > | o e
; == /g &

www.paulsokolme Lead Magnet Regquest Lead Magnet Delivery

Twitter Lead Magnet
Twitter Card

The download follow-up should get a conversation going and feel really personal. This tactic
alone can bubble up hot clients just because someone is paying attention to them. For

a more personal experience, the offer delivery e-mail(s) can come from the company and
the follow-up can come directly from an individual.

Not everyone is going to download the offer right away. Add extra reminder e-mails into the
miX, one at three days and then one at a week, to ensure those who are genuinely interested
don't slip through the cracks.

[
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Not every display platform shows all elements of the Lead Generation Card. Within Twitter
there are ways to view how the ads will look on different devices. At a minimum, there will
always be the image and the call to action button. Including the offer in a text overlay on the
ad image ensures all users regardless of device will see your offer.

Adding the offer itself into the Lead Generation Card's image can boost conversions. Even if
there is never a physical version, there are lots of tools out there to create a digital image of
an e-book, coupon, report, and so on. If we Google stuff like "e-book cover generator", we can
find those tools. These digital renderings can also be used in the offer delivery e-mails.

Although we can tag those who redeem the Lead Generation Card, we don't have to because
a Campaign Goal Completion report can show us all people who have submitted the form.

For a campaign template that uses the Twitter goal, download the Automate Follow Up for
Twitter Leads campaign from the Marketplace. For a recipe that delivers an offer using a web
form or landing page, see the Building a lead magnet delivery section earlier in this chapter.

Growing your social media following

In this age of technology, relationships are king. The more channels we can connect with
someone, the greater the potential for a relationship. By intentionally asking people to follow
us, we can systematically build more communication channels to the database.

For this recipe, let's pretend we want to invite people to follow us on Twitter.

Getting ready

We need to have a social profile URL and be editing a new campaign.

How to do it...

1. Drag out a new tag goal, link click goal, and one sequence.
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Connect them as shown in the following image and rename all elements for

2.
visual clarity:
oge
o —— AmAG—— E-D-E ——
Existing List Invited to Follow Invite to Follow Click to Profile
on Twitter on Twitter

3. Create a campaign link and set it as the social profile URL.

4. Create a functional tag to trigger the campaign.
5. Double-click on the tag goal and configure it for this functional tag; click on Save:

) " e@ | Configure Tag
—— - Sy This goal is achieved when any of these tags are applied:
Existing List Invited to Follo : =

on Twitter Functional - lnvite to Follow on Twitter x

Cancel

6. Open the connected sequence, drag out a new Email step, connect, and rename

it appropriately:

Start Invite to Follow
on Twitter

=
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7. Double-click on the Email step and write a simple follow request. Make sure the follow
links in the e-mail are using the social URL campaign link. For best results, thank the
person and provide a reason why they should follow us on that particular channel:

Subject: use Twitter? Merge

HTHMIL Plain Text

) Format Insert Snippets
Format = Trebuchet M3+ 12pt - | =|[i=] i= | Link i3] Paste as Text Off
=== £2 Unlink
B J U & A-%¥- =E=S=E « E=

Hey ~Contact.FirstName-,

Not sure if you use Twitter, but | do AND I'd love to connect with you there
too. Especially since | tend to post updates more often than | send emails ;)

Click Here to Follow Me On Twitter

If you don't use Twitter, that's 9& too.

Until next time,
~Owner.FirstName~

8. Mark the e-mail as Ready and go Back to Sequence.

9. Mark the sequence as Ready to go Back to Campaign.

10. Double-click on the link click goal.

11. Check the social link within the e-mail and go Back to Campaign:

Campaign Builder

Back to Campaign Click to Profile

Invite to Follow on Twitter

Invite to Follow on Twitter Hey Paul,
1 of 2 links are sefected

Not sure if you use Twitter, but | do AND I'd love to connect with you there
too. Especially since | tend to post updates more often than | send emails ;)

ECUCK Here to Follow Me On Tw1'tter1l

If you don't use Twitter, that's ok too.

Until next time,
Paul

&1
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12. Publish the campaign.

13. Apply the functional tag from other campaigns where it is appropriate to invite
someone to follow on social media.

When the functional tag is applied to a contact record, an e-mail goes out driving them to our
social profile. From there, the hope is they will add our profile. The link click goal allows us to
track engagement.

Not everyone is going to follow you right away. Add extra reminder e-mails into the mix but not
too often to avoid list burnout. Doing another reminder in one month and then three months
later is harmless. Make sure those reminders are configured in the link click goal as well so
the series stops when they click to view our social profile.

By leveraging a campaign link this will ensure that updating the social URL is easy; especially
if the link is used in multiple places. This also ensures you can copy the campaign easily for
other social channels.

Set up two versions of this recipe: one for new leads and one for new customers. This will
allow us to further target the follow request.

Add a delay timer to send during (or NOT during) normal business hours to create a more
personal experience.

Use the proper lingo for the specific channel in the e-mail's call to action (for example,
Like us on Facebook instead of Follow us on Facebook).

Build an I don't use Twitter link in the P.S. and tag those people. This creates an anti-list you
can use strategically in other places:

Existing List Invited to Follow Inwite to Follow Click to Profile
on Twitter on Twitter Series '

Doesnt Use Twitter Tag as Non-User

~[ee]
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Keep these e-mails short because they are just driving them to your social profile quickly, not
keeping them in their inbox.

Although we can tag those who click to the social profile, we don't have to because a
Campaign Goal Completion report can show us all people who have clicked. There are only
two times we would need to tag. First is, if the click will trigger some other sequence without
stopping the current one, the tag can fire a tag goal. Tagging on click is also how we can
segment a campaign based on engagement. We can configure a decision node to check for
certain tags and respond accordingly.

Adjust this recipe by using a note template at the start instead. This can be particularly effective
if using with a sales team and the e-mail comes directly from the sales representatives:

Subject: | use Twitter? Merge

HTML Plain Text

#) Format Insert Snippets

. Merge Fields

@ EEE — © Special chars

Image Table Divider

Hey ~Contact.FirstName-~,

You mentioned Twitter on the phone earlier and | wanted to let you know we
are on there as|well. Feel free to follow us, we are always posting neat stuffl

Click Here to Follow ~Company.Company~ On Twitter

If you don't use Twitter, that's gk too.

Until next time,
~Owner.FirstName~

Create a task to check and verify a follow from the link click goal. Point that task to an internal
form with a radio button to confirm whether or not that person followed. This allows us to
segment based on their social activity:

= o )ni@i o *ni-@-ﬁ EE il }nﬁ-@i

Existing List Invited to Follow Invite to Follow Click to Profile Check for Follow Social - Twitter Thanks for Following!
on Twitter on Twitter Series Follow Check

[~}

Couldn't Find Follow

7}
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See also

For a template that can be used as a starting point for this recipe, download the Grow Your
Social Following campaign from the Marketplace.

Building an inbound phone call lead capture

Having a system to reliably collect and distribute leads from inbound phone calls is critical for
a well-oiled sales machine. This is also very important for any print media where the call to
action is to call the company because it ensures easy ROl tracking.

The context behind why someone might call is important, so for this recipe let's pretend
people are calling in to schedule a free consultation from an ad.

Getting ready

The ad needs to be finished and we need to be editing a new campaign.

How to do it...

1. Drag out a new web form goal, and two sequences.

2. Connect them as shown in the following image and rename all elements for
visual clarity:

=7 . - & —— -l
@

Print Ad Lead - Print Ad Scheduled
Inbound Calls [

| »u-@-

Not Scheduled

3. Double-click on the web form icon in the lower-left corner of the web form goal to
open Goal Settings.
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4. Change the goal so it is achieved when a user submits an internal form; click on Save:

Goal Settings

This goal is achieved when a Contact...

@ Submits & Web Form hd

|3

Contact b
@ Submits a Web Form

@ Submits a Landing Page form
D ciicks a Link

m Reaches a Score

m

|- Q Purchases a Product S
User
& Completes a Task

§ Moves an Opportunity

5. Double-click on the internal form goal to edit its content.
6. Add four fields to the form:

o First Name

o Last Name

o Email

o Phone

The following screenshot shows these fields:

First Name *
Last Mame *
Email *

Phone *

7. Add a radio button for the result of the call.

]
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8. Add a Title snippet above all the fields and provide some instruction for the visitor:

Use this to track inbound phone calls
from the print ad.
First Name *

Last Name *
Email *
Phone *

Did they schedule a Yes
consultation? @ Mo

9. Click on the Draft button in the upper-right side of the page to change the form
to Ready.

10. Click on Back to Campaign in the upper-left side of the page and double-click on
the decision node to open it.

11. Configure the rules for people to go into the Scheduled sequence if Yes is selected,
and into the Not Scheduled sequence if No is selected; click on Back to Campaign
in the upper-left side of the page:

Rules for: Scheduled

if the Form Submission’s Option Did they schedule 3 consultation? - Yes  is selected
+AND
+RULE

Rules for: Not Scheduled

ifthe Form Submission’s Option Did they schedule a consultation? - Mo iss
+AND

+RULE

5]
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12. Open the Scheduled sequence, drag out a new Email step, connect, and rename
it appropriately:

- b

Start Scheduled

13. Double-click on the Email step and write a simple consultation follow-up:

Subject | Thanks! Merge
HTML Plain Text
Format Insert Snippets
Format « | Fontfamily |+ | Fontsize - Z. s g=  =a Link i3] Paste as Text Off

Ll
il
il
L[]
fil

B J|D|a A-%- “

Thanks for calling in today ~Contact.FirstMame~!
We are looking forward to seeing your for the free consultation.

Have a great ~Date.Day0OfWeek~,
~Owner.FirstName-~

14. Mark the e-mail as Ready and go Back to Sequence.

15. Mark the sequence as Ready to go Back to Campaign.

16. Open the Not Scheduled sequence, drag out a new Email step, connect, and rename
it appropriately:

-

Start Mot Scheduled

i
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17. Double-click on the Email step and write a simple follow-up e-mail thanking them:

Subject | Thanks!

HTML Plain Text

) Format Insert Snippets

Format =  Trebuchet MZ= 12pt -

11
L]
I
L]
LA
"

B |z (e A (==

]

]
i

Sorry you didn't qualify for the free consultation.

Have a great ~Date.DayOfWeek~,
~Owner.FirstName~

18. Mark the e-mail as Ready and go Back to Sequence.
19. Mark the sequence as Ready to go Back to Campaign.
20. Publish the campaign.

21. Run the ad.

When someone calls in from the ad, the phone rep fills out the Lead - Print Ad Inbound Calls.
Based on whether the caller scheduled or not, the proper automated follow-up is delivered.

This recipe can easily be modified for a variety of inbound phone call outcomes.

We can add/remove form fields based on our needs. Just remember that this form is being
used for inbound phone calls.

Use different phone numbers to track different ad versions. There are many different services
out there that provide trackable phone numbers for this purpose. If we are using trackable
phone numbers, add a lead source field to the form and create a unique lead source per
phone number. Then make sure our phone reps are properly tracking which number was used
using those lead sources. This will enable easier ROI reporting.

[
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We can add a Create Opportunity step if the inbound call is for lead generation going to
a sales representative:

-

Start Create Sales Opportunity

Sometimes we have a group of users to whom we want to distribute opportunities. In these
situations, use a round robin step first to assign an owner. Check the user guide to learn
how to set up a round robin.

- & - k3

Start Round Rokin Create Sales Opportunity

for Inside Reps
See also

For a template similar to this recipe, download the Track Inbound Phone Calls for a Free Gift
campaign from the Marketplace.

Creating a PPC lead generation funnel

Having a progressive funnel allows the hottest leads to move at their own pace while normal
leads can be nurtured and bubbled up over time. Pay Per Click (PPC) can be very expensive
but those costs can be minimized over time using a progressive funnel.

For this recipe, let's pretend we are a service-based company (like a plumbing business)
running PPC ads so people can request a service call.

Getting ready

We need to be editing a new campaign.

55}
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How to do it...

1. Drag out a new traffic source, three web form goals, and two sequences.

2. Connect them as shown in the following image and rename all elements for
visual clarity:

»E ,D-.@.- .E ,m-.@.- > ‘E r @ ‘.. ,n-.@.-

PRC Step 1: Name/Email Phone Abandon Step 2: Phone Collection Low Priority Step 3: Time of Day Preference | High Priority
Call Task Morning Call Task
|

|
> -
High Priority

Afternoon Call Task

Double-click on the Step 3: Time of Day Preference web form goal to edit its content.
Add a hidden e-mail field to the form and a radio button for call time preferences.

Click on the Submit button to change the call to action.

o o &~ W

Change the Button Label to Call Me Then! and select Center alignment; click
on Save.

7. Add a Title snippet above all the fields and provide some instruction for the visitor:

Step 3: What time do you

prefer we call you?
Hidden Figld (Emaill

® Marnings
) Afternoons

Call Me Then!

When is best to call?

8. Click on the Thank-you Page tab at the top-left of the page.

9. Remove all elements and replace with a single Title snippet with a confirmation
message for the visitor:

Success!

We will give you a call at ~Contact.Phone1~ then,
~Contact.FirstName~!

=
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10. Click the Code tab and copy the web form URL from the Use the Hosted
Version section.

11. Click on the Draft button in the upper-right side of the page to change the form
to Ready.

12. Click on Back to Campaign in the upper-left side of the page and double-click on the
decision node to open it.

13. Configure the rules for people to go into the High Priority Morning Call Task sequence
if Morning is selected and into the High Priority Afternoon Call Task sequence if
Afternoon is selected; click on Back to Campaign in the upper-left side of the page:

Rules for: High Prierity Morning Call Task

If the Form Submission’s Option When is best to call? - Mornings  is selected

+ AND

Rules for: High Priority Afterncon Call Task

if the Form Submission's Option When is best to call? - Afternocns  is selected

+ AND

14. Open the High Priority Morning Call Task sequence, drag out a new Task step,

connect, and rename it appropriately:
:r a

Start High Prigrity
Morning Call Task
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15. Double-click on the Task step and configure it accordingly. Make sure the Priority
is set to 1.Critical and the time is set for 08: 00 AM. Don't forget to merge in any
appropriate information or instructions for the end user:

Type Caill E|

Title Hot PPC Lead - ~Contact.FirstNanie | Merge

Give ~Contact.FirstMame~ a call at

- P 1~ t e
Bady Contact.Phonel~, they are a PPC lead.

Assign to Contact's owner [

Assign to (backup) Paul Soko E|

-

Days until due 0

-

Drue &t 08:00 AM E|
Priarity 1. Critical E|

16. Click on the Draft button in the upper-right side of the page to change the task
to Ready.

17. Click on Back to Sequence in the upper-left side of the page.

18. Click on the Draft button in the upper-right side of the page to change the sequence
to Ready; click on Back to Campaign in the upper-left side of the page.

19. Open the High Priority Afternoon Call Task sequence, drag out a new Task step,
connect, and rename it appropriately:

} a
Start High Prigrity
Afternocn Call Task

5]
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20. Double-click on the Task step and configure it accordingly. Make sure the Priority
is set to 1. Critical and the time is set for 01: 00 PM. Don't forget to merge in any
appropriate information or instructions for the end user:

Type Call B

Title Hot PPC Lead - ~Contact.FirstMName || Merge

Give ~Contact.FirstName~ a call at

~ P 1~ t e
Body Contact.Phonel~, they are a PPC lead.

Assign to Contact's owner |+

Assign to (backup) Paul Soko B

-

Days until due a

Due at 01:00 PM B
Priority 1. Critical B

21. Click on the Draft button in the upper-right side of the page to change the task
to Ready.

22. Click on Back to Sequence in the upper-left side of the page.

23. Click on the Draft button in the upper-right side of the page to change the sequence
to Ready; click on Back to Campaign in the upper-left side of the page.

24. Double-click on the Step 2: Phone Collection web form goal to edit its content.
25. Add a hidden e-mail field to the form and a phone field.
26. Click on the Submit button to change the call to action.

27. Change the Button Label to P1ease Call Me! and select Center alignment;
click on Save.

28. Add a Title snippet above all the fields and provide some instruction for the visitor:

Step 2: What is the best phone number

to call you?
Hidden Field (Email)

My Best Phone # Is: *

| Please call Me! |

o7}
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29. Click on the Thank-you Page tab at the top-left of the page.

30. Change the Thank-you Page to Display dropdown to Web address, paste in the
URL of the third web form we copied in Step 10, and make sure the Pass contact's
information to the thank-you page box is checked:

Design Thank-you Page Settings Code

Thank-you Page to Display 2

Web address B

|Redirect to thank-you page 2
This option is onhy applicable when pasting the JavaScript Snippet code onto your site. All other methods (HTML & Hosted) will redirect to 3 stand-alone thank-you page.
URL:

https:fivoyicks infusionsoft.com/app/form/9a3be15e15c785b5acaiseb2d02525f2
7| Pass contacts information to the thank-you page @

31. Click on the Code tab and copy the web form URL from the 'Use the Hosted
Version' section.

32. Click on the Draft button in the upper-right side of the page to change the form
to Ready.

33. Click on Back to Campaign in the upper-left side of the page.

34. Open the Priority Call Task sequence, drag out a Delay Timer, and set it to
Wait at least 15 minutes and then run between 12:00 AM - 11:45 PM.

35. Drag out a new Task step, connect, and rename it appropriately:

~—
g dv

Start Wait at least 15 minutes Low Priority
and then run between Call Task

12:00 AM - 11:45 PM

36. Double click the Task step and configure it accordingly. Make sure the Priority is set
to 2. Essential. Don't forget to merge in any appropriate information or instructions
for the end user:

5]
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38.
39.

40.
41.
42,
43.

44,
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Type Call E|

Title PPC Lead - ~Contact.FirstMame~ Merge

Give ~Contact.FirstMame~ a call at

~ p 1~ t &
Body Contact.Phonel~, they are a PPC lead.

Assign to Contact's owner [f

Assign to {backup) Paul Soko E|
Days until due 0 -

Due at Flease select one E|
Priority 2. Essentia E|

Click on the Draft button in the upper-right side of the page to change the task
to Ready.

Click on Back to Sequence in the upper-left side of the page.

Click on the Draft button in the upper-right side of the page to change the sequence
to Ready; click on Back to Campaign in the upper-left side of the page.

Double-click on the Step 1: Name/Email web form goal to edit its content.
Add a first name field to the form and an e-mail field.
Click on the Submit button to change the call to action.

Change the Button Label to Proceed to Step 2: Scheduling and select
Center alighment; click on Save.

Add a Title snippet, a Divider, and another Title snippet above all the fields and
provide the offer and redemption text:

Get Started On Your Service Call Now!

Step 1: How can we reach you by email?
First Name *

Email *

Proceed to Step 2: Scheduling
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45. Click on the Thank-you Page tab at the top-left of the page.

46. Change the Thank-you Page to Display dropdown to Web address, paste in the URL
of the second web form we copied in Step 31, and make sure the Pass contact's
information to the thank-you page box is checked:

Design Thank-you Page Settings Code

k)

Thank-you Page to Display

Web address El

&/ |Redirect to thank-you page ‘2
This aption is onty applicable when pasting the JavaScript Snippet code onto your site. All other methods (HTML & Hosted) will redirect to 3 stand-aslone thank-you page.|
URL:

https:/ivoyicks.infusionsoft.com/app/form/18876eae4ea9652f9189d19393630bb5
| Pass contact's information to the thank-you page &

47. Click on the Draft button in the upper-right side of the page to change the form
to Ready.

48. Click on Back to Campaign in the upper-left side of the page.
49. Publish the campaign.

50. After publishing, click on the Edit tab and double-click on into the Phone
Abandon sequence.

51. Drag out a Delay Timer and set it to Wait at least 15 minutes and then run between
12:00 AM - 11:45 PM.

52. Drag out a new Email step, connect, and rename it appropriately:

> o ><

Start Wait at least 15 minutes Phone Abandon
and then run between
12:00 AN - 11:45 PR

53. Double click the Email step and drive the reader back to the Step 2 form.

100
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54. Make sure the link is using a hosted web form link:

55.

56.
57.

58.
59.

Subject | h. ey
HTML Plain Text
) Format Insert
Format = | Trebuchet MZ = | 12pt -

B|Js U || A- %~

il

Hey ~Contact.FirstName~,

to call you.

Snippets

e

Are you still interested in a service call? If so, | need to know the best number

Could you please dick here and share your phone number?

Merge

&2 Link i3] Paste as Text Off

Have a great ~Date.DayOfWeek~,
~Owner.FirstName~

U give you a call ASAP as soon as that happens :)

Link Options

Link za: Hosted web form

Step 2: Phone Caollection

B[k

Click on the Draft button in the upper-right side of the page to change the e-mail

to Ready.

Click on Back to Sequence in the upper-left side of the page.

Click on the Draft button in the upper-right side of the page to change the sequence
to Ready; click on Back to Campaign in the upper-left side of the page.

Publish the campaign.

Run the PPC ads to a landing page that uses that web form OR drive traffic directly to

the hosted version.
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When someone clicks through the PPC ad, they can begin requesting a service call by
submitting their name and e-mail. The next page asks for their phone number and the last
page asks for their time of day preference. When someone goes through all three steps, a
higher-priority task is created to show up on the calendar at either 8 am or 1 pm. If someone
only provides a phone number, a task is created to call them. If someone doesn't submit their
phone number initially, in 15 minutes a reminder e-mail automatically goes out driving them
back to share their phone number.

There's more...

Although this recipe is functional, in real life we would intentionally design all forms/steps to
match the brand and voice. Especially when it comes to a PPC ad, the look and feel of the ad
image must match the first step's look and feel for optimal conversions. The visitor should
have no doubt they are in the right place after clicking.

We built backwards in this recipe to minimize clicking back and forth between web forms.

Don't leave a dead end on the Step 3 thank-you page. This can easily be extended to an
order form for a one-time offer, a social media nudge, or something like a newsletter opt-in.

We can add/remove form fields based on our needs but the first step should always just
collect a name and e-mail as this is the minimum required for follow-up. We can collect all
the other information we want in future forms. If anything, we can add a third question on
the first step that begins segmenting the visitor, such as the service type request.

Track PPC and ROI by appending ?inf field LeadSourcelId=xxx tothe end of the Step
1 form URL and adding a hidden lead source field; where xxx is the lead source ID for the
specific ad. This only works with the JavaScript or hosted version of the form because the
auto-populating code using URL queries is present in those versions.

Setting up web analytics

Infusionsoft has some built-in web tracking that creates anonymous visitor profiles per

device. When someone opts in through a web form, if there is a visitor profile for that device,
Infusionsoft will merge their visitor activity into the contact record. This allows us to dig deeper
into the browsing behavior of our database.

This recipe shows how to find the web analytics tracking code so it can be placed on
your website(s).

Getting ready

We need to be logged in to Infusionsoft and inside a specific account.
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1. Hover over the Infusionsoft symbol in the upper-left side of the page, navigate to the

Marketing column, and click on Lead Generation:

Q * Find a contact...

My Nav CRM Marketing E-Commerce Admin

Contacts Contacts Campaign Builder E-Commerce Setup Branding Center
Campaign Builder Companies Email & Broadcasts Orders Infusionsoft Account
Email & Broadcasts Opportunities Products Users

Legacy Referral Partners Templates Actions Import Data
Templates Visitors Legacy Promotions Data Cleanup
Opportunities Legacy

Edit Reports Settings Reports Settings Reports Settings Reports Settings

Wi

lates

2. Inthe Web Tracking section, click on Web Analytics:

(%) Lead Generation

Web Tracking

e Web Analytics
Visitors

3. Click on the green Get Tracking Code button to display the web analytics tracking code:

(@) Web Analytics

Get Tracking Code

Paste this code on your site
Copy the following code, then paste it onto every page you want to track immediately before the closing body tag.

ks.infusionsoft.com/app/webTracking
1a4bb726f600f3fBae™></script>

<script type="te
/getTrackingCo

vascript” sre="http:
trackingld=bcOb576fb049

Meed more

infa?

4. Copy and paste this code into the header of any page(s) we want Infusionsoft to track.




Attracting Leads and Building Your List

When the tracking script is loaded on our website, Infusionsoft creates a visitor record and if
someone opts in, that record is merged with the contact record.

There's more...

On the Web Analytics page is a visual report for web tracking that can be broken down based
on page views, contacts, and so on.




Selling Products Online
and Getting Paid

In this chapter, we will cover the following topics:

» Setting up your merchant account

» Creating products and subscriptions

» Building order forms

» Implementing an automated cart abandon follow-up
» Collecting failed automated billing attempts

» Creating a one-click upsell

» Building a one-click upsell or downsell chain

Introduction

The second phase of Lifecycle Marketing is Sell. This chapter concerns itself with different
tactics to sell products and collect payments online.

Setting up your merchant account

The best way to collect payment for our goods and services using Infusionsoft is to connect
a merchant account, so we can accept credit cards.

There are many different providers in the world, and Infusionsoft works with a handful of
them. The setup is similar for all providers, and the only difference is the specific credentials
each one uses. After completing this recipe, we will be able to collect payment through

the shopping cart and order forms.
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Getting ready

We need to be logged in to Infusionsoft and inside a specific account.

How to do it...

1. Hover over the Infusionsoft symbol in the upper-left corner of the page, navigate to
the E-Commerce column, and click on Settings:

Q ¥ Find a contact...

My Nav CRM Marketing E-Commerce Admin

Contacts Contacts Campaign Builder E-Commerce Setup Eranding Center intes
Campaign Builder Companies Email & Broadcasts Orders Infusionsoft Account

Email & Broadcasts Opportunities Lead Generation Products Users

Legacy Referral Partners Templates Actions Import Data

Templates Visitors Legacy Promations Data Cleanup

Opportunities Legacy

Edit Reports | Settings Reports Settings Reports Settings Reports Settings

2. Click on Merchant Accounts in the menu on the left-hand side:

£+ Product

;.:’-5 Order Settings

Crders
Billing Automation

5ales Tax

E5 Payment Processing

Merchant Accounts

B Fulfilment

Fulfilment Reports
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3. Select your merchant account provider from the dropdown to the right of the page;
this will open a pop-up window:

Add Merchant Account B

Add Merchant Account

PowerPay

Easy Pay Direct

First Data e4 Gateway

Authorize NET

Authorize.MET {Card Present Method)
Beanstream

CartConnect

DP%

EwWay

Internet Secure [Authorize Emulation)
Moneris

Network Merchants

Sagepay (Protx)

USA EPay

‘WorldPay

4. Input your account credentials and click on Save:

@ Manage Authorize.NET Account - Mozilla Firefox

Name

Login ID
Transaction Key
Test Mode

Send Transaction Email

& https://voyicks.infusionsoft.com/MerchantAccount/manageMerchantAccount jspiview=adi

Manage Authorize.NET Account

Authorize NET Account Information

Voyicks Merchant 8]
voyicks
123456abcdef

Test Mode El

ves © No @
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5. Hover over the Infusionsoft symbol in the upper-left corner of the page, navigate to
the E-=Commerce column, and click on E-Commerce Setup:

Q, v Findacon
My Nav CRM Marketing E-Commerce Admin
Contacts Caontacts Campaign Builder E-Commerce Setup Branding Center
Campaign Builder Companies Email & Broadcasts Orders Infusionsoft Account
Email & Broadcasts Opportunities Lead Generation Products Users
Legacy Referral Partners Templates Actions Import Data
Templates Visitors Legacy Promotions Data Cleanup
Opportunities Legacy
Edit Reports Settings Reports Settings Reports | Settings Reports | Settings

6. Inthe Payment section, click on Payment Types:

((@ Payment
Payment Types
Receipts
Payment Plans

7. Check the box next to Process Credit Card Payments, as follows:

E Payment Typeg « Back to E-Commerce Setup

Select how you will collect payment from customers.

[Tl Process Credit Card Payments

Allow your customers to pay with credit cards (requires a payment gateway).
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8. Select the merchant account we set up earlier from the dropdown and click on the
green Save button in the lower-right corner of the page:

Process Credit Card Payments

Merchant account to use:

Please select one E| Edit... Add new...

[ Please select one
¢ TEST MERCHANT ACCOUNT (DO NOT USE)
Voyicks Merchant

Discover
MasterCard
Viza

When someone checks out using the shopping cart or an order form using this account, the
merchant account will process their credit card payment.

Remember to switch to Live Mode when we are done testing and want to begin transacting
real currency.

It is recommended that you test the account credentials after step 4 by clicking on Click Here
in the Test account column; this opens a pop-up window. This function attempts to charge a
valid credit card 1 penny and then refund 1 penny. A success or fail message will be shown

to indicate a proper setup: Please note that not all merchant types support this small a test
transaction, so this function may fail even with the proper credentials. In this case, running a
test order for $1 should do the trick to test a proper setup:

[Edit] Voyicks Merchant Authorize 0 Click Here
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We can change the currency type by going to the same menu as we did in step 2 and selecting
Orders. There is a Billing section where we can choose the local currency. This controls
which currency symbol is displayed inside the application:

£+ Orders

sf= Order Settings Countries

Product Default Country: | United States E|

I nvoice

Eilling Automation

Default Order Invoice Template: | Use default termplate E| Edit Add
Sales Tax
Default Subscription Invoice Template: Use default template E| Edit Add
B Payment Processing Invoice Tax Label @
Merchant Accounts Default From Address:
Default Email Subject
E2 Fulfilment
Defauit Email Body:
Fulfillment Reports
Please select a currency locale:
Euro
Pounds
Rands Ee notifications.
Australian Dollars
Bl”lﬂg ‘Canadian Dollars
MNew Zealand Dollars
Currency Locale: | US Dollars B

See Infusionsoft's Help Center for provider-specific setup instructions.

We can only use one merchant account with the shopping cart, but order forms can
select which merchant account to use. This means multiple order forms can use multiple
merchant accounts.

Certain merchant accounts have a Transactional Email setting. Transactional e-mail means
it will send the receipt version of each payment via e-mail from the merchant. These e-mails
are often plain text and visually boring.

We can also set up a PayPal account from the same screen we used in step 7.
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Infusionsoft has its own payment gateway, which is fast and easy to set up from the same
screen we used in step 7.

E Payment Types « Back to E-Commerce Setup

Select how you will collect payrment from customers.

¥ & Payments

Start accepting credit cards today Sign up now
Fast setup in 10 minutes or less! To sign up, selectthe email address of
your financial administrator
Simple, transparent pricing
A stress-free experience from setup to support j

[ Getstared |

Learn mare

Creating products and subscriptions

Now that our merchant account is set up, we can lay the foundation for the different types of
selling available. Whether we are selling products through the shopping cart, order forms, or
opportunities, having the products and/or subscriptions configured unlocks the selling power
of Infusionsoft.

This recipe has two versions. The first version is for a single purchase product such as
a consumable, a one-off service, or a digital asset. The second version is for a recurring
purchase product such as a program subscription or monthly service.

Getting ready

We need to be logged in to Infusionsoft and inside a specific account.

How to do it...

1. Hover over the Infusionsoft symbol in the upper-left corner of the page, navigate to
the E-Commerce column, and click on Products.
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2. Click on the green Add a Product button in the upper-right corner of the page:

« Back to E-Commerce Setup Add a Product
1-11 of 11 50 B per page Actions v
El ]
Image Product name Sku Price Delete
Sokol Widget 2.0 $100.00 Delete

3. Give the product/subscription a name, keep the product type as Product, and click
on Save:

Add a Product

Preduct Name: | Infusionsoft Cookbook

Product Type: | iProduct B

The single purchase version of this recipe
1. Add a short description and a price:

Product Information Subscription Plans Product Image Product Options Product Inventory Links
Product Name: | Infusionsoft Cookbook Status: | Active E|
Product Type: | Product E| Price: |4.97
Short Description: | An exhaustive effort to empower Cost: | 0.00

Infusionsoft mastery.
SKU:
Max 250 Characters. This description
appears on quotes, order forms and
shopping cart.

2. Scroll to the bottom of the page and click on Save.
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The recurring purchase version of this recipe
1. Add a short description and set the price as the subscription price.

2. Click on the Subscription Plans tab, check the Subscription Only box,
and click on the green Save button at the bottom of the page:

Product Information Subscription Plans Product Image Product Options

Subscription Onby: &

Bill Every: Week E|
# of Cycles:
Plan Price: @
Add
Active Bill Every # of Cycles Plan Price

Ma results to display.

Save & Search Delete

3. After the page reloads, click on the Subscription Plans tab again and set the
subscription terms:

Product Information Subscription Plans Product Image Product Options

Subscription Only: ¥
Bill Every: 1 Manth E|
#ofCycles: 0
Plan Price: | 4.97 @

Add
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4. Click on Add, and once the plan displays at the bottom of the page, click on the
green Save button:

Active Bill Every # of Cycles Plan Price Delete Order

174 maonth 0 $4.97 Delete »

m Save & Search Delete

Anytime an order is created inside Infusionsoft, manual or automated, the line items for the
purchase can make use of these different products.

There's more...

Setting the subscription cycles to 0 means there is no end date for the subscription;
it will bill the customer until they cancel.

We can turn on inventory tracking and notifications in the main E-=Commerce | Settings menu:

E-Commerce Setup Orders v Products v Actions v Promotions Legacy v Reports + Settings
¥ Product
;) . P
== Order Settings Products and Subscription Plans
Run Purchase Actions On All Orders: Yes @ No ©
Orders
Product

Billing Automation . .
Track Inventory? Yes @ No ©

Sales Tax
Track Product Unit Cost? Yes @ No ©

B Payment Processing Promo Codes: | test

WIDGET20
Merchant Accounts

B2 rulfillment

Fulfillment Reports
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This setting enables a tab on products where we can set inventory levels and a low
inventory notification:

Product Information Subscription Plans Product Image Product Options Product Inventory Links

Add Inventory Adjustment

Current Quantity: 0

Type: | Increase E|
Quantity:
Adjust
Notification
Notify this Email:
Motify Limit: | 0
Update

Save & Search Delete

While we don't have to use products/subscriptions for manually created orders, in doing so,
it also empowers per-product reporting and helps standardize our offerings. It also saves the
end user time while creating the order's line items.

This recipe gives us a bare-bones product that can be used in an order form or the shopping
cart. For a better customer experience, add a product image. These show up on order forms
and in various places around the shopping cart:

Product Information Subscription Plans Product Image Product Options Product Inventory Links

Shopping Cart Images

Large Version Product Grid Version Upsell Version Cart Version

Browse Upload

Recommended size for images is at least 340px wide or 100KB, and must not exceed 3MB.
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The long description of a product is only relevant if we are using the shopping cart function;
order forms do not display this information.

Certain products may have different options that can be configured by the customer, for
example, the text for a personalized monogram. There are two types of product options: fixed
and typed. The first type is an option with fixed selections such as the size of a shirt. The
second type is text like the previous monogram example. We can have no more than three
options per product.

Product options should only be used on shopping carts as a customer
i cannot select product options on an order form.

The following screenshot shows the various constraints for fixed product options:

Manage Product Option

Note: The following Product Option will only appear in the Store
Shopping Cart.

Product Option Attributes
Name:| ook Edition ®
Option Type: Selected from a fixed list E|

Yes E|

Required:

Create a New “Book Edition” Option Value

Value Name:
Code:
Price Adjustment:

9@ Add to original price
! Subtract from original price

Add

Book Edition Option Values

Name Code Price Adjustment Options
Softcover soft Delete v
Hardcover hard + £5.00 Delete A
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For typed product options, there is a significant amount of constraints that can be imposed to
ensure proper submission types:

Manage Product Option

Mote: The following Product Option will only appear in the Store
Shopping Cart.

Product Option Attributes
Name: 4y tographed to: E

Option Type: Option is typed by the end-user E|
Required:| \__ E|

Variable Settings

Minimum Characters: 0

Maximum 0
Characters:

Can Contain Spaces: yas (0 Ng @

Can only start with: | aer [
Number [

Can only end with: | ayper [T
Number [C]

Can only contain: | errer [
Number ]

Error Message:

Test (SaveFirst):

Categories are helpful to organize the storefront. They can also be used for discount promotions.

If we want to hide certain products from the shopping cart, because those products are only
sold on an order form, we can hide a product from the product listings using the shopping cart
options in the Product Information tab:

Categories:

+ Check All X Uncheck All Shipping:
Weight:
|:| Main Product Category Taxable:
O Category A Cart Options:

] Voyicks

Add

No
0.0

Edit

H
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Clicking on the Edit button displays a menu where you can choose to hide this product listing
from the storefront by checking the Is hidden in cart checkbox:

Cart Options

Is hidden in cart: [V

We can sell as a single-serve product or subscription using one listing; simply configure both
those elements of the product. For example, the full price of a product can be $100 or there
could be a two-month subscription for $50. This is similar in function to a payment plan, but
there are some technical differences. Using a subscription version of a product as a payment
plan will create multiple order records; one for each time a payment of the plan is charged.
Using a formal pay plan will keep the product in one order. One final consideration when
choosing between the two: a payment plan can natively bake in a finance charge, whereas this
would have to be calculated and added to each cycle in a subscription version of a product.

We can have more than one subscription type per product (for example, annual or monthly).
In that case, we set the price on the Product Information tab as what will be displayed in
the storefront for the product.

Building order forms

An order form is a special type of web form that collects credit card information securely
and, in most cases, processes a payment.

This recipe has two parts. First, we are going to create a theme for our order form. The
theme is the visual skin of the order form. Next, we are going to create an order form
using this theme.

Getting ready

We need to be logged in to Infusionsoft and inside a specific account. This recipe assumes
that a merchant account has already been connected.
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How to do it...

Part 1 - creating the order form theme
1. Hover over the Infusionsoft symbol in the upper-left part of the page, navigate to
the E-Commerce column, and click on E-=Commerce Setup, as shown in the
following image:

My Nav CRM Marketing E-Commerce Admin

Contacts Contacts Campaign Builder E-Commerce Setup Branding Center
Campaign Builder Companies Email & Broadcasts Orders Infusionsoft Account
Email & Broadcasts Qpportunities Lead Generation Products Users

Legacy Referral Partners Templates Actions Import Data
Templates Visitors Legacy Promotions Data Cleanup
Opportunities Legacy

Edit Reports Settings Reports Settings Reports Settings Reports Settings

2. Inthe Design section, click on Order Form Themes:

— .

a Design

Shopping Cart Themes
Order Form Themes

3. Click on the green Create a New Theme button.
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4. Select the One Column layout and click on Use This theme next to the starting theme
we want to use; this will display a pop-up menu:

@ Order F[:]]"m Themeg « Back to Qrder Form Themes

Choose a layout

@ &

One Column Twa Column

Choose a Theme

(Cuslorn Jees (uslom. Jees

= | B=

ey s — ) —

Basic Grey Use this theme Basic Blue Use this theme

5. Give the new theme a name and click on Save:

| Choose a name for your custom theme

| Mame: Infusionsoft Cookbook Theme

Y]
bt 6 L\ B e I

Cancel
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6. Click on the Edit button to update the default company image:

Chapter 4

Images HTML Areas

Common Areas
Company Logo Top Banner

Labels Edit C55

Custom [ees

Delete

Edit

7. Click on Browse to upload the company logo and then click on the green Save button:

Edit Image

Browse

Part 2 - building the order form
1. Hover over the Infusionsoft symbol in the upper-left corner of the page, navigate to

the E-=Commerce column, and click on E-Commerce Setup.

2. Inthe Checkout section, click on Order Forms:

Checkout

shopping Cart Settings
Order Forms

3. Click on the green Create New button in the upper-right corner of the page:

Order Forms

Main Search

« Back to E-Commerce Setup

Search
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4. Give the order form a name and click on the green Save button:

Add Order Form

Mame: | Infusionsoft Cookbook Order Form

5. Place your cursor in the Product section and begin typing the product name you wish
to sell on this order form:

@ Infusionsoft Cookbook Order Form

Add Products Theme HTML Areas Thank You Page

Add Products

Product | infusionsoft x

Infusionsoft

6. Click on the product name to select it and then click on the green Add Product
button. This will add it to the Products on this Order Forms section at the bottom of
the page:

Add Products

Product | Infusicnsoft Cool kbooki W

7. Click on the Theme tab at the top of the page.
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8. Scroll down and click on Make Active on the theme we want to use:

(Custorm. Jees

Infusionsoft Co... Make Active

9. Click on the Thank-you Page tab at the top of the page.

10. Configure a confirmation message a customer will see upon successful order

and click on the green Save button:

Add Products Theme HTML Areas Thank You Page Seftings Links
Thank You Page to Display @
Thank You Page |z|
Format Insert Snippets
Format + Fontfamily ~  Fontsize N i= = Link i3 Pasteas Text:Off  j§ Find
— Unlink Az
B J U & A-¥- = === « = J 2 Fnd & Replace

Thanks for ordering the book ~Contact.FirstName~!

We wil ship it to you ASAP

Layout & Style

11. Click on the Settings tab at the top of the page.
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12. In the Notifications section, check the box and enter an e-mail address that will
receive successful order notifications; click on the green Save button at the bottom
of the page, as shown in the following image:

Add Products Theme HTHL Areas Thank You Page Settings

Order Form Name

Qrder Form Mame

Infusionsoft Cookbook Order Form

Merchant Account

Merchant Account

Use the shopping cart's mercha... E|

Check For Duplicates

Check for duplicate contact records using...
Check using the person's first 0. |E|

Notifications

Notify me by email when someone places an order

pauI.SOkDI@infusionsof—..ccml

13. Click on the Links tab at the top of the page to get the order form's URL.

When someone visits the order form and submits with correct billing information, a contact
record is created with an order associated to the product(s) being sold and any relevant
payments are attempted.

There's more...

We can save time in the future by starting at part 2 and using the previously created theme.

Certain order form themes support PayPal as well.
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In part 1, we can preview the theme by hovering over the listing and clicking to preview:

'q_.-llil‘i L} F -e.'. IE'.
Infusionsoft Co... Use Theme

D)

Edit

Selecting a two-column layout in part 1 enables another custom HTML area to the right of

the main order form themes.

If we are comfortable with CSS, we can heavily customize the order form's theme by using the

Edit CSS tab in the theme setup:

[$¢] Infusionsoft Cookbook Theme «Back to Order Form Themes

Images HTML Areas Labels Edit (55

Appearance C55:

contains the costmetic propertie
3, colors, background image

NOTE: Ther
because th
these by di

2l classes that are not listed here
LEer ¥ have no attributes. You can locate
ding and using Firebug.

/*@import url{https://fonts.googleapis.com/css?family=CpentSans:400,700);
This is the correct location for import, remove import link in layout.css when
“r
body, td {
font: 15px/1.5 'Open Sans', Helvetica, Arisl, sans-serif;

color: #2225

img, img a {
border: 0 none;

ready

m
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There is a setting on the order form to prevent people from adjusting item quantities.
This can be useful while selling bundles or products that don't make sense to be sold in
multiple quantities:

Products on this order form
Name Price Type Label Quantity Remove

Infusionsoft Cookbook 497 Sell as a one-time product only Infusionsoft Cookbaak 1 Remove

[ Don't aliow my customers to change the quantity

Delete Preview

There is an option in the Settings tab to disable promo codes on the order form. This can
allow us to prevent shopping cart promo codes from being used where they shouldn't be.

In the Settings tab, we can explicitly tell an order form to use a particular merchant account.
By default, the shopping cart's configured merchant account is used.

The custom header HTML area of an order form is useful for holding the sales copy. This way,
the order form can operate as a sales page in addition to the point of sale:

Infusionsoft Cookbook Order Form « Back to Order Form List
Add Products Theme HTML Areas Thank You Page Settings Links

Commeon Areas
Custom Header

Preview
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Any purchase goals associated with products being sold on the order form will be triggered
upon successful purchase. This is how we can do automated follow-up based on the
product purchase.

To connect a merchant account, see the Setting up your merchant account recipe earlier in
this chapter.

Implementing an automated cart abandon

follow-up

When selling products online, people may fall out during the checkout process and not
complete their order. This is just something that comes with the territory, which is similar
to the fact that people will unsubscribe from your lists occasionally.

By implementing an automated follow-up when people fail to complete their purchase,
we can recoup sales that would have otherwise never occurred.

Getting ready

We need to edit a campaign that is driving traffic to a live order form for a purchase.

In the context of this recipe, we are assuming that the campaign model starts off looking
like this:

oA

—*Di-@-i —rQ"E —*ni-@-i

Main Sales Sequence Purchase Widget A Widget A
Customer Welcome
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How to do it...

1. Drag out a new link click goal, sequence it, and connect/rename it, as shown here:

— - —— - o — > -
(] (] = (]
Main Sales Sequence Click to Widget A Cart Abandon Purchase Widget A Widget A

Widget A Customer Welcome
Order Form

2. Double-click on the link click goal and select all links in all sales e-mails that are
pointing to the order form; click on Back to Campaign:

Back to Campaign Click to Widget A Order Form

Main Sales Sequence

Having trouble viewing this email?

Sales Email #1

1 of 1 links are selected

Sales Email #2 |n—£| I_l.:.'_i!'\r'\!‘_"‘[* :

0 of 0 links are selected P £
Sees Emai 43 Success Loach Mai

0 of 0 links are selected

Hello Paul,

Pretend this is a sales email and this paragraph is sales copy.

Now, pretend that this isEme fink to the order form for Widget .né

3. Double-click into the cart abandon sequence and connect a Timer and Email step,
as shown here:

Start Wait at least 10 minutes Widget A Abandon
and then run on a weekday
between 8:00 AM - 5:00
PM
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4. Double-click on the Email step and write a message to recover the sale:

Subject: everything ok?

HTML Plain Ted

) Format Insert Snippets

Format = Trehuchet W:=  12pt = 3= =||i= = = = Link
nlink

L]
L]

B J U & A-%- == E=:
Hey ~Contact.Firsthame-,

Wanted to see if you had any questions about Widget A,
Just hit reply and let me know!

Have a great ~Date.DayOfifaek-,
~Owner Firsthame-

P.5. You can complete your purchase here

5. Mark the e-mail as Ready and click on Back to Sequence in the upper-left corner
of the page.

6. Mark the sequence as Ready and click on Back to Campaign in the upper-left
corner of the page.

7. Publish the campaign.

When someone clicks the order form from any of the sales e-mails, the link click goal sees
this behavior and adds them to the abandon sequence. If the purchase doesn't come through
before the timer, the recovery e-mail is delivered.




Selling Products Online and Getting Paid

There's more...

If we want to implement a cart abandon follow-up without stopping the primary sequence,
we can autotag on a link click and use that to trigger the cart abandon follow-up:

== > @j; > |

Clicks to Order Click to Widget & Cart Abandon
Faorm in kelow sequence Wiclget & I
Order Form
> - —
(o] 2 °
Main Sales Sequence Purchaze Widget 2,

We can add extra e-mails to the abandon sequence if we want to extend the recovery process.
In these e-mails, we can address common objections, add extra purchase bonuses, deliver
a discount code, and so on.

While the recovery e-mail is automated, for best results, it shouldn't feel automated. Rather,
it should "just happen" to show up at the perfect time. It is recommended to encourage people
to reply, so we can close the sale individually for those who bubble up.

For a template similar to this recipe, download the Turn Abandoned Carts into Sales
campaign from the Marketplace.

Collecting failed automated billing attempts

When using payment plans or selling subscriptions, it is critical to have a failed billing recovery
process in place to ensure that money isn't slipping through the cracks.

Infusionsoft has billing triggers available that can automate based on a failed payment
attempt to streamline this process.

Getting ready

We need to be logged in to Infusionsoft and inside a specific account.
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How to do it...

1. Hover over the main navigation menu and go to E-Commerce | Settings:

My Mav CRM Marketing E-Commerce
Contacts Contacts Carmpaign Builder E-Commerce Setup
Campaign Builder Companies Email & Broadcasts Orders

Ernail & Broadcasts Opportunities Lead Generation Products

Legacy Referral Partners Templates Actions

Termplates Wisitors Legacy Promotions
Opportunities Legacy

Edit Reports Settings Reports Settings Reports Settings

2. Click on Billing Automation in the menu on the left-hand side:

£+ Product

5?5 Order Settings
QOrders
Billing Autamation

Salas Tax

3. Using the Triggers (by type) drop-down menu, select When a credit card autocharge
attempt is made and click on Add Trigger; this will open a pop-up window, as follows:

Trig_gerg [by type] iChoose Trigger Type j Add Trigger

Choose Trigger Type
When & credit card autoc i —

5 -'WWhen an autacharge fai

When a credit card autocharge attempt is made
When a credit card is going to expire fons
After @ successful purchase in the shopping cart or on an arder farm

¥hen s credit card s goin
When a card of type Any Type’ expires today

Actions

After & successful purchase in the shoppling cart or on &n order form
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4. Configure the trigger as follows:
o Set the When an autocharge option to Fails
o Inthe And this is option, check the LAST failure

o Also, select the product we want to recover payment on

£ Manage Trigger
Set Trigger Criteria @
When an auto charge Fails j and the order contains any of these products: -
{leave blank to fire for any product) I~ 5100 Block
And this s -
¥ the LAST failure {Max Retry reach 7 1 Hr. Webwork
I the FIRST failure far the invaoice [ Epic Poster
I Failure #2 ¥ Infusionsoft Cookboak
I Failure #3 ™ One of a kind
I Failure #4 [ one of a kind - Every month
I Failure #5 I Pocket Radar
I Failure #6 - I quarterty test _lj
< | B A 8

5. Inthe Actions section mentioned later, add an action to apply a failed billing tag
that is specific to the product we want to recover payment on:

Actions

Apply 1 tag Edit x
# |Infusion=oft Cookbook Payment Fail

Click on Save Trigger.
7. Go to the Campaign Builder and add a new campaign.

Drag out a tag goal, note the template goal, and a sequence; connect as seen in the
following image and rename accordingly:

- ,@6 »D-Q- JE

Exizting List Failed Infuzionsoft Failed Billing Task ADMIN - Failed Infusionsoft
Cookbook Billing Cookbook Billing Recovered

132




Chapter 4

9. Double-click on the tag goal and configure it for the tag we applied in the billing
trigger; click on Save:

Configure Tag

This goal is achieved when any of these tags are applied:

Functional -= Infusionsoft Cookbook Payment Fail x

10. Double-click on the note template and configure Description and Creation Notes;

click on Save:
. I
Configure Note Template i
Adtion Type Other j
Description Failed Cookbook Payrnent Recowve

Their payment for the

Creation Imfusionsoft Cookbook failed and
Maotes

we recovered,
User The logged-in User j
Nitify

Cancel

11. Double-click into the sequence, drag out a Tag step, a Task step, and connect as
shown in the following image; rename accordingly:

K%

Start Apply Otags Failed Billing Tazk

vww allitebooks.conl
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12. Double-click on the Tag step and configure it to remove the tag, which starts this
recovery campaign; click on Save:

Configure Tag
o Apply & Remave

Functional -= Infusionsoft Cookbook x
Fayment Fail

Cancel

13. Double-click on the Task step and configure with instructions to recover the payment.
Make sure that the exact name of the note template is present in the task body:

Type call j

Title FAILED PAYMEMT - ~Contact.First! | Merge

~Contact.Firstharne~ ~Contact.Lasthame~'s
recent payment for the Infusionsoft
Cookbook has failed, Call them at
~Contact.Phonel~ and collect payment.

Body Wyhen you have successfully recovered this
payrnent, apply the "ADMIM - Failed
Infusionsoft Cookbook Billing Recovered"
Maote Template to their contact record,

Assign to Contact's owner r

Assign tothackuph Paul Sokol j
Days until due 0 :

Due at Please select one j
Priority 1. Critical j

14. Mark the task as Ready and click on Back to Sequence on the upper-left side of
the page.

15. Mark the sequence as Ready and click on Back to Campaign on the upper-left
side of the page.

16. Publish the campaign.
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If the last payment attempt for the product fails, the billing automation trigger will apply the
campaign tag, which creates a task for a user to recover the payment. The note template
makes it easy to report on which payments are being recovered.

We can add a failed payment notification e-mail into the recovery sequence to let the
customer know about the situation and to expect a phone call.

While this recipe assumes that the final payment attempt has failed, we can easily create
a unique billing fail tag for each attempt and build a cascading structure to try and recover
each failed attempt. This can provide further insight into the effectiveness of our

recovery process:

i ‘@ - ’D-e- ,@6 ,D-@- ’Qe ‘D-g- "_-f;’

Existing List Failed Infusionsoft Failed Biling #1 Task Failed Infusionsoft Failed Biling #2 Task Failed Infusionsoft Failec Biling #3 Task ADMIM - Failed Infusionsoft
Ciokbook Billing #1 Conkbook Billing #2 Cookbook Biling #3 Cookbook Biling Recoversd

We can also set up a billing trigger for when a payment is successful and when the previous
attempt failed. This can save man-hours in the instances where a card fails and then it
becomes successful on future attempts:

£+ Manage Trigger
Set Trigger Criteria @

When an suto charge | coaeer) j and the order contains any of these products. -

{leave blank to fire for any producty I~ 5700 Block
and the previous autocharge for this inuaice failed =
aile ™1 Hr. Webwork

I Epic Poster
¥ Infusionsoft Cookbook
" one of a kind
™ One of akind - Every month
™ Pocket Radar

rquarterlytest -
] — B
Actions
Apply 1 tag Edit | x

® Infusionsoft Cookbook Successful Charge
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In this case, we want to end the recovery campaign with a successful payment tag:

Failed Biling #2 Task Failed Infusionsaft Failed Billing #3 Task ADMIM - Failed Infusionsaoft
Cookbook Biling #3 Cookbook Biling Recovered

s

Successul Auto-Payvment Reset Tags

When setting up the billing trigger, if we do not select any product specifically, it will fire for a

failed attempt on any product. However, it is always recommended to create a unique trigger
and a recovery campaign because we can customize the messaging for that specific product.
This also makes it easier to report on different product recovery initiatives.

Infusionsoft also has a membership site product named CustomerHub. One of the features
is that customers can manage their own orders and subscriptions. This could be used to
implement a similar recipe that is completely automated.

See also

For a template similar to this recipe, download the Collect All Recurring Billings campaign
from the Marketplace.

Creating a one-click upsell

An easy way to boost revenue is to present another offer immediately after a successful
purchase. When we allow that additional purchase to be made with a single click, it capitalizes
on the excitement and momentum of their previous purchase; having the customer submit
another form would introduce unnecessary friction.

For this recipe, we are going to first create a payment plan, then create an action set to
generate the upsell product order, and finally connect it all within a campaign. Once this
is done, we'll connect the one-click upsell to the order form.
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Getting ready

In addition to being logged in to Infusionsoft and inside a specific account, we also need to
have the following:

» Our merchant account setup

» An order form

» A product created for the upsell offering

» A web page for customers that decline the upsell offering

How to do it...

1. Hover over the main navigation menu and click on E-Commerce Setup:

J
My Nav CRM Marketing E-Commerce Admin

Contacts Contacts Campaign Builder Branding Center
Campaign Builder Companies Ernail & Broadcasts Orders Infusionsoft Account
Email & Broadcasts Opportunities Lead Generation Products Users

Legacy Referral Partners Templates Actions Import Data

Templates Wisitors Legacy Fromotions Data Cleanup
Oppaortunities Legacy

Edit Reports Settings Reports Settings Reports Settings Reports Settings

2. Inthe Payments section, click on Payment Plans:

@@ Payment
Payment Types
Receipts

Payrent Flans

3. On the upper-right side of the page, click on Add a Payment Plan:

% Payment P|ans « Back to E-Commerce Setup Add & Payment Plan
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4. Provide a name and a description, as shown here:

Information
Marme  One Click Sale |

Deceription | For processing any one click

upsellfdownsell

5. Scroll down and configure the Scheduling and Options sections, as shown in the
following screenshot:

Scheduling
Murber Payments 1
Days Between Payments | 30

Days Until Start [

Cptions
Merchant Account | Woyicks Merchant j
Over-ride Cart Merchant Account ves @ po © @
Auto-charge Payment Plan es & o O
Days between Recharge Attempts 2

Max Retries 3

6. Click on the green Save button at the bottom of the page.

7.  When the page reloads, scroll to the bottom and using the Add Criteria dropdown,
select Date Range Criteria; this will open a pop-up window, as shown here:

_riteria add Criteria j
Add Criteria

Date Range Criteria
Pramo Code Criteria

Descriptior

. |ProductQty Criteria
Me Criteria 5| gy b cription Plan in Cart
Qrder Total Criteria
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8. Set the Start Date and End Date, making sure that both are in the past; click on
Save to close the window:

Manage Date Range Criteria

Information

Start Date | 04-01-2015 7=

ol

End Date  04-01-2015

9. Hover over the main navigation menu and go to Marketing | Settings:

Iy Nav CRM Marketing E-Cemmerce Admin

Contacts Contacts Campaign Builder E-Commerce Setup Branding Center
Campaign Builder Companies Email & Broadcasts Crders Infusionsoft Account
Email & Broadcasts Opportunities Lead Generation Products U=zers

Legacy Referral Partners Templates Adtions Import Data
Templates Wisitars Legacy Fromotions Data Cleanup
Opportunities Legacy

Edit Reports Reparts Settings Settings Reparts Settings

Settings

Reparts

10. In the menu on the left-hand side, click on Action Sets:

= Merketing Settings

Default Thank-You Pages

Lead Sources
Autarmation Links
Action Sets

Follow-up Sequence

Follow-up Sequence Schedule

Chapter 4




Selling Products Online and Getting Paid

11. In the upper-right corner of the page, click on the green Add an Action Set button;
this will open a pop-up window, as shown here:

£+ Action sets

12. Give the Action Set a name, and using the Add New Action dropdown, select Create
an Order:

Manage Action Set

Action Set Yisible To

Action et Info

Mame Infusionsoft Cookbook Upsell

Actions

Ma actions yet. Select an action from the "Add Mew Action” drap-down below

Add Mew Action j

Add Mew Action

Applyremose tag

Startistop @ campaign (legacyh
Startfstop a follow-up sequence

Send an email, fax, etc.

Assign @ contact to a user

Create an appointment

Create a tazk

Cregte opportunity recard

Set a cantact field to a specificvalue
Create Referral Partner

Apply 8 note template

Cancel @ subscription

Run another action set

Share this record with @ user

Share this recard with 3 group of users
Distribute recard to anather infusionsoft application
5end an hitp post to another server
Copy actions fram a sawved action set

Cregte an arder
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13. Next to the Bundle dropdown, click on the Save this Action link:

Chapter 4

Create an Crder

Bundle Plegse select 3 bundle j Sawe this Action so | can customize the arder details.

Fayment Flan Please selact @ paymient plan j

Free Trial Day= i MOTE: Free Trial Day= anly apply ta Subscription Pragrams!

14. In the Product section, begin typing the name of the upsell product and click on it;
this will change the red X to the right of the field into a green check:

Interests
BRCdicT Infusionsoft x Add
Subscription Plan Infusionsoft Cookback

x Afd

ok Tutorials

15. Click on the Add button; this will populate the product in the section as given here:

Interests
IPTEN0GE Infusionsoft Cookbook Tutorials " Add
Subscription Plan X Add

Froducts Frice Quy Subtotal Discount % Total

Infusionsoft Cookbook Tutorials 373.00 1 373.00 0 37300 Edit... Remiove

16. Using the Pay Plan Id dropdown, select the payment plan we created previously
and click on the green Save button at the bottom of the page to save this Create
an Order action:

PGS Infusionsoft Cookbook Tutorials w7 Add
Subscription Plan x Add
Products Price Quy Subtotel Discount % Total
Infusionsoft Cookbook Tutaorials 373.00 1 573.00 ] 373.00 Edit...
Pay PlanId = Please select a pay plan id j

Please select a pay plan id
Suhscript Quy Subtotel Discount % Totel
test
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17. Click on the green Save button at the bottom of the page to save Action Set; this will
close the window.

18. Open a new campaign and drag out a landing page goal and a sequence; connect
and rename, as shown in the following image:

= =7 - -

Successful Infusionsoft Infusionzoft Cookbook Infusionzoft Cookkbook
CookbookPurchase Tutorialz Upzell Tutorialz Order Creation

19. Double-click on the landing page to edit it.
20. Delete all form fields.
21. Add a Hidden field snippet.

22. Select Email and leave the Field Value field empty; click on Save:

Hidden Field Settings E

Which Field {Ermail j

Field Walue

T T T T

| Save Cancel
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23. Design the rest of the page to present the one-click upsell offer:

Congratulations! Your Infusionsoft Cookbook is on its way!
But if you really wart to i mplement faster than you everimagined
take adwantage of thiz OME-TIME OMLY offer and...

..Get Discount Access to
Video Tutorials of EVERY RECIPE in the cookbookllll

— You get lifetime access, instantly which means you don't have to wait for the
cookbook to arrive!

— Follow along with me as | build every recipe from scratch in real time so that you can
be confident in YOUR implementation!

Hidden Field Emzil)

“es! Add Thiz To My Order For Only $731 |

24. Add a Paragraph snippet directly below the Submit button and create a link for
customers that do not want the upsell offer; configure the link for the declined
offer page:

Hdden Field (Email)

‘ezl Add This To by Order For Only $731 |

Mo thanks Paul! f | need aecess to this in the future
I'm ak spending the full §37 forthe exact same video tutorials

25. Click on the Thank-you Page tab at the top and design a confirmation message
for those who choose the upsell:

Booml!
You just saved $24 ~Contact.FirstName~, great choice :)

Check your email right now for your username and
password.
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26.

27.

28.

29.
30.

31.

32.
33.

Click on the Settings tab at the top and verify that the Auto-populate Form has its
option selected:

Cresign Thank-you page Setting= Code

Auto-populate Form @

I:Auto-populate thiz form with a Contacts information when wisited from an Infusionsoft-delivered email

Mark the landing page as Ready and click on Back to Campaign in the upper-left
corner of the page.

Double-click into the connected sequence, drag out an Action Set (Legacy) step,
and rename appropriately:

Start Create Cookbook
Tutarials Order

Double-click on the Action Set (Legacy) step.

Using the Action Set dropdown, select the action set we created previously;
click on the green Save button:

Configure Action Set [Legacy)

Action Set |Pleaze zelect one j

Pleaze =elect one -

Legacy it A¥1G-5urvey Mo Talk 1
stopped A¥lG-Eurvey Mo Talk 2
AYIG-3urvey Mo Talk 3
AY|G-5urvey Speak
{Optignal)’ CH-Indicate Interest Photoshop Intermediate Leszon

Il | nfuzion=oft Cookbook Upzall

Set the sequence as Ready and click on Back to Campaign in the upper-left corner
of the page.

Publish the campaign.

After the campaign has been published, open the landing page again and click
on the Code tab.

. Copy the landing page URL.
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35. Exit Campaign Builder and go to the order form that is going to be used with this
one-click upsell.

36. Click on the Thank You Page tab:

Infusionsoft Cookbook Crder Form « Back to Order Farm List

Add Products Theme HThL Areas Thank wou Fage Settings Links

37. Using the Thank You Page to Display dropdown, select Web Address.

38. Paste in the landing page URL into the URL field and check the option to pass the
contact's information:

Thank *¥ou Page to Display 2

‘Web Address -
URL:

http=:rfwoyicks.infusion=oft.comsap

F Pazz contact's information to the Thank ¥ou Page 2/

39. Click on the green Save button in the upper-right corner of the page:

Add Products Theme HThL Areas Thank “rou Page Settings Links

Thank ¥ou Page to Dizplay 2

"Weh Addrezz j

URL:

http=.ffvoyicks.infuzionzoft.comsap

When a customer successfully places an order using the order form, they are taken to the
landing page, which presents the one-click offering. The hidden field on the landing page is
being pre-populated because we are passing it from the order form's thank you page. If they
accept the offer (also known as submitting the landing page), Infusionsoft will create another
order for the upsell product for that contact.

&
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There's more...

Don't forget to add any other fulfillment steps for the upsell order!

 d » > »
Start Create Cookbook Add to CustomerHub Apphy 1 tag Tutarials Member Access
Tutarials Order

If we do not select a payment plan when setting up the action set, Infusionsoft doesn't know
which merchant account to autocharge while creating the order. If this happens, the order will
be created and the payment will have to be collected manually at a later time.

Orders created via the action set do not charge immediately but rather are run in batches every
six hours or so. If we need to control access or fulfillment based on a successful payment, we
can create a billing automation trigger that applies a tag to advance the campaign:

= = *ni-@-i r@@ »ni-@-i

Successful Infusionsaft Infusionsoft Cookbook Infusionsoft Cookbook Successful Fayment zrant Tutorial Access
CookbookFurchase Tutorials Upsell Tutorials Order Creation

Setting the Date Range Criteria in the payment plan for dates in the past ensures that the
plan will not display in the shopping cart or on order forms.

» For help setting up a merchant account, see the first recipe in this chapter,
Setting up your merchant account.

» For help creating the upsell product, see the Creating products and subscriptions
recipe earlier in this chapter.

» For help creating an order form, see the Building order forms recipe earlier in
this chapter.

Building a one-click upsell or downsell chain

Similar to the previous recipe, we can create a series of one-click offers for additional upsell
or downsell opportunities. This is a great strategy when we have a variety of complementary
products/services that enhance the original purchase.
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Since this recipe is simply an extension of the previous recipe's strategy (and to avoid a
needless duplication of steps), we are going to begin with that existing structure and build
from there.

The strategic context of this recipe is to offer a payment plan on the initial upsell product if
the customer declines the original upsell and offer a higher ticket item if they do choose the
original upsell.

Getting ready

In addition to being logged in to Infusionsoft and inside a specific account, we also need to
have the following;:

» The previous recipe built

» An action set that creates an order for the downsell offering

» An action set that creates an order for the second upsell offering

» A web page for customers who decline the downsell offering

» A web page for customers who decline the second upsell offering

How to do it...

1. On the existing one-click upsell model, drag out two landing page goals, a web form
goal, and two sequences; connect and rename, as shown in the following image:

_L'.: - @ -
@ (™)

[t

Take Original Upsell Infusionsoft Cookbook Infusionsoft Cookbook
Recipe Review Upsell Recipe Review
Order Creation
re] gl — 7 > ==
Successful Infusionsoft Infusionsoft Cookbook Infusionsoft Cookboak
CookbookPurchase Tutorials Upsell Tutorials Order Creation

[t

Detling Original Upsell

‘5% = B

Decline Criginal Upsell Infusionsoift Cookbook Infusionsoit Cookbook
Tutarials Payment Tutarials Payment Plan
Plan Downsell Order Creation
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2. Double-click on the second upsell landing page to edit it.

Delete all form fields.

Add a Hidden field snippet.

Select Email and leave the Field Value field empty; click on Save.
Design the rest of the page to present the second one-click upsell offer.

N o oo s w

Add a Paragraph snippet directly below the Submit button and create a link
for customers that do not want the second upsell offer; configure the link
for the declined second offer page:

Boom! You just saved money and got instant access to the videos!
Bt if you want to be 100% in your i i
take advantage of thiz final offer and...

...5et A Personal Review of Your

Recipe Implementation by Paul Himself!!!
| haven't done any one-on-one consulting since 2013, but
I'm making myself available at half my normal hourly rate of 5997
just this one time because you are awesame
and I'm completely dedicated to YOUR business' success 1)

“%”  You get a one hour one-on-one personal consultant of your completed recipe!

You'll also get a customized checklist of things you can do to further optimize your
conversion rates!

Hiclcden Field (Emaii)

OhG Yes! Add A Personal Review To My Order For Only $498.501 |

o thanks Paull vou're cool and all, but | think the videos will be just fine!

8. Click on the Thank-you Page tab at the top and design a confirmation message for
those who choose the upsell:

Yeah buddy!
I'm excited to see what you end up building.

Check your inbox right now for instructions on how to
schedule your consultation,

9. Click on the Settings tab at the top and verify that the Auto-populate Form option
is selected.

10. Click on the Code tab at the top and copy the landing page URL.

11. Mark the landing page as Ready and click on Back to Campaign in the upper-left
corner of the page.
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12. Double-click into the sequence connected after this second upsell landing page, drag
out an Action Set (Legacy) step, and rename appropriately:

Start Create Recipe
Revigwy Order

13. Double-click on the Action Set (Legacy) step.

14. Using the Action Set dropdown, select the action set that will create the second
upsell order; click on the green Save button:

Configure Action Set (Legacy)

Action Set | Infusionsoft Cookbook Upsell j

Please select one

| v

1. Create ai
ANIG-5urvey Mo Talk 1
Lepacy i1 AYIG-5urvey Mo Talk 2
by goal { AYIG-5urvey Mo Talk 3
AYIG-5urvey Speak
CH-Indicate Interest Photoshop Intermediate Lesson
(Optional) Infusionsoft Cookbook Payment Plan Downsell
FeNE IR | ofsionsoft Cookbook Reviaw Up=ell
Infusionsoft Cookboak Upsall

15. Set the sequence as Ready and click on Back to Campaign in the upper-left
corner of the page.

16. Double-click into the first landing page (the one created in the previous
recipe), and when it loads, click on the Thank-you Page tab.

17. Using the Thank-you Page to Display dropdown, select Web Address.

18. Paste in the URL of the second upsell landing page and check the Pass contact's
information... option:

LIRL:

httpsMAvovicks.infusionsoft. comfapp/page/Y aca3d 144balababPdesd1 30e3d5a08h0f
v Pass contact's information to the thank-you page (3
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19.
20.
21.
22.
23.
24.
25.

Click on Back to Campaign in the upper-left corner of the page.
Double-click on the downsell landing page to edit it.

Delete all form fields.

Add a Hidden field snippet.

Select Email and leave the Field Value field empty; click on Save.
Design the rest of the page to present the one-click downsell offer.

Add a Paragraph snippet directly below the Submit button and create a link for
customers that do not want the downsell offer; configure the link for the
declined downsell offer page:

%73 a bit too steep for you right now?
"l cutwou a deal 5o can still advantage of this ONE-TIME OMLY offer and...

...Make Two Payments for Instant Access to
Video Tutorials of EVERY RECIPE in the cookbookllll

You get the same lifetime access, instantly which means you don't have to wait for the
cookbook to arrivel

You can still follow along with me as | build every recipe from scratch in real time so
that you can be confident in YOUR implementation!

Hdder Field Ewail)

ezl Charge Me $36.50 Now and Another $36.50 in 30 Days!l

Hothanks Paull If | need access to this in the future
I'm still ok spending the full $97 forthe exact same video tutorials

26.

27.

28.

150

Click on the Thank-you Page tab at the top and design a confirmation message for
those who choose the downsell offer, as follows:

You got it ~Contact.FirstName~!
I'll charge you $36.50 now and another 36.50 in 30 days.

Check your email right now for your username and
password.

Click on the Settings tab at the top and verify that the Auto-populate Form
option is selected.

Click on the Code tab at the top and copy the landing page URL.
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29. Mark the landing page as Ready and click on Back to Campaign in the upper-left

corner of the page.

30. Double-click into the sequence connected after this downsell landing page,
drag out an Action Set (Legacy) step, and rename appropriately:

S
» Ergao

5

Start Create Cookbook
Tutarials Payment Plan

31. Double-click on the Action Set (Legacy) step.

32. Using the Action Set dropdown, select the action set that will create the downsell

order; click on the green Save button:

Configure Action Set [Legacy)

Plea=e =elact one
1. Create =

AYIG-Eurvey Mo Talk 1
Legacy it A¥IG-2urvey ko Talk 2
stopped| AYIG-Survey Mo Talk 3

AYIG-Furvey Speak

Action 38t |nfusionsoft Cookbook Upsell j

CH-Indicate Interest Photoshop Intermediate Lesson
[{sP=tGEIY Infusionsoft Cookbook Payrnent Plan Downzell

|»

33. Set the sequence as Ready and click on Back to Campaign in the upper-left

corner of the page.

34. Double-click into the Decline Original Upsell web form.

35. Delete all form fields.
36. Add a Hidden field snippet.

37. Select Email and leave the Field Value field empty; click on Save.

38. Update the Submit button text with a call to action that declines the original

upsell offer (that was created in the previous recipe):

Hiciclen Fleid (Email)

Mo Thanks! |
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39.
40.

41.

42,

43.

44,
45,
46.

47.

Using the Thank-you Page to Display dropdown, select Web Address.

Paste in the URL of the downsell landing page and check the Pass contact's
information... option:

URL:

hitps/Avoyicks infusionsoft.com/app/page/a906fhafed 7dd 3024262 ccebec 176408
¥ Pass contact's information to the thank-you page @

Click on the Settings tab at the top and verify that the Auto-populate Form
has its option is selected.

Click on the Code tab and copy the code from the Javascript Snippet option
for the web form.

Mark the web form as Ready and click on Back to Campaign in the upper-
left corner of the page.

Double-click on the original landing page created in the previous recipe.
Delete the original decline link beneath the Submit button.
Add an HTML snippet beneath the Submit button.

Paste in the code from the Javascript Snippet option for the decline web form
and click on Save:

HTML Settings x

HTML | <script type="text/javascript"
sro="https:fvayicks infusionsoft.comsappiform
Aframes9ca4e00ar73d0bedbhdaa9290r5fed 92" -
=fscript=

The folfowing HTIHL tags will he remmoved for compaiihility:

» Comments
1 » Input Sefect Button, and Textarea Elaments
» FOrma

Save Cancel
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48. Publish the campaign.

When a customer successfully places an order using the order form, they are taken to the first
landing page, which presents the first one-click offering. The hidden e-mail field on the landing
page is being prepopulated because we are passing it from the order form's thank you page.
The decline button is actually a web form that also has its hidden e-mail field populated; we
have embedded a second form within the landing page:

Follow along with me as | build every recipe from scratch in real time so that you can
be confident in YOUR implementation!

Yesl Add This To My Order Far Only $73!1

Mo Thanks!

If they accept the offer (also known as submitting the landing page), Infusionsoft will create
another order for the upsell product for that contact and redirect them to the second landing
page (which has its hidden field populated). If they submit this second landing page, another
order will be created.

If they decline the original upsell offer, they are actually submitting a web form, which

will redirect them to the downsell landing page, that will also have the hidden e-mail field
populated. If they choose the downsell offer, Infusionsoft will create another order for the
downsell offering.

Don't forget to add any other fulfillment steps for the second upsell order or the
downsell order!

This strategy can be extended to create a chain of different upsell or downsell offers
depending on the different offers a customer accepts or doesn't; there is no upper limit

for how deep the offer chain can go. In this case, it is highly recommended to lay out the
campaign model for clarity and to leave ourselves plenty of canvas notes for comprehension.







Selling with a
Sales Team

In this chapter, we will cover:

» Setting up a sales pipeline

» Working sales opportunities

» Using round robins for sales teams

» Saving time with FAQ workflows

» Sending automated appointment reminders

» Merging custom opportunity fields into e-mails
» Setting up lead scoring

» Automating based on lead score achievement

» Building a long-term prospect nurture

Introduction

As we mentioned earlier, the second phase of Lifecycle Marketing is Sell. Whereas the
previous chapter dealt with selling online, Infusionsoft is also a very powerful tool to sell
with a sales team.

The campaign model in the final recipe, Building a long-term prospect nurture, could be
used for either type of selling.
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Setting up a sales pipeline

A pipeline is a clearly defined process flow with specific measureable milestones (or stages).
A sales pipeline is a set of defined sales stages that sales reps can use to manage their
leads/prospects.

Infusionsoft has a very easy to use pipeline module known as Opportunities. Although
the sales milestones will vary from business to business, for this recipe, we are going to
be building a sales pipeline with the following sales stages:

» New Opportunity: Lead has been identified as someone who should be contacted

» Contacting: Sales rep has made one attempt to get voice-to-voice communication,
but did not reach the lead

» Engaging: Sales rep has established conversation but the lead has not yet been
determined as qualified to proceed down the pipeline

» Qualified: Sales rep has determined that the lead has a budget and authority to
spend it; lead is now a prospect

» Quote Sent: Sales rep has delivered the prospect a quote for the potential sale
» Quote Finalizing: Sales rep is adjusting the details of the quote with the prospect

» Quote Accepted: Prospect has given verbal or written acceptance of the proposed
quote

» Deposit Secured (Win): Prospect has paid the initial deposit and is now a paying
customer

» Lost: Lead/prospect is not going to become a customer at this time

This recipe contains two main parts. First, we are going to build the sales stage definitions.
Then we are going to configure the pipeline settings for the stages that were just created.

Getting ready

We must be logged in to Infusionsoft and inside a specific account.
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How to do it...

1. Hover over the main navigation and in the CRM column, click on Settings:

Opportunities

Edit Reports Settings

Reports Settings

Settings

Q ¥ Findacon
My Nav CRM Marketing E-Commerce Admin
Contacts Contacts Campaign Builder E-Cornrerce Setup Eranding Center
Campaign Builder Companies Email & Broadcasts Infusionsaft Account
Ernail & Broadcasts Opportunities Lead Generation Users
Legacy Referral Partners Termnplates Import Data
Templates Yisitors Legacy Fromotions Data Cleanup

Reports Settings

2. Inthe Sales Settings menu on the left of the page, click on Sales Pipeline:

@ Sales Settings

Opportunity Defaults
Sales Pipeline
Pipeline Autormation

Product Interest Bundles

3. Inthe Stage section at the top, populate the fields as shown in the following

screenshot; click on Save:

Stage
Marne
Order

Target # Days

Probability

Mews Cpportunicy

1000

10
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4. Repeat the previous step for each of the following sales stages:

Stage Order Target # Days Probability
Contacting 1100 7 25
Engaging 1200 7 35
Qualified 1300 7 50

Quote Sent 1400 7 60

Quote Finalizing 1500 7 75

Quote Accepted 1600 7 95

Deposit Secured (Win) 1700 0 100

Lost 1800 0 0

5. Scroll down to the bottom of the page and verify the pipeline stages have been
configured properly:

Edit... Mew Opportunity 1 10 1000 Checklist.. Delete
Edit... Contacting 7 25 1100 Checklist... Delete
Edit... Engaging 7 35 1200 Checklist... Delete
Edit... Qualified 7 50 1300 Checklist... Delete
Edit... Quate Sent 7 60 1400 Checklist... Delete
Edit... Quote Finalizing 7 75 1500 Checklist... Delete
Edit... Quote Accepted 7 a5 1600 Checklist... Delete
Edit... Deposit Secured (Vin) a 100 1700 Checklist... Delete
Edit.., Lost 0 1] 1800 Checklist.. Delete

6. If everything looks OK, scroll back to the top of the page and click on Opportunity
Defaults in the left menu:

@ Sales Settings

Opportunity Defaults

ales Pipeline

Pipeline Automation

Product Interest Bundles
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8. Using the Default Stage dropdown, select New Opportunity:

9.

Chapter 5

In the Active Sales Stages section, select all stages except the win/loss stage from

the Active Sales Stages list box.

Active Sales Stages

Active Sales Stages:

Lo oA
DOWF - Sponsor Packet Sent
DOWFE - Contract Sent

Lost

Default Stage: | Mew Oppartunity

[

In the Win & Loss Stages section, select the Win Stage and Loss Stage respectively;

we also should add some win/loss reasons for future reporting:

Win & Loss Stages

Require Win Reason? Yes &

Loss Stage: Last

Require Loss Reason? Yes &

Win Reasons: | DOWE -
DOWE -
DOWE -
DOVYE -

Loss Reasons: | DOWYE -

Win Stage: | Deposit Secured [Win)

Platinum
Gold
Silwear
BEronze

Declined

Mo £

|




Selling with a Sales Team

10. Scroll to the bottom of the page and click on Save.

This recipe lays down the foundation for any pipeline by first declaring the sales stages and
then configuring the key sales milestone options. The stages and options configured here
will control how users interact with opportunity records.

When creating a pipeline stage, the order determines how the stages displayed in the
dropdown present to a sales rep working inside an opportunity.

When creating a pipeline stage, Target # Days is helpful for the sales rep when working
inside an opportunity to see how soon they should be trying to advance a lead/prospect:

Sales Stage and Steps:

Contacting j Mowe By 42772015

When creating a pipeline stage, the probability is used to determine weighted revenue
forecast reporting. In effect, it is the chance a lead/prospect has of becoming a customer
based on the sales stage they are currently in. For example, if we set the probability of a
stage as 50, this means a prospect in that stage who is considering a $1,000 dollar
product has a weighted revenue of $500 (50 percent of $1,000).

After a pipeline stage has been created, we can click on the Checklist link to open a
pop-up menu:

Stage Checklist

Checklist Item

Description
Required I
Order O
Edit Description Required Order Delete
Edit... Make phone call atternpt true 1] Delete

160




Chapter 5

This allows us to create stage-specific steps that display when a person is in that opportunity
stage. Be wary as there is no automation available for steps or searchability:

Sales Stage and Steps:
Mew Opportunity j Mowe By 47212015

T Make phone call atternpt *

The only way to look at these is through the Sales History tab at the bottom of an
opportunity record.

For sales that have an involved or complex fulfillment process (for example, solar panel
installation), we can add extra stages after the win stage to manage the customer
fulfillment experience.

We can create custom fields for opportunity records to store critical information or data
that needs to be reported.

Win or loss reason is an available search option for opportunities. This is great for tracking
trends and innovating. Requiring the win/loss reason forces the user to choose a reason
when moving to a win or loss stage and setting the Win & Loss Stages empower certain
types of sales reports.

In order for a user to be assigned opportunities, they must be part of the group chosen in

the first dropdown of the Viewing Opportunities options toward the bottom of the Opportunity
Defaults page. Users can be added to different groups through the Users menu in the

main navigation:

Require Loss Reason? Yes & o

Viewing Opportunities

Assigned to group: | Sales Rep j

For help learning how to properly work an opportunity, see the next recipe, Working sales
opportunities.
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Working sales opportunities

No matter what kind of process pipeline has been created, the act of "working" an opportunity
record is the same every single time. By building this workflow into our habits, it ensures that
nobody slips through the cracks and that there is a very clear digital paper trail of the actions
taken to work the opportunity.

Getting ready

In addition to being logged into Infusionsoft and inside a specific account, we need to be
looking at an opportunity record.

How to do it...

1. Beneath the Next follow-up action: section, click on the + Add a note about your
last action link:

Q Voyicks Consulting

General Products f Subscription Plans

Next follow-up action:

Make initial phone call to gualify

04-20-2015 o 02:00PM j

t+ Add a note about your last action
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2. Inthe What did you do? section, leave concise notes about the action that was taken
to forward the opportunity:

3. Check the Do you want to change it? box beneath the notes we just left.

wWhat did you do?

Called Paul and left a woicemail

4. Leave notes for our future self about what needs to occur next. The more detail
and context we can provide the better:

Here's the next follow-up action:
WV Do youwantto change it?

Call again to try and gualify, Left a
woiremail on Manday afternoon.

5. Using the calendar dropdown, select the date we plan to perform the action we

just declared:

Here's the next follow-up action:
¥ Do youwant ta change it?

Call again to try and qualify, Left a
voiremail on Monday afternoon.

04-20-2015 8 03:00PM j

X | hre or Cancel

£ April 2015 >
Su Mo Tu We Th Fr Sa

1.2 3 4
5 6 T 8 89 10 M1
12 13 14 15 16 17 18

1920 21 P 23 24 25
26|27 |28 | 29 | 30 elete Select]
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6. Using the dropdown, select the time we plan to perform that action; click on the blue
Save button at the bottom of the workflow box:

Here's the next follow-up action:
¥ Doyouwantto change it?

Call again to try and gualify. Left a
voicemail on Monday afternoon.

04-22-2015 ]

-

riZancel

7. Ifitis appropriate, using the Sales Stage dropdown in the middle of the page, select

another stage that reflects the current status of the opportunity; click on the green
Save button:

Sales Stage and Steps:

Contacting

j Mowe By 472152015

When a user performs this recipe on an opportunity record, the system will:

» Update the opportunity's entry on the assigned user's calendar

» Leave a note in the contact record

» Run any automation associated with a stage move (if a stage change is saved)

An opportunity will show up on the assigned user's calendar at next action date and time.
It will also show up in the Calendar Items widget on the following dashboard:
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Appointments
View for | Paul Sokal j on  04-22-2015 =
$ 2:15PM Paul Sakol Woyicks Consulting
+ Mew Appointment + Mew Task

The note created in the contact record allows us to track what happened and what was
supposed to happen. This is why leaving impeccable and highly contextual notes in the next
action is recommended:

Motes View All Mote
Updated Assigned User Details
047212015 Paul Sokal Celled Peul nd left & voicemail
Called Paul and left a voicemail ----- Make initial phone call to qualify

To use revenue forecast reporting, the products and/or subscriptions being sold must first
exist as products in the E-Commerce section already. From there, two things must occur:

» The user must select a closing date on the General tab; the Commit to Forecast?
checkbox is optional and can be used to filter forecast reports:

Sales Stage and Steps:
Mewr Opportunity j Mo By

[T mMake phone call atternpt *

When will this deal close?

04-30-2015 o [T Commit to Forecast?
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» The user must add items using the Product / Subscription Plans tab; this will add an
opportunity value in the header next to the title:

Q Voyicks Consulting  ($100.00, $0.00 / month)

General Products / Subscription Plans Success Coaching Gp GP-Admin Sandbosx Sharing
Interests
Product $100 Block W Add
Subscription Plan ® Add
Bundle Please select a bundle j Add
Products Price Oty Subtotal Discount & Total
$100 Block $100.00 1 $100.00 ] $100.00 Edit... Rermove

If we are tracking the products/subscriptions being sold, we can also generate an order
directly from within an opportunity:

» Using the dropdown next to the green button group, select Create an Order:

Save & Search Delete | iSelect an action j

Select an action

Print a Letter

Print a Label
Tasks Scored & Recent Activity

Send Buy Mow

» Inthe pop-up menu that displays, click on Process; if a merchant account is also set
up, we can choose a credit card (or add a new one) to immediately run the charge:

Create an Order

Create an Crder

This will create a single Order for all product interests and a separate Subscription for
each subscription plan interest,

Credit Card: Mane Selected j Add

Process
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This will create an order record for the products/subscriptions listed on the opportunity
record. If no credit card is used to process the order, Infusionsoft will create an order with a
balance due.

If the shopping cart is set up with a merchant account, a user can send the prospect a unique
link via e-mail for them to check out for the items listed in the Products / Subscriptions tab.
This is known as a Buy Now link:

» Using the dropdown next to the green button group, select Send Buy Now:

Save & Search Delete {Create an Order j

Select an action

Print a Letter

Print a Label
Tasks Scored & Recent Activity | Create an Order

» This will open a pop-up window with a pre-populated link in an e-mail that can
be customized

Clicking on a Buy Now link and purchasing through it are both available automation triggers.
These can be found in CRM Settings under Opportunity Defaults. Use these to create highly
relevant automation such as sending the sales rep a Super Hot Lead, call right now e-mail if
they don't buy in 15 minutes or some other type of follow-up:

Buy Now
Buy Mow Default Expire Days: 30
Buy Mow Shopping Cart Skin: | Please select a buy now shappin... j
Buy Mow \Win Reason: | Please select a buy now win rea.., j
Clicked Buy Mow: Actions

Purchased wia Buy MNow: Actions

For faster next action date selection, it is recommended to get familiar with the date shortcut
keys. For users who work mainly in the opportunity record, the habit of using these can greatly
increase productivity. If we place our cursor in a date field and press I on the keyboard, it will
display a list of shortcut keys. There is a reasonable amount of logic behind each key press so
feel free to study up. For example, adding a month to the date is M and subtracting a month is
H because the last letter of month is h. Also, the lower-left corner of the QWERTY keyboard is
Monday through Friday.
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The following is a list of quick date keys:

Guick Date Keys

t. Set date to taday
= Add one day
+: Subtract one day
we o Addd one week
: Subtract ane week
» Add one year
» Subtract one year
» Aedd one month
: Subtract one maonth
: Clear the date
: Goto the first day of the month
Gotothe last day of the month
: Goto Monday of the week selected
» Goto Tuesday of the week selected
L Goto Wednesday of the week selected
- Goto Thursday of the week selected
;G0 to Friday of the week selected

=

3 0 ==

o= 0 X N T o I

» For help configuring a merchant account, see the Setting up your merchant account
recipe at the beginning of the Chapter 4, Selling Products Online and Getting Paid

» For help creating products and subscriptions to use for revenue forecasting, see
the Creating products and subscriptions recipe in Chapter 4, Selling Products
Online and Getting Paid

» To do weighted revenue forecasting, a stage must have a probability. See the
Setting up a sales pipeline recipe earlier in the chapter to learn how to set
closing probabilities

Using round robins for sales teams

Anytime there is more than one user working opportunities, creating a round robin can
assist in the automated assignment of new opportunities.

For this recipe, we are going to build a round robin for two sales reps that automatically
assigns new opportunities one at a time when someone has submitted a web form on
our website.
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Getting ready

In addition to being logged in to Infusionsoft and inside a specific account, we need:

» Both sales reps' user accounts created
» A campaign with the website's web form

How to do it...

1. Hover over the main navigation and click on Settings in the CRM column:

Edit Reports Settings Reports Settings

My Nav CRM Marketing E-Commerce Admin

Contacts Contacts Campaign Builder E-Comrnerce Setup Branding Centar
Carnpaign Builder Cornpanies Ernail & Broadcasts Orders Infusionsoft Account
Ernail & Broadrasts Opportunities Lead Generation Products Users

Legacy Referral Partners Ternplates Actions Irmport Data
Temnplates Yisitors Legacy Fromotions Data Cleanup
Opportunities Legacy

Reports Settings

ISP ETRSTY 11~1}

Reports Settings

2. Inthe left menu, click on Round Robins:

Tags

Tag Categories
Scores

Round Robins

Action Sets

X contact & Company Settings

TaskiApptNote Settings
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3. Inthe upper-right of the page, click on the Add Round Robin button:

1-30f3 20 j per page Add Round Robin
Edit Name Logic Delete
[Edit] Default Round Robin OnePerRound [Delete]

4. Give the round robin a name, click on the One record per round option, and click
on the green Save button:

Round Robin Name & Distribution Logic

Marme | Sales Reps

Logic @ One record per round @

© Distribute records based on ratio ()

Save & Search Delete

5. Type 1 next to the two sales reps who are in this round robin; click on the green
Save button:

Create Assignment Ratios
User Group | All Users j
User Mumber
Paul Sokal a
Paul Sokol o
Steven Gabriele 1
John Odell 1
Save & Search Delete
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6. Navigate to the campaign containing the web form on our website and open the

sequence connected after the web form goal:

Wiabsite

Contact s

Contact Us Follow Up

7. Connect a Create Opportunity step; rename appropriately:

Start Apply 1 tag

a— /\/.' S S m———

Talk Soon!

Contact Us Opportunity

8. Double-click on the Opportunity step.

9. Configure the Starting Stage.

10. Using the second dropdown on the far right, select the round robin we just created:

Configure Cpportunity
Starting Stage Mew Opportunity
Assigned User Use Round Robin..,

Interest Bundle Please select one

Only create if this Contact -

doesn't already have an active

Opportunity?

Mext Action Date 1 : day(s] from now

Mext Action Motes

¥ | Please select one 'I

Please select one
Default Round Rabin
Default Round Rabin

Poster Fulfillment

Cancel
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11. Finish configuring the opportunity's Next Action Date and Next Action Notes
options with the proper context for the sales rep to take action; click on the green
Save button:

Canfigure Cpportunity

Starting Stage MNew Opportunity j

Assigned User Use Round Robin... > | SalesReps j |
Interest Bundle Flease select one j

Only create if this Contact -

doesn't already have an active

Opportunity?

Mext Action Date 1] - day{s] from now

Follow up with them about
their recent Contact Us
form submission on the
website, See the web form
history for the details of
theiringuiry.

Mext Action Motes

12. Mark the sequence as Ready and publish the campaign.

When someone fills out the Contact Us form on the website, Infusionsoft will create a
new opportunity assigned to the first user in the Sales Reps round robin. The next time
someone fills out the form, it will go to the second user.

Be careful about automatically assigning opportunity owners using a round robin. In order
for the user to actually view the record, they must be in the user group that is configured
inside the Opportunity Defaults in the CRM settings.
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There is a second logic option for a round robin that is based on ratio. This allows for a
"weighted" assignment giving more new opportunities to users than others:

Round Robin Name & Distribution Logic

Mame  weighted Robin

Lagic ¢ Qne recard per round @

& Distribute records based an ratio @

To streamline the sales process, opportunities can be created with certain products

and/or subscriptions pre-populated as the possible sale. These interest bundles can be
configured in the CRM settings:

Configure Opportunity

Starting Stage Mew Opportunity j
Assigned User Use Round Robin..,

Interest Bundle Please select one j
QOnly create if this Contact Please select one

T R T M PP I Rl CoickDook Videaos + Consultation
Opportunity? Test bundle

The option beneath the Interest Bundle dropdown can be used to prevent duplicate
opportunities from being created. An opportunity is considered active if one exists in the
stages defined as so in the CRM settings. If this is checked, a new opportunity will only be
created if another opportunity doesn't already exist in one of those active stages:

Only create if this Contact v
doesn't already have an active
Opportunity?
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Since an opportunity record will display on the user's calendar, we can use Next Action Date
to empower future sales automatically; leads will magically "appear" in a sales rep's pipeline.
We could have also used a Delay Timer of 60 days then created the opportunity with Next

Action Date of 0 for the same effect. The difference would be having the opportunity hit their
pipeline immediately with a future date, or having the opportunity hit their pipeline at day 60:

Caonfigure Cpportunity

cookbook 2 months ago.
Check in and see if they
need help implementing,

Mext Action Notes

Starting Stage Mew Opportunity
Assigned User Use Round Rabin...
Interest Bundle Cookbook Yideos + Consultation j
Only create if this Contact 7
doesn't already have an active
Opportunity?
Mext Action Date 1) - day(s] from noar
They purchased the

| SalesReps j

Cancel

» For help with user groups and opportunity assignment, see the There's
more... section of the Setting up a sales pipeline recipe

» For help with active opportunity stage declaration, see the Setting up a sales

pipeline recipe

» For how to work an opportunity record, see the previous recipe, Working

sales opportunities

» For a basic Contact Us form for your website, see the Creating a Contact Us form
recipe at the beginning of Chapter 3, Attracting Leads and Building Your List

Saving time with FAQ workflows

Quite often in business, there are Frequently Asked Questions (FAQs) that must be
answered. A novel way to save time, get organized, and grow sales is by automating those

types of e-mails.
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Normally, each time one of those questions is asked, someone has to manually type the
answer and send it. A savvier business may have a swipe file of common answers that can
be copied/pasted to save time.

This recipe leverages the power of a note template to automatically trigger a pre-authored
e-mail answering a common question.

Getting ready

We need to be logged into Infusionsoft, inside a specific account, and inside the
campaign builder.

How to do it...

1. Drag out a new note template goal, a new sequence, and connect; rename accordingly:

& @

FAG - Are Products Real? FAQ - Are Products Real?

2. Double-click on the note template goal and configure with the appropriate context;
click on the green Save button:

Configure Note Template

Action Type Ernail j

Description Sent FAQ - Are Products Real?

They asked if the products shown
inthe cookbook were real, so we
sent them the FAQ aboutit,

Creation Motes

User The logged-in User j

Metify Flease select a User
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3. Double-click into the sequence and drag out a new Email step; rename accordingly:
Pl el ><
Stant FAQ - Are Products Real?
4. Double-click into the e-mail and write the answer to the frequently asked question:
Fram:  Paul Sokol j
To: Email j
Subject: are the products in my cookbook real? Merge

)

Format * Trebuchet M5+  12pt -[|I= [ |li=|~

B | J U = A-¥- =

HTML Plain Text

Format Insert Snippets

== Link 1@ Paste as Text: Off
Unlink

i
L]

1]
i
L 2
o

e

Hey ~Contact.FirstMame-~,

You were wondering if the products yvou've been reading about in chapter 4
are real.

Well., .l don't know!

Seriously, I've broached the topic with the people that can approve such a
thing but nothing vet.

Miaybe it can have something to do with my charity ;)

Arywwary, have a great ~Date.Day0fWeek~,
~Chwner. Firsthame~
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In the upper-right of the page, click on Draft to change the e-mail to Ready;
click on Back to Sequence.

In the upper-right of the page, click on Draft to change the sequence to
Ready; click on Back to Campaign.

Publish the campaign.
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When someone asks the frequently asked question, a user can simply apply the FAQ note
template to automatically send the e-mail and save time while also leaving a clean digital

paper trail.

There may be certain times where following up on an FAQ can be beneficial, but also a very
low-priority to-do. If there are any links within the automated e-mail, we can leverage a link
click goal to provide a world-class experience:

FAQ - Customerhub
Information

A . o

FAG - Customerhub
Information

Download Doc

Ay Customerhub Questions?

The name of the note template goal will display for the end user. To group similar note
template types, use prefixes so they are easy to find:

Add a Note

&+ Assign to different user

Ternplate
Action ..

Creation
Motes

Type

Motify

FAQ -
FAQ -
FAQ -
FAQ -
FAQ -
FAQ -
FAQ -
FAQ -
FAQ -
FAQ -
FAQ -

Please select one

FAQ -

APl Info

Carnpaign Builder Examnples
Custormmerhub Inforrmation
Custornize Thank You Page
Dan kennedy Carmpaigns
GTM Sync

Infusionsoft Insider

List Brokers

Setting Up SPF Records
Tag/Category

‘What Merchant Accounts Work?
Wardpress Analytics Plug-In

The Action and Type dropdown options available when setting up the note template can be
configured in the CRM settings. This can be useful for reporting on certain note behavior.
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By default, the user who applies the note template is credited as applying the note in the
contact record. However, we can change who the note is assigned to in the note template
configuration. The same functionality exists within a Note step inside a sequence as well:

Creation MNotes

User The logged-in User j
) The logged-in User
Motify Jahn Odell
Paul Sokal

Paul Sokal

When configuring a note template, we can also trigger an e-mail notification to a user every
time the note template is applied:

Motify
John Odell

Paul Sokal

Stewven Gabriele

Think of a note template as a big red automation button. When we need something
automated that we know Infusionsoft can do (send an e-mail, HTTP Post, and so on) but aren't
quite sure HOW to trigger the automation, a note template is a quick fix.

Although this recipe is for an FAQ specifically, this tactic can be used for any type of common
automation. Some common prefixes for names are:

» ADMIN - : For notes related to administrative automation

» CUSTOMER - : For notes related to customer automation

» FINANCE - : For notes related to financial automation

» LEAD -: For notes related to lead development automation

» SALES -: For notes related to sales automation

For how to apply the note template to a contact, see the Using note templates for workflow
recipe in Chapter 2, Critical Tools for Mastery.
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Sending automated appointment reminders

Scheduling an appointment with someone is useless unless the appointment actually occurs.
We can improve our chances of the appointment occurring by sending automated reminders
leading up to the appointment date.

This recipe is about building a workflow tool that can easily be operated after a user has put
the scheduled appointment in their appropriate system of existence (online calendar, offline
calendar, mobile device, and so on).

Getting ready

We need to be logged into Infusionsoft and inside a specific account. Also, inside the
campaign builder we should have:

» A custom Date type field for the scheduled appointment
» A custom Text type field for the appointment time

How to do it...

1. Drag out a new internal form goal, a new sequence, and connect; rename accordingly:

Existing Lead LEAD - Schedule Appaintment Appointment Confirmation
& Reminders

2. Double-click on the internal form goal to edit it.

3. Ensure the internal form has at least the First Name and Email field and that both
are required.

4. Add a Title and Paragraph snippet above the fields; provide some context for the
end user submitting the form:

LEAD - Schedule Appointment

Use this form to send autormated reminders
leading Up to a scheduled appaintment.

First Mame * |

Ernail * |
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5. Using the Field Snippets tab, add an Other snippet; this will open a
configuration menu.

6. Using the Which Field dropdown, select the Date type field that is storing the
appointment date.

7. Make sure the field is marked as Required and click on Save:

Other Field Settings ®

Which Field ' Anpnintment Date j

Label sppointrment Date

Required

Save Cancel

Using the Field Snippets tab, add another Other snippet.

9. Using the Which Field dropdown, select the Text type field that is storing the
appointment time.

10. Make sure the field is marked as Required and click on Save:

Other Field Settings %
Which Field  spnnointrment Tirme j
Label rppaintrent Time

Required
"

Save Cancel

11. Mark the form as Ready and click on Back to Campaign:

LEAD - Schedule Appointment

Use this fortn to send automated reminders
leading up to a scheduled appointment.

First Mame * |

Email *

|
Appointment Date * |
|

Appointment Time =
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12. In the upper-right of the page, click on Draft to change the e-mail to Ready; click on
Back to Sequence.

13. In the upper-right of the page, click on Draft to change the sequence to Ready; click
on Back to Campaign.

14. Double-click into the connected sequence.

15. Drag out two Email steps and a Field timer; connect as shown in the following
screenshot and rename accordingly:

R - S - [R——

Start Appointrment Confirmation Appointrment Remindear

16. Double-click into the first e-mail and write an appointment confirmation:

Subject: [COMFIRMATION] Your Appt. for -Contact_AppointmentDate- at -Contact_Appaoint Merge

HTML Plain Text

£ Format Insert Snippets

== .gg == Link |3 Paste as Text: Off

Unlink

4

Format ~ Trebuchet M5~ 12pt

il
]
]
n
<
]

B 7 U = A-¥-. =

Hello ~Contact.FirstMame-,

Thank vou so much for booking an appointment with me!

Il talk to vou ~Contact._AppointmentDate~ at ~Contact._AppointmentTime-~.
In the meantime, if you have any quastions just hit reply 1)

Hawe a great ~Date.DayOfWesk-,
~Cwyner, FirstName~

17. In the upper-right of the page mark the e-mail as Ready and then click on the
Back to Sequence button in the upper-left corner of the page.
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18. Double-click on the Field timer and configure it to wait 1 day before the contact's
appointment date and run at 8 am; click on Save:

Canfigure Field Timer

Surnmary
‘Wait until 1 day before the contact's Appointrment Date and then run at 8:00 AR {GMT 0700} Phoenix

Wait Lintil Contact Field At

1 - Dayls) j Appointrnent Date j 8 j ali} j Al j
EBefore j Use year from field j

Cancel

19. Double-click into the second e-mail and write an appointment reminder:

Subject: Cur appt tomorrow at ~Contact,_AppointmentTime- Merge
HTML Flain Text

£ Farmat Insert Snippets
Format ~| Trebuchet M5~  12pt - 2 i= . s= == Lnk [{z] Paste as Text Off

R Unlink

B 7 U = A-®-

Good maorning ~Contact.FirstMame-~,

Thanks again for booking an appointment with mel
I'm excited to talk to you tomorrows at ~Contact._AppointmentTime~.
If you hawve any questions before then, just hit reply 1)

See you tomorrow,
~Cwner.Firsthame~
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20. In the upper-right of the page mark the e-mail as Ready and then click on the
Back to Sequence button in the upper-left corner of the page.

21. Mark the sequence as Ready and publish the campaign.

When someone submits the LEAD - Schedule Appointment internal form, the system will
send an immediate confirmation e-mail and then schedule an e-mail reminder for the
morning before the appointment.

As of this writing, a custom Date/Time field is not usable in a Field timer; this is why
we needed to separate the appointment date and time into two custom fields.

Although it won't work in all cases, keeping a low-key friendly tone for these e-mails
can encourage a conversation before the appointment. If the e-mails look or sound too
automated it won't be an enjoyable experience.

To help with appointment stick rates, include appointment-specific instructions or other
resources that would be helpful in the initial confirmation e-mail. We can get really fancy
by tracking click behavior on those resources with a link click goal and provide a more
intimate pre-appointment experience:

g Q, ——— - P > -
Existing Lead LEAD - Schedule Appointment Appointment Confirmation Download Pre-Appt. WWihat'd vou think?
& Reminders Wiorksheet & Reminder

Voice broadcasts can also help with appointment stick rates if used strategically. They can
also be a very handy reminder when someone needs to bring certain items to a meeting;:

L Al L 5

| B o — T ——»

S

‘lil

Start Appointment Confirmation Wiait until 1 day before Appointment Reminder
the contact's Appointment
Date and then run at

5:00 AM
/ —)‘ \ " —} @
£ N

Start Run at10:15 Al Personal Thank You

+ [term Reminder
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As long as the date is stored within the contact record, this tactic can be extended for
sending reminders around any critical date. The system comes out of the box with a
birthday and anniversary date on the contact record that can be used to provide
world-class customer experiences.

Although it doesn't display in the form builder, with the Date type field for appointment,
the end user will have a calendar picker available and all the keyboard shortcuts work.

To minimize wasted time from missed appointments, we can include an | need to reschedule
link in the reminder e-mail and use a link click goal to create a task to reschedule. For a great
end user experience, include the exact name of the internal form that needs to be submitted
upon a successful reschedule in the task body:

Existing Lead LEAD - Schedule Appaintment Appointment Canfirmation 3
: d
fRamindars — ] —— ==

MNeed o Reschedule Taskto Reschedule

There are certain third-party plugins that can generate a "humanized" date to merge into
communications besides the formal MM/DD/YYYY presentation. These plugins can be found
in the Infusionsoft Marketplace.

» For how to submit an internal form for a contact, see the Using internal forms for
workflow recipe in Chapter 2, Critical Tools for Mastery

» For alist of available Date field keyboard shortcuts, see the See More section of
the Working sales opportunities recipe earlier in this chapter

Merging custom opportunity fields into

e-mails

It is possible to merge opportunity field information into an e-mail communication.

For the context of this recipe we are assuming a sales pipeline with a stage named
Appointment Scheduled and we are going to send an e-mail with the opportunity's
next action date and time when a prospect is moved into that stage.
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Getting ready

We need to be logged into Infusionsoft, inside a specific account, and have the sales
stage created.

How to do it...

1. Hover over the main navigation and at the bottom of the CRM column, click
on Settings:

My Nav CRM Marketing E-Commerce Admin

Contacts Contacts Carnpaign Builder E-Cormmerce Setup Branding Center
Carnpaign Builder Cormpanies Ernail & Broadcasts Orders Infusionsoft Account
Ernail & Broadcasts Opportunities Lead Generation Products Users

Legacy Referral Partners Templates Actions Irmport Data
Ternplates Yisitars Legacy Frormotions Data Cleanup
Opportunities Legacy

Edit Reports Settings Repaorts Settings Reports Settings Reports Settings

2. Inthe Sales Settings menu on the left of the page, click on Pipeline Automation:

% Sales Settings

Opportunity Defaults
Sales Pipeline
Pipeline Autormation

Product Interest Bundles

3. Using the Choose Trigger Type dropdown at the top of the page, select When
moving from one stage to another and click on the Add Trigger button; this will
open a popup:

Triggers [:by typej Chaoaose Trigger Type j Add Trigger
B Choose Trigeer Type
When moving from one St Er YR S—S—————————————
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4. Inthe Set Trigger Criteria section, configure for when moving into the Appointment
Scheduled stage:

& Manage Trigger

Set Trigger Criteria @

When moving  into j stage éplease select one j
Yifin ;I
. Lost
Actions

DOWF - Mew Sponsor Cpp
DOWF - Contacting

Add New Action DOWF - Engaging

DOWF - Qualified

DOWF - Sponsor Packet Sent
DOWF - Contract Sent

: | Mew Opportunity
Save Trigger Delete Trigg Contacting

Mo actions yet, Select an action fro

Engaging
Qualified

Appointrent Scheduled

Appointrnent Cornpleted

Quote Sent

Quote Finalizing

Quote Accepted

Deposit Secured [Yin) ||
Lost -

5. Using the Add New Action dropdown, select Send an email, fax, etc.:

Actions

Mo actions yet, Select an action fram the "Add Mew Action" drop-down below,
FAdd New Action j

Add Mew Action

Applyfremove tag

Startfstop a campaign [legacy]
Startstop a follow-up sequence

Send an email, fax, etc,
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Send an Emall, Fax, etc,

What do you want to send?

‘Please select an activity j

Please select an activity

Fax

Yoice Broadcast
Letter

Fulfillrment List
Queved Fulfillment List

Appointrnent

6. Using the Please select an activity dropdown, select Email:

Chapter 5

7. To the right of the Configuration options, click on the Add button; this will open

another popup:

WWhat do you want to send?

™ Qnly run this action when certain rules are met

7

Show ternplates in ALL categories j Please select a ternplate

[Ternplates]

j Edit

Add

8.

Template Cptions

Title: | SALES - "Appointment Scheduled

Public/Private: | Public

fo
]

In the Template Options section, give this new e-mail template a meaningful name:
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9. Atthe top of the Compose Email section, make sure the e-mail is coming from the
owner and that there is an appropriate subject line:

Compose Email

Other... j

From:  Mame [Qptional): Ernail Address:
Paul Sokol paul.sokel@infusionsoft.com
To: The contact's primary email address (Change] Add CC | Add BECC

Subject: | Looking forward to it -Contact.FirstName-! Merge @

10. Just below the subject ling, click on the Edit Email Body button to open the
Email Builder:

Subject:  Looking forward to it -Contact.FirstName-!

Send As: & HTML [graphics & calors) ¢ Plain Text (no graphics] ¢ HTML & Plain Text

Edit Email Body +

11. Compose the message until we need to merge in an opportunity field and leave
the cursor where the field needs to be inserted.

12. Click on the Insert tab in the top ribbon and then click on Merge Fields:

) Farrnat Insert Snippets
. Merge Fields
EEEE — :
B @ Special chars
Image Table Divider

13. Scroll to the bottom of the Merge Fields menu to find the opportunity fields;
click on Opportunity fields.
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14. Click on the Merge Fields option to populate the merge field value:

Forrat Insert Snippets
_ 1 e ek Merge Fields X
E EFEH f— @ Special chars o it Field .
Image Table Divider < pportunity fields
Id
Edit Page
Hello ~Contact.Firstiame~, Opportunity Title
I'm looking forward to our appointment on ~Lead MextActionDate~ Mext Action Date

Date In Stage
Create a great ~Date DayOidaak-, :
~Ownerf irsthiame-~ ~Owner Lasthame-~ By Mow Link

15. Finish composing the e-mail message and click on the floppy disk icon at the
top-left of the page to save the e-mail; click on Close Builder.

16. Scroll down to the bottom of the Manage Email Template page and click on
No to mark the e-mail as Ready:

Emall Readiness

Ready to Send? “ ] This will not be sent until it hes heen merked &5 ready.

17. Click on the green Save button.

18. In the Manage Trigger window, click on the green Save button:

Send an Email, Fax, etc.

What do you want to send?
Ernail j

Show ternplates in ALL categories j SALES - "Appointrnent Scheduled” j Edit Add

[Categories) [Templates)

[ Only run this action when certain rules are met

Cancel
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19. Click on the Save Trigger button:

Actions

Send an £mailusing the "SALES - &ZquerAppeintment Scheduled&queot; (Email} " template

Add Mew Action j

Save Trigger Delete Trigeer

When a sales rep moves an opportunity into the Appointment Scheduled stage, Infusionsoft
will immediately send an e-mail merging in any inserted opportunity information from that
specific opportunity record.

The Pipeline Automation trigger will fire every time the stage move conditions are met.
For this recipe, every time the prospect is put in the Appointment Scheduled stage from
some other stage, the e-mail will be sent.

This functionality can be handy when using custom opportunity fields to store critical
information about the potential sale or complex fulfillment data.

Although it won't work in all cases, keeping a low-key friendly tone for these e-mails can
encourage a digital conversation between voice-to-voice interactions. If the e-mails look
or sound too automated, it won't be a good experience.

We can also automate when someone moves out of a pipeline stage. This can be useful for
controlling automated campaigns. For example, turning off a long-term nurture campaign
when someone leaves an In Long Term Nurture stage. The recommended tactic is to set
up a Pipeline Automation trigger that applies a functional tag associated with a tag goal in
the long-term nurture campaign.

Someone can have multiple sales opportunities throughout the course of their lifetime,
hence a contact record can potentially have more than one opportunity associated with it.
The Pipeline Automation triggers are able to pull information from the opportunity that
triggered it, no matter how many opportunities exist. This is also why we cannot merge
opportunity information into a campaign builder communication. The campaign builder
operates at the level of contact record and, as of this writing, is not able to distinguish
which opportunity specifically triggers a stage move goal.
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This recipe can be used to easily send a branded Buy Now e-mail because that is an available
opportunity merge field. In that case, we would need to set up a sales stage for the purpose
of triggering a Buy Now e-mail.

If we create a new e-mail template from the Billing Automation triggers, we have credit card
information that can be merged into an e-mail. This is primarily used to provide credit card
update functionality. The Update merge fields operate similar to a Buy Now link except the
link will drive to a page where the recipient can update a Credit Card record:

Merge Fields X

|»

£ Credit Card fields
Id

HTML Update Link

Plain Text Update Link
Card Type

Expiration Month
Expiration Year =
Last4

Marne On Card

First Marne

Last Marne

Middle Marne

Company Mame

Eill Marme

Bill Address 1

If we create a new e-mail template from the Invoice options in Order Settings:

£+ Orders
iz Order Settings Countries
Product Default Country: | United States j
Invoice
Billing Autornation
Default Order Inwoice Ternplate: | Use defaulttemplate =| EditAdd

Sales Tax
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We also have order Merge Fields. This can be very handy when needing a custom invoice:

Merge Fields

IL:?:

Owner Fields (additional)
Logeed-in User Fields (most cormmon)
Logeed-in User Fields [additional)
Your Campany Fields (most cormmon)
Your Cormpany Fields [additional]
Yiorks With
Referral Partner Fields
Referral Partner's Fields

| Imeoice fields

| Billing Address fields
Shipping Address fields
Order fields
Subscription fields

Date

WV W W W WV VYV VOV VYV VY Y Y

Digital Products

[4]

>
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For how to create custom opportunity fields, see the Creating custom fields recipe
in Chapter 2, Critical Tools for Mastery

For how to create a sales stage, see the Setting up a sales pipeline recipe earlier
in this chapter

For more information on Buy Now e-mails, see the Working sales opportunities
recipe earlier in this chapter

For more information on Billing Automation triggers, see the Collecting failed
automated billing attempts recipe in Chapter 4, Selling Products Online and
Getting Paid

For a recipe that uses the Credit Card merge fields, see the Updating a
soon-to-be-expired credit card automatically recipe in Chapter 7, Wowing
Existing Customers with Great Experiences
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Setting up lead scoring

For organizations that are opportunity heavy, it can sometimes be hard for sales reps
to know whom they should reach out to first. This is especially true when a sales rep
has a large number of opportunities with a next action date for today.

To help identify which prospects are the most engaged, and so should be reached out
to first, Infusionsoft has the ability to do lead scoring.

For the context of this recipe, we want to be scoring leads based on the following activity:

» Form submissions
» E-mail opens
» Link clicks

» E-mail unsubscribes

Getting ready

We need to be logged in to Infusionsoft and inside a specific account.

How to do it...

1. Hover over the main navigation and at the bottom of the CRM column,
click on Settings.

2. In the Contact & Company Settings menu on the left of the page, click on Scores:

L All Contact & Company Settings

Y2 contact & Company Settings Compa ny
Minirmurm Account # Length:

TaskfApptMote Settings
° . Contact

Tags
Contact Types:

Tag Categories

Scores
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3. Inthe Name & Status section, give our lead scoring rules a name and make sure
lead scoring is turned on:

Name & Status

Marme = Opportunity Scoring

. =
Scoreis etk 2)

4. Set avalue of 50 for how many points equals 5 flames:

Name & Status

Marmme  Opportunity Scoring

=
-

P
s

Scoreis gkl

s00 o points equals 5 flarmes.

5. Inthe Rules section at the bottom, click the options to configure a rule for if a
contact's activity contains Web Form Submission; award 25 points:

Criteria Points

a

If the Contact's A ctivity contains Yyeh Farmn Submission * +25

-

6. Hover to the right of the row containing the rule and click on the + sign to add a
new rule:

Points Expiration

Web Form Subrission +25 : - : Mewver +
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7. Configure this new rule for if a contact's activity contains Email Open; award 5 points:

Criteria Points
Ifthe Contact's Activity contains Web Form Submission % +25 o
Ifthe Contact's Activity cantains Ernail Open % 5

8. Click on the + sign to add another rule and configure it for if a contact's activity
contains Link Click; award 10 points:

Rules
Criteria Points
Ifthe Contact's Activity contains Web Farm Subrnission % +25 |2
Ifthe Contact's Activity contains Ernail Open * +5 | *
If the Contact's Activity contains Link Click % +0 |2

9. Click on the + sign to add another rule and configure it for if a contact's activity
contains Email Unsubscribe; award -100 points; click on the green Save button
at the bottom of the page:

Rules
Criteria Points
Ifthe Contact's Activity contains Web Form Submission % +25 o
If the Contact's Autivity contains Email Open % +5 2
Ifthe Contact's Activity contains Link Click +10 :
If the Contact's Activity contains Email Unsubscribe * 00 L
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As a contact engages with our marketing through different types of behavior, Infusionsoft

will award points based on the rules outlined. The total number of points is then weighted
against the value set for 5 flames to determine a contact's lead score. For example, since the
maximum points in this recipe is set to 50, if a lead has 30 points, they will display 3 flames
on their record. Looking at this contact's record, in the upper-right of the General tab it will
look like this. The Score is also displayed in the right side of the page when looking at an
opportunity record:

Accaunt Summary

Amt Paid +0.00
Bal Due £0.00
Score

Oppartunity Scaring (%% (Y

Web Form Submission, Email Open, and Link Click award lead score points for each unique
instance of that action. For example, if someone opened two different e-mails, they would
receive twice the points. However, if they opened the same e-mail multiple times, they would
only receive points for the first open of that e-mail.

When designing your lead scoring rules, be sure to leverage negative engagement types
(like we did with the Email Unsubscribe) to push weak leads to the bottom. This is where
tag-based lead score rules can become very handy.

We can also assign lead scores based on specific tags being applied. Multiple tags in a
rule are using OR logic:

Rules
Criteria
If the Contact's Tags contains Armiable % || Analytical
Driver ¥ | | Expressive
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In other words, it doesn't matter if someone has one or more of the potential tags as they
will only receive the lead score points once. If we need points for each tag, we would need to
create a unique rule for each tag.

For dynamic lead scoring (sometimes known as a decaying lead score), we can have lead
score points expire after a certain number of weeks:

Criteria Points Expiration

[fthe Contact's Activity contains Web Form Submission % +25 2 4 L Weeks
If the Contact's Ativity contains Ernail Open * +5 |2 1 T Week
If the Contact's AcTivity contains Link Click +0 . 2 S Weeks
[f the Contact's Ativity contains Ernail Unsubscribe o0 | 2 Mewver

The name we configure at the beginning of this recipe is how it will display when filtering
contact or opportunity records:

s Contacts

Search General Address Phone/Email Custom Fields

Search Criteria
First Marne | starts with
Last Marne | starts with
Cormpany | starts with

Ermail | starts with

I R Y I

Opportunity Scoring | equals
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The Update recent activity option enables lead score transitions to be shown in the Recent
Activity widget on a user's dashboard:

MName & Status

Mame  Opportunity Scoring

Scoreis etk @
50 | L points equals 5 flames,
Enabling this feature will update

~ Update recent activity when scores reach A » (@ recent activity feeds when contacts
A reach the selected scare lewvel,

See also

For how to automate based on a certain lead score being achieved, see the next recipe,
Automating based on lead score achievement.

Automating based on lead score

achievement

Once we have lead scoring set up, we can also automate based on a contact achieving a
certain lead score.

For this recipe, we are going to send the opportunity owner, in this case a sales rep, an e-mail
notification when one of their leads achieves the highest lead score possible (5 flames).

Getting ready

We need to be logged in to Infusionsoft, inside a specific account, and inside a new campaign.

How to do it...

1. Drag out a lead score goal and a sequence; connect as shown in the following image
and rename accordingly:

A e

Existing Lead A Flames M otify Oowener
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2. Double-click on the lead score goal to configure it.

3. Configure the goal for when the score increases to 5 flames; click on the green
Save button:

Canfigure Scare

Choose the score level that will cornplete this goal:

Scare  increases vI to ‘ ‘ ‘ w ormore flames.

&
A6
AHG
AHHH
HHHHH

Cancel
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4. Double-click into the sequence and add a new e-mail step; rename accordingly:

Pl >

Start 4 Flame
Lead Maotification

5. Double-click into the e-mail to edit it.

6. Configure the e-mail to come from a no-reply address and to the owner using the

available merge fields:

From: Other... j

Marme (Optional): Ernail Address:
Lead Bot no-reply@infusionsoft.com

To: | Other.. j
Marme (Optional): Ernail Address:

ner Firsthame- -COwher,LastMame-  -Owhner Email-

Subject: [SUPER HOT LEAD] Call -Contact.Firsthame- at -Contact.Phonet - ASAP)
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7. Compose a message with information that the sales rep needs to act

8.

upon immediately:

Subject: [SUPER HOT LEAD] Call -Contact.Firsthame- at -Contact.Phone1- ASAR! Marge

HTML Flain Text

&) Format Inzert Znippet:
Fermat - Fantfamily -+ Fentsize R = i= = Link 1§ Paste 3= Taxr: OFF
Bllr|ulas i' 2_ El=E=m [« = Unlink

Hey ~Owner Eirstiame-

Wour lead ~Contact.FirstMame ~Contact. Lastame~ just hit the maximum
lead score, which means they are really engaging with our marketing,

Give them a call at ~Contact.Phonet~ ASAP,

Remember to update their Opportunity record after you attempt to call
them, whether you reach them or not.

~Contact. EditPage~

Beep beep,
Lead Bat

In the upper-right of the page, click on Draft to change the e-mail's status to
Ready; click on the Back to Sequence button in the upper-left of the page.

In the upper-right of the page, click on Draft to change the sequence's status
to Ready; click on the Back to Campaign button in the upper-left of the page;
publish the campaign.

As a contact engages with our marketing through different types of behavior, Infusionsoft will
award points based on the rules outlined. When the contact reaches the lead score configured
in the lead score goal, the assigned user will receive an immediate e-mail with instructions to

reach out to the contact.
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There's more...

The ~Contact .EditPage~ merge field used in the preceding example will populate as a
link to the contact's record. Upon clicking, the user will need to log in if they are not already,
and be taken right to the person's record. This allows for proper pipeline management even
on the go.

If we are using expiring lead score points, a contact's score may fluctuate up and down
over time. If we need to make the lead score automation happen repeatable with a looping
structure that sandwiches a sequence between two lead score goals, configure with the
same settings:

= = " ~

Existing Lead 5 Flames Motify Crwenier Reach g Flames

Again

We can also configure a decreasing lead score goal for early risk detection and
re-engagement:

»| | . L *
Extsiting Liad A Framus Matify Crwmist Aach 8 Flames]

" * g

Ctrnass to “I Evenhang Ok ek o Raquest Nafify Cramior
IFlames Phone Call of Coll Request

For more advanced lead score automation, we can develop a pyramid-shaped model that
ascends up to 5 flames, and then descends down to none. This way, we can create a
personalized experience as someone's lead score fluctuates up and down. Jordan Hatch, a
world-renowned Infusionsoft expert, is credited with discovering this particular structure.

The left side of the pyramid is modeled as follows:

Dmuain 104 Flames
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And the right side of the pyramid is modeled as:

Decoasse to 3 Flames  Duvreasad o 3 Flames
Cwcrmssn i3 Flames  Dessnase: a4 2 Flamed

Oosrease b § Flame  Desreased to 1 Flame

See also

» For how to set up lead scoring, see the previous recipe, Setting up lead scoring

» For a campaign template similar to this model, download the Focus on Your Hottest
Leads campaign from the free Marketplace

Building a long-term prospect nurture

To close out this chapter on selling with Infusionsoft, we are going to implement a strategy
ensuring that if someone is not ready to buy now, they don't slip through the cracks and
become a totally lost prospect. After all, just because they don't buy now, doesn't mean they
can'tin the future.

The high-level strategy behind a long-term prospect nurture is to reach out every once in a
while with a small bit of value and make it easy for the person to request a phone call.

For the context of this recipe, we are going to be building a six-month nurture that delivers
three quality online resources. Of course, this recipe is easy to extend longer depending on
the nature of our customer's buying cycle.

Getting ready

We need to be logged in to Infusionsoft, inside a specific account, and inside a new campaign.
In addition to this, we are assuming;:

» AnIn Long Term Nurture stage exists

» We have three URLs, one for each nurture resource
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How to do it...

1. Drag out two stage move goals, a link click goal, and two sequences; connect as
shown in the following image and rename accordingly:

= (7 ) l:I--db-- — “ﬂ —»n-e- —»:_6

—
Existing Lead Move into B Morth Murture Please Contact Me Motify Owner Move out of
"In Long Terrm Murture" wi 3 Resources "In Long Term Murure"

2. Create a campaign merge field for the title of each nurture resource:

Campaign Merge Flelds

Merge Field Label Merge Field Value Add Merge Field

Long Term Murture - Resource #1 Business-In-A-Box Campaign _.’ m
Long Term Murture - Resource #2 Build an Email Preference Center _.’ m
Long Term Murture - Resource #3 Do's and Dont's of Campaign Builder _.’ m

3. Create a campaign link with the URLs of each nurture resource:

Campalgn Links

Add Link

Mame URL Description Actions

Long Terrn Murture - Resource #1 http:ffmarketplaceinfusionsoft.com Athree carmpaign package any business Edit Delete
frarmpaignibusiness-box can customize to Attract, Sell and Wow,

Long Term Murture - Resource #2 http:fihelp.infusionsoft.com/mastermind A mastermind call about how to build an Edit Delete
fbuild-a-true-email-preferences-center email preferences center natively

without using tags.

Long Term Murture - Resource #3 hrpsfwannyoutube.com Arare glimpse into some of the top Edit Delete
foeatch?v=7PulDPjrory tactics and strategies used to create
wiorld-class sutomated experiences,
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4. Double-click on the first stage move goal and configure for when moving into the In

Long Term Nurture stage; click on the green Save button:

Configure Stage Move

When moving | into j stage ilost
DOWF - Mew Sponsor Opp
DOWF - Contacting
DOWF - Engaging
DOWE - Qualified

I-—,, T m— DOWF - Sponsor Packet Sent
-------- DOWF

WF - Contract Sent

ave into G tanth Murty )

Tertm Murture” wi 3 Resource Mew Opportunity
Contacting
Engaging
Qualified

Appointment Scheduled
Appointrnent Completed
Quote Sent

Quote Finalizing

Quote Accepted
Deposit Secured [Win)

In Long Term Murture
Lost

bl

5. Double-click into the nurture sequence and add four new e-mail steps and four

Delay Timers; connect and rename accordingly:

Start

=@ =@ =@

Mo Hard Feelings MNurture Murture

Resource #1 Resource #2

e

Murture
Resource #3

6. Double-click into the first e-mail to edit it.
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7.  Write a low-impact message addressing that a buying decision wasn't made now and
that we'll keep in touch with valuable resources in the future:

Subject: Mo hard feelings @)

HTML Plain Text

-3y
B 7 U == A-%

information!

Until next time,
~Owner. FirstName~

) Format Insert Snippets

Format v Trebuchet M5+ 12pt MIESINMIEE i=

Hey ~Contact.FirstMame~,

=2 Link

Unlink

Merge

[ Paste as Text Off

I get it. Mowv just isn't the right time and that's ok. My services aren't going
anywhere so feel free to loop back to me sometime in the future.

Heads up: every once in a while (like every month or so) I'll drop you a line
to touch base and share a resource | believe will help vou further decide if
what | have to offer is right for you. Nothing sales-y at all, just great

8. Inthe upper-right of the page, click on Draft to change the e-mail's status to Ready;
click on the Back to Sequence button in the upper-left of the page.

9. Double-click the first Delay Timer and configure it to wait two months and then send
on a weekday at 8 am; click on Save:

Caonfigure Delay Timer

Surnmary

Wait at least 2 months and then run on a weekday at 8:00 AM {GMT -07:00) Phoenix

Wait at least

2 - || Month(s) j

Run on

Weekday j

® ar

jUD jAMj

Cancel
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10. Double-click into the second e-mail to edit it.

11. Write a message delivering the first nurture resource that uses the campaign merge
field and link for resource #1:

Subject: As promised.. e

HTML Plain Tend

&) Format Insert Snippets

Farmat + Trebuchet M5~ 12pt M= s= =2 Link 1T Paste as Text: Off

(101
]
]
&
4
]

B I U 2 A-¥%. =

Good morning ~Contact.FirstMame-~!

| trust life has good since we last chatted. 4s promised, here is the first
resource vou might be interested in checking out.

Itz called "~Campaign.MergeField_1180-" and, while wou can't implement it
before we start working together, it should give vou an idea of how we've

taken the ENTIRE customer life cvcle and simplified it for ANY industry.

Check out "~Campaign.MeroeField 1180~"

Lntil next time,
~Chwner Firsthlame~

12. In the P.S. of the message, write a call to action for someone to click if they are ready
to chat again:

Itz called "~Campaign.MergeField 1180~" and, while you can't implement it
before we start working together, it should give vou an idea of how we've
taken the ENTIRE customer life cycle and simplified it for ANY industry.

Check out "~Campaign.MergeField _1180~"

Until next time,
~Owner.Firsthlame~

P.5. If vou are ready to chat about what | can do for vour business, click here
and I'll contact you ASAP!
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13. Highlight the call to action text in the P.S. and click on the Link button in the toolbar
at the top of the editor:

) Format Insert Snippets

== Link [{g] Paste as Text: Off
Unlink

1
~||3
H

«| 2=

i
]

Farmat v Trebuchet M5- 12pt <

B 7 U & A-®- =

Its called "~Campaign.MergeField 1180~" and, while vou can't implement it
before we start working together, it should give vou an idea of how we've
taken the ENTIRE customer life cycle and simplified it for ANY industrny.

Check out "~Campaign.MergeField 1180~"

Until next time,
~Owner.FirstName-

P.5. If yvou are ready to chat about what | can do for your business, i
act you ASAP

14. Using the Link to: dropdown, select Thank-you page; click on the Edit thank-you
page link that appears to open a popup:

Link Cptions

Linkta:  yeh address j +<5

Web address
Ernail address

15. Write a brief confirmation message letting the re-engaged prospect know what to

expect:

I'm really happy to hear you are ready
to explore this again.

I'll give you a call as soon as | can :)
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16. At the bottom of this window, click on the Save & Close button.

17.

18.

19.

20.
21.

Click on the green Insert/Update button to save the link:

Its called "~Campaign.mergeField 1180~" and, while vou can't implement it
before we start working together, it should give you an idea of how we've
taken the ENTIRE customer life cycle and simplified it for ANY industry.

Check out "~Campaign.MergeField _1180~"

Lntil next time,
~Owner. FirstName-

P.5. If wou are ready to chat about what | can do for your business, click here
and I'll contact yvou ASAP!

In the upper-right of the page, click on Draft to change the e-mail's status to Ready;
click on the Back to Sequence button in the upper-left of the page.

Double-click the second Delay Timer and configure it to wait 2 months and then send
on a weekday at 8 am; click on Save.

Double-click into the third e-mail to edit it.

Write a message delivering the second nurture resource that uses the campaign
merge field and link for resource #2. Be sure to include the call
to action in the P.S. To save time, clone the nurture resource #1 e-mail:

Subject: What are your preferences ~Contact.FirstName~7

HTML Plain Text

) Forimat Insert Snippets

Format = Trebuchet ki:=  12pt = IS =i~ i= =0 Link i3 Fa

B|Z|u & A-%- =

L]
il
L[]

| trust ~Date Month~ is coming along nicely.

Or maybe not i

Which is why I'm excited to share another valuable resource. Its called
"~Campaign.MergeField_1132~" and its one of my classic mastermind calls
where | show how to create a great email subscription experience [withd

using tags if you know what those are).

Check out "~Campaign. MergeField_1182~"

Until next time ~Contact Firsthame-~,
~(hwnetr Firsthlame~
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22. In the upper-right of the page, click on Draft to change the e-mail's status to Ready;
click on the Back to Sequence button in the upper-left of the page.

23. Double-click the third Delay Timer and configure it to wait two months and then
send on a weekday at 8 am; click on Save.

24. Double-click into the fourth e-mail to edit it.

25. Write a message delivering the third nurture resource that uses the campaign
merge field and link for resource #3. Be sure to include the call
to action in the P.S. To save time, clone a previous e-mail in the chain:

Subject: “ou either do or you don't friend! Merge

HTrL Flain Text

) Format Inzert anippets

Format = Trebuchet Mi= 10pt == = == Link %] Paste as Text: O)

B|| 7 Ulees A-%2- E

]
bl
L]}
E

Good morning ~Contact. FirstMName-!

In all skillz, there are things that the experts knaw to do and also, sometimes mare
impartantly, what NOT ta da,

How ta uze the toaols in a masterful way.

Az an automated experience expert, and az someone that's been using Infusionzoft more
than 20% af my life, | wanted ta prove to ywou | definitely KMOW my way around the
Campaizn Builder,

Thiz iz & rare non-1nfusionsoft webinar appearance called
"eizampaign.MergeField_1184~", For about 90 minutes, Kim snider's tribe gets the lid
blown off of any trick ar tip | could think of, And yeah, the Q&4 at the end i= great too ;)

Check out "~Campaign.MergeField 1154~"

Enjoy wour ~Date.DayCfivesk~,
~Owner Firsthiame

P.5% If you are ready to chat about what | can do far your business, click here and [l
contact you ASAP!

26. In the upper-right of the page, click on Draft to change the e-mail's status to Ready;
click on the Back to Sequence button in the upper-left of the page.
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27. Double-click the fourth Delay Timer and configure it to wait 2 months and then
send on a weekday at 8 am; click on Save:

Start Mo Hard Feelings  Wait at least 2 months
and then run on a weekday
at8:00 A

Murture Wait at least 2 months Murture Wait at least 2 months Murture Viait at least 2 months
Resource#1  and then run on a weekday ~Resource #2  andthenrun on aweekday Resource #3  and then run on aweekday
at 8:00 AM atB:00 AM ata:00 AM

28. In the upper-right of the page, click on Draft to change the sequence's status to
Ready; click on the Back to Campaign button in the upper-left of the page.

29. Double-click the link click goal.

30. Using the menu on the left of the page, select each nurture e-mail and select
the link in the P.S. on the right of the page. Make sure all e-mails with a P.S.
are being tracked and click on Back to Campaign:

& Month Murture w/ 3 Resources

No Hard Feelings
(' af T finks are sefected

Nurture Resource #1
f af 2 finks are sefected

Nurture Resource #32
f af 2 finks are sefected

Nurture Resource #3
T of 2 finks are sefected

Please Contact Me

Good maorning Paul!

In all skills, there are things that the experts know to do and also, sometimes mare
importantly, what NOT to do.

How to use the tools in a masterful way.

Az an automated experience expert, and as someone that's been using Infusionsoft more than
20% of my life, | wanted to prove to yvou | definitely KNOW my way around the Campaign
Builder,

This is a rare non-Infusionsoft webinar appearance called "Do's and Dont's of Campaign
Builder". For about 90 minutes, Kim Snider's tribe gets the lid blown off of any trick or tip |
could think of. And yeah, the Q&A at the end is great too ;)

Echeck out "Do's and Dont's of Campaign Builder"!

Enjoy your Thursday,
Paul

P.S. If you are ready to chat about what | can do for your business,
Bctick here and |'ll contact you ASAP!!

Update Your Information or Unsubscribe]

124 N California St Unit 22 Chandler, Arizona 85225 United States
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31. Double-click the notify owner sequence and add a new e-mail step; rename
accordingly:

L — e

Start Lang Term
Murture Bubble Up

32. Double-click into the e-mail and configure the e-mail to come from a no-reply
address and to the owner using the available merge fields:

From: Other.., j

Mame (Optional): Ermnail Address:
Lead Bot no-reply@infusionsoft.com

To: | Other.. j
Mame [Optional): Email Address:

-Coyner FirstMame- -Owner.LastN: | -Owner.Email-

Subject:  [BUBBLE UP] Call -Contact.FirstName- at -Contact.Phone! - ASAP! Merge

33. Compose a message with information that the sales rep needs to act
upon immediately:

Subject: [BUEELE UP] Call -Contact.FirstMare- at -Contact.Fhone’ - ASAR! hWerge

HTRL Flain Text

) Format Inzert Enippets
Farmat - TrebuchetMi- 12pt R is| =@ Link 1%} Paste as Text: O
Unlink

B||7|U s A-Y- =

1% _ﬁ

Hey ~Owner. Firstlame~,

Your lead ~Contact.FirstName~ ~Contact.LastMame- just responded ta the
lang term nurture and request a call,

So give ther a call at ~Contact, Phonet~ ASAP|

Remember to update their Opportunity record after you attempt to call
them, whether you reach them or not.

~Contact. EditPage-

Beep beep,
Lead Bot
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34. In the upper-right of the page, click on Draft to change the e-mail's status to Ready;
click on the Back to Sequence button in the upper-left of the page.

35. In the upper-right of the page, click on Draft to change the sequence's status to
Ready; click on the Back to Campaign button in the upper-left of the page.

36. Double-click on the second stage move goal and configure for when moving out of the
In Long Term Nurture stage; click on the green Save button:

Configure Stage Move

When moving  out of j stage ‘Please select one j

DOWF - Mew Sponsar Opp ;I
DOWF - Contacting

DOWF - Engaging

DOWF - Qualified
| DOWF - Sponsor Packet Sent
DOWF - Contract Sent

Mew Opportunity
Contacting

Engaging

Qualified

Appointrment Scheduled
Appaintrment Completed
Quote Sent

Quote Finalizing

Quote Accepted

Deposit Secured (Win)

In Long Terrn Murture

37. Publish the campaign.

When a user moves a prospect's opportunity into the In Long Term Nurture stage, the prospect
automatically receives communications for the next six months. In each communication, the
sales rep is providing them with something of extreme value while also making it easy for the
prospect to request a call. If the prospect requests a call by clicking the link in the P.S. of each
e-mail, the sales rep is automatically notified and can continue working the opportunity. To
ensure a great customer experience, whenever their opportunity stage is moved the nurture
sequence is automatically stopped.
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There's more...

Add a P.P.S. link to allow people to drop out if they are no longer interested:

P.5. If you are ready to chat about what | can do for vour business, click here
and I'll contact you ASAP!

P.P.5. And listen, if you reaffy aren't considering me anymore, save us both
time and click here. Mo hard feelings )

Use a link click goal to track this behavior so we can notify the owner to move the opportunity:

> — [ =Ll —— | — [ =] ——
Maove into B Month Murture Flease Contact Me Motify Owner Maove aut of
"In Long Term Murture” wi 3 Resources | I"In Lang Term Murture”
6 g
Mo Longer Interested Motify Owner
to Maove to Lost

If we can, mix up the types of resources we share. Different people respond to different
kinds of content so make sure we have a healthy mix of written word, spoken word, videos,
and presentations.

Mix up the time of day you deliver the resources. Feel free to experiment with sending on
weekends since these e-mails should be pure valuable content. Remember, the high-level
strategy is to make it easy for people to bubble up. It is entirely possibly that your offering
would only be seen when they check their e-mail over the weekend because they are
overwhelmed during the week.

Mix up the communication channels. As long as the Return On Investment (ROI) is there,
we can send direct mail pieces at certain steps in the nurture. In that case, make sure
there is still an easy mechanism for the prospect to respond to the mail piece.

This strategy can also be initiated from other mechanisms besides opportunity stage moves.
An internal form, a note template, an API goal, or a tag goal can just as easily trigger this
nurture campaign.

This strategy can also be expanded for customer nurture as well. In that case, we may also
choose to use a purchase goal to trigger the campaign.
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See also

For an explanation of the ~Contact . EditPage~ merge field, see the There's more... section
of the Automating based on lead score achievement recipe in this chapter.
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Wowing New Customers
with Great Experiences

In this chapter, we will cover the following:

» Segmenting by last purchase date

» Building a new customer welcome campaign
» Creating a customer satisfaction survey

» Asking for testimonials automatically

» Setting up a birthday collection mechanism

» Building automated Happy Birthday messages

Introduction

The third phase of lifecycle marketing is Wow. This chapter concerns itself with different
tactics to Wow your new customers.

There is a general flow to the recipes and, while each can stand by itself, a new business
would be advised to start at the top and work their way down.

If a small business were to implement every recipe in this chapter, | feel very strongly that
their business would not only earn more per customer, but the costs to acquire a customer
would go down because the automated systems would support a completely delightful
experience—an experience they would surely tell their friends about.
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Segmenting by last purchase date

When we can segment our customer database based on someone's most recent purchase,
it unlocks an entire world of automation potential.

This information can be used to plan promotions, automatically switch paths, or simply
enhance an existing report for a deeper layer of insight.

This type of segmentation cannot easily be performed retroactively, so the sooner a
business implements this recipe, the sooner they begin building their lake of data.

Getting ready

We need to be logged in to Infusionsoft, inside a specific account and in a new campaign.
We also need to have:

» The shopping cart configured or a live order form

» The last purchased segments we want to track created as tags, for example

o Last purchased -> within 30 days

o Last purchased -> within 30-90 days

o Last purchased -> within 90-180 days

o Last purchased -> within 180 days-1 year

o Last purchased -> over 1 year ago

How to do it...

1. Drag out two purchase goals and a sequence; connect and rename them accordingly:

' = (P =l
Whenever a Any Purchase Reset Last Purchased Timer Another Purchase
Customer Purchases
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2. Double-click on the first purchase goal and configure it for Any Purchase;

click on Save:

Configure Purchase

G:An}f Purchase © Spercific Product Purchase " productin Specific Category Purchase

Cancel

3. Inthe lower-left corner of the second Purchase goal, click on the green symbol

to open the goal settings.

4. Using the This goal can be achieved by... dropdown, select Any Contact; click

on Save:

Goal Settings

This goal is achieved when a Contact...

Q Purcheses 8 Product v

This goal can be achieved by...

Contscts in this Cernpeign A

Contacts in this Campaign

5. Double-click on the second purchase goal and configure it for Any Purchase;

click on Save:

Whenever a Any Purchase ResetLast Purchased Timer

Customer Purchases

J
|
¢

Another Purchase
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6. Double-click into the sequence and add two Tag steps:

000

Start Apply D tags Apply Qtags

7. Double-click into the first Tag step and configure it to apply the first purchase
segment tag; click on Save:

Canfigure Tag

@ Apply O Remove

Last Purchased -= Within 30 Days %

Cancel

8. Double-click into the second Tag step and configure it to remove all the other
purchase segment tags; click on Save:

Configure Tag

o Apply @ Remove
Last Purchased -= Yyithin 180 Days - 1 x
Year
Last Purchased -= Within 30 - 90 Days =
Last Purchased -= Yithin 90 - 180 Days *

Last Purchased -= Owver 1 Year Ago %




9. Drag out a new Start Timer, Delay Timer, and two Tag steps.

e

Start

Start

— 10

Apply 1 tag Remove 4 tags

L@ 0O

Apply O tags Apply 0tags

Chapter 6

10. Double-click on the timer and configure it to wait as long as the first segment and
then run on any day at 12 AM; click on Save:

Configure Delay Timer

Surnrnary

Wait at least

30 - Dayls) j

Wait at least 20 days and then run at 12:00 AM {GMT -07:00} Phoenix

Run an ®ar O

Any Day j 12 j 0o jAM j

Cancel

11. Double-click into the first Tag step and configure it to remove the first purchase
segment tag; click on Save:

Configure Tag

o Apply @ Remove

Last Purchased -=Within 20 Days *

Cancel
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12. Double-click into the second Tag step and configure it to apply the second purchase
segment tag; click on Save:

Configure Tag

® Apply  Rernave

Last Purchased -= Within 30 - 90 Days *

Cancel

~ At this point, we may want to leave canvas notes to track the
different segments.

- - Within 30 Days

e v v,

Start Apply 1 tag Remaove 4 tags
: : Within 30-80
—| Gl > —> Days

e A v, v,

Start Wait at least 30 days and  Remove 1 tag Apply 1 tag
then run at 12:00 A

13. Repeat this Start - Delay - Tag switching structure for each of the remaining
purchase segments:
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< T - Within 30 Days
y y
4 e "
Start Apply 1 tag Remave 4 tags
= e : & Wiithin 30-80
- = _ Days
e T\ N 7 &/ \
Start ‘Wait at least 30 days and Remave 1 tag Apply 1 tag
then run at 12:00 AM
- e = -3 Within 90-180
- = _ Days
e T\ 7 K/ \
Start Wait atleast 90 days and  Remoave 1 tag Apply 1 tag
then run at 12:00 AM
T T 5 -3 Within 180 Days
- = y —————»| - Tear
L g s s 7l \/ \/
Start VWait at least 180 days Remaoave 1 tag Apply 1 tag
and then run at 12:00 AW
. - e Ower 1 Year Ago
- | — i —> i
v e - T & v
Start Wait at least 12 months Remoave 1 tag Apply 1 tag
and then run at 12:00 AW

14. In the upper-right corner of the page, click on Draft to mark the sequence as Ready.

15. In the upper-left corner of the page, click on Back to Campaign and publish
the campaign.

The first time someone makes a purchase, they are tagged with the first purchase segment
and then the tags switch as time passes. If they make another purchase, the second purchase
goal will pull them out of the sequence and then the first purchase goal will add them back
into the sequence. When this happens any previously applied tags will be removed and the
first purchase segment tag is reapplied. To ensure that this always happens, we set the
second purchase goal as an entry point.
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There's more...

This timer is tracking any purchase. We can easily modify this model to time-specific product
purchases and re-purchases.

The magic of this recipe lies in the fact that we can sandwich a sequence between two of
the same goals and create a looping effect. We can also create loops with:

» Lead score goals

» Opportunity stage move goals

» Taggoals

» APl goals

For example, if we wanted to create a timer based on a user logging in to an app:

X
= = - m{Hm =
251 @ @
Whenever a Any Login Reset Last Login Timer Mext Login
Customer Logs In

See also

For a similar resettable timer model that uses tags, see the Tracking e-mail engagement
levels recipe in Chapter 8, Administrative - Conquer Internal Chaos.

Building a new customer welcome campaign

Anytime a customer receives their product or is delivered a service, we have an opportunity
to make them feel appreciated and increase the chances of future business. By making that
appreciation known over time, we greatly increase the chances of future business.

While a welcome campaign can use many different communication channels, for this recipe,
we are only going to be contacting the customer via e-mail.
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Chapter 6

We need to be logged in to Infusionsoft, inside a specific account and in a new campaign.

We are also assuming the following:

» The product or service is being sold via the shopping cart or order form (see the

There's more... section if this is not the case)
» The business has an active social media profile

How to do it...

1. Drag out a purchase goal and a sequence; connect and rename accordingly:

Order Farm Furchase Mewy Customer Welcame
ar Cookhook

Shapping Cart

2. Double-click on the first purchase goal and configure it for the specific product or

service being sold; click on Save:

Configure Purchase

Please select one 'I

Please select one

o Any Purchase « Specific Product Purchase © Productin Specific Category Purchase

$100 Block
1 Hr. Webwark Cancel
Epic Poster

B Infusionsoft Cookbook i i i
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3. Double-click into the sequence. Add three e-mail steps and two Delay Timers;
connect and rename accordingly:

Are You on Facebook?

Start YWelcome Howi to get Help

4. Double-click into the first e-mail step and write a message thanking the new customer
and making them feel appreciated:

Subject: Thank You! Merge
HTML Plain Text

) Format Insert Snippets
Format - Trebuchet M5+ 12pt MR s= =2 Link [{g] Paste as Text: Off

« |2 Unlink

B 7 U = A-¥- =

Thank vou so much for buying the Infusionsoft Cookbook
~Contact.Firsthame-~!

You should have had a chance to download it from the order confirmation
page, but if something weird happened and you didn't get it, reply and let
me know so | can make things right.

From here, the best course of action is to read it and start implementing in
wour own business.

Hawe a great ~Date.DayOfWeek~ and thanks again,
Paul Sokol

5. In the upper-right corner of the page, click on Draft to mark the e-mail as Ready;
in the upper-left corner of the page, click on Back to Sequence.
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6. Double-click on the first timer and configure it to wait 7 days and then run on any

day at 8 AM; click on Save:

Canfigure Delay Timer

Summary
Wait at least 7 days and then run at &:00 AM (GMT 0720} Phoenix

YWait at least Run an

. Diay(s] j Any Day

@ O

8 jDU jAMj

Cancel

7. Double-click into the second e-mail step and write a message thanking the customer
again and providing additional resources if they need assistance:

Subject: Have Questions? Need Help? Read Me!

HTML Plain Text

) Format Insert Snippets

Format = Trebuchet bii= 13pt i E'

B /7 U & A-¥- ==

]
]

e

0Or maybe none of that 1|

Nothing in between.

We're here to help,
Paul 5okol

fii

Merge

g2 Link gl Paste a= Text: Off
Unlink

Thanks again for buying the Infusionsoft Cookbook ~Contact.Firsthlame-!

By now, you've most likely thumbed through it and have begun waorking on a
recipe or two. Or maybe you dove in head first and hawve LOTS of stuff built.

Justwanted to remind you that we allwin together, and we all lose together.

In otherwaords, if you are getting stuck or need help, hit reply and let me
knowy, | and my team will see what we can do!
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8. Inthe upper-right corner of the page, click on Draft to mark the e-mail as Ready;
in the upper-left corner of the page, click on Back to Sequence.

9. Double-click the second timer and configure it to wait 23 days and then run on

any day at 8 AM; click on Save:

Configure Delay Tirner

Summary

Wait at least Run an

23 S| Days j Any Day

WWait at least 23 days and then run at 5:00 Al (GRT -07.00] Fhoenbc

[

& ar

jﬂﬂ jAMj

10. Double-click into the last e-mail step and write a message inviting the customer to
follow you on a social media channel:

HTML Plain Text

) Format Imsert

Format = Trebuchet =  12pt

B|Z U« A-IZ- E=

il

Facebook?

subject |oin Us On Faceboak ~Contact.FirstMame-!

Snippets

[

fi:

M comrmunity is here to help,
Paul Sokal

== Link
Unlink

Thanks again far buying the |nfusionsoft Cookbook ~Cantact.FirstName-!

Did you know that there is a very active community of folks just like you an

In ather words, if you are still getting stuck or need help, allyou have to do is
click here and join the conversation on Facebook.,

IMerpe

@ Paste as Text: Off
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11. In the upper-right corner of the page, click on Draft to mark the e-mail as Ready; in
the upper-left corner of the page, click on Back to Sequence.

12. In the upper-right corner of the page, click on Draft to mark the sequence as Ready.

13. In the upper-left corner of the page, click on Back to Campaign and publish
the campaign.

When a customer makes a purchase through the shopping cart (or using an order form), they
receive an immediate thank you e-mail. One week later, they get another e-mail with more
resources, and one month after their purchase, they are invited to follow on a social channel.

Don't forget to add any Tag steps to switch out a contact's tags! For example, we may want to
remove specific prospect tags and apply customer tags.

Don't forget to include any necessary fulfillment information in the initial welcome e-mail or
fulfillment tasks in the sequence. For example, if there is a physical product being shipped,
we may want to include some expectations around estimated delivery times.

Depending on the specific business, we may want to communicate at different frequencies
than this recipe. For example, an annual service may wait a full quarter after the initial
welcome e-mail.

This recipe is a generic new customer welcome that will work for a majority of products/
services. For maximum effectiveness, add extra steps based on the company's strategic
objectives. For example, a business that relies heavily on repeat purchases could have a
welcome that lasts a year and provides a special offer or discount for another purchase.

Or, for a business that relies heavily on word-of-mouth referrals, we might introduce a social
invitation much earlier.

If our business is not using the shopping cart or order forms, we can trigger this campaign
manually with a note template.

For a potential extension to this recipe, see the next recipe Creating a customer
satisfaction survey.
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Creating a customer satisfaction survey

When we understand how satisfied (or not) a customer is, we can adjust the customer
experience to ask for a testimonial/referral or take steps to make things right. One way to
acquire this information is with a customer satisfaction survey.

A customer satisfaction survey can be requested for each purchase, after a general period of
time (for example annually) or a customer interaction. It all depends on the specific business.

For the context of this recipe, we are creating a survey for a recently purchased product.

Getting ready

We need to be logged in to Infusionsoft, inside a specific account and in a new campaign.

How to do it...

1. Drag out a web form goal and three sequences; connect and rename accordingly.
The decision node will appear after connecting the form to more than one sequence:

© B e— m-m
r — | (e

Emailz from 15 Cookhook | Satizfied

Cther Campaigns Survey

Mevtral

>m-@-

ot Satisfied

2. Double-click on the web form goal.
3. Delete all visible fields.
4. Add a Hidden field snippet.

228



Chapter 6

5. Configure it for the Email field. Make sure that the value is left empty, and click
on Save:

Hidden Field Settings x

Which Field | Ermail j

Field Yalue

Save Cancel

6. Add a Logo snippet and a Title snippet; update the Title snippet text with
customer instructions:

Thanks for buying the Infusionsoft
Cookbook!

We'd love for you to take our Super
Guick One Click™ customer survey

below:
Hidden Field {Emalil)

7. Using the Field Snippets tab, add a Radio snippet.
8. Change the label to ask the survey question:

Radio Settings

Label How satisfied with the cookbook are you?
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9. Click on the plus sign next to the options to get one more field; we want a total of
three options as shown in the following image:

Radio Settings

Label | Howy satisfied with the cookbook are you?

options + 9 — (4
s tS | = F
i + 5 — (4

10. Fill in the field values and select the option next to Neutral; click on Save:

Radio Settings %

Label Howy satisfied with the cookbook are you?

options ' 5 atisiad to | -+
& Neutral v |-+
Mot Satisfied to | =&

{~ Don't zelect an option by default

Save Cancel

11. Click on the Submit button to edit the call to action.
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12. Change the button label and set the alignment to Center; click on Save:

Thanks for buying the Infusionsoft
Cookbook!

We'd love for you to take our Super
Quick One Click™ customer survey
below:

" Satisfied

& Neutral

' hat Satisfied
Hiddlen Field (Email)

Hove satisfied with the
cookbook are you?

Here's by Feedback! |

13. Click on the Thank-you Page tab at the top of the page.

14. Configure the page with a friendly thank you message:

Thanks for your feedbaék, ~C

W

ontact.FirstName~!

Chapter 6

15. Click on the Settings tab at the top of the page and make sure that the Auto-
populate has its option selected:

Design

Thank-you Page Settings Code

Auto-populate Form @

|7Auh:u-populate thiz form with & Contact's information swwhen visited from an Infusionzott-delivered email

16. In the upper-right corner of the page, click on Draft to mark the web form as Ready,

and in the upper-left corner of the page, click on Back to Campaign.

17. Double-click into the decision node.
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18. Configure the logic so that each radio option directs the contact into the appropriate
sequence; click on Back to Campaign in the upper-left corner of the page:

15 Cookbook Survey's Decision

Rules for: Satisfied

If the Form Submission’s Option  How satisfied with the cookbook are you? - Satisfied  is selected
=~ AND

- RLLE

Rules for: Neutral

If the Form Submission’ Option  How satisfied with the cookbook are wou? - Meutral s selected
+AND

- RLLE

Rules for: Not Satisfied

If the Form Submission’s Option  How satisfied with the cookbook are you? - Mot Satisfied s selected
~AND

~+RLULE

19. Double-click into the Satisfied sequence. Add one e-mail step and rename accordingly:

- b

Start Thank “au
& Testimonial Request
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20. Double-click into the e-mail step and write a message thanking the customer for their
feedback and asking for a testimonial as shown in the following image:

Subject: thanks Merge
HTML Plain Text

bt Format Inzert Snippets
Format = Trebuchet M= 12pt = = [=|[i=|~ fn = Link i3 Paste as Text: Off

B I U & A-%- ==

il

Hey ~Contact FirstMame-,

Unlink

Thanks for much for taking our survey and I'm very happy to hear you are

satisfied.

Could you do me a favor: would you please hit reply and let me know about

wour experience?

Have a great ~Date.DayOfesk~,
~Owner.FirstMarme~

21.

22.
23.
24.

In the upper-right corner of the page, click on Draft to mark the e-mail as Ready; in
the upper-left corner of the page, click on Back to Sequence.

In the upper-right corner of the page, click on Draft to mark the sequence as Ready.

Click on Back to Campaign and then double-click into the Neutral sequence.

Add one e-mail step and rename accordingly:

Start

- b

What Could
\Wie Do Better?
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25. Double-click into the e-mail step and write a message thanking the customer for their
feedback and asking what could have been done better:

Subject:  thanks [sorry) Merge

HTML Plain Text

) Format Inzert Snippets

== Link i1l Paste gs Text: Off]
Unlink

Format = Trebuchet k= 12pt - |=

i
L[]
L[

B 7 U s A-¥-

Hey ~Contact.Firsthame-,

Thanks so much for your feedback and we're sorry your experience wasn't ta
your satisfaction.

Can you do me a favor: would you please hit reply and let us know what we
could have done better?

Have a great ~Date.DayOfeek-,
~Owner. FirstMame-~

26. In the upper-right corner of the page, click on Draft to mark the e-mail as Ready; in
the upper-left corner of the page, click on Back to Sequence.

27. In the upper-right corner of the page, click on Draft to mark the sequence as Ready.
28. Click on Back to Campaign and then double-click into the Not Satisfied sequence.

29. Add one Task step and rename accordingly:

} a
Start Mot Satistied
with Cookhook




Chapter 6

30. Double-click into the task and configure for an outbound customer call to make

things right:

Type

Title

Body

Oue at

Priarity

Assign to (backup)

Days until due

Call j

LFirstMarme~ ~Contact.LastMarne- | Merge

~Contact.FirstMarne~ ~Contact.LastMame~
just took the custormer survey and was not
satisfied with the cookbook, Call ther at
~Contact.Phonel~ and see what we can do
the make things right.

Assign to Contact's owner r

Paul 5akal j

0 =

Please selact ane j

1. Critical j

31. In the upper-right corner of the page, click on Draft to mark the task as Ready;
in the upper-left corner of the page, click on Back to Sequence.

32. In the upper-right side of the page, click on Draft to mark the sequence as Ready.

33. In the upper-left side of the page, click on Back to Campaign and publish

the campaign.

When a customer clicks through to the web form from an e-mail, their e-mail address will

prepopulate in the hidden field, so when they submit their feedback, Infusionsoft knows who
is submitting the form. If they are satisfied, we automatically ask for a testimonial. If they are
neutral, we automatically inquire into what wasn't working. If they are not satisfied, someone
is tasked with contacting the customer to make things right.
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We can easily drive traffic from other campaign e-mails to this survey using Hosted web
form links:

Link Options
Link t: Hosted web form j +\9
is coo

IS Cookbook Surwey

InsertfUprate

We can add-on an invite sequence that is triggered via tag to standardize how surveys are
administered. This makes it easy to request a survey from any campaign; just apply the
functional tag when it is time to ask for feedback:

=0 =om = o =gm
Cther Campaigns Functional -= 1= Cookbook I1Z Cookbook Satisfied
Cookbook Survey Survey Invite Survey |
| R Re—
| Mevtral
> -
Mot Satisfied

We can also use a full landing page instead of a web form for a richer survey experience.
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Rather than providing a dead end, use the momentum from a form submission to drive

customers somewhere on the thank you page:

- FLL A

Thanks for your feedback, ~Contact.FirstName~!

Click here to find out about persanal 1-0n-1 consulting

For a more human experience, add a Delay Timer before any of the automated e-mails:

Start Wit ot least 17 minutes:
and then run on a weekday
hetween 500 Ak - 5200

Phd

]

Thank “au
& Testimonial Regquest

>

The logo shown in the preceding example is one of the select special characters supported by
the form builder. They can be accessed from the Insert tab at the top of the toolbar.

Format Insert
i
(e B —
Image Table Divider

anippets

. Merge Fields
f Special chars

Add an internal form after the Not Satisfied sequence to track the resolution of

unsatisfied customers:

|’:_,(|\
D*—:

Mot Satisfied Customer - 15 Coakbook

Unzatizfied Resalution

Left “aicemail
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We may choose to add tags for their current satisfaction status. Tagging can create more robust
automation experiences by providing an opportunity for campaign switching using decision
nodes looking for certain tags. However, if the satisfaction-level tagging is only being done

for reporting, we can keep the database lean and use campaign reporting instead:

(=l
Davvnload Sales Sequence Purchase online
Lead Magnet

E% > @ — »D-@- » nj’i »D-@-- - —

Wehsite Mew Lead Magnet Lead Magnet Delivery

> -
Happy Customer

Lead Magnet Delivery
+ Coupon Code

We can add a general survey link into the footer of our standard customer e-mail template to
create a steady stream of feedback over time.

Asking for testimonials automatically

Social proof is one of the most persuasive tools for marketing. When potential customers can
read about another customer's experience in their own words, it greatly increases trust in our
products or services.

Having a system to automatically ask for testimonials can provide us with a steady stream of
social proof that can be used throughout our marketing efforts.

Getting ready

We need to be logged in to Infusionsoft, inside a specific account and in a new campaign. In
addition to this, we also want to have a functional tag created to trigger the testimonial request.

How to do it...

1. Drag out a tag goal, a web form goal, and one sequence; connect and rename
them accordingly:

= ,@6 }n-%- x%

Cther Campaigns Azk for Testimaonial Testimonial Request Testimonial Collection
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Double-click on the web form goal.
Delete all visible fields.
Add a Hidden field snippet.

Configure it for the Email field. Make sure that the value is left empty and click
on Save.

ok 0N

6. Add a Logo snippet and a Title snippet; update the Title snippet text with
customer instructions:

You can prdvide your testimonial
below.

Thanks!

Hiddern Fleld (Ermaif)

7. Using the Field Snippets tab, add an Other snippet.

8. Using the Which Field dropdown, scroll to the bottom and select Append to
Person Notes:

Other Field Settings x
Which Field 'Diease select one j
Label Latest Subject Line N

4 Day Cash Machine Cart URL

Appointment Time

Appointment Date

Referring Marme

Cutstanding Hours

Cutstanding Balance e eancel

Serice Schedule Time

Senice Schedule Date » .

Y Reguest Comments imonial
Consultation Time
Caonsultation Date
Previous Experience
CQualifications
Greatest Strength
Greatest Weakness

Other F Goals
5)_pass

Required

Append to Person Motes
Create a Customn Field. . M
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9. Change the label to read Write your testimonial, mark the field as Required and
click on Save:

Other Field Settings X

Which Field Apnpend to Person Motes j

Label ‘yrite your testimonial

Required

Save Cancel

10. Click on the Submit button to edit the call to action.

11. Change the button label and set the alignment to Center; click on Save:

b Rl
HEHT =T
WLa L

ol 1y

You can provide your testimonial
below.

Thanks!

Hidden Field (Email)

Write your testimanial * |

Here's bdy Testimoniall |

12. Click on the Thank-you Page tab at the top of the page.
13. Configure the page with a friendly thank you message:

Thanks for your testimonial, ~Contact.FirstName~!

14. Click on the Settings tab at the top of the page and make sure that the
Auto-populate has its option selected.
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15. In the upper-right corner of the page, click on Draft to mark the web form as
Ready and then in the upper-left corner of the page, click on Back to Campaign.

16. Publish the campaign so the Testimonial Collection form is live. After it has
published, in the upper-left side of the page, click on the Edit tab.

Cther Campaigns Ask for Testimonial Testimonial Request Testimonial Collection

17. Double-click on the tag goal and configure it for the functional tag that will start the
campaign; click on Save:

Configure Tag

This goal is achieved when any of these tags are applied:

Functional -= Ask for Testimaonial x

18. Double-click into the Testimonial Request sequence. Add two e-mail steps, a Delay
Timer and rename accordingly:

= =

Start Testimonial Reguest #1 Teztimonial Reqguest #2
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19. Double-click into the first e-mail step and write a message thanking the customer
and asking for a testimonial:

Subject: Share your experience ~Contact.FirstMarme~7 Merge

HTML Plain Texd

) Format Insert Snippets

Farmat = Trebuchet M= 12pt = [:= [~|[i= = g= @ Link i3] Paste as Text: Off

B|J U A-%2- =

L]
L[]

First off, thanks for being one of our valued customers!

One of the best ways for us to continually provide better and better service is
through customer feedback.

Wihich is why | wanted to quickly ask you: would you be open to sharing a
testimonial about your experience?

Mot only do testimanials help us understand what works, and what doesn't
wiork, its also a great way for others to get a feel for what its like to be one of
our customers,

Click Here to Share Your Quick Testimonial

Have & great ~Date.gm~,
~Owner. Firsthlame~

20. Highlight the call to action and click on the Link button at the top of the toolbar:

First off, thanks for being one of our valued customers!

One of the best ways for us to continually provide better and better service
is through customer feedback.

Which is why | wanted to quickly ask you: would yvou be open to sharing a
testimonial about vour experience?

Mot only do testimonials help us understand what worlks, and what doesn't
wiork, its also a great way for others to get a feel for what its like to be one
of our customers.

stimonial
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21. Using the Link To: dropdown, select Hosted web form:

Link Options

Linkta:  fyyep address j v
Wieh addrass
Ernail address
Thank-you page
Campaign link
Hosted email page
Hosted landing page

Hosted web form

Update page
Update f opt-out page
ickly ask y Opt-out page nga

22. Place your cursor in the field that appears below and begin typing the name of the
testimonial form.

23. Click on the name of the form, and click on Insert/Update:

Link Options

Link ta: Hosted web farm j o

testimon

Product & Testimonial

Product & Testimonial

Testimenial Collection

24. In the upper-right corner of the page, click on Draft to mark the e-mail as Ready;
in the upper-left corner of the page, click on Back to Sequence.
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25. Double-click on the Delay Timer and configure it to wait 7 days and then send on
any day at 8 AM; click on Save:

Configure Delay Timer

summary
“Wait at least 7 days and then run on a weekday at 8:00 AM [GMT -07:00] Fhoenb:

‘Wait at least Run an @ O

> Daylg j Weekday j 8 j oo j AN j

26. Double-click into the second e-mail step and write a message thanking the customer
and asking for a testimonial again:

subject:  [REMIMNDER] I'd lowe to hear about your experience Mderge

HTML Plain Text

) Format Insert Snippets

&= Link g Paste as Text: Off]
Unlink

Format = Trebuchet > 12pt = [FE~-||i= |~

Bt |ua |A-E- =S

1]
]
|.l

Hey ~Contact. FirstMame-,
Thanks again for being one of our valued customers!

About & week ago | shared that one of the best ways for us to continually
provide better and better service is through customer feedback,

W hich is why | wanted to ask you one more time: would you be open to
sharing a testimonial about your experience?

Remember, testimonials help us understand what works, and what doesn't
wiark, AND its also a great way for others to get a feel for what its like to be
one of our customers,

Click Here to Share Your Quick Testimonial

Have a great ~Date.DayOfi/eek~,
~Owner FirstMame~
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27.

28.
29.

30.
31.

32.
33.

Highlight the call to action, and click on the Link button at the top of the toolbar:

o Format Insert Snippets

Format = | Trehuchet Wi~  13pt - 3= [=|[i= |~ g=| | == Link i Paste

Unlink
-,
B 7 U & A-%

My
]
[}

Hey ~Contact.Firsthlame-,
Thanks again for being one of our valued customers!

About a week ago | shared that one of the best ways for us to cantinually
provide better and better service is through customer feedback,

Which is why | wanted to ask you ane mare time: would you be open to
sharing a testimonial about your experience?

Remember, testimanials help us understand what woarks, and what doesn't
work, AMD its also & great wany for others to get a feel for what its like to be
one of our customers,

Click Here to Share Your Quick Testimonial

Have a great ~Date.m~,
~Owner, Firsthlame-~

Using the Link To: dropdown, select Hosted web form.

Place your cursor in the field that appears below and begin typing the name of
the testimonial form.

Click on the name of the form and click on Insert/Update.

In the upper-right corner of the page, click on Draft to mark the e-mail as Ready;
in the upper-left corner of the page, click on Back to Sequence.

In the upper-right corner of the page, click Draft to mark the sequence as Ready.

In the upper-left corner of the page, click on Back to Campaign and publish
the campaign.

When another campaign applies the functional starting tag, the customer receives two e-mails
asking for a testimonial. If someone provides a testimonial from the first e-mail, the second
request e-mail will not be delivered.
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We can use a custom Text Area field, which provides a larger space to write:

Whrite your testimonial *

Here's by Testimoniall |

Include a checkbox, so people can opt-out of having their testimonial published:

Write your testimonial *

I Please do MOT use my testimonial in advertisments

Here's by Testimoniall

Use this checkbox to segment which testimonials are okay to use in your marketing and follow
up accordingly:

y = — ¢ —— -
& @
Testimonial Collection Allowved to Use
[ Testimonial

rn-@-

MWOT Allowed to Use
Testimonial

We can also use a full landing page instead of a web form for a richer testimonial
collection experience.
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Rather than provide a dead end, use the momentum from a form submission to drive
customers somewhere on the thank you page:

W

Thanks for your testimdnial, ~Contact.FirstName~!

Click here to find out about personal 1-0n-1 consulting

Out of the box, this recipe will only ask for a testimonial once unless the functional tag is
automatically removed. This automated removal means another campaign could trigger
the sequence again in the future.

Setting up a birthday collection mechanism

When we have a person's birthday on file, it enables us to build goodwill by providing timely
birthday messages. Combined with other data it can be used to provide a more targeted
experience. For example, if we have the birthday of someone who is not yet a customer,

we might send them a birthday discount in an attempt to get that first purchase.

Getting ready

We need to be logged in to Infusionsoft, inside a specific account and in a new campaign.
In addition to this, we also want to have a functional tag created to trigger the birthday
collection and another tag to track people with a birthday on file.

How to do it...

1. Drag out a tag goal, a web form goal, and two sequences; connect and
rename accordingly:

= »Qe > & — >Q-®- ,E% ,D-.@.-

Cther Campaigns Ask for Birthday Birthiday Collection Birthiday Collection Tag = Bithday on File
Reqguest

> -~
Birthday Already
on File

247




Wowing New Customers with Great Experiences

2. Inthe lower-left corner of the web form, double-click on the purple goal icon.
3. Configure the goal to be achieved by any contact and click on Save:

Goal Settings

This goal Is achisred when & Contact..,

@ Subrits a Web Form v

This goal can he achisved hy..

Ay Cantact L

Double-click on the web form goal.
Delete all visible fields.
Add a Hidden field snippet.

Configure it for the Email field. Make sure that the value is left empty and
click on Save.

N o oo s

8. Add a Logo snippet and a Title snippet; update the Title snippet text with instructions:

o | Lol
M '}
- TEIS

Share Your Birthday Below
& You Might Get A Surprise

In The Future!
Hidden Field (Email)

9. Using the Field Snippets tab, add an Other snippet.
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10. Using the Which Field dropdown, select Birthday, mark the field as Required, and

click on Save:

Other Field Settings *®
Which Field Eijrthday j

Label Firihgay

Required

Save Cancel

11. Add a Paragraph snippet beneath the Birthday field and provide formatting
instructions.

12. Click on the Submit button to edit the call to action.

13. Change the button label and set the alighment to Center; click on Save:

Share Ydur Birthday Below
& You Might Get A Surprise

In The Future!
Hideten Figld (Email)

Birthday * |

Flease format as MDY Yy

Here's bdy Birthd ayl |

14. Click on the Thank-you Page tab at the top of the page.
15. Configure the page with a friendly thank you message:

Ok -Contact.m-! Forget you did this and enjoy
any surprises that might come your way :})
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16.

17.

18.
19.
20.

21.

22.

Click on the Settings tab at the top of the page and make sure that the
Auto-populate has its option selected.

In the upper-right corner of the page, click on Draft to mark the web form as
Ready and then in the upper-left corner of the page, click on Back to Campaign.

Double-click into the tag as birthday on file sequence.
Add a new Tag step.

Double-click on the Tag step and configure it to add the Birthday on File tag;
click on Save:

Configure Tag

® Apply  Remuove

Segmentation -» Birthday On File =

In the upper-right corner of the page, click on Draft to mark the sequence as Ready
and then in the upper-left corner of the page, click on Back to Campaign.

Publish the campaign, so the Birthday Collection form and tagging sequence are live.
After it has been published, in the upper-left corner of the page, click on the Edit tab:

—

=g - @ »e—l rD-@- F > -

Cther Campsions Ask for Bithday Birthday Collection Birthday Collection Tag as Birthday on File

R

O] @

Reguest

> -
Birthday Alresdy
on File
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23. Double-click on the tag goal and configure it for the functional tag, which will start
the campaign; click on Save:

Configure Tag i

This goal is achigved when any of these tags are applied:

Functional -» Ask for Birthday = f

Cancel

24. Double-click on Decision Diamond to configure the rules.

25. In the Rules for: Birthday Collection Request section, click on the + RULE button
to add a new rule as follows:

Rules for: Birthday Collection Request

By default this Sequence will always run.

You may add arule to Speci;y criteria that a Contact must meet

to be allowed into this Sequence.

+ RULE

26. Configure a rule for If the Contact's Tags doesn't contain the Birthday on File tag:

-~ AMD

Rules for: Birthday Collection Request

Ifthe Contact's Tags doesn'tcontain | Segmentation -» Birthday On File x
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27. In the Rules for: Birthday Already on the File section, click on the + RULE button
to add a new rule.
28. Configure a rule for If the Contact's Tags Contains the Birthday on File tag; click on
Back to Campaign.
29. Double-click into the Birthday Collection Request sequence. Add two e-mail
steps, a Start Timer, an Add/Remove Tag step, and a Delay Timer; connect
and rename accordingly:

- b

Start Birthday Request #1

- ®

at 500 A

Start Run onthe 2nd in January

Birthdlay Request #2

%

Apply O tags

nd
d

30. Double-click into the first e-mail step and write a message asking for their birthday:

252

Subject: | Happy Birthday ~Cantact.FirstMame~7?

HTML Plain Text

b

Format Inzert anippets

Format = Trebuchet M= 12pt = [i==[i=]~

B|J|UO |8 A-%2- EE

Hey ~Contact.Firsthame-,

Did wou know that | have MO IDEA when your birthday is?

The celebration of being born is quite special and I'd love to send you a

surprize [or surprises] around your birthday.
Click Here and Share Your Birthday

Have a great ~Date.Lay0iMieek-,
~hyner, FirstMame-

Merge

=a Link .7l Paste as Text: Off]
Unlink
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31. Highlight the call to action and click on the Link button at the top of the toolbar:

Subject: Happy Birthday ~Contact.Firstharne~? Merge

HTML Plain Text

) Format Insert Snippets

= | == Link gl Paste as Text: Off
Unlink

Format ~ Trebuchet M~ 12pt ~|iZ -

]
]
]
ki

B|z|u & A-%2- =

Hey ~Contact.FirstName-,

Did you know that | have NO IDEA when your birthday is?

The celebration of being born is quite special and I'd love to send you a
surprise [or surprises) around your birthday.

k Here and Share Your Birthdany

Have a great ~Date.DayOfweek-,
~Cwner FirstMame~

32. Using the Link To: dropdown, select Hosted web form:

Link Options

Linkte: | Hosrad weeh form j ¥eF

Web address |
Email addrass |
Thank-you page
Campaign link
Hasted email page
Haosted landing page

Hosted weab form

IDEA wehe Poate Page
Update § opt-out page

Opt-out page

33. Place your cursor in the field that appears below and begin typing the name of the
Birthday Collection form.
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34. Click on the name of the form and click on Insert/Update:

Link Options
Link te: Hosted weh form j Yy
birt

Birthday Collection

Birthday Subrizsion

35. In the upper-right corner of the page click on Draft to mark the e-mail as
Ready; in the upper-left corner of the page, click on Back to Sequence.

36. Double-click on the Add/Remove Tag step and configure to remove the functional
tag; click on Save:

Configure Tag

o Apply * Remove

Functional -» Ask for Birthday =
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37. Double-click on the Delay Timer and configure it to not wait, then run on January 2
at 8 AM; click on Save:

Configure Delay Timer

summary
Run onthe 2nd in January at §:00 AW [GMT -07:00] Phoenib

Wait at least Run an @ ar U Between

i = NoDeIayj Day Of Month j . j . j a j

2% 30 31 Last

Jan Feh Mar Apr
May Jun Jul Aug
Sep Oct Mo Dec

Cancel

38. Double-click into the second e-mail step and write a message wishing them a
wonderful new year and asking for their birthday again:

Subject: [REMIMDER] Your Birthday This Year! lderge

HTML Plain Text

) Format Inzert Snippets

= Link .3 Paste as Text: Off
Unlink

Format = Trebuchet M~  132pt -l

B s|ula A =SS

il
L[}

Hey ~C0ntact.5mﬂm~,
Hope your ~Date.Year~ is off to a great start!

Wie're doing some tidying up around here and noticed we never got your
birthday on file,

Mow is the perfect time to let us know and then when it happens, you might
get @ surprise [or twa),

Click Here and Share Your Birthday

Have a great ~Date.Day0fiesk-,
~Owner FirstMame~
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39. Highlight the call to action and click on the Link button at the top of
the toolbar:

) Format Insert Snippets

Format = | Trebuchet M~ | 13pt * 2. S iz | == Link .3 Paste as|

— = Unlink
-, ==
B J U _A _”’ = =

Hey ~Contact.Firsthlame-~,
Hope your ~Date Year~ iz off to a great start!

We're doing some tidying up around here and noticed we never got your
birthday on file,

Nowy is the perfect time to let us know and then when it happens, you might
get a surprise [or bwa),

-k Here and Share Your Birthdany

Have a great ~Date.DayOfWeek-,
~wvner.Firsthame~

40. Using the Link To: dropdown, select Hosted web form:

Link Options

Link ta: Web address j &

Web address

Ernail address
Thank-you page
Campaign link
Hosted email page
Hosted landing page

Hosted weeb form

Update page
Update f apt-out page
Opt-aut page

to a grea

41. Place your cursor in the field that appears below and begin typing the name of the
birthday collection form.
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42. Click on the name of the form and click on Insert/Update:

43. In the upper-right corner of the page, click on Draft to mark the e-mail as
Ready; in the upper-left corner of the page, click on Back to Sequence.

44,

45,
46.

47.

48.

Link Options
Linktz: Hosted web form j
birthday

Birthday Collection

Birthday Subrnizsion

In the upper-right corner of the page, click on Draft to mark the sequence

» »>
Start Birthday Request #1 Remaove 1 tag
» »
Start Run onthe 2nd in January Birthiday Request #2
at 5:00 Ah

In the upper-left side of the page, click on Back to Campaign.
Double-click into the Birthday Already On File sequence.
Drag out a new Add/Remove Tag step:

-

Start Lpply Otags

Chapter 6

Double-click on the Add/Remove Tag step and configure to remove the functional
tag; click on Save.
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49. In the upper-right side of the page, click on Draft to mark the sequence as Ready.

50. In the upper-left side of the page, click on Back to Campaign and publish the
campaign.

When another campaign applies the functional starting tag and a birthday isn't on file, the
customer receives two e-mails asking for their birthday. If they haven't provided their birthday
by the beginning of the New Year, at the start of the next year, they receive a reminder to
share it. When someone does provide their birthday, they are tagged accordingly, so this
data can be leveraged to segment in other areas, such as a campaign or a report.

There's more...

We can also use a full landing page instead of a web form for a richer birthday
collection experience.

Rather than providing a dead end, use the momentum from a form submission to drive
customers somewhere on the thank you page:

Ok ~Contact.FirstName~! Forget you did this and enjoy
any surprises that might come your way :)

Click here to find out about personal 1-on-1 consulting

» For a recipe that schedules an automated birthday e-mail, see the next recipe
Building automated Happy Birthday messages

» For a similar campaign, see the Birthday Collection campaign in the free Marketplace

Building automated Happy Birthday

messages

Once we have someone's birthday on the file, it is very easy to schedule an automated
message around their birthday each year.

For this recipe, we are going to build a mechanism that schedules an automated birthday
e-mail annually.
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Getting ready

We need to be logged in to Infusionsoft, inside a specific account and in a new campaign.
In addition to this, we also want to have a functional tag that will be used to schedule an
annual message.

How to do it...

1. Drag out two tag goals, a note template goal, and a sequence; connect and
rename accordingly:

L pe O

Cther Schedule Birthdsy Email Annual Birthdary Email |\ Re-Schedule Birthclay Email
Campaigns
’ e

AL - Stop Birthday Emails

2. Double-click on the first tag goal and configure it for the functional tag, which
will start the campaign; click on Save:

Configure Tag

R T Y ST 8

This goal is achiewved when any of these tags are applied:

Functional -= Birthday Email dcheduled x

3. Inthe lower-left corner of the second tag goal, double-click on the small purple icon:
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4. Configure the goal to be achieved by Any Contact; click on Save:

Goal Settings

This goal is achisyved whean a User..,

@ Applies 8 Tag hd

This goal can be achieyed ay...

Any Cantact L

5. Double-click on the second tag goal and configure it for the same functional

tag as the first tag goal; click on Save:

Campaigns

E

A
& e —’r.:-@- \ o™

Cther Schedule Birthday Email Annual Birthday Email ! Re-Schedule Birthcay Email

O

ADMIN - Stop Birthday Emails

6. Double-click into the Annual Birthday Email sequence.

7. Add a two Field Timers, two Tag steps, and an Email step; connect and

rename accordingly:

Start Apply Otags Annual Birthday Email

e

Apply Otags
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8. Double-click on the first Field Timer and configure it to wait until the contact's

Birthday and then run at 8 AM; click on Save:

Configure Field Timer

Summary

Wait until the contact's next Birthday and then run at §:00 AWM (GMMT -07.00) Fhoenbc

Wait Until

] - MNoDelay j
Before j

Contact Field

Birthday

Mest occurrence

j EjUUjAMj
[

9. Double-click into the first Tag step and configure it to remove the functional

tag; click on Save:

Configure Tag

o Apphy % Remave

T

Functional -= Birthday Email Scheduled x

Cancel Sove
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10. Double-click into the e-mail step and write a message wishing them a
happy birthday:

Subject:  Happy Birthday to You ~Contact.FirstMarme-~! Merge

HTML Plain Text

) Format Insert Snippets

Format = Trebuchet W= 12pt - T .= i=| = Link 3 Paste as Text: Off]

Unlink

]
(]|
i
L[}
li

B|J U & A-%-

ay!

Another year behind you.
Happy birthday my friend ]
Howy is your ~Date.Year~?

Enjoy your day,
~Ower Firstharme-

11. In the upper-right corner of the page, click on Draft to mark the e-mail as
Ready; in the upper-left corner of the page, click on Back to Sequence.

12. Double-click on the second Field Timer and configure it to wait until one day
after the contact's Birthday and then run at 12 AM; click on Save:

Configure Field Timer

Summany
WWait until 1 day after the contact's next Birthday and then run at 12:00 AM [(GMT -07.00) Phosnk:

Wait Uintil Contact Field AL

I Dayls j Birthday j 12 j il j AR j
After j Mext occurrence j
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Canfigure Tag

® Apphy " Remave

Functional -» Birthday Email 5cheduled x

Cancel

Chapter 6

13. Double-click into the second Tag step and configure it to apply the functional tag;
click on Save:

14. In the upper-right corner of the page, click on Draft to mark the sequence as ready:

Start Wit until the contact's
next Bithday and then
run &t 5:00 A6

Remove 1 tag

Arnual Birthday Email Wait urtil 1 day after the
contact's next Birthday
and then run at 12:00 Ahkd

Apply 1 tag

15. In the upper-left side of the page, click on Back to Campaign.
16. Double-click on the note template goal and configure with appropriate

context; click on Save:

Adtion Type

Description

Creation
Motes

User

Natify

Configure Note Template

UPDATE j

Stopped Birthday Emails
We rmanually stopped their

birthday ermails.

The logged-in User j

17. Publish the campaign.
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When another campaign applies the functional tag, the person will receive an e-mail on the
morning of their birthday every year. At any point, a user may apply the note template to
cancel any scheduled birthday messages.

There's more...

The removal and reapplication of the functional tag fires both tag goals at the same time.
However, due to the mechanics of the builder, the second tag goal will trigger the first tag goal
(the stopping goal), which will take them out of the sequence as Done. Next, the first goal will
trigger (the start goal) and, since they are Done with the sequence, they will re-enter and thus
be scheduled for next year's birthday e-mails.

We reapply the tag one day later. Otherwise, if we tried in the same day, the sequence steps
would be skipped because the "next birthday" would be in the past and the loop would only
run once.

This recipe can be an easy extension to the previous birthday collection recipe. Simply apply
the birthday schedule tag in the post web form sequence:

Configure Tag

O Apphy  Remaove

| Segmentation -» Birthday On File x]

| Functional -» Birthday Email Scheduled x |

| Cancel ]
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To create a more unique experience, do birthday promotions at odd times. For example,
we can do a low-cost half-birthday gift:

> > > > >
Start Wit until 152 days before Remowe 1 tag Half-Birthday Wit until 181 days befare Apply 1 tag
the contact's next Prama the contact's next
Birthday and then run st Birthclay and then run st
5:00 Ahd 12:00 AM
» > » » >
Start Wit until the contact's Remoave 1 tag Happy Birthday!  Wait until 1 day after the Apply 1 tag
next Birthday and then contact's next Birthday
run &t 3:00 A and then run &t 12:00 Ak

Use the last purchase tags for a highly targeted birthday e-mail experience:

»n-@- IRY

Last Purchase
ithin 20 Days
Birthd ay

»D-@- —~

Last Purchaze . Ity
Within 30-90 D ays 3 ~ »
Birthd ay
X '-

|
"’* ' Re-Schedule Bithday Email
= - © - Q- -0 — > m-=. X
Other Schedule Bithday Email Timer That waits | Last Purchase - \
Campaigns Until Birthday Wiithin 90-130 Days 3
Birthd ay /
iz

y, ADMIN - Stop Bithday Emails
> - —
Last Purchase

Within 120 Days- 1%,
ithday

»m-@- —

Last Purchase
Over 1 T
Birthd ay
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We can also choose to remove the functional tag if a user applies the note template; just
add a sequence after it and remove the tag. This recipe leaves the tag on to prevent other
campaigns from adding them again in the future. A tag apply step will not fire a tag goal if
the contact already has the functional. Removing the functional tag creates the possibility
that someone will be re-added to the birthday e-mails after we manually stopped them.

» For a recipe that collects birthdays from your database, see the previous
recipe Setting up a birthday collection mechanism

» For a similar campaign, see the Birthday Reminders campaign in the
free Marketplace

» For a recipe that segments the database by last purchased, see the first recipe
in this chapter Segmenting by last purchase date
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Wowing Existing
Customers with Great
Experiences

In this chapter, we will cover the following:

» Updating a soon-to-be-expired credit card automatically
» Re-engaging inactive e-mails in your database

» Building a Vaynerchuk opt-out

» Setting up a basic referral partner program

» Building a referral partner sign-up form

Introduction

This chapter concerns itself with different tactics to Wow your existing customers.

There are two main reasons you want to completely to blow your existing customers socks off.
First, it is much cheaper to make another sale to an existing customer compared with acquiring
a brand new customer. Second, and similarly related, is that customers tell their friends

about your customer experience no matter what. Their experience will come into conversation
organically at some point in their life. You might as well do your best to ensure that when they
inevitably talk to their friends, they only have the finest things to say about your business.
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Updating a soon-to-be-expired credit card

automatically

Collecting overdue payments can be expensive and time consuming. An innocent reason
for the card on file to fail is simply that it has expired. By automatically giving customers
the opportunity to update a card, we can provide a better customer experience and lower
operating costs.

This recipe is primarily intended for companies that sell using subscriptions or payment plans.

Getting ready

We need to be logged in to Infusionsoft and inside a specific account.

How to do it...

1. Inthe upper-left corner of the page, hover over the navigation and in the
E-Commerce column, click on Settings:

My Nav CRM Marketing E-Commerce Admin

Contacts Contact= Campaign Euilder E-Commerce Zetup Branding Canter
Campaign Builder Companie: Ermail & Eroadcasts Orders Infuzion=oft Account
Ernail & Eroadcast=s Opportunities Lead Generation Product=s Uzerz

Legacy Refarral Partners Templates Actions Irport Data
Templates “Wizitors Legacy Arorotions Data Cleanup
Opportunities Legacy

Edit Feports Settings Feports Settings Feports Settings Feports Settings

2. Inthe Order Settings menu on the left, click on Billing Automation:

£ Product

-?— Order Settings

COrders

Billing Automation
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3. Using the Choose Trigger Type dropdown, select When a credit card is going

to expire and click on Add Trigger to open a pop-up window, as shown in the
following image:

Trlgger'S [b}," ['}."pe] Choose Trigger Type j Add Trigger
Choo=e Trigger Type

When a credit card auto ‘When a credit card autocharge attempt i= made
5 -%hen an autocharge 3

£l

‘When a credit card i= going to expire

4. Inthe Set Trigger Criteria area, configure for the following:
o Card type: Any Type
o Card expires in: 30 days
o Setradio button to No

£+ Manage Trigger

Ser Tngger Cntena @

When the credit card type is: Any Type j

and the card expire= in an day=.

Include cards that are MOT =etto be billed in the future: ves { No (&

5. Inthe following Actions section, using the Add New Action dropdown, select
Send an email, fax, etc.:

ACUONS
Mo action= yet. Zelect an action from the “Add Mew Action” drop-down below.

Add Mew Action j

Add Mew Action

Apphy'remove tag

Start’=stop 3 campaign {legacy)
Startistop 3 follow-up =equence

Send an email. fax etc.
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6. Using the Please select an activity menu that appears, select Email:

Send an Ermail, Fax, etc.

‘What do you want to send?

Pleaze =elect an activity j

Plea=e =elect an activity

Fax

“Woice Broadcast
|LE1IEF

Fulfillment List

Queued Fulfillment List
Appointrent

7. To the right of the dropdown fields, click on Add to open another popup as follows:

Send an Email, Fax, etc.

‘what do you want to =end?
Ermail j

Show termplates in ALL categ... j Pleaze =alect 3 termplate j Edit Add

{Categories) {Templates)

8. Give the new e-mail a title and configure the From, To, and Subject fields. Credit card
merge fields are available in the Merge menu:

Ternplate Options
Title: | Billing - 30 Day CC Expiring tAny} [

Public/Private: | Puhblic j

Compose Ermail

Other... j

From:  MWame {Optionalk: Email Address:

Faul Zaokol paul.zokol@infuzionzoft.com

To: The contact's primary email address {Change} Add CC | Add BCC

Subject:  [ACTIOM REEDED] Your -CreditCard.CardType- |= Going to Expire Merga
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9. Beneath the subject line, click on Edit Email Body.
10. We can access the Merge menu using the Insert tab:

o) Forrnat Insert Snippets

| Merge Fieldz

EI i-l-ll e §t Zpecial chars

Image Talie Divider

11. Write an e-mail notifying the customer that their card is about to expire and include
the Plain Text Update Link merge field:

Hello ~Contact.Firsthame-,

Sorry for the harsh subject line, but vour ~CreditCard.CardType~ ending in

To prevent amy headaches, if you could please take a minute right nows to
update the card on file, that would really help me out )

~CreditCard.PlainTextUpdatelink~

Paul

12. In the upper-left corner of the page, click on the Save icon and then click on
Close Builder to close the window.

13. Scroll down to the bottom of the Manage Email Template window and click on
No to mark the e-mail as Yes (ready to send); click on the green Save button to
close the window:

Email Readiness

Ready to Send?

Delete Clone
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14. Click on the green Save button under the Actions menu:

Actions

Send an Email, Fax, etc.

What do you want to send?
Ernail j

Showr ternplates in ALL categories j Billing - 30 Day CC Expiring [Any] j Edit Add

[Categories) [Templates)

[~ Only run this action when certain rules are met

15. Click on the Save Trigger button under the actions:

Actions

Send an £maif using the "Billing - 20 Day CC Expiring {Any} {Email} ' template

Add Mew Action j

Save Trigger Delete Tripger

When a customer has a card on file that is scheduled to be billed in the future, 30 days before
that card's expiration an e-mail will be sent. The update link in the e-mail allows the customer
to update the credit card record on their own and prevent automated billing interruptions.
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There's more...

Credit card merge fields are available because we are editing an e-mail within the context of a
credit card expiring trigger:

| W https:fvovicks. infusionsoft.com/SystemTemplate/manageTemplate, jsprtemplateStyle=poplview=editRID=2391 FergeContext=CreditCardEIemplateKind=9891

e —————

The billing trigger considers the card's official expiration date as the first day of the following
month after expiration. For example, if a card expires in January 2015, and the trigger is set
for 7 days, it will be delivered 7 days before February 1st.

We can also apply a tag in the expiration trigger to trigger a campaign:

Actions

Send an £mail using the "Billing - 20 Day CC Expiring {Any}{Email} " template

Apply 1 tag
# Rilling - 30 Day Expiration [Amy]

Since billing triggers deal with e-commerce experiences, Infusionsoft knows which credit card
record it should be pointing to through the update link. However, the campaign builder is not
able to discern which credit card record caused the tag to be applied. This means the update
links will fail if manually typed into a campaign builder e-mail; any follow-up should be using
other channels:

—— WA
Expiring CC Functional -= Mon-Email Follow U
Tricer #5 Billing - 30 Day (A
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There are some esoteric yet very powerful automation triggers available to track update
e-mail interactions. In the E-Commerce settings, under the Order Settings menu, there
is an Orders section:

g?’g Crder Settings

Product
Orders
Billing Autornation

Sales Tax

Just above the Notifications section midway through the page, we have an automation
trigger for when someone clicks on an update link and when someone successfully
updates their card:

Clicked Update Credit Card link: fctions

Updated Credit Card via link: Actions

Notifications

If we configure those triggers to apply a tag, we can automatically control card
expiration campaigns:

F o el d a‘k—} [ |, N
& g g @‘u n-ﬁ- @g n-@-

Expiring CC Functional -= Man-Ermail Fallaw Up Click CC Update Link Reset Tag, Update Credit Card Reset GG Tags

Trigoer #5 Billing - 30 Day (Any) Wyait 14 Mins,
Then Call

il

We can create a follow-up sequence using more than one billing trigger or tag. In this case,
we want to make sure to remove any functional tags immediately, so the campaign will
always fire for any expiring card:
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R
4 " gﬂ
Expiring CC Functional -= Maon-Email Follow Lip Click CC Update Link

Trigger#a3 Billing - 30 Day (Any) 30 Days

= —— .

Expiring CC Functional -= MHon-Email Fallow Up

Trigger #7 Billing - ¥ Day (Any) T Days
Expiting CC Functional -= Man-Email Follow Up
Trigger #4 Billing - Today (Any) Today

For a recipe that leverages other billing trigger types, see the Collecting failed automated
billing attempts recipe in Chapter 4, Selling Products Online and Getting Paid.

Re-engaging inactive e-mails in your

database

Just as a gardener is used to trimming away leaves from their flowers, list attrition is part of
the e-mail marketing game. There are lots of people that say, The money is in the list. While
this is partially true, the money is actually in the relationship with the list.

When we are talking about an e-mail list, especially if that is the main communication
channel, it is critical to regularly find inactive e-mail addresses and attempt to get them
engaging again.

This is important for two reasons. First, it obviously helps the bottom line to have an active
e-mail list. Second, it helps with inbox placement with the major ISPs. Spam filters are getting
more advanced and when lots of e-mails are sent but never opened or clicked (among other
things), it can cause a high junk folder placement.

For the context of this recipe, we are targeting people on the general newsletter list who
haven't clicked anything in the past 120 days.
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Getting ready

We need to be logged in to Infusionsoft, inside a specific account, and in a new campaign.
We also need to have a functional tag created to trigger the re-engagement; we are also
assuming a tag for the newsletter segment of the database exists.

How to do it...

1. Dragout a tag goal, a link click goal, and three sequences. Connect and rename
accordingly The decision node will appear after connecting the form to the
second sequence:

o= @6—*-@-——'031

Existing List - Functional -= Sill Interested Stay on List

Mo Clicks in Past Mewvsletter Re-Engage

120 Days
@

Remove from List
Remaove from List

2. Double-click on the tag goal.
3. Configure it for the functional tag and click on Save:

Canfigure Tag

This goal is achieved when any of these tags are applied:

Functional -= Mewsletter Re-Engage *

Cancel Save

4. Double-click into the Still Interested sequence.

5. Add a tag step, three Email steps, and three Delay Timers. Connect and rename
them accordingly:
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Start

-

Still Interested? #1

%

Apply 0tags

LU

=

Sl Interested? #2

=

Still Interested? #3

w

6. Double-click into the Tag step and configure it to remove the functional tag.

Click on Save:

Configure Tag

o Apply ® Rermave

Functional -> Mewsletter Re-Engage x

Cancel

7. Double-click into the first e-mail step and write a message thanking the person for
being on the newsletter, addressing their lack of activity and then asking them to

indicate if they want to continue or not:

il
il

B||Z |U|a A =

Hey ~CDntact.m~,

some point!

one of the links below?

Mo, please remove me from this list!

Subject: hey
HTML Plain Text
) Format Insert
Format = Trebuchet b= 132pt - =

Snippets

I'm doing some digital house tidying and noticed that while yvou ARE on the
nenwsletter list, you haven't been clicking around much,

First off, thank you so much for even choosing to receive the newsletter at

And | get it, things change. Interests evolve. | really do like to keep a clean
email list, so can you please let me know how you want to proceed by clickin

Yes, | want to continue receiving your newwsletter!

= = Link
Unlink

.7l Paste g

fil
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8. Highlight the first response option and click on Link:

) Format Insert hnippets

= | & Link
Unlink

Format = Trebuchet M= 12pt -

]
]

B|J |0 AT IEE

[ &

First off, thank you so much for even choosing to receive the newd
some point!

And | get it, things change. Interests evolve. | really do like to keep
email list, so can you please let me know how you want to proceed
one of the links below?

ant to continue re

9. Using the Link to: dropdown, select Thank-you Page. Click on the Edit Thank-you
Page link that appears to open a pop-up window:

Link Cptions

Linkte:  Thank.-you page j o
Web address
Ermail address

Campaign link
Hosted email page
Hosted landing page
reeresestE Hosted web form clearn
Bt me knc Update page clicking
Update f opt-out page
Opt-out page
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10. Write a friendly message thanking the person in order to choose to stay on the
newsletter; click on Save & Close at the bottom of the page to close the window:

Successl

Thanks for letting me know!

I'll keep you on the list 2)

11. In the Link Options menu, click on the green Insert & Save button.

12. Repeat steps 8 to 11 for the second response option:

”) Manage Link Thank-You Page - Mozilla Firefox

| @ https:/voyicks.infusionsaft.comfapp/emailduthoringfopenThankyouPage?linkld= 134831 |

Carmpaign Bu

Back to Sequend

From | The cont: SLICC@SS'
To | Ernail
D o 8 :

Subject: | hey

HTRAL Flain T

o o Farmsz

[Fermat v T I'll take you off the list.

e

Thanks for letting me know.

I'm doing so
newsletter |

First off, th
some point!

and | get it,
email list, s
clicking one

Save Save & Close
Wes, | want -

Mo, please remove me from this list!

13. In the upper-right corner of the page, click on Draft to mark the e-mail as Ready; in
the upper-left corner of the page, click on Back to Sequence.
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14. Double-click on the first Delay Timer and configure it to wait one week and then
run on a weekday at 8 AM. Click on Save:

Configure Delay Timer

Summary
Wait at least 1 week and then run on aweekday at 8:00 AM (GMT 07200} Phoenix

Yyait at lzast Run an & oar O

1 S Weekls) j Weekday j ] j 0o j Al j

Cancel

15. Double-click into the second e-mail step and write a message thanking the person for
being on the newsletter, addressing their lack of activity again, and asking them to
indicate if they want to continue or not. We also need to configure the two thank-you
page links, as we did in steps 8 to 12:

Subject: this is what |'m talking about ~Contact.Firsthame~...

HTML Plain Text

) Format Insert Snippets

Format = Trebuchet M=  12pt = i =i gz =o Link i3] Paste ag

— Unlink
- | (A =
B & U m A 4 =

([
il
[}

First off, thank you so much for even choosing to receive the newsletter at
sorme point!

About a week ago | was doing some digital house tidying and noticed that
while you ARE on the newsletter list, you haven't been clicking around much.

But things change and this is what I'm talking about: you aren't responding to
ry emails amymore. Which is totally ok too btw, no hard feelings.

However, | really do like to keep a clean email list, so can you PLEASE let me
know o you want to proceed by clicking one of the links below?

Yes, | want to continue receiving yvour neawsletter!

Mo, please remove me from this list!

Hawve a great ~Date.Day0fl aak-,
~Chwrer FirstMame~
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16. In the upper-right corner of the page, click on Draft to mark the e-mail as Ready; in
the upper-left corner of the page, click on Back to Sequence.

17. Double-click on the second Delay Timer and configure it to wait one week and then
run on a weekday at 4 PM; click on Save:

Caonfigure Delay Timer

Summary
WWait at least 1 week and then run on a weekday at 400 PM [GMT -07:08) Phoenbe

Wait at least Run on @ O

1 I week(sy j Weekday j 4 j a0 j - j

18. Double-click into the third e-mail step and write a message addressing their lack
of activity again, alerting them that we will automatically remove them and then
asking them one last time to indicate if they want to continue or not. We also
need to configure the two thank-you page links, as we did in steps 8 to 12:

Subject: [FINAL MOTICE] You're Out ~Contact.Firsthame=~! Merge

HTML Flain Text

) Format Insert

;= = Link 3] Paste as Text: Off]
Unlink

Format = Trebuchet W= 13pt

B| 2|0 A ==

]
]

Thank you so much for even choosing to receive the newsletter at some
point!

However while you ARE on the newsletter list, you haven't been clicking
around much.

In fact, this is my third and final notice as | don't know what else | can doing,

Can you PLEASE let me know how you want to proceed by clicking one of the
links belgw?

Yes, | want to continue receiving your newsletter!

ko, please remove me from this list!

I know you are super busy, so if you don't click anything in the next couple
days, I'm just going to automatically remove you.
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19. In the upper-right corner of the page, click on Draft to mark the e-mail as Ready;

in the upper-left corner of the page, click on Back to Sequence.

20. Double-click on the third Delay Timer and configure it to wait 3 days and then

run on a weekday at 8 AM; click on Save:

Configure Delay Timer

Summary
Wait at least 3 days and then run on a weekday at 8:00 AM [GMT -07.00) Fhoenix

Wait at least Run on @ O

3 2| Dayis j Weekday j 3 j 00 j AR j

21. In the upper-right corner of the page, click on Draft to mark the sequence as Ready.

22. In the upper-left corner of the page, click on Back to Campaign.

23. Double-click on the Stay on List goal.

24. Using the list of e-mails on the left, click into each e-mail and select the appropriate

links in each e-mail; click on Back to Campaign:

Stay on List

Still Interested
Still Interested? #1 Thank you so much for even choosing to receive the newsletter at some
Taf 3 links are selected )

paoint!
Still Interested? #2
T af 3 links are selected However while you ARE on the newsletter list, you haven't been clicking
Still Interested? #3 around much.

T af 3 links sre selected
In fact, this is my third and final notice as | don't know what else | can doing.

Can you PLEASE let me know how you want to proceed by clicking one of the
links below?

BYES | want to continue receiving your newstetter!E
i

END please remove me from this Hst!|
1

| know you are super busy, so if you don't click anything in the next couple
days, I'm just going to automatically remove you.
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25. Double-click on the Remove from List goal.

26. Using the list of e-mails on the left, click into each e-mail and select the appropriate
links in each e-mail; click Back to Campaign:

Remove from List

Still Interested

Still Interested? #1 Thank you so much for even choosing to receive the newsletter at some
dai 3iinks sre selected el

point!
Still Interested? #2
Taf 3links sre selscted However while you ARE on the newsletter list, you haven't been clicking
Still Interested? #3 around much.

T af 3iinks are selected
In fact, this is my third and final notice as | don't know what else | can doing.

Can you PLEASE let me know how you want to proceed by clicking one of the
links below?

B\"es | want to continue receiving your newsletter!|
|

END please remove me from this list!E
13

| know you are super busy, so if you don’t click anything in the next couple
days, I'm just going to automatically remove you.

27. Double-click into the Remove from List sequence.
28. Add a new Tag step:

L4

Start Apply Otags

29. Double-click on the Tag step and configure it to remove the newsletter tag;
click on Save:

Configure Tag

- Apply & Remove

esubscriptions -» PS.ME =
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30. In the upper-right corner of the page, click on Draft to mark the sequence as Ready.

31. In the upper-left corner of the page, click on Back to Campaign and publish
the campaign.

When the functional tag is applied to a contact, they are added into a three e-mail
re-engagement campaigns that run over 3 weeks. If they never click on anything, at the
end of those 3 weeks, they will automatically have the newsletter tag removed. If they
click on any of the options, they will immediately stop receiving those e-mails.

This campaign can be run manually by a user for a group of contacts periodically, or it can
be used in conjunction with other campaigns that are timing inbox engagement.

If possible, we would want to segment out prospects from customers and deliver a slightly
different message to each group:

» > @ > e T —
Existing List - Functional -= Still Interested Stay on List
Mo Clicks in Past Mewsletter Re-Engage \ \
120 Days I
Sill Interested ! _' Remove from List
(Customer) \ f
>

Remove from List

For a similar campaign model, download the Clean Your Contact List campaign from the
Infusionsoft Marketplace.

Building a Vaynerchuk opt-out

The strategy behind this recipe was inspired by a gentleman named Gary Vaynerchuk; hence,
his name is used.
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His idea was, after people have opted out from e-mails, to call them on the phone, apologize,
and listen. This kind of experience, when done properly, can actually have people ask to
re-join the list.

It is very easy to build a mechanism like this using Infusionsoft.

Getting ready

We need to be logged in to Infusionsoft and inside a specific account.

How to do it...

1. Inthe upper-left corner of the page, hover over the navigation, and in the Marketing
column, click on Settings:

My Nav CRM Marketing E-Commerce Admin

Contacts Contacts Carmpaign Builder E-Commerce Setup Branding Center
Carnpaign Builder Cornpanies Ernail & Broadrasts Orders Infusionsoft Account
Ernail & Broadcasts Opportunities Lead Generation Products Users

Legacy Referral Partners Templates Actions Irport Data
Ternplates Wisitors Legacy Prornotions Data Cleanup
Opportunities Legacy

Edit Reports Settings Reports Settings Reports Settings Reports Settings

2. In the Template Settings menu on the left, click on Email Defaults:

Template Settings

Template Defaults
Ernail Defaults

Ernail 5tatus Autormation
Fulfillment

Waice B Fax
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3.

In the Email section, next to the When Someone Opts Out of All Email Marketing:

option, click on Actions to open a pop-up window, as shown in the following image:

Email

Capture bounces on individual emails? Yes & po © @

Ernail History lgnore Domains:

Default Opt-n Link: | Default Double Opt-in Link
Default Opt-OutLink: = Default Opt-Out

YWhen Someone Opts Out of All Email Marketing: Actions

4. Using the Add New Action dropdown, select Create a Task:

Manage Action Set

Action Set Info

Marne YWhen Sormeone Opts Out of All Ermail Marketing:
Linked To EMAIL:optout.all
Actions

Mo actions yet, Select an action from the "Add Mew Action” drop-down Belowr,

Add Mew Action j

Add Mew Action

Apphyremove tag

Start/stop a campaign (legacy]
Startstop a follow-up sequence
Send an ermail, fax, etc,

Assign a contactto a user
Create an appointment
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5. To the right of the dropdown fields, click on Add to open another popup:

Create a Task

[Categories)

Show ternplates in ALL catzgories j Please select a ternplate j Edit Add

[Ternplates)

6. Give the new task a title:

PubliciPrivate: | Public

Q Manage Task Tem plate {back to search results)

General Categaries & Follow-LUp Sequence Misc Expenses

Template Options

Title:  “aynerchuk Opt Out Call

[
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7. Configure the task title and body to make a phone call to apologize for having them

opt-out, listening, and seeing if anything can be done to make things better:

Task Information
Merge Fields
Type
Title

Body

Assign to contact's owner?
Assign To: [backup)
Days Till Due

Due At

Priority

Merge

Call j

[Dpt Out] Call -Contact.FirstMName-

-Contact.EirstName- just opted out of all email marketing,
Give them a call at -Contact.Phone -, apologize for having
them opt out, then just listen, If there is anything you can do
to make it better, go for it

Yes © Mo @

Paul Sokal j
0

Please select when this task is d... j

3. Mon-Essential j
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8. Scroll down to the bottom of the window and click on No to mark the task as Yes
(ready to send); click on the green Save button to close this window:

Task Readiness

Ready?

9. Check the box underneath the dropdown options to display the rules options:

Create a Task

Show ternplates in ALL categories j Vaynerchuk Opt Out Call j Edit Add

[Categories) [Templates)

[v Cnly run this action when certain rules are met

Please select a rule j Edit Add

10. Click on the Add to the right of the Please select a rule dropdown; this will open a
pop-up window.

11. Give the rule a name and click on Create:

New Rule Set

Choose Name

Phone Mumber Check

Create

12. In the Rules Set Parameters window using the dropdown, select None:

Rule Set Parameters

Mame:  phone Mumber Check
Rule is true Al j of the criteria are
when true,

Please select one
All

Create Criteria
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13. Click on the Create Criteria button.

14. Create a rule for the following:
For the Select Contact Field: dropdown, select Contact - phone & fax and
in the dropdown next to it, select Phone 1 Number

[m]

a For the Criteria: dropdown, select Is Empty

Criteria List Clear
Select Contact Field:| Contact - phone & fax j Phone 1 Mumber j
Criteria: | Is Empty j

Save Criteria Cancel

15. Click on Save Criteria.
16. Click on Save & Close to close the window:

Rule Set Paramesters

Marme: Phone Number Check

Rule is true when Mane jofthe criteria are true,

Create Criteria

Criteria List
Edit Criteria Description Remove
[Edit] Eased on data from the contact YWhenthe Contact's Phone 1 1s [Rernove]
record Ermpty
Save & Clese Delete
17. Click on the green Save button:
Create 3 Task
Showr ternplates in ALL categories j Waynerchuk Opt Out Call j Edit Add
[Categories) [Ternplates)
¥ Qnly run this action when certain rules are met
Phone Murmber Check j Edit Add
Cancel
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18. Click on the green Save button to save the automation trigger:

Actions

Run the following actions when NONE of the criteria for the "Phone Number Check" rule are met

Send a Taskusing the "Vaynerchuk Opt Out Call {Task} " template Edit | x

Add Mew Action j

Delete

When someone opts-out from the database entirely and they have a phone number on file,
Infusionsoft will create a task for someone to call that person and find out what happened.

There's more...

We are using inverse logic to check for the presence of a phone number. In plain English,
the rule says if there are NO empty fields, run the actions.

Take this experience to the next level by creating an internal form that users should complete
after making the call. This can empower further segmentation based on the different
outcomes, such as rejoining the list or provided valuable feedback.

Setting up a basic referral partner program

Infusionsoft has a built-in referral partner (affiliate) module on certain versions of the software.
This makes it easy for a business to track who is referring whom. Also, if orders are being
recorded inside Infusionsoft as well, it empowers the automatic calculation of commissions.

There are two components that must be set up before we start adding referral partners:

» Commission program: This is where we tell Infusionsoft how much to pay out for
specific products and subscriptions

» Referral tracking links: This is where we can set up different URLs for our referral
partners to promote
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Getting ready

We need to be logged in to Infusionsoft and inside a specific account. For this recipe, we are
also assuming the following:

» We already have a product created that we want to pay 50 percent commission on
» We have at least one URL that referral partners can drive traffic towards

How to do it...

1. Inthe upper-left corner of the page, hover over the navigation and in the CRM
column, click on Referral Partners:

My Nav CRM Marketing E-Commerce Admin

Contacts Contacts Carmpaign Builder E-Commerce Setup Branding Center
Carnpaign Builder Cormpanies Ernail & Broadcasts Orders Infusionsoft Account
Ernail & Broadcasts Opportunities Lead Generation Products Users

Legacy Ternplates Actions Import Data
Ternplates Yisitars Legacy Fromotions Data Cleanup
Opportunities Legacy

Edit Reports Settings Reports Settings Reports Settings Reports Settings

2. When the page loads, hover over Referral Partners in the menu and click on
Commission Programs:

Referral Partners ~ ]

View Referral Partners
Add a Referral Partner
Referral Tracking Links

Promaotional Resources

Commission Programs
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3. Towards the right of the page, click on the green Add a Commission Program button:

fi O % % L O Qv Find acontact..

Contacts + Companies v Opportunities Referral Partrners w Visitors Reports ~ Settings

& Commission programs [ 2dd 2 Comn

4. Give the commission program a name, notes, and click on the green Save button:

&Y Manage Referral Partner Program

Information
Name 15 Cookbook
Motes

These are referral partners that
are promating the |nfusionsoft
Cookbook

Priority 0

5. Scroll towards the bottom of the page and in the text field next to Product
Commissions, type the product we need commissions for and select it when it
appears; use the Subscription Plan section if we are paying commissions on a
recurring product:

Default Commissions

Default cornmissions will be paid for products and subscriptions plans that do not have an override specified below,

Product Price Lewvel 1 Level 2 Pay If Unused Pay Type
Default [iA Mot Set Mot Set Mot Set Mot Set
Product Commissions rook x

oft: Cookbook
Product Price Lewvel 1 Level 2 Pay If U] Infusionsoft Cookbook Tutorials FPE
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6. Click on the Create Override button next to the selected product:

Default Commissions

Default comrissions will be paid for produces and subscriptions plans that do not have an override specified below,

Product Price Level 1 Lewel 2 Pay If Unused Pay Type Cycles
Default MiA Mot Set Mot Set Mot Set Mot Set MiA [Edit]
Product Commissiaons Infusionsoft Cookbook w/| Create Override

7. Using the Payout Type dropdown, select Credit On Customer Payment:

Manage Affiliate Commission Cverride

Commission Information

Referral Partner Program 1S Cookbook
Description Infusionsoft Cookbook
Payout Type ‘Up- Front Credit In Full j

Up- Front Credit In Full

Credit On Customer Payment

8. Set the Level 1 sales commissions to 50 and click on the green Save button:

Manage Affiliate Commission Override

Commission Information

Referral Partner Program 1S Cookbeock
Description Infusionsoft Cookbeook
Payout Typs Credit On Custormer Payment j

Commissions

Lewvel Level 1 Level 2 Pay If Unused
Lead § 0.0 0.0 0.0
Lead H 0.0 0.0 0.0
Sale $ 0.0 0.0 0.0
Sale M 50 0.0 0.0
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9. We should now see the new commission override listed; click on the green Save button:

& Manage Referral Partner Program

Infarmatian
Marne 15 Cookbook
MNotes

These are referral partners that
are promoting the Infusionsoft
Cookhook

Priority 0

Default Commissions

Default commissions will be paid for products and subscriptions plans that do not have an override specified below,

Product Price Level 1 Level 2 Pay If Unused Pay Type Cycles

Default A Mot Set Mot Set Mot Set Mot Set RIA [Edit]
Product Commissions Product Name x| Create Override

Product Price Level 1 Level 2 Pay If Unused Pay Type Cycles

Infusionsaft $4.97 Sale 50.04 Mot Set Mot Set OnPayment MIA [Edit]

Cookbook

10. Hover over Referral Partners in the menu and click on Referral Tracking Links:

Referral Partners Wi

Wiew Referral Partners

Add a Referral Partner

Referral Tracking Links

Promotional Resources

Commizzion Programs

11. Towards the right of the page, click on the green Add a Referral Tracking Link button:

Contacts v Companies v Opportunities v Referral Partners » Wisitors Reports ~ SETHNES
Q Refer‘r‘al track”’]g ||nks Add a Referral Tracking Link
Main Search Search




12. Give the link the following:

a A name; this will be visible to referral partners

a Ashort code

o The web address where referral traffic should redirect to

o Select the programs that can use this particular link

Marme

Code [no spaces, keep it short)
WWebsite Address

Referral Partner

Frograms

Save & Search

& Manasge Tracking Links

Sales Website Information

Main 15 Cookbook Landing Page [2]
i=chik

woany,paulsokol.me

-
Please select a programs _I

15 Cookboak
RZ25 Test
Test Program

13. Click on the green Save button.

Chapter 7

When a referral partner is added to the IS Cookbook program, two things will happen.
First, when they log in to the referral partner backend, they will be able to generate their own
trackable link to the landing page provided. Second, if someone clicks through that link and
eventually purchases through an order form or the shopping cart, the referral partner will

receive commissions for that order.
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There's more...

For most business models, we only want to pay a referral partner for traffic they provide
towards a certain product (or family of products). There are certain instances where we
would want to pay the referral partner for anything we sell to someone. In these cases,
we can set the default commissions:

Default Commissions

Default cornmissions will be paid for products and subscriptions plans that do not have an override specified below,

Product Price Level 1 Level 2 Pay If Unused Pay Type Cycles

Diefaulc A, Mot Set Mot Set Mot Set Mot Set A [Edit]

Certain products and subscriptions warrant a full commission payout even if there is a
payment plan. For example, a high-priced consumer good that gets paid over 6 months.

In these cases, we have an option when setting a commission override to award commission
as soon as the order is created, regardless of when the actual payments arrive:

Manage Affiliate Commissicn Override

Commission Information

Referral Partner Program IS Cookbook Superstars
Description Infusionsoft Cookbook
Payout Type | Credit On Customer Payment j

Credit On Custorner Payment

Since a referral partner can be in multiple commission programs, the priority helps
determine the commissions when a referral partner is getting paid for the same product
in two different programs. For example, if a referral partner receives 50percent of Widget
A sales in one program, but 25 percent of Widget A sales in another program, the program
with the highest priority is what gets paid out. In this case, the lower the priority number,
the higher it is (that is, a program priority of 1 will pay out over a program priority of 3):
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& Commission programs

Mame Search

Actions 7

1-4of 4 50 jperpage

I Id Mame
W 7 IS Cookbook
I 5 IS Cookbook Superstars

Priority

E]

As a business grows its network of referral partners, it is entirely possible for someone to click
through more than one partner's links. In this case, who gets the sale credit? The answer to
this question is actually a CRM setting. Under the Referral Partner Defaults submenu, there
is a dropdown where you can assign which referral partner gets credit in these situations:

£ Referral Partner Defaults

J8 contact& CompanySettings  Referral Partner

General Referral Partner Code Prefis:

TaskiApptMote Settings Skip notifications on orders and web forms? Yes @ o

Tags

Tracking

Tag Categories
How to choose Referral Partner: | Latest referring

g

Round Robins

seores First referrin
Referral Par‘tnertracking rnethod: m :?\'

Just under this First referring and Latest referring setting, there is a setting that empowers

an extra tab of information on the contact record:

Tracking

How to choose Referral Partner: | Latest referring

Referral Partner tracking method: | | Referral history and cookies

Referral history and ©
Only cookies

Use IP address?
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When we select Referral history and cookies and save the page, this adds another tab to the
second row of the contact record:

Tasks Scored & Recent Activity Referral Partner Tracking Follow-up Sequences Campaigns Opportunities Orders

Current Referral Partner

Referral Partner Type Date

Paul Infusionsokol Click 2f26/2015 1:11 PM

Referral Partner Referrals

Referral Partner Type Date

Paul Infusionsakol Click 121572014 1:37 PM
Paul Infusionsakol Click 121572014 1:38 PM
Paul Infusionsokol Click 121572014 1:35 PM

Infusionsoft supports a nested referral partner network up to grandparent level. In other
words, with three levels, if a referral partner can recruit another partner, and THAT partner
gets someone under them too, the original partner can potentially receive commissions:

ad=
Q Referral Partner Settings Talse {
ad = ad +"/"

| e !
Referral Partner Center window.location = myCrn +"/go/" + code + affiliate + =l

ad;

Payo ut
Referral Partner # Levels: 2 j

Flease select a referral partner # levels:
Payout Type: "

[LeadfSale)

E]

Payout Type: Amount ¥

[AmountPercent]: Percent v

Use 'Pay If Unused'? Yes @ o O
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Promotional Resources are optional. If configured, they will display when the referral partner
is logged in to the backend portal. This allows us to provide to our referral partners prewritten
e-mails which can be used for promotions, banner ads, and pages inside the backend portal
that can contain nearly anything. For example, we could create an e-mail template, a related
banner ad and then create a page explaining how the referral partner should structure those
resources for maximum effectiveness:

Referral Partners v

Wiew Referral Partners
Add a Referral Partner

Refarral Tracking Links

Promotional Resources

Commission Programs

See also

For help creating a product or subscription, see the Creating products and subscriptions
recipe early in Chapter 4, Selling Products Online and Getting Paid.

This recipe simply lays the groundwork for a referral partner program. While we can manually
add referral partners, the next recipe, Building a referral partner sign-up form, allows people
to add themselves to our programs and effectively automate the process.

Building a referral partner sign-up form

Once our referral partner commissions and links are set up, we can begin manually adding
referral partners and sending them their login information.

However, we will save a bunch of time if we give people a web form where they can sign
themselves up to be a referral partner.

Getting ready

We need to be logged in to Infusionsoft, inside a specific account, and in a new campaign.
We are also assuming that a commission program has been created already.

299




Wowing Existing Customers with Great Experiences

How to do it...

1. Drag out a web form goal and a sequence; connect and rename accordingly:

“ -
Wb site Referral Fartner Referral Partner
Sign Up Welcame

2. Double-click on the web form goal.

3. Add a Logo snippet, a Title snippet, a Paragraph snippet, Divider, and another
Paragraph snippet. Update the snippet text with instructions:

Join Our Referral Partner Program!

Az a refarral partner, you'll enjoy 50% commissions on any
Infusionzsoft Cookbook sales fram people you infroduce to it

Part 1: Contact Infarmation

4. Using the Field Snippets tab, add required fields for:
o First Name and Last Name
a Phone Number

o Email

Fart 1. Contact Information
First Mame *

Last Mame *

Fhone Mumhber *

Email *

5. Add another Divider, a Paragraph snippet, and update the snippet text.
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6. Using the Field Snippets tab, add in the required billing address fields:

Part 1: Caontact Information
First Mame *

Last Marme *

Phione Mumber *

Ermnail *

Part 2: Payout Information
Billing Street Address 1

|
Billing City * |
|
|

Billing State *
Billing Postal Code *

7. Add an another Divider and a Paragraph snippet; update the snippet text:

Billing State * |
Billing Postal Code * |

Part 3: Tax Information|

In the Field Snippets tab, add an Other snippet.

9. Using the Which Field dropdown, select SSN, update the label, and make it
Required. Click on Save:

Other Field Settings x

Which Field {55 j

Label Social Security #/ Tax 1D #

Required - On

Save Cancel
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10. Add an another Divider, a Paragraph snippet, and update the snippet text:

Part 3: Tax Information
Social Security # / Tax 1D #

Part 4. Create ¥our Referral Partner Account

11. Using the Field Snippets tab, add a Partner snippet.

12. Configure the Referral Partner Settings and click on Save:
o Adding to the proper commission program
o Set notification of On New Lead to No
o Set notification of On Sale to No

o Set Referral Cookie Expires After to 0 days

Referral Parther Settings ®

Parent @

Farent boterring Referral Partner j

Backup Parent

Programs @
Addto m
|5 Cookbook Superstars
RZ5 Test
Test Program

E
Remove oM 15 coopnnok B
IS Cookbook Superstars
R25 Test
Test Program
[

Referral Partner Notifications @

on Mew Lead MO j
On Mew Sale MO j

Credit Window @

Referral Cookie Expires After 0 Days

Save Cancel
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13. Click on the Submit button to edit the call to action.

14. Change the button label and set the alignment to Center. Click on Save:

Part 3: Tax Infarmation
Social Security # 7/ Tax D # |

Fart 4: Craate Wour Referral Parther Accaunt
Username * |

Password * |

Confirm Password * |

|'Want To Be A Referral Fartner |

15. Click on the Thank-you Page tab at the top of the page.
16. Configure the page with a friendly thank you message:

Thanks for signing up, ~Contact.FirstName~!

Check your inbox right now foryour jogin details.

17. In the upper-right corner of the page, click on Draft to mark the web form as Ready
and then in the upper-left corner of the page, click on Back to Campaign.

18. Double-click into the sequence and add one e-mail step. Connect and rename
it accordingly:

W ——

Start Refarral Fartner Welcome
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19. Double-click into the e-mail step and write a message welcoming the new referral
partner. Use the Referral Partner merge fields to merge in their code and password:

Subject: Welcome to Our Referral Partner Program Merge

HTML Flain Text

£ Format Insert Snippets

== Link [{zy Paste as Text: Off
nlink

i
L]

Format v Trebuchet M5~ 12pt v S i= .

0]
Ml
(i
[ o)
o
¥
i

B 7 U A-¥- =
Hello ~Contact.Firsthame-~,
Welcome to our referral partner program!

At any point in time, vou can log into the partner portal and generate vour
own trackable links so you can begin promoting.

Username: ~Affiliate. AffCode~
Password:~Affiliate.Password-|

Login here: https://voyicks.infusionsoft.com/app/authentication/login

20. In the upper-right corner of the page, click on Draft to mark the e-mail as Ready;
in the upper-left corner of the page, click on Back to Sequence.

21. In the upper-right corner of the page, click on Draft to mark the sequence as Ready.

22. In the upper-left corner of the page, click on Back to Campaign and publish
the campaign.

When someone signs up to be a referral partner through the web form, Infusionsoft creates a
Referral Partner record and connects it to their contact record. When the system sends the
welcome e-mail, it will merge in the information from this Referral Partner record.

There's more...

The login URL is the same for all Infusionsoft customers, we just have to make sure the
subdomain is the correct app name.

The login URL is https://APPNAME. infusionsoft.com/Affiliate/.



https://APPNAME.infusionsoft.com/Affiliate/

Chapter 7

We collect the social security or tax ID number to make taxes easier. If we want, we can include
an extra paragraph snippet that explains why we are collecting this sensitive information.

See also

For how to create our commission programs and trackable links, see the previous recipe
Setting up a basic referral partner program.
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Administrative -
Conquer Internal Chaos

In this chapter, we will cover the following:

» Reconciling hard bounced e-mail addresses

» Tracking e-mail engagement levels

» Filtering out new hire applicants

» Creating a true e-mail preference center

» Using lead sources to track ROI

» Managing campaign model variations with versioning
» Adding groups of contacts to a campaign sequence

» Checking for duplicate contact records

» Cleaning up duplicate contact records

» Collecting W-9 forms from referral partners automatically

Introduction

Infusionsoft isn't only great for taking someone from a new lead and turning them into a
raving fan, but it can also be used for different administrative functions.

The recipes in this chapter are very helpful for maintaining a clean organized database and
systematizing critical business processes.
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Reconciling hard bounced e-mail addresses

When an e-mail bounces, this means it was not delivered for one reason or another. There
are different kinds of bounces for different situations. A hard bounce means the e-mail
address flat out doesn't exist. Think of it like a Return to Sender when trying to send
something in the post to an address that doesn't exist.

There are many reasons why a once-valid e-mail address stops working. However, just
because an e-mail stops working doesn't mean that we shouldn't try and continue a
relationship with the person.

Unfortunately, most businesses don't place a high priority on contacting and recovering a
working e-mail address. This can result in false list statistics. For example, if we have 100
people but 15 are hard bounced, we really only have 85 people who can be reached via
e-mail. Not only does this bad data throw off reporting, it can also lead to a bloated and,
effectively, useless database.

The good news is that with Infusionsoft, we can automatically catch e-mails when they hard
bounce and assign a task to someone to contact the person to collect a working e-mail.

Getting ready

We need to be logged in to Infusionsoft, inside a specific account, and in a new campaign.
We also need to have a functional tag created.

How to do it...

1. Drag out a tag goal, an internal form goal, and a sequence; connect and rename
them accordingly:

Existing List Email Hard Taskto Collect ADMIM - Hard Bounce
Bounces A Good Email Email Recovery
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2. Double-click on the tag goal and configure it for the functional tag; click on Save,

as follows:

Canfigure Tag

This goal is achieved when any of these tags are applied:

Ernail Engagernent -> Hard Bounce

Cancel

3. Double-click into the sequence and add a task and a Tag step:

DL I

Stant Collect Good Email Apply 0 tags

4. Double-click into the Task step and configure it with instructions for someone to
contact the person and collect a working e-mail address:

Type

Title

Eody

Call j

Hard Bounced Email - -ContactFifdl | Merge

Pleasze call them at -Contact.Phone! - to get [
aworking email address, Use the internal

form "ADMIMN - Hard Bounce Email

Recowvery" to record the new email address,

Assign to Contact's owner [

Assign ta [backup) Paul Sakal j
Days until due 0 :

Due at Flease select one j
Priority 2. Essential j
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5. In the upper-right corner of the page, click on Draft to mark the task as Ready and
click on Back to Sequence in the upper-left corner.

6. Double-click into the first Tag step and configure it to remove the functional tag;
click on Save:

Configure Tag

C Apply * Rernove

Ermail Engagement -> Hard Bounce

Cancel

7. Inthe upper-right corner of the page, click on Draft to mark the sequence as Ready.
8. Inthe upper-left corner of the page, click on Back to Campaign.

9. Double-click into the internal form.

10. Add a Title snippet and provide some instructions for the user who will be submitting
the form.

11. Remove all fields except for an Email field:

Use this form to collect a good working
email when someone's current email
address has hard bounced.

Email * |

12. In the upper-right corner of the page, click on Draft to mark the internal form as Ready.
13. In the upper-left corner of the page, click on Back to Campaign and publish
the campaign.

14. After the campaign has been published, in the upper-left corner of the page, click on
Back to List.
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15. Hover over the main navigation menu and in the Marketing column,

click on Settings:

My Nav CRM Marketing
Easic Training Contacts Campaign Builder
Initial Setup Companies Ernail & Eroadcasts
Dashboard Opportunities Lead Generation
Py Dy Referral Partners Ternplates

Yisitors Legacy
Edit Reports Settings Reports Settings

E-Commerce

E-Cornmerce Setup
Orders

Products

Actions
Promotions

Legacy

Reports Settings

Admin

Eranding Center
Infusionsoft Account
Users

Import Data

Data Cleanup

Reports Settings

16. In the Template Settings menu on the left-hand side, click on Email Status

Automation, as follows:

Template Settings

Ternplate Defaults
Ernail Defaults

Ernail Status Autornation
Fulfillrent

YWoice & Fax

17. Using the Choose Trigger Type dropdown, select When an email bounces and click
on Add Trigger. This will open a pop-up window, as shown in the following image:

T[‘iggerg [:b}-' t}"pE':l Choose Trigeer Type

Choose Trigeer Type
When an email bounces

When an email bounces

j Add Trigger
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18. Configure the trigger for when the bounce type is field to hard bounce and set the

and the email has bounced dropdown to at least 1 time:

¥ Manage Trigger
Set Trigger Criteria @

Whenthe bounce type isi | boince jandtha ermail has bounced . (oo j 1

time(s].

19. Using the Actions dropdown beneath the trigger criteria, select Add/remove tag:

Actions

Mo actions yet, Select an action from the "Add Mew Action” drop-down below,

Add Mew Action j
Add Mew Action

fremove tag

20. Configure the action to apply the functional tag and click on the green Save button:

Actions

Apply/ Remaove Tag

To Apply or Remove?
® Apply  Rernove

Apply these Tags

Ernail Engagernent -> Cold ;I
Ermnail Eneagerent - Hard Bounce

Ernail Engagernent -> Hot

Ermail Engagement -= Low

Ernail Engagernent -> Mot Interested Anyrnore 1
Ernail Engagernent -> Timer Start

Ernail Engagernent -> Warm

eSubscriptions -> Early PS.ME Blog

e5ubscriptions -> Fifi ¥Watch

e5ubscriptions -> Manti Promos

eSubscriptions -» Newsletter
aCuhecrintinne .w DS WAL =

Create a neve Tag..

[~ QOnly run this action when certain rules are met

Cancel
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21. Click on the Save Trigger button to close the window, as shown here:

3+ Manage Trigger
Set Trigger Criteria @
YWhen the bounce type is: hard bounce jand the email has bounced atleast j 1 time(s].
Actions
Apply 1tag Edit | x
* Hard Bounce
Add New Action j
Save Trigger Delete Trigger

Whenever Infusionsoft sends an e-mail and it returns as a hard bounce, the functional tag
will automatically be applied, which triggers the recovery campaign. When a user submits the
internal form to update the e-mail address, the bad e-mail on file will be overwritten.

There's more...

There are many different bounce types, and we can create different experiences depending
on the situation:

hard bounce j

Please select one

soft bounce - mailbox full

soft bounce - message too large
bounce - no email address
transient bounce

rmail black - relay denied
general bounce

mail block - general

rmail block - known sparmmer
mail block - sparn detected

soft bounce - dns failure
undetermined

subscribe request
challenge-response
unsubscribe request

auto reply

soft bounce - general

rmail block - attachrnent detected
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Not all contacts will have a phone number on file. To make sure we don't waste time,
we can make the functional tag application based on a rule that checks for the presence
of a phone number:

To Apply or Remove?
@ Apply  Remove

Apply these Tags

LIan == JLai L hacerEian
AI

Ernail -> 5tart [¥] Re-Engagement

Ermail Engagement -> Cold

Ernail Engagernent -> Hard Bounce

Ernail Engagernent -> Hot

Ernail Engagerment -» Low

Ernail Engagernent -» Mot Interested Anyrmaore
Ernail Engagernent -= Timer Start

Ermail Engagerment -= Warm

eSubscriptions -» Early PS.ME Elog
eSubscriptions -» Fifi Watch

e5ubscriptions -» Manti Promos |

Create a new Tag.,

[V Only run this action when certain rules are met

j Edit

The rule itself would need the following configuration:

Add

Phone Present?

Rule Set Parameters
Mame: Phone Present?
Rule is true when Mane jofthe criteria are true,
Criteria List Create Criteria
Edit Criteria Description Remove
[Edit] Based on data from the contact ‘When the Contact's Phone 1 |s [Rernowe]
recard Ernpty

[Edit] Based on data from the contact ‘When the Contact's Phone 2 |5 [Rermowe]
recard Ernpty

[Edit] Based on data from the contact ‘When the Contact's Phone 3 s [Rermowe]
record Empty

[Edit] Based on data from the contact ‘When the Contact's Phone 4 |5 [Rermowe]
recard Ernpty

[Edit] Based on data from the contact ‘When the Contact's Phone 5 ls [Rermaove]
recard Ernpty
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See also

For a similar model, download the Hard Bounce Recovery campaign from the Marketplace.

Tracking e-mail engagement levels

When we can segment our database based on someone's engagement with your e-mails,
it unlocks an entire world of automation potential.

This information can be used to plan promotions, automatically switch paths, or simply
enhance an existing report for a deeper layer of insight.

This type of segmentation cannot easily be performed retroactively, so the sooner a
business implements this recipe, the sooner they begin building their pool of data.

Getting ready

We need to be logged in to Infusionsoft, inside a specific account, and in a new campaign.
We also need to have some tags created:

» Three tags to track the engagement levels: hot, warm, and cold
» One functional tag that will trigger/reset the previously mentioned engagement tags

How to do it...

1. Drag out two tag goals and a sequence; connect and rename them accordingly:

A meaningful Start Email Engagement  Email Engagement Tracking Restart Email Engagement
click in some email Tracking Tracking
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2. Double-click on the first tag goal and configure it for the functional tag, which will
start the tracking; click on Save:

Configure Tag

This goal is achieved when any of these tags are applied:

Email Engagement -> Timer Start %

3. Inthe lower-left corner of the second tag goal, click on the purple symbol to open
Goal Settings.

4. Using the This goal can be achieved by... dropdown, select Any Contact and click
on Save:

Goal Settings

This goal is achieved when a User...

@ Applies a Tag A

This goal can be achieved by...
Contacts in this Campaign v

Contacts in this Campaign

Any Contact
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5. Double-click on the second tag goal and configure it for the same functional tag as

the first tag goal; click on Save:

oR

@"‘u.“"\f"-_

@ @
Email Engagement Tracking Restart Email Engagement

Start Email Engagement
Tracking Tracking

i
il

A meaningful
click in some email

6. Double-click into the sequence and add two Tag steps, as follows:

S Ny Ty

Ve

Start Apply Otags Apply Otags

7. Double-click into the first Tag step and configure it to apply the Hot engagement tag;

click on Save:

Configure Tag

@ Apply © Remove

Email Engagement -> Hot %

et | (R
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8. Double-click into the second Tag step and configure it to remove all the other
engagement tags and the functional tag; click on Save:

Configure Tag

':'Apply @ Remove

Email Engagement > Cold X
Email Engagement = Warm =

Email Engagement -> Timer Start X

9. Drag out a Delay Timer and two new Tag steps:

OO —o—@— &

Apply 0 tags

Start Apply 1tag Remove 3 tags Apply 0 tags
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10. Double-click on the timer, configure it to wait 30 days, and then run on any day at 12
AM; click on Save:

Configure Delay Timer

Summary
Wait at least 30 days and then run at 12:00 AM (GMT -07:00) Phoenix

Wait at least Run on @ Ar Between

30 > Day(s) E| Any Day E| 12 El 00 E| AM E|

cnnce' m

11. Double-click into the next Tag step and configure it to remove the Hot tag; click
on Save:

Configure Tag

@ Apply @ Remove

.Email Engagement-> Hot

et | (R
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12. Double-click into the last Tag step in the chain and configure it to apply the Warm tag;
click on Save:

Configure Tag

@ Apply ! ~) Remove

Email Engagement -> Warm X

Cancel

13. At this point, we may want to leave canvas notes to track the different segments,
as follows:

Start Apply 11tag Remove 3tags  Wait atleast 30 days and Remove 11tag Apply 11tag
then run at 12:00 AM

Engagement Level: Hot

& Reset Other Engagement Tags Engagement Level. Warm

14. Repeat this Delay - Tag switching structure for the remaining Cold tag, as shown in
the following image:

v \/ N O \/ v O ¥4 e
Start Apply 1tag Remove 3tags  Wait atleast 30 days and ~ Remove 1tag Apply 1tag Waitatleast 30 days and  Remaove 1tag Apply 1tag
then run at 12:00 AW then run at 12:00 AM
Engagement Level: Hot
& Reset Other Engagement Tags Engagement Level: Warm Engagement Level: Cold
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15. On the upper-right side of the page, click on Draft to mark the sequence as Ready.

16. On the upper-left side of the page, click on Back to Campaign and publish the
campaign.

17. In our other e-mails throughout Infusionsoft, anytime there is a meaningful link that,
when clicked, means the person is engaged, apply the functional tag:

Link Options
Link te: Campaign link E|
05.08.15 FB Event |E|

Which Tags would you like applied when this link is clicked?

Email Engagement -> Timer Start X

Done

The first time someone clicks on a link that auto-tags them with the functional tag, they are
tagged as Hot and then the tags switch as time passes. If they click on another link that
applies the functional tag in the future, the second tag goal will pull them out of the sequence
and then the first tag goal will add them back into the sequence. When this happens, any
previously applied tags will be removed and the Hot tag is reapplied. To ensure that this
always happens, we set the second tag goal as an entry point.

There's more...

In this recipe, we are switching tags every 30 days. However, depending on the business,
we may want to extend or shorten the tag-switching cycle.
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These tags can be used in conjunction with lead scoring to help sales representatives
find out who is the most active and thus should be contacted first:

If the Contact’s Tags contains Hot % +20 |2 4 |2 Weeks
If the Contact’s Tags contains Warm +#0 |2 4 |2 Weeks
If the Contact's Tags contains Cold = ks ¥ o — |Z| Never

We may also want to add a Super Hot tag that is only present for a short period of time. Again,
this can help sales representatives find out who is in front of their e-mails right now and
therefore might be a great person to call right now since we know they are active:

\ N s </ \ <

P
Start Apply 1tag Remove 3tags ~ Wait atleast 4 hours and Apply 1 tag Remove 1tag  Wait at least 30 days and
then run between 12:00 then run at 12:00 AM
AM - 11:45 PM

Engagement Level: Super Hot

& Reset Other Engagement Tags Engagement Level: Hot

Tracking engagement levels is a pretty good stat for the dashboard. All we have to do is create
a saved contact search for each tag and then put them into a Custom Statistics widget on
the dashboard:

Engagement Levels Rename

Hot 68
Warm 8
Cold 26

Add Another 5tat
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See also

» For a campaign template similar to this recipe, download the Track Email
Engagement campaign from the Infusionsoft Marketplace

» For a similar resettable timer model that tracks the time from the last purchase,
see the Segmenting by last purchase date recipe in Chapter 6, Wowing New
Customers with Great Experiences

» To learn more about lead scoring, see the Setting up lead scoring recipe in
Chapter 5, Selling with a Sales Team

» To learn how to make saved searches for these engagement tags, see the
Creating a saved search or report recipe in Chapter 9, Your Dashboard and
Reporting - Make Better Decisions

Filtering out new hire applicants

Our small business doesn't need any employees that cannot follow basic instructions.
Those are the kinds of employees that can cause all sorts of problems in many different
areas of the business.

In fact, even considering them for an interview is a big waste of time.

Fortunately, with Infusionsoft, we can create a simple hoop for a new applicant to jump
through to make sure that they can follow basic instructions. The idea behind this recipe
is to position the initial application submission as a two-step process, where the applicant
has to confirm their e-mail address in order to reach step two.

Getting ready

We need to be logged in to Infusionsoft, inside a specific account, and in a new campaign.

How to do it...

1. Drag out a web form, a landing page goal, an e-mail confirmation and two sequences;
connect and rename accordingly:

g E% Dﬁ-@i —aa@” —»Di-@-i = Di-@-i

Website Part 1: Begin Application  Email Confirmation Request Confirm Email Complete Application Part 2: Finish Taskto Contact
Application Mew Applicant

2. Double-click on the Task to Contact sequence at the end of the chain.
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3. Add a Task step as follows:

f' a
Start Taskto Contact
Mewy Applicant

4. Double-click on the Task step and configure it for the user to contact the
new applicant:

Type Call j

Title [MNEWY APPLICAMT] -Contact.FirstMa | Merge

Check out -Contact.FirstName-
-Contact.Lasthame-'s Linkedin profile
[-ContactwWebsite-] and then call them at
-Contact.Phonet - to schedule an interview,

Body

Assign to Contact's owner [

Assign to [backup) Paul Sakal j
Days until due I -

Due at Please select one j
Priority 1. Critical j

5. Inthe upper-right corner of the page, click on Draft to mark the task as Ready;
in the upper-left corner of the page, click on Back to Sequence.

In the upper-right corner of the page, click on Draft to mark the sequence as Ready.
In the upper-left corner of the page, click on Back to Campaign.
Double-click on the part 2 landing page to configure it.

© ® N O

Add a Logo snippet at the top of the page.
10. Using the Field Snippets tab, drag out a Hidden snippet.
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11. Using the Which Field dropdown, select Email, leave the Field Value empty, and click

on Save:
Hidden Field Settings x
Which Field | Ernail j
Field value
Cancel

Save

that this is the second part of the employment application:

12. Add a Divider and Title snippet beneath the hidden field; change the text to indicate

bl Y R—

| i

T 7"‘,‘} ['rr' i|~.—'
ARl

Hididen Fiaid (Email

Employment Application Part 2

13. Drag out an Other snippet.

14. Using the Which Field snippet, choose Append to Person Notes at the bottom of the

list.
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15. Change the label to ask about their previous experience, mark the field as Required
and click on Save:

Other Field Settings ®

Which Field  Annend to Person Motes j

Label Share vour Previous Experience:

Required - On

Save Cancel

16. Repeat steps 13 to 15 for any remaining questions we want to collect; it is
recommended to only have three to five questions:

Employment Application Part 2

Share Your Previous Experience: * |

Do you have any special skills or |
gualifications? *

Why do you want to work for us? * |

17. Click on the Submit button to change the call to action.
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18. Change the button label to Submit Employment Application and click on Save:

Subimit Button Settings » ]
Button Label | Submit Employment Application
Alignment | | eft j
Advanced Stding Off
Customn Size Off
Save Cancel

19. Click on the Thank-you Page tab at the top of the page.

20. Add a Logo and Title snippet, then adjust the message to notify the applicant that we
have received their information. See the following example:

Ml T I ET
T SJ o7 Yerenmar

A PO Sl AL

Thanks for applying, ~Contact.FirstName~!

We will contact you shortly to schedule an interview.
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21. In the upper-right corner of the page, click on Draft to mark the landing page as
Ready.

22. In the upper-left corner of the page, click on Back to Campaign and publish the
campaign.

23. After publishing, click on the Edit tab in the upper-left corner of the page:

m o omfm i@ mem m o =g=

Website Part1: Begin Application  Email Confirmation Request Confirm Email Complete Application Part 2: Finish Taskto Contact
Application Mew Applicant

24. Double-click into the Complete Application sequence.
25. Add an Email step:

P

Start Complete Application

26. Double-click on the Email step and write a message thanking the potential applicant
for confirming their e-mail and driving them to complete their application, as follows:

Subject: Employment Application Part 2 Merge
HTML Plain Text

) Format Insert Snippets
Format ~ Trebuchet M5~ 12pt MIEEIIE=I s= == Link [ Paste a5 Text Off

Unlink

B 7 U & A-%- = «| 2=
Thanks for confirming your email address ~Contact.FirstName-~!

To complete vour employment application, click here to complete part 2.

Have a great ~Date.DavOfWeek~,
~Cnwner.Firsthame~
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27. Highlight the call to action text and click on Link in the toolbar:

) Format Insert Snippets

Farmat + Trebuchet S~  12pt - Z . s sE| =2 Link [iF] Paste as Text: Off

B 7 U = A - a‘_J)' Unlink

T
(]
il
]
-
<
i

Thanks for confirming your email address ~Contact.FirstName-!

To complete vour employment application, S8 EE-teRsts]iis] =i = sL= g

28. Using the Link To: dropdown, select Hosted landing page:

Link Cptions

Linkta:  S\ieh address P "‘&

YWeb address
Ernail address
Thank-you page
Carnpaign link
Hosted ernail page
Hosted landing page InsertfUpdate

Hosted web form

0 Lpdate page
nt EIDD[]CEI Update f opt-out page art JB
Opt-out page
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29. Begin typing the name of the landing page:

Link Cpticns
Link to: Hosted landing page j +<'5
finish

Part 2; Finish Application

30. Click on the name of the landing page and then click on Insert/Update.

31. In the upper-right corner of the page, click on Draft to mark the e-mail as Ready; in

the upper-left corner of the page, click on Back to Sequence.

32. In the upper-right corner of the page, click on Draft to mark the sequence as Ready.

33. In the upper-left corner of the page, click Back to Campaign.
34. Double-click on the Email Confirmation Request sequence:

Start Canfirmation Email YWiait at least 3 days and

then run on a weekday at
a:00 A

L J
|

330
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36. Adjust the message to notify the potential applicant that, after confirming, they can
complete their application, as follows:

Subject: Proceed to Step 2 Merge
) Format Insert Snippets
Format ~ Fontfamily =  Font size == i= i@ Paste as Text: Off ) Find

B 7| U/ & A~ = 47 Find & Repla

1111
Ml
1]
3
4
il

Hello ~Contact Firstharme~,

Thanks for heginning your application with ~Zompany Company~. Before we send you to Step 2, we
want to verify your email address and confirm vour desire to apply.

After canfirming, we will send you another email 50 you can complete Step 2.

To confirm your request, please click here.

Clicking the link above will confirm your email address and allow you to receive the information you
requested. Ifyou do notwant to receive any communication, please ignore this message,

37. In the upper-right corner of the page, click on Draft to mark the confirmation e-mail
as Ready; in the upper-left corner of the page, click on Back to Sequence.

38. In the upper-right corner of the page, click on Draft to mark the sequence as Ready.
39. In the upper-left corner of the page, click on Back to Campaign.

40. Double-click on the Part 1 web form.

41. Add a Logo and Title snippet; adjust the text to frame the application process:

42. Add the following fields as required:
o First Name
o Last Name
o Phone Number

o Email
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43. Add an Other snippet.

44. Using the Which Field dropdown, select Website and change the label to LinkedIn
URL; click on Save:

Other Field Settings x

Which Field {ijaisite j

Label | inkedin URL

Required Off

Save Cancel

45. Click on the Submit button and change the button label to Proceed to Step 2:

 J A oY
Al HTL T HF N
F _w?"-."-"'i'l'r}ET"IIV' .
(IR A Rl

Employment Application Part 1

First Name =

Last Marme ™

|
|
Phane * |
|
|

Email *

Linkedin URL

Froceed to Step 2 |

46. Click on the Thank-you Page tab at the top of the page.
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47. Add a Logo and Title snippet, then adjust the message to notify the applicant that
they need to confirm their e-mail address before moving on to step two:

CHT ‘“‘*F'*

#*f‘f"f‘i» T=||'sJ :
4?1- 2

Thanks for beginning your application,
~Contact.FirstName~!

Before completing step 2, you'll need to confirm your email
address. Check your inbox right now for the link!

48. In the upper-right corner of the page, click on Draft to mark the web form as Ready.

49. In the upper-left corner of the page, click on Back to Campaign and publish the
campaign.

When someone applies, they will submit the first web form, which sends them an e-mail
confirmation. Upon confirming their e-mail address, they will receive an e-mail immediately
linking them to the part 2 landing page. We will only receive a task to contact the applicant
if they complete part two, thus saving us time interviewing people who cannot follow

basic instructions.

We can extend this recipe to fully systematize the hiring process with some additional
internal forms after the part 2 landing page.

+@Q —»n:fq'}: f22 ln--@-- k) e f»n-@-

|
Part 2 Finish Taskto Contact ADMIN - Schedule Interview Reminders ADMIN - Applicant YWelcome Aboard!
Application Mew Applicant Applicant Intervive Interview Results |

%ﬂ.—@-

Thanks Tor Applying
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If we are hiring for different positions, we can clone this recipe and create a hiring funnel for
each position being offered.

The Filebox on a contact record is accessible via the API. This can be used to add an Upload
Your Resume function.

For a campaign template similar to this recipe, download the Easy Hiring campaign from the
Infusionsoft Marketplace.

Creating a true e-mail preferences center

The e-mail subscription management options available out of the box with Infusionsoft are
limited because they do not show current subscription status.

Traditionally, Infusionsoft users use tags to track someone's e-mail subscription. However,
if we use a custom field to track subscription status, we can build a web form that operates
like a true e-mail preference center.

Getting ready

We need to be logged in to Infusionsoft, inside a specific account, and in a new campaign.
In addition to this, we also want to have a dropdown-type custom field created to track an
e-mail subscription status with two values: Yes and No.

How to do it...

1. Drag out a web form and rename it accordingly:

w

Any newesletter email Mewsletter Subscription
Centra

2. Double-click on the web form to edit it.

3. Remove all fields from the form.
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4. Add a Logo and Title snippet; update the text to indicate that this is an e-mail

preference center:

:=.,. --—-L Y
AT TREET

| | 5 .
= e VT

-ﬁl b I IWCT R

Manage Your Email Subscription Below!

5. Using the Field Snippets tab, drag out a Hidden field.

6. Using the Which Field dropdown, select Email; leave the field value empty and

click on Save:

Hidden Field Settings

Which Field Email

Field Value

Save

Cancel

7. Using the Field Snippets tag, drag out an Other field.

335



Administrative - Conquer Internal Chaos

8. Using the Which Field dropdown, select the custom field we are using to track this
particular e-mail subscription; mark the field as Required and click on Save:

Other Field Settings b4

Which Field  55scription 1 j
Label sSyhscription 1

Required - On

Save Cancel

9. Click on the Submit button to change the call to action.

10. Change the button label to Update My Preferences, center align the button, and
click on Save:

Submit Button Settings »x
Button Label | Update My Preferences
Alignment | Center j
Advanced Styling Off
Custom Size Off
Save Cancel
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11. Our web form should now look like a basic subscription management page as follows:

' I_'.I-..-..'-—.; p Y e

f‘ IJ'_.'}"‘%‘"' Lﬂt”x"'

.-\.

Manage Your Emall Subscriptiun Below!

Hidldian Figid [Ermali)
Subscription 1+ | Mo =

Update My Preferences

12. At the top of the page, click on the Thank-you Page tab.

13. Modify the thank you page content to indicate that the contact has just updated
their preferences:

rT "F P
J" r"_.,.*‘r" Lﬂt”x-"'

Thanks for updatlng your email preferences,
~Contact.FirstName~!

You may how close this window

14. At the top of the page, click on Settings.
15. Verify that Auto-populate has its option selected:

Cesign Thank-you Page Settings Code

Auto-populate Form @

¥ Auto-populate this form with a Contact's information when visited frorm an Infusionsot-delivered ermail
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16. On the upper-right side of the page, click on Draft to mark the form as Ready; on the
upper-left side of the page, click on Back to Campaign.

17. Publish the campaign.

18. The next time we send a newsletter, include a link to this Hosted web form in the
footer:

Link Cptions

Link to: |Hostedwehf0rm |+<, |

|News|etter Subscription Centre |

InsertfUpdate

When someone clicks on the link to manage their e-mail preferences, the form will
prepopulate the contact's e-mail in the hidden field as well as the current value for the
subscription custom field. If they make any changes and submit the form, their record will
reflect their preferences.
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If we have more than one subscription, we can include them all on the preference form.
However, we may want to strategically create one preference form per subscription, depending

on the business:

. -'—'L-. Sy
HEI Frw"

2‘—:\} '\.-’ - I.I-\.'l

Manage Your Emall Subscription Below!

[

Hicicien Field (Emal)
Subscription 17 [ Me
Subscription 2 * [ Mo

Update My Preferences |

[

We can add extra options to the dropdown values to give further communication control or

allow people to select their preferred frequency:

Elivagar ‘Mone

Please select one

¢ Music Updates Cnly

Live Show Lpdates Only
All Updates

See also

To learn how to create a custom field to track e-mail subscriptions, see the Creating custom

fields recipe in Chapter 2, Critical Tools for Mastery.
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Using lead sources to track ROI

There is a fairly popular John Wanamaker quote floating around the Internet that reads

as follows:

"Half the money | spend on advertising is wasted; the trouble is | don't know which

half."

What he is referring to is his inability at the time to track which marketing assets were

providing a return on the investment.

Fortunately, thanks to Infusionsoft, we can track the cost for different lead sources,
which can be used for native Return On Investment (ROI) reporting right in the software.

Getting ready

We need to be logged in to Infusionsoft and inside a specific account.

How to do it...

1. Hover over the main navigation, and in the Marketing column, click on Lead

Generation:

My Nav

Contacts

Carnpaign Builder

Legacy
Ternplates

Opportunities

Edit

Ernail & Broadcasts

CRM

Contacts
Cormpanies
Opportunities
Referral Partners

Yisitors

Reports Settings

Marketing

Carmpaign Builder

Ernail & Broadcasts

Lead Generation

Templates

Legacy

Reports Settings

E-Commerce

E-Commerce Setup
Orders

Products

Actions

Promotions

Legacy

Reports Settings

Admin

Branding Center
Infusionsoft Account
Users

Import Data

Data Cleanup

Reports Settings

340




Chapter 8

2. Inthe Lead Sources section, click on Create Lead Source:

@) Lead Generation

(@ Web Tracking .O. Leacd Sources

e Get Tracking Code Edit / View Lead Sources
L4
Web Analytics Create Lead Source
Yisitors

3. Give the new lead source a name and a description and then click on the green
Save button at the bottom of the page:

General Information
Mame  June 15 - Herald Ad [

Description | We bought an ad in the local Herald in June,

Category | Please select a lead source cate.., j Edit Category Add Category

Vendor | Please select a vendor

Le

[Other)
Mediurm | Please select a medium j
[Other)
Message/Content | Please select a message/content j
[Other)
Start Date e
End Date e
Status | Active j

Save & Search
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4. After the page reloads, click on the Expenses tab at the top:

LJjune 15 - Herald Ad

General Expenses

5. Click on the Add Expense button:

General Expenses

Add Expense

6. Log the cost for this particular lead source and click on Save:

Add Expense

Occurrence

Type One Time Expense j @

Date Incurred | je 42.9p15

Details

Title Herald Ad
Arnount a5q)

Motes

Found in the Business
section

Cancel Save

342



Chapter 8

7.  We will now see this cost in the Recent Expenses section at the bottom of the page:

;]June "5 - Herald Ad

General Expenses

Add Expense

Recurring Schedule

Edit Title Amount Start Date End

Recent Expenses

Edit Title Amount Cate Incurred

[Edit] Herald Ad 250,00 Jun 17,2015

Date

Mo results to display.

Next Expense Date

Motes

Found in the Business section [Delete]

Total Expenses: $250.00

Notes Delete

View All Expenses

Delete

When someone has this lead source on their contact record as well as an order recorded, that

will populate in the ROI reports:

Lead Source RO

1-50 of 20 50 j per page

Lead Source
AY13-Facebook
2013 US554 Beach Blast

[E] ELIT Shirt

Actions ¥ Start over Edit CriteriafCalumns...

Category

Gp

Paid

Save..

Expenses

$100.00

$2,035.36

214,66

Frint...
Revenue Roi
$875.00 F7oM

$2,781.00 ERL|

$0.00 -100%
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The ROl reports can be found in the Marketing reports:

Sequence Step Recipients

Lead Source ROI

Lead Source ROl By Category

Web Analytics

This shows Contacts that have received an itern within a Sequence

This shows ROI by leadsource,

This shows ROI by leadsource category,

This shows the pages that have been tracked by your tracking code,

When contacts have this lead source, the Expenses tab will give an overview of the number
of contacts and cost per contact in the upper-right corner of the page:

L2013 USSSA Beach BIaSt g m searcrrenii

General EXpEnEes

Total Expenses: $2,035.36

Add E
RpEnse Contacts: 1 | Cost Per Contact: $2,035.36

It is recommended to take full advantage of the Category, Vendor, Medium, and
Message/Content fields in the lead source. This empowers better reporting and deeper
insights. This is particularly helpful when we have different variations of marketing
messages as it allows us to quickly see which ones are performing best:

General Information
Marme | [E] Meerkat Profile [
Description | 10 Meerkat profile
Category | Social j Edit Category Add Category
Yendor | Meerkat j
[Other]
Mediurm | Profile j
[Other]
Message/Content | Profile j
[Other]
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When a lead source is no longer relevant, we can set it as Inactive. This prevents future
contacts from being added to the lead source accidentally by an end user; inactive lead
sources are not visible when manually selecting a lead source for a contact. This can keep
our list of lead sources clean while retaining all historical data for reporting:

Status | Active j

Please select a status

58%e i |nactive

If a certain lead source has a fixed monthly expense, we can create a recurring expense that
will add to the cost progressively each month until the end date. This allows us to create a
rolling ROI since the expense is dynamic over time:

Add Expense

Occurrence

Type Maonthly Recurring Expense j @

Start Date 06-17-2015

End Date g5 47,2018 E
Details

Title Monthly Herald Fee
Amount 200

Motes

We are running this
winning ad for a year.

Cancel Save
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We can add a hidden Lead Source field to any web form or landing page to ensure that new
contacts will be properly sourced:

Hidden Field Settings ®

WhichField | sad Source j

Field Value  June '15 - Herald Ad|

Save Cancel

ey

We can also drive different traffic sources to the same web form/landing page and
dynamically pass different lead sources through the URL. This way, it is easy to test different
variations of a particular marketing message without having to create a unique web form/
landing page for each variation.

To do this, we need to have a hidden Lead Source field with an empty value. Then, when
linking to the web form/landing page, we can append ?inf field LeadSourcelId=xx
to the URL where xx is the lead source ID.

1-50 of 90 50 jper page
W od Mame

v 187 June "15 - Herald Ad

This only works when driving traffic to the JavaScript version of a web

form or a hosted landing page because those have a built-in function
’ to prepopulate form fields from URL parameters.
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See also

To learn how to create a custom field to track e-mail subscriptions, see the Creating custom
fields recipe in Chapter 2, Critical Tools for Mastery.

Managing campaign model variations with

versioning

An esoteric function of the campaign builder is the ability to save different campaign model
configurations. This can be helpful when reusing common elements of a campaign but other
elements change. For example, seasonal promotions or a product launch.

It is also helpful when innovating and improving an existing model. It allows us to safely
make changes to the model that can be rolled back if necessary.

Getting ready

We need to be logged in to Infusionsoft, inside a specific account, and in a particular
campaign.

For this example, we are going to show how a product that is only sold twice a year,
during the winter and during the summer, can be easily updated for the season.

The campaign model we are going to start with looks like this, and we will be updating it for
the winter season:

R I v ui" g o= —PQE

Website Summer Product Summer Tips Click to Order Page Cart Ahandon Purchase Product
Tips Optin
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How to do it...

1. Using the Campaign dropdown in the upper-left corner of the page, click on
Save Version:

Back to List Campaign ¥ gay

Save Version
Edit Ferorm  pestore Version...
Make a Copy..
Fename...
Fevert Chanoges
Print

Save as Image
Merge Fields...

Links...

2. Click on OK on the confirmation message dialog box:

A nevwy verzion has been created. You may restare it at any time.

3. Update the campaign model with the changes we need; be sure to retain any
sequence content that we will want to reuse in the future.

= B ome= 4 pes r

Website Yinter Product Winter Tips | | Click to Order Page Cart Abandon Purchase Product
Tips Optin
| |

E ’* nDtEIl:I
ate-BHase
@

Holiday Sale

Summer Product Summer Tips
Tips Optin
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5. Finish the campaign. Publish and use it.

Chapter 8

Using the Campaign dropdown in the upper-left corner of the page, click on Save

When it is time for the summer season, using the Campaign dropdown in the upper-
left corner of the page, click on Restore Version:

Back to List

Edit Ferfarr

Campaign ¥

Save Wersiaon

Festore Versian. ..

Make a Copy...
Fename...
Revert Changes
Frint

Save as Image
herge Fields. ..
Links...

Sav]

7. Click on the version we want to restore; this will restore the campaign model for the

summer version:

Restore From Yersion

20Jun 2015 12:09 PM - Paul Sokol
20Jun 2015 12:04 PM - Paul Sokal
20 Jun 2015 12:01 PM - Systemn
17 Jun 2015 7:47 PM - Systermn

153 Jun 2015 8:50 PM - Systemn

Cancel
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Saving a campaign version takes a snapshot of the campaign model structure, including all
the structures within a sequence. When we restore a campaign, it loads this structure as it
was when the version was saved.

Campaign versioning does NOT include the sequence step content; it only includes the
sequence layout. For example, if we make changes to an e-mail's content and then restore

to an older version, it will restore the sequence layout but still retain the current e-mail
(assuming that the same e-mail object is in the older version). This is why it is recommended
to disconnect but not delete any sequence content that we plan to reuse. Cloning sequences
can be very handy in these situations.

A campaign version is generated automatically whenever a campaign is published. We can
tell which versions were automatically created because they will be accredited to the system
instead of a specific user.

There is a similar restoration function available within an Email step:

Back to Sequence Ernail +

Preview
Frorm: | The contact's| Renarme.

Revert Chanoges

To: Email Save As template...

lse template...
Copy from Campaian. ..
Ilse Code Builder..

Subject hey

HTML Plain Text

When using the Revert Changes function, it will restore the e-mail content to whatever was
present upon first opening the e-mail; this was the last saved state for the content. Please
be aware that previewing an e-mail does save the e-mail content on the backend so it can
be displayed. Hence, if you have previewed an e-mail since opening it, the Revert Changes
function will restore the content to the last time it was previewed.
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Adding groups of contacts to a campaign

sequence

Most campaigns start when someone performs a particular action such as filling out a web
form. However, there are certain situations where we need to manually add a group of contacts
to a particular campaign sequence, such as a product launch to the existing list of customers.

Getting ready

We need to have a campaign already published and a list of contacts we want to add into it.

How to do it...

1. Perform a contact search for the group of people we want to add into the campaign.

2. Using the Actions dropdown, select Start/Stop a Campaign Sequence:

¥ Contacts

Actions ¥ Start over Edit

Apply Action Set
ApphyRemove Tag
Azsign to Company
Create Oppoartunities
Create Referral Partner Referral
Create a Task

Create an Appointment

Delete Contacts

Export

Mass Update Contacts

Merge Duplicate Contacts

Print Lahels

Reassign Contacts (Batch)
Reassign Contacts (Datasheet)
Reassign Contacts (Multi-user)
Send a Broadcast (Email, Fax, etc.)
StartiStop a Campaign (Legacy)

=] Stop & npaign Sequence
StartiStop a Follow-up Sequence
Update Opt-InfOut Status
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3. Using the dropdown menus, select the Campaign and the specific sequence within
the campaign we want to add this list of contacts to:

Start/Stop a Campaign Sequence

Your search returned 1 result, This action will assign contacts to a Campaign

Start j PS.ME - Mewsletter [Capture Lea.. j Tageing + Confirmation Request j

Process Action Cancel and Return to Contacts

4. Click on the Process Action button.

This function adds the list of contacts to the campaign sequence specified, thus launching the
campaign.

There's more...

This function can also be used to stop a specific campaign entirely, we just have to select Stop
in the first dropdown:

Start/Stop a Campaign Sequence

Your search returned 1 vesult, This action will assign contacts to a Carmpaign

Stop j PS.ME - Mewsletter [Capture Lea.., j

Process Action Cancel and Return to Contacts

352




Chapter 8

Checking for duplicate contact records

Ideally, every human will only have one contact record in the database. In the real world, this
doesn't always happen. This can lead to strange experiences such as an existing customer
receiving a promotion for a product they have already purchased. Needless to say, this doesn't
enhance customer experience.

Fortunately, Infusionsoft has a built-in function to check for duplicate contact records.

Getting ready

We need to be logged in to Infusionsoft and inside a specific account.

How to do it...

1. Hover over the main navigation and in the Admin column, select Data Cleanup:

My Nav CRM Marketing E-Commerce Admin

Contacts Contacts Campaign Builder E-Cornmerce Setup Eranding Center
Campaign Builder Companies Ernail & Eroadcasts Orders Infusionsoft Account
Ernail & Broadcasts Opportunities Lead Generation Products Users

Legacy Referral Partners Ternplates Actions Import Data
Ternplates Yisitors Legacy Promotions Data Cleanup
Opportunities Legacy

Edit Reports Settings Reports Settings Reports Settings Reports Settings

2. Click on Check for Duplicate Contact Records:

£+ Clean Up Your Data

Madify Existing Records
This allaws yau ta update existing recards in Infusionsait By imparting 8 csv fife that cantains the
carrespanding fnfusiansaft ids.

Check for Duplicate Contact Records
This alfaws yaw ta find dupficate cantact recard’s in raur database.
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3. On the screen that explains how duplicate checking works, click on the green
Next button at the bottom of the screen; it is recommended to stop and read how
duplicate checking works.

4. Using the radio options, select Check all records. (May take a long time). and click
on the green Next button:

¥+ Choose Who to Check

Choose Who to Check

{*: Check all records. [May take a long time).
{~ Check all records that haven't been marked as a dup already.

" Check records that haven't been checked alreadsy.

5. On the next page, scroll down and ensure that all Stages are checked and
click on Next.

6. On the alert that displays, click on OK to begin the deduping process:

Thiz will automatically bedgin the deduping process. Are you sure you want to cortinue?

Ok Cancel
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7. As the deduping occurs, we will see a status bar; this may take a while depending on
the amount of contacts being checked:

A Check List For Duplicates

Your action has started and is 56% complete.

]

550 of 963

8. When the deduping is done, we will get a confirmation message:

A Your action has completed!

You successfully checked for duplicates on 969 contact records.
Wiew the list of contact records that are considered duplicates
Go back to clean up more of your data

Click here to see all of your contacts

This function uses the built-in deduping logic inside Infusionsoft to generate a list of contact
records it believes may be duplicates.

There's more...

It is highly recommended to perform a duplicate check (and reconcile any duplicates found)
after importing a list of contacts to minimize spam complaints from accidentally sending the
same e-mail multiple times to a single person.
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It is recommended to check for duplicates periodically, say every quarter. To save system
resources, we can only check records that haven't been checked already:

8% Choose Who to Check

Choose Who to Check

{7 Check all recards, (May take a long time).,
{" Check all records that haven't been marked as a dup already.

% Check records that haven't been checked already.,

We can further speed up the duplicate checking process by searching across fewer fields.
In particular, unless the business makes heavy use of phone numbers or addresses,
we can perform a satisfactory duplicate check just against an e-mail alone:

Stages

[T STAGE 1: First Name + Last Name + One Other Field
CHECK: FirstMarne + LastMarne + Cormpany

CHECE: FirstMame + Emnail

CHECK: LastMame + Email

CHECK: Firsthame + Lasthame + StreetAddress]
CHECK: Firsthame + LastMame + Fax1

CHECK: Firstharme + LastMare + Phone

[} ETAGE 2: Email + One Other Field
CHECE: Ermail + Fax1

CHECK: Email + StreetAddress1

CHECE: Email + Phone
r

[¥ STAGE 3: One Field Check

CHECE: Ermail
v
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See also

To learn how to merge duplicate contact records discovered by this function, see the next
recipe, Cleaning up duplicate contact records.

Cleaning up duplicate contact records

The previous recipe will only return a list of contacts the system thinks may be duplicates.

It is still necessary to merge any duplicate records found.

Getting ready

We need to be logged in to Infusionsoft , inside a specific account, and have already
performed a duplicate check.

How to do it...

1. Hover over the main navigation and in the Admin column, select Data Cleanup:

Edit

Reports Settings

Reports Settings

My Nav CRM Marketing E-Commerce Admin

Contacts Contacts Carnpaign Builder E-Commerce Setup Branding Center
Campaign Builder Companies Ernail & Eroadcasts Orders Infusionsoft Account
Ernail & Broadcasts Opportunities Lead Generation Products Users

Legacy Referral Partners Ternplates Actions Import Data
Ternplates Yisitors Legacy Promotions Data Cleanup
Opportunities Legacy

Reports Settings

Reports Settings
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2. Click on View Duplicate Contact Records:

& Clean Up Your Data

IModify Existing Records

This affaws rau ta update existing recards in infusiansaft by imparting a csv fife that cantains the
carrespanding fnfusiansait fds,

Check for Duplicate Contact Records
This affaws rau ta find duplicate cantact recard's in yaur database.

View Duplicate Contact Records
View 3 fist af cantact recard's that are cansidered duplicates,

3. On the duplicate results screen, in the left column, click on Manual Merge.

Y& Duplicate Contact Search

Ho options available j

Actions ¥ Start owver Edit Criteria/Columns...

50 j perpage

Dupid

Save... Print...

1-30f3

Manual merge Dup first name Dup last name Dup email Origid Orig first name ©rig last name Orig email

Manual Merge 2228 Paul Sokol paul.sokol@infusionsoft.com Eo3 Paul Sokol paul sokol@infusionsoft.com

4. This will display three columns. The left and right columns will show the available
data in the duplicate records.

5. The center column consists of the data that will be merged into the resulting contact
record. We can click on the arrows either side of this column to move data:

X Merge Contact Fields

Merge Contact Fields

Fields Contact Merged Contact Muore Recent Contact
Id: 44 e B |«<|ezes

First Name: Paul i Paul <4 |Paul

Last Name: Sokal > Sokol <4 |Sakal

Company: Infusionsaft 5> Infusionsoft <

Job Title: Cone FOR YOU Carmpaign Champion »3 Done FOR YOU Campaign Champio <«
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6. When we have selected the data to be merged into the resulting contact record, at
the bottom of the page, click Merge & Return to Search:

Submitted an &
MKTPL-NPS Submitted an & b s
Comments:
Merge & View Contact Merge & Return To Search Mark as Not Duplicates

7. On the alert that displays, click on OK to merge the records and return to the list of
potential duplicate contacts:

Thiz action is permanent. Do you want to continue?

Ok Cancel

This function takes the two contact records and merges them into one with the data that was
selected. It will merge all associated data, including tags, notes, orders, and so on.

Occasionally, we will have good information for the same field such as two working phone
numbers. To avoid losing data, it is recommended that we copy the good data into our
clipboard and then after the merge, place the data in another field (for example, Phone 2).
The Merge & View Contact button at the bottom of the page makes this very easy.

There are certain instances where a contact record is actually not a duplicate. For example, it

is very possible to have two different John Smiths in the database. In this case, we can click
on Mark as Not Duplicates to keep the two records separate and prevent them from being
flagged as duplicates in the future.
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If a lot of duplicates are found, there are ways to automatically merge contact records in bulk:

&+ Clean Up Your Data

Modify Existing Recards
This affaws pou ta vpdate existing records in infusionsait by imparting 8 csv file that cantains the
carrespanding fnfusionsoft ids.

Check for Duplicate Contact Records
This affaws paw ta find duglicate cantact recards in yaur database.

View Duplicate Contact Records
Kiew a fist af cantact recard's that are cansidered duplicates.

Merge Duplicate Contact Records By Overwriting Old Data With MNew Data
This will averwrite aif alder data with the newest gata far aff duplicate contact recards.

Merge Duplicate Contact Records By Only Adding Mew Data, Mot Cverwriting Old Data
This wilf anfy ad'd data that doesn't already exist far alf duplicate cantact recards. This is typically vsed ta
ensure that valid email addresses far peaple are nat averwritten.

The Merge Duplicate Contact Records By Overwriting Old Data With New Data option will
overwrite any fields on the older record (based on when it was created) with the fields from
the newer record. The Merge Duplicate Contact Records By Only Adding New Data, Not
Overwriting Old Data option will only fill in fields that aren't present in the older record. For
example, if both records have an e-mail address but the old record doesn't have a phone
number and the new one does, the phone number will be in the merged record while retaining
the older e-mail address. While these functions are convenient, for the most reliable data
integrity, it is preferred to perform the manual merge as outlined in this recipe.

To learn how to get a list of duplicate contact records, see the previous recipe, Checking for
duplicate contact records.

Collecting W-9 forms from referral partners

automatically

To close this chapter, we're going to explore how to automatically collect necessary tax
documents from our referral partners. Since the author is American, this recipe is going to
be for a U.S. tax form, but the recipe will work for any tax document in any country.

Specifically, we are going to be collecting a W-9 form.
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Getting ready

We need to be logged in to Infusionsoft , inside a specific account, and inside a new
campaign.

We also need to have a functional tag created to trigger this particular campaign.

How to do it...

1. Drag out a new tag goal, note goal, and sequence. Connect and rename
them accordingly:

>/ @ m-c- ul’

Mew Refarral Reguest AWy-9 Wi-9 Delivery ADNIM - W-9 Collected
Parther

2. Double-click on the tag goal and configure it for the functional tag; click on Save:

Configure Tag X

This goal is achieved when any of these tags are applied:

Functional -» Request a W-9
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3. Double-click on the note goal and configure it for tracking when a W-9 has been
collected; click on Save:

Configure Note Template

Action Type LIPDATE j

Description W-3 0On File

We have collected aW-9 and have
Creation Mates it on file.

User The logged-in User j

Motify

Cancel

Double-click into the W-9 Delivery sequence.

5. Drag out two Email steps and two Delay Timers. Connect and rename
them accordingly:

B @ = @

Start WhE Reguest##

Wik Request#2
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6. Double-click into the first e-mail step and write a message requesting a W-9 from
the referral partner, including a call to action to download the form and reply with

it attached:

Subject: [ACTIOMN NEEDED] We Meed Your W-9 -Contact.FirstName- Merge

HTML Flain Text

) Format Insert Snippets

== Link 17 Paste as Text: Off

11
4
i
]

Format + Trebuchet M5+ 12pt v [i= -

I7; =

B J U a A-W- =
Hello ~Contact.FirstName-,
Thanks for being a valued referral partner!
To keep the tax man happy, we need to get a W-9 on file for vou.

To make things as easy as possible, all you have to do is download the W-9,
fill it out, and then reply to this email with it attached.

Click Here to Download a W-9

Have a great ~Date.DayOfWweek-~,
~Owner. FirstName~

7. Highlight the download call-to-action and click on the Link button in the toolbar:

£ Format Insert Snippets

Format = Trebuchet M5~ 12pt == =

[ i

ea Link

B 7 U s A-®-
Hello ~Contact.Firsthame~,
Thanks for being a valued referral partner!
To keep the tax man happy, we need to get a W-9 on file for yvou.

To make things as easy as possible, all yvou have to do is download
fill it out, and then reply to this email with it attached.
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8. Configure the link for a direct download to the W-9 form and click on Insert/Update;
this can easily be found by searching online:

Link Cpticns

Link to: YWeh address j +<;9

wana irs. Eow pubfirs-pdffiag pdf

9. Inthe upper-right corner of the page, click on Draft to mark the e-mail as Ready and
click on Back to Sequence.

10. Double-click the first Delay Timer, configure it to wait 1 week, and then run on any
weekday at 8 AM; click on Save:

Configure Delay Timer

Surnmmary
Wait at least 1 week and then run on a weekday at 8:00 AWM (GMT -07:00) Phoenix

Wait at least Run an & O

1 < | Weekls) j Weekday j g j o j A j

Cancel
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11. Double-click on the second e-mail step and write a reminder message about the W-9
form and include another call to action to download the form and send it back:

subject: [REMINDER] We Meed Your W-9 ~Caontact.FirstMame~ Merge

HTML Plain Text

) Forimat Insert Snippets

Format = Trebuchet M= 12pt = == [~[[i= i == Link izl Paste as Text: Off

B|J| 0| A-%-

Hello ~Contact.FirstMame-,
Thanks for being a valued referral partner!

About a week ago, we let you know that we need to get a W-9 on file for you
and it hasn't come in yet.

This is really important to ensure no delays on your commissions OR problems
during tax season.

To make things as easy as possible, all you have to do 1= download the W-3,
fill it out, and then reply to this email with it attached.

Click Here to Download a W-9

Have a great ~Date.m~,
~Owvner, Firsthame~

12. Configure the download link with the W-9 form URL, as we did in step 8.

13. In the upper-right corner of the page, click on Draft to mark the e-mail as Ready and
click on Back to Sequence.
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14. Double-click the second Delay Timer, configure it to wait 1 week, and then run on any
weekday at 8 AM; click on Save:

Canfigure Delay Timer

Surnrmary |
W ait at least 1 week and then run on a weekday at 8:00 AWM {GMT -07:00} Phoenix

W ait at least Run on @A € Berween

1 | weeks) j Weekday j g j i j Al j

15. In the upper-right corner of the page, click on Draft to mark the sequence as Ready
and then click on Back to Campaign.

16. Publish the campaign.

When the functional tag is applied to a referral partner's contact record, they will automatically
receive an e-mail asking for the tax form. If a user does not apply the Admin note indicating
that the form has been returned, the referral partner will receive a reminder e-mail after

one week.

There's more...

To fully automate this process, it is recommended to apply the functional tag after someone
signs up to be a referral partner.

At its core, this recipe is a document collection strategy, which means that it can be used to
collect any type of document, not just tax forms.
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Your Dashboard and
Reporting - Make
Better Decisions

In this chapter, we will cover the following topics:

Creating a saved search or report

Adding custom statistics to your dashboard

Configuring your dashboard

Setting a user's default start page

Automating saved search or report delivery

Building the perfect sales rep dashboard

Reporting on who is in a campaign

Reporting on who is in (or was in) a specific campaign sequence
Reporting on who is queued to receive a specific campaign step
Reporting on who received a specific campaign step

Reporting on who completed a specific campaign goal
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Your Dashboard and Reporting - Make Better Decisions

Introduction

In the book A Scandal in Bohemia, Sherlock Holmes states that:

"It is a capital mistake to theorize before one has data. Insensibly one begins to
twist facts to suit theories, instead of theories to suit facts."

At its core, Infusionsoft is a database, which means our business is swimming in an ocean
of valuable data. The purpose of this chapter is to empower us to fish for meaningful insights
that we can use to drive business decisions. This way, we can make informed and educated
decisions as opposed to just guessing.

Creating a saved search or report

One of the most valuable skills we can develop as an Infusionsoft user is knowing how to
properly search for and display meaningful data. There are two ways we can search through
the database. We can do a direct query on the different tables (contacts, opportunities,
orders, and so on) or we can use the built-in reports that come out of the box.

The good news is that no matter which method we use, the process to search, display, and
save such data is the same. Hence, while this recipe will demonstrate a specific search
example, we can extend these ideas to any data inquiry.

Specifically, this recipe will search for a group of contacts with a specific tag and then save
it for quick access in the future.

Getting ready

We need to be logged in to Infusionsoft and inside a specific account.

How to do it...

1. Hover over the main navigation menu and in the CRM column, click on Contacts.
If a previous search is displaying when the page loads, click on the Start Over
button at the top of the list, as follows:
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CRM

Marketing

E-Commerce

Admin

Campaign Builder

E-Commerce Setup

Eranding Center

Companies Ernail & Broadcasts Orders Infusionsoft Account
Opportunities Lead Generation Products Lsers
Referral Partners Termplates Actions Import Data
Wisitors Legacy Promotions Data Cleanup
Legacy
Reports Settings Reports Settings Reports Settings Reports Settings
2. Inthe Tag Ids list box, find and select the tag we want to search for:
X Contacts
Search General Address PhonesEmail Custom Fields Wlisc Criteria Columns
Search Criteria
First Marme | starts with j
Last Mame  starts with j
Cormpany  starts with j
Ernail = starts with j
Opportunity Scoring | do not filter j
Taglds | \yith ANY of these T.., j

Liman LIgagsiisie - inarin

eSubscriptions
eSubscriptions
eSubscriptions
eSubscriptions

eSubscriptions

eSubscriptions
eSubscriptions

-= Early PS.ME Blog
-= Fifi Vatch

-> Manti Promos

- Mews|etter

== PS,ME

= PSME wls

-» Received 1st Mewsletter
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3. Inthe tabs at the top of the search options, click on Columns:

% Contacts

Search General Address Phones/Email Custom Fields Iisc Criteria Columns

4. The Custom Columns: box on the left-hand side is the data that will be displayed
upon performing the search. To show more data, select the data field we want to see
in the box on the right-hand side and click on the << symbol between the boxes:

Customize Columns on Search Results

Custom Colunmns: Availakle Fields:
F
Mame AWK g
First narne
Last name

Spouse nare
Birthday
Birthday ronth
Birthday year
Cornparny

Phone 1
Phu:une 2

Phone 2

Ernail address 2

Email address 2

Fax 1

Fax 2

Street address 1

Street address 2

ity ;'
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5. This will move the data field from the box on the right-hand side to box on the
left-hand side:

Customize Columns on Search Results

Custom Columns: Availakle Fields:
Mame P Id =
First name
Email ANV X Last narme
Spouse name
Birthday

Birthday rnonth
Birthday year
Cornpany
Phone 1

& Phone 2
Phone 3
Ermail address 2
Ermail address 2
Fax 1
Fax 2
Street address 1
Street address 2
ity

State ;I

371




Your Dashboard and Reporting - Make Better Decisions

6. Once we have selected the data fields we want to display, scroll down the page and
click on the green Search button:

Customize Columns on Search Results

Custom Columns: Avrailable Fields:
Mame NN Id =
First name
Eriail ANV X Last nare
Spouse name
Birthday

Birthday rmonth
Birthday year
Cornpany
Phone 1

& Phone 2
Phone 2
Ermnail address 2
Ernail address 2
Fax 1
Fax 2
Street address 1
Street address 2
City

State ;I

Sort By Last name jThEHB}f: First narne j

Reset Filters
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7. This will display the results for the search criteria we selected:

M Contacts

Actions ¥ Start over Edit CriteriafColumns... Save.. Print...
1-50 of 79 50 jperpage 1 2

[ MName Email

[ Chris

Ird Jeri

I Jess

Ird Kristin

[ Michele

I Sam

8. In the buttons above the search results, click on the Save... button; this will open a
pop-up window:

$: Contacts

Actions ¥ Start over Edit Criteria/Columns... Save.. Print...
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9. Give this search a name and click on the green Save button:

10. The next time we want to access this saved search, we can

Save this search

MName: s paulsokolme Newsletter

Whowould you like to share this search with?
Everyone ﬂ
John Odell

Paul Sakal
Paul Sakal
Steven Gabriele

[~

I Add this search to the User Horme.

upper-right corner of the page:

use the dropdown in the

Actions

1-50 of 70

k|

k|

k|

k|

k|

k|

X Contacts: www paulsokol.me Newsletter

wanar,paulsokolme Mewsleter j

DOHS 14 - Booked Bands
OHS 14 - Potential Bands

DOWF - Potential Sponsaors

Elivagar - All Updates

Elivagar - Live Show Updates

Elivagar - Music Updates

Elivagar - Mo Updates

Email Engagernent - Cold
Email Engagement - Hot
Email Engagerment - Yarm
Fifi ¥Watch List

Inaugural List

Mewsletter - 09713 - Vate: Branded
- Mewsletrer - 0813 - Vote: Plain
- Mewsletrer List

- Mewsletter wilS List

- On both lists

Start over Edit Criteria/Columns... Save Print... Options ~
50 j per page 12
Name Email
Chris
Jerl PS.WE -
PS.ME -
| PS.ME
== PS.ME
PS.ME
Kristin PS.ME
Resultants
Michels

SC-Graduates

2l

The search filter criteria and data fields selected make up a saved search or report. From
here, we can use this saved search to customize our dashboard, send automated e-mails to a
user with the search results, or run mass actions.
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There's more...

The word report is sometimes a misnomer when searching for data inside Infusionsoft.

The list of contacts we generated in this recipe could colloquially be referred to as a newsletter
subscribers report, but in actuality, it is just a straight database query. Reports, formally, are
ways to manipulate data (such as an opportunity stage move conversion percentages) or
access data that isn't a standard record type (such as a campaign's performance). It is an
important skill for an Infusionsoft user to know when to do a search and when to use a

formal report. For example, if we wanted to find a report of all the sales opportunities that

are overdue, we would simply do an opportunity search with the Next Action Date criteria

for dates in the past.

We can raise a direct query on the following record types:

>

>

>

>

>

Contacts
Companies
Opportunities
Referral Partners
Orders

We can also perform a search on e-mail broadcasts by clicking on any option in the
Marketing menu and then hovering over Email & Broadcasts:

‘ w b arlet ng

Campaign Builder ~ Email & Broadcasts ~ Lead Generation

Send a Broadcast [Email, Fax, etc.]

Q Tem p|a Wiew Email Broadcasts

375



Your Dashboard and Reporting - Make Better Decisions

We can also perform a search on subscriptions by clicking on any option in the E-Commerce
menu and then hovering over Orders:

‘ v | E-Commerce

E-Commerce Setup Orders v Products ~
Wiew Orders
E Add an Order
£ Orders

View Subscriptions

Actions ¥ Sta  Add a Subscription Celum
Enter a Payvment

1-21 of 21 30 process a Refund

The different reports for the various sections of Infusionsoft can be accessed by hovering
over the main navigation menu and clicking on the Reports link in the footer of each section.
Searching and saving these reports functions in the exact same way as doing a direct
database query. It is highly recommended to spend some time becoming familiar with the
different reports available for the different sections.

When selecting the data fields to display, we can control the order they display by using the
arrows to the right of the field:

Custom Columns:

Mame AW X

Email
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We can also select how the data should be sorted upon search by using the dropdowns at the

bottom of the Custom Columns tab:

Customize Columns on Search Results

Custom Columns:

Mame

Email

Sort By Lastname

Available Fields:

Id

First narme

Last name
Spouse name
Birthday
Birthday rmonth
Birthday year
Company
Phone 1

Phone 2

Phone 3

Ermail address 2
Ernail address 3
Fax 1

Fax 2

Street address 1
Street address 2
City

State

jThen Bw: | Firstnare

|

After the search has been performed, we can typically click on the data header to sort by that
column; certain data types don't have this sorting functionality:

1-50 of 79

50 j per page

Email
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If we have a search that we plan to access often, after saving it, we can use the Options
dropdown to add it to our favorites:

¥ Contacts: www.paulsokol.me Newsletter

[t h
Actions ¥ Start over Edit CriteriafColumns... Save Print... Options ¥
Save A
1-50 of 79 50 j per page 1 2 Rename..
Delete...

il Name Email
Addto F
~ Chris | ShareflUnshare...
Email saved search...
¥ |eri -

Clicking the Add to Favorites... option will open a pop-up window where we can configure
how it will be displayed in the Your Favorites menu:

Favorites Link Info

Info To create a Category that expands by default, put a *at the end of its name.

Link Category | MY SEARCHES j
[Other]

Website URL | /ReportsssearchTemplate jsp?filter]

MName  www,.paulsokol.me Newsletter

Openin: | This window j

Share This Link

Create Link For: | Eweryone ;I This section allows you to create a copy of the link for other users,

John Cdell
Paul Sokol
Steven Gabriele If they already hawve it, they will be skipped,
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Upon clicking Save, we will be able to quickly access it from the Your Favorites menu in the

navigation:

i © % 55 L |

F Your Favorites Edit

H-internal is

El-my searches

E ;___mw.paulsu:uku:ul.me
P plewislettar

By default, any saved searches or reports can only be seen by the user that created them.
However, there is a Share/Unshare... option that allows us to share what we create

with other users:

Xs Contacts: www.paulsokol.me Newsletter
Actions ¥ Start owver Edit CriteriafCalumns... Save Print... Opticns ¥
Save As...
1-50 of 79 50 j per page 1 2| Rename..
Delete..
¥ MName Email
¥ ihris
Email saved search...
v leri e

After performing a search or a report, depending on the record type being queried, we will
have a list of actions that can be performed on a group for records. It is highly recommended
that you become familiar with the different actions available for the different record types.
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For example, these are the available actions when searching contact records:

28 Contacts: www

Actions ¥ Start over Edit 1]

Apply Action Set

ApphiRemove Tag

Aszsign to Campany

Create Opporunities

Create Refarral Panner Refarral
Create a Task

Create an Appointment

Delete Contacts

Export

Mass Update Contacts

Merge Duplicate Contacts

Frint Labels

Feassign Contacts (Batch)
Feassign Contacts (Datasheet)
Reassign Contacts (Multi-user)
Send a Broadcast (Email, Fax, etc)
StartiStop a Campaign (Legacy)
Start!Stop a Campaion Segquence
Start’Stop a Follow-Up Sequence
Lpdate Opt-Iniut Status
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Note how some of the options change if we do an opportunity search that consists of specific
actions related to certain sales pipeline functions:

Actions ¥ Start over Edit C

Apply Action Set

ApplwRemowve Tag

Assign to Company

Create Opportunities

Create Referral Parther Refarral
Create a Task

Create an Appointment

Delete Contacts

Delete Oppotunities

Export

mMass Update Contacts

Mass Update Opporunities

merge Duplicate Contacts

Frint Labels

Cilick Edit Opporunities

Reassign Contacts (Batch)
Feassion Contacts (Datasheet)
Reassign Contacts (Multi-usen
Feassign Opportunities (Batch)
Reassign Oppotunities (Multi-user)
Reassion Opportunities (Quick Edif)
Send a Broadcast (Email, Fax, etc)
Start!Stop a Campaign (Legacy)
Start’Stop a Campaign Sequence
Start!Stop a Follow-1Up Sequence
Lpdate Opt-InfCut Status
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See also

» To learn how to add saved searches and reports to a user's dashboard, see the
next recipe Adding custom statistics to your dashboard or the following one,
Configuring your dashboard

» To learn how to send saved searches or reports to the e-mail on file for a user,
see the Automating saved search or report delivery recipe later in this chapter

Adding custom statistics to your dashboard

Now that we know how to create saved searches and reports, we can add those directly to our
dashboard. However, there are certain situations where seeing the full details is unnecessary.

This recipe is going to cover how we can take a saved search or report and display it as a
statistic on the dashboard for faster consumption.

As with the previous recipe, while we are going to cover a specific example, the process
to create a custom statistic is the same regardless of the search or report being used.

Getting ready

We need to be logged in to Infusionsoft, inside a specific account, and have a saved
search available.

How to do it...

1. Inthe upper-right corner of the navigation, hover over the house symbol and click

on Dashboard:

Tools

Basic Training

Initial Setup

Dashboard

Wy Day
Calendar
Tasks

Inbox

Files
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2. Inthe upper-right corner of the dashboard, click on Add Widgets:

Add Widgets Change Layout

Chapter 9

3. To the right of the Custom Statistics option, click on Add to Dashboard, as shown

in the following screenshot:

. .

A Add Dashboard Widgets Hack = Dashboard
Recent Activity

‘!& This shews youwho has recently opened an email, clicked a link, opted-out, reported spam, filled out a web form,
and mare,
RS5S Feed

% Get the latest news from Infusionsoft or another website of your choice,
Custom Statistics

E View important stats that you would like to monitor. You can show a summary of any saved search or report.

Add to Dashboard

Add to Dashboard

Add to Dashboard

4. Using the second dropdown, select the record type containing the saved search,

as shown in the following screenshot:

Custom Statistics Rename
@ Saved Search € Saved Report

COUMT: Show how rmany record.., j

(Al categories j
All categories
Opportunity

Stat Title

Save & Add
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5. Using the third dropdown, select the saved search we want to display, as follows:

€ PS.ME -
PS.ME -
PSME -
PSME -
PS.ME -
PS.ME -

Inaugural List

Mewsletter - 09013 - Yote: Branded
Mewsletter - 09713 - Vote: Plain
Mewsletter List

Mews|etter wilS List

On both lists

Resultants
SC-Graduates

.paulsakol.me Mewsletter

iPlease select a sawed search

Stat Title

Save & Add

6. Give the stat a meaningful title and click on Save:

Contact

Stat Title

Custom Statistics rename
¢ Saved Search €0 Saved Repart

COUMT: Show how rmany record.., j

|

wananpaulsokolme Mewsletter vI

PS.IME Mewsletter Subscribers

Save & Add
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7. This will display the custom statistic based on the saved search:

Custom Statistics Rename
PS.ME Mewsletter Subscribers 79

Add Another Stat

The Custom Statistics widget loads the saved search in the background and then displays a
count of the number of records found. This will work for any saved search or report.

There's more...

By default, the Custom Statistics widget performs a count of the records. However, there are
four other types of statistics that can be leveraged:

% Saved Search € Sawed Report

LCOUNT: Show how many recard,. j

COUMNT: Show how many records there are in a search or report

SUM: Add up the numbers from one of the columns in a search or report and show the total
AVERAGE: Calculate the average of the numbers from one of the columns in a search or report
MAK: Show the biggest number from one of the colurnns in a search or report

MM Show the smallest nurnber frorm one of the columnns in a search or report
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If we choose one of the other options, we will also have to select which data field we want to
perform the calculation on:

Custom Statistics rename
¥ Saved Search ¢ Sawed Report
SUIM: Add up the numbers from ... =
Order
All Order Records

OrderTotal

I SR R

Stat Title

All Orders

This is one way to easily keep track of vital e-commerce data:

Custom Statistics Rename

P5.ME Mewsletter Subscribers 79
All Orders $5.094.00
Add Another Stat
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We can have as many Custom Statistics widgets on our dashboard as we want. To keep
them organized, we can rename the different widgets using the Rename function at the top
of each one:

Custom Statistic

P5.ME Mewsletter subscribers 79
All Orders $5,094.00
Add Another Stat

If we are running calculations on a saved report, we will have to select the Saved Report radio
button when configuring the statistic in order for the relevant reports to be selectable:

Custom Statistics Rrename
O Saved Search (% Saved Report

COUMT: Show how rmany record.., | ™

All categories

-
—

Please select a saved report w7

A Custom Statistics widget can have up to 10 stats per widget.
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We can use the same search or report for more than one statistic:

Custom Statistics Rename

P5.ME Mewsletter Subscribers 79

These are both using the
#ll Orders § same saved Order search $5,094.00

Awerage Order $221.48

Add Another Stat

» Tolearn how to create saved searches or reports, see the previous recipe Creating a
saved search or report

» To further learn about all the different dashboard customizations available, see the
following recipe Configuring your dashboard

Configuring your dashboard

Now that we know how to create saved searches/reports and how to create custom statistics
from those, we can now learn how to configure our dashboard.

Infusionsoft's dashboard can be extremely powerful when we configure it for critical business
information. It should be thought of as ground control for our business, displaying important
metrics and vital signs.

Since every business is different, this recipe is going to cover the different functionality
available to set up and organize our dashboard.

Getting ready

We need to be logged in to Infusionsoft and inside a specific account.
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How to do it...

1. Inthe upper-right corner of the navigation, hover over the house symbol and click on
Dashboard.

2. Inthe upper-right corner of the dashboard, click on Change Layout.

Chapter 9

Select the dashboard layout we want to use by clicking on Use This. It is
recommended to use the biggest layout, so we have the most room to display critical

information:

Choose Your Layout

1 Wide Column & 1 Narrow Column

Far smaller monitors (no offense)]

2 Wide Columns
For bieeer monitors (1440px B wider]

1 Wide Column & 2 Narrow Columns
Option #2 for bigger monitors [1440p% & wider)

2 Wide Columns & 1 Narrow Column

For laree monitors

Use This

Use This

Use This

Current Layout
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4. To organize the different widgets, we can drag and drop the widget's title for better
placement:

Dashboard - July 03, 2015

Appointments ' 1

Viewfor | Paul Sokel j on | 07-03-2015

I
My Sponsor Pipeline
There are na items to display.
DOF - New Sponsor Opp 4]
DOF - Contacting o]
DOF - Engaging 0
DOF - Qualified 0
+ New Appoirtment +New Task DOF - Sponsor Packet Sent 4]

5. To add more widgets, we can click on Add Widgets in the upper-right corner of the
page and then click on Add to Dashboard:

The dashboard can contain a variety of widgets to provide valuable insights into our business.

Each dashboard is configured at the user level. When adding a new user, it is recommended to
log in with them and help them configure their dashboard for their roles and responsibilities. To
save time, as the admin, we can build any relevant saved searches or reports and share them
with different users before doing this. See the There's more... section of the first recipe in this
chapter to learn how to do this.

If we want to display the details of a particular saved search or report, we can use the
Saved Search or Saved Report widget:

Saved Search or Saved Report

l. Add to Dashboard
Displays up to the first 20 results of any search or report.
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We can also add a saved search or report directly to our dashboard when we save it:

Save this search

MNarme:| a|| order Records

Whowould you like to share this search with?

Everyone ﬂ
John Odell
Paul Sokal
Paul Sokal
Steven Gabriele -

If we are using fulfillment lists that are going to a user, we need to use the Fulfillment Jobs
widget for those jobs to display and be properly worked:

Fulfillment Jobs
g Add to Dashboard
Prowvides a list of fulfillment jobs assigned to you,

It is recommended to add every widget to your dashboard, so we can become familiar with
how each one operates. While we won't necessarily use every widget, and we can delete
them afterwards, it is a wonderful learning exercise to become fully versed in the dashboard's
capabilities.

See also

» Tolearn how to create saved searches or reports, see the first recipe in this chapter,
Creating a saved search or report

» Tolearn how to use the Custom Statistics widget, see the previous recipe Adding
custom statistics to your dashboard
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Setting a user’'s default start page

There are many different options that can be configured for each user. One of the lesser
known abilities is the option to set which page displays upon logging in. This can be a massive
time saver, especially for those users who log in multiple times a day.

Getting ready

We need to be logged in to Infusionsoft and inside a specific account.

How to do it...

1. Inthe upper-right corner of the navigation, hover over the person symbol and click on
Edit My Profile, as follows:

Q ¥ Findaco
¢ Hi. Paul! Your Accounte
Edlit My Profile C Y
Marage Accounts ) Infusionsoft Community
Log Out C N Photogeraphy

# jiveSySTEMS

# |CoN14Demo App
@ Ksax

- Prirmnary

# ks cH

2. Inthe tabs at the top of the page, click on Preferences:

,?_ Add/Edit User ACCOUNTS tback to search resuits]

General Preferences Signatures Motes User Groups
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3. Inthe Misc section, next to the Default Start Page setting, select the radio button for
what we want to display upon login; click on Save at the bottom of the page:

MisC
Default Tab on Contact Second Row Tasks j @

Default Search Type Contact

Default Start Page Infusionsoft Training o My Mary [top link) ® Dashboard © Custom ()

This setting controls what a user will see upon logging in.

There's more...

We can make any main navigation item display upon loading by selecting the My Nav (top link)
option. This will load whichever menu option is configured at the top of the My Nav section of
the navigation:

My Nav

Contacts

Carnpaign Builder
Ernail & Broadcasts
Legacy

Ternplates

Opportunities

Edit
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If we want a page to load that is not available in the main navigation, we can select the
custom option and configure it for the URL of the page we want. To do this, go to the page we
wish to load upon login and then set the Custom option as everything after the . com in the
URL.

For example, if we wanted the subscription search to load upon login, we would set the
custom value as /app/nav/link?navSystem=nav.accounting&navModule=order&na
vLink=search-subscription:

MisC
Cefault Tab on Contact Second Row Tacks j @

Default Search Type Contact j

Default Start Page {7 Infusionsoft Training o Iy Maw (top link) " Dashboard & Custom (@

fappinavilinkPnavSystem=nav.accounting®&n,

Automating saved search or report delivery

There are certain scenarios where receiving a saved search or report automatically via e-mail
can be beneficial. For example, a saved search for all opportunities with a Next Action Date of
today.

One of the most esoteric functions of a saved search/report is the ability to automate the
sending of it to a user on a particular schedule.

Getting ready

We need to be logged in to Infusionsoft, inside a specific account, and looking at an existing
saved search or report.

How to do it...

1. Using the buttons at the top of the search/report, click on Options and then Email
saved search.... This will open a pop-up window:
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Xy Contacts: www.paulsokol. me Newsletter wiwpaulickal me Newsleter =)

Actions ¥ Start over Edit Criteria/Columns... Save Print... Options ¥

Save As.. )
1-500f79 | 50 jperpage 1| 2| Rename.. =11

Delete...

I Mame Ewail

Il Chris

=2 Jeri

2. Inthe list box of days, select the day(s) we wish to receive the automated e-mail. Hold
the Ctrl key and click to select multiple days:

Manage Saved Search Notification Email

Up to 1,000 records will be sent through email. For larger lists, we recormmend manually
exporting the list.

Information

Muotify Derail.com

Only Send When Results Found  Yes © Mo

Days | Sunday LI
Monday
Tuesday

Wednesday
Thursday

Friday

Saturday ;I

Save and Send Mow

3. Click on the green Save button.

On the morning of the days that have been selected, the user will receive an e-mail with the
saved search/report results.
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There's more...

To prevent inbox bloat, we can select Yes on the Only Send When Results Found option. This
will ensure that an automated e-mail is only sent if the particular search/report returns results
for that day. For example, if we want a saved search of opportunities with Next Action Date in
the past, but there are none, this would prevent a useless e-mail from being delivered.

This function is performed per user, so if we want more than one person to receive it, each
user must have access to the saved search/report and perform this recipe.

See also

To learn how to create saved searches or reports, see the first recipe Creating a saved search
or report in this chapter.

Building the perfect sales rep dashboard

Opportunities inside Infusionsoft are, in the author's opinion, one of the most powerful tools
available to not only drive sales, but provide valuable insights into what it is working and what
isn't in the sales process.

In order to ensure that nobody slips through the cracks, there is a particular configuration of
the dashboard for a sales rep that ensures that they can start their day off with focus and
work the leads that need attention today.

While nothing can ever be perfect, this configuration ensures that a sales rep's dashboard can
act as a very reliable ground control for them to see exactly how their pipeline is operating.

For this recipe, we will be creating two saved opportunity searches and then configuring the
dashboard.

Getting ready

We need to be logged in to Infusionsoft, inside a specific account, and should already have
our opportunity stages configured.
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How to do it...

1. Hover over the main navigation and, in the CRM section, click on Opportunities:

Q ¥ Find a cont
My Nav CRM Marketing E-Commerce Admin
Contacts Contacts Carnpaign Builder E-Cornrmerce Setup Branding Center
Campaign Builder Companies Ernail & Broadcasts Orders Infusionsoft Account
Ernail & Broadrasts Lead Generation Products Users
Legacy Referral Partners Templates Actions Import Data
Ternplates Wisitors Legacy Promotions Data Cleanup
Opportunities Legacy
Edit Reports Settings Reports Settings Reports Settings Reports Settings

2. Search with the following criteria:
o Search | Stage: All stages selected except win/loss

o Search | Owner: Current user

The Search Criteria window will look like this:

Search Contact Opportunity Misc Criteria

Search Criteria

Opportunity Title | starts with j

FirstMarme | starts with j

Last Mame | starts with j

Opportunity Scoring | do nat filter j
Mext Action Date g - B

Date Range | All j

Stage

Cwner | cantains any j
Unassigned ;I
Current User
John Odell
Paul Sokol
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3. Now, in Custom Columns, under the Columns tab, select the following fields:

o Opportunity

o Contact name

o Stage

o Next action date
o Next action notes

4. Scroll down and set the Sort By: dropdown to Next action date:

Custom Columns:

Opportunity
Contact name
Stage

Mext action date

Mext action notes

Sort Byt Mewt action date

Search Contact

«

Misc Criteria Custom Fields

Customize Columns on Search Results

Available Fields:

Id =
Contactid

Opportunityid

Phone 1

Batch email address

First name

Last narne

Street address 1

City

State

Pastal code

Lead Source

Owiner

Opportunity notes

Carmnmpaigns

Budget

Projected revenue high
Projected revenue low

Product interest id LI

j Then By: Please select one j

Columns

5. Click on the green Search button.
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6. When the search loads (and it may be empty), click on the Save... button above the
results; this will open a pop-up window, as follows:

Q Opportunities

Actions ¥ Start over Edit CriteriafColumns.. Save.. Frint...

0-0of O 50 jper page

7. Name the search My Opportunities, select all the users who will be working on
opportunities, and click on Save:

Save this search

MName: pry opportunities

Who would you like to share this search with?

8. After the search saves, click on the Edit Criteria/Columns... button; this will open a
pop-up window, as follows:

Q Opportunities: My Opportunities

Actions ¥ Start over Edit CriteriafColumns... Sawve Print... Options ¥
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9. Inthe Misc Criteria tab, modify this search by setting the Next Action Date Custom
Interval as 365 days ago and/or -1 days after today and then scroll down and click
on the green OK button:

Search Contact Cpportunity Mise Criteria Custom Fields Columns

Taglds | With ANY of these T... j

02.04.14 - Decline Upsell 1 ﬂ
02.04.14 - Decline Upsell 2

02,0414 - Downsell 1 Take

02,0414 - Upsell 1 Take

02,0414 - Upsell 2 Take

02,0414 Decline Downsell 1

Contact Lls Submission LI

Tags 2 | With ANY of these T.., j

02.04.14 - Decline Upsell 1 3
02.04.14 - Decline Upsell 2

02,0414 - Downsell 1 Take

02,0414 - Upsell 1 Take

02,0414 - Upsell 2 Take

02,0414 Decline Downsell 1

Contact Lls Submission ﬂ

Mext Action Date Interval | Please select one j

Mext Action Date Custorn Interval | 365 days ago andfor -1 days after today.

10. When the search loads (and it may be empty), click on the Options dropdown above
the results and also click on Save As...; this will open a pop-up window:

R Opportunities: My Opportunities
Actions ¥ Start over Edit Criteria/Columns... Save Print... w

Rename...
0-0o0f0 50 j pEr page Delete...

Opportunity Contact hame stage Add to Favorites. .

Share/Unshare...

Mo results to display Ermail saved search
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11. Name the search Overdue Opportunities, select all the users who will be
working on opportunities, and click on Save:

Save this search

Mame: oyerdue Opportunities

YWho would wou like to share this search with?

Everyone ;I
John Odell

Paul Sokol
Paul Sokol

Steven Gabriele

[T Add this search to the User Horme,

12. After the search saves, hover over the house symbol in the upper-right corner of the
navigation and click on Dashboard:

f O % |

Toole

Easic Training

Initial Setup

Dashboard

| My Day )
Calendar
Tasks

Inbosx

Files
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13. Using the Add Widgets button in the upper-right corner of the dashboard, add the
following widgets:
o Calendar Items
o Pipeline Stages
o Tasks
14. At the bottom of the Pipeline Stages widget, click on Settings and configure it to

show only our user's stats, the relevant sales stages, rename it as My Pipeline,
and then click on Save:

Pipeline Stages

Yiew Stats for:

Paul Sokol j

Display
DOF - Mew Sponsor Opp I
DOF - Contacting I
DOF - Engaging v
DOF - Qualified Il
DOF - Sponsor Packet Sent v
DOF - Contract Sent 2

Edit Pipeline
Widget Title

My Pipeline

Cancel

15. Using the Add Widgets button in the upper-right corner of the dashboard, add two
Saved Search or Saved Report widgets.
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16. Configure both widgets for the two saved searches we created earlier in the recipe:

Overdue Opportunities

Opportunity Contact name

Mo results to display

Mext Action:

Al j

Showing 0 of O

Settings

My Opportunities

Opportunity Contact name

Mo results to display

Mext Action:

Al j

Showing 0 of 0

Settings

Stage

Stage

Next action date

Mext action date

Next action notes

View All Results »

Mext action notes

View All Results »

17. Click and drag the widgets to organize the dashboard, as shown in the following

screenshot:

Calendar Items

View for | Paul Sokal

There are na items to display.

« New Appointment

Tasks TodayfPast Due
There are na items to display.

+ Mew Task

Overdue Oppartunities

Oppartunity Contact name

Mo results to display

Mest Actinn:

Al j

Showing 0 of 0

Settings

j on  07-21-2015 =

« Mew Tazk

Wiew All Results #

Stage Mext action date

Wimw All Rezults 3

Mextaction notes

My Pipeline

DOF -

DOF -

DOF -

Mew Sponsor Opp
Contacting

Engaging

- Qualified
- Spansor Packet Sent

- Contract Sent

Settings

My Oppartunities

Opportunity

Contact name Stage Next action date

No results to display

Mext Action
All
Showing 0 of 1

B

Settings

Wiew All Results 2

Mext action notes
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Every morning, the sales rep can log in, and the Calendar ltems widget will show any
opportunities with a next action date of today. This should be their focus. Upon completing
those, they can work on any tasks that may be assigned to them and catch up on any
overdue opportunities. By following this workflow impeccably, it ensures that no leads will
ever slip through the cracks.

The right column acts like a 10,000-foot view into the state of their current pipeline.

There's more...

Each sales rep will need to configure their own dashboard. This is why we created the searches
and shared them with other users, it saves them from setting up the searches on their own.
A sales rep can follow this recipe starting at step 12 once the searches have been saved.

The Overdue Opportunities saved search is looking for next action dates that are -1 day after
today, in other words, anything due yesterday or before. Using negative numbers as criteria

in searches/reports (assuming that the search field is looking for a whole number) is a very
handy tool to have in our back pocket.

Tasks and opportunities will both show up on a user's calendar. Even though we are showing
tasks, it is recommended to only use these for secondary or auxiliary action items; the
opportunity's next action date should always contain the next primary thing that needs to
occur. For example, if an appointment is scheduled, we can set the next action date as the
actual appointment and then create a one-off task to send the meeting invitation.

See also

» For a more in-depth look at creating saved searches or reports, see the first
recipe Creating a saved search or report in the chapter

» For more information on how we can configure the dashboard, see the Configuring
your dashboard recipe earlier in this chapter

» For help setting up opportunity stages, see the Setting up a sales pipeline recipe in
Chapter 5, Selling with a Sales Team

» To learn how to properly work with an opportunity, see the Working sales
opportunities recipe in Chapter 5, Selling with a Sales Team
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Reporting on who is in a campaign

To close this chapter, we are going to go in depth into campaign reporting and all the different
angles we can hit the database.

This recipe will cover how to see who, in general, is active in a particular campaign.

Getting ready

We need to be logged in to Infusionsoft, inside a specific account, and need to have a
campaign published with contacts flowing through it.

How to do it...

1. Hover over the main navigation, and in the Marketing section, click on
Campaign Builder:

ffr O % % L O Q, v Find a cont:

My Nav CRM Marketing E-Commerce Admin

Contacts Contacts Carmpaign Builder E-Commerce Setup Branding Center
Carmpaign Builder Cormpanies Ernail & Broadrasts QOrders Infusionsoft Account
Ernail & Broadcasts Opportunities Lead Generation Products Users

Legacy Referral Partners Ternplates Actions Irport Data
Termplates Yisitars Legacy Prormotions Data Cleanup
Opportunities Legacy

Edit Reports Settings Reports Settings Reports Settings Reports Settings

2. Find the campaign we want to report on and in the Active Contacts column, click on

the number:
Search | Search
Actions v
1-50 of 180 50 jperpage 1 2 3 4
= Id Name Active contacts Published date
F 1107 Track Emnall Engagernent 73 52172014 10:46 AN

3. This will display the list of contacts active in the campaign.
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This report displays all the contacts who are active within a sequence, any sequence, within
the campaign.

There's more...

This report operates like any normal search or report, so we can customize the data to display
by clicking on the Edit Criteria/Columns... button.

This report can also be accessed through the marketing reports:

Click Through Percentage Search By Contact Click Through Percentage By Contact
Click Through Percentage Search By Email Click Through Percentage Search By Ermail

I Unique Carmpaign Contacts This shows unique Contacts who are in a specific Campaign I
Carmmpaign Contacts This shows Contacts who are being marketed to by Carmpaign Sequences,
Carnpaign Contacts Waiting This shows Contacts who are waiting for a step within a Carmpaign Sequence,

For a more in-depth look at modifying searches or reports, see the first recipe Creating a
saved search or report in this chapter.

Reporting on who is in (or was in) a specific

campaign sequence

This recipe will cover how to see who is active in a particular sequence within a campaign.

Getting ready

We need to be logged in to Infusionsoft, inside a specific account, and need to have a
campaign published with contacts flowing through it.
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How to do it...

1. Hover over the main navigation and in the Marketing section, click on
Campaign Builder.

2. Find the campaign we want to report on and open it.
Click on the Performance tab in the upper-left corner of the page:

Campaign Builder

Back to List Carmpaign ¥

Edit Ferformance

4. Hover over the sequence we want to report on and click on the blue person icon
in the upper-right corner, as shown in the following image:

23 o

@ o —"

Tirmer Start [ Email Engagement Timer Tirmer Start
\ far Looping

5. This will display the list of contacts active in that specific sequence within the
campaign.

This report displays all the contacts who are active within the chosen sequence of the campaign.
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There's more...

By default, this report is showing contacts who are active in the sequence, but there are
actually three other states a contact can be in with respect to a specific sequence:

>

Active: This means the contact is in the sequence and is waiting to receive all the
steps within it, including a timer at the end of a flow.

Queued: This means the contact received all the steps within a campaign and did not
move ahead in the campaign. They did not achieve a goal further down the line, and
they didn't automatically flow into another sequence. This is the orange number seen
in the Performance view.

Done: This means that the sequence has done its job and pushed a contact ahead
to a goal or they automatically flowed into another sequence.

If we click on Edit Criteria/Columns... from this report, we can select the sequence state
we wish to report on:

Sequence

IO RO e Ty ;I
SC-Workflow -= Send GTM Invite

Sokol Party RSVP Skeleton -= Party Info

Three Step Web Form - Free Consultation -» Contact to Schedule

Three Step Web Form - Free Consultation -+ Contact to Schedule - Afternoon
Three Step Web Form - Free Consultation -» Contact to Schedule - Morning

Three Step Web Form - Free Consultation -» Phone Murmber Reminder o=l

Track Ermail Engagernent -» Ernail Eng ent Tirmer LI
Status

Queued

Done

For the Done status, we can also filter by when a contact stopped the sequence as well:

408

Tags 2 WithANYoftheseT...j

02,0414 - Decline Upsell 1 ﬂ
02.04.14 - Decline Upsell 2

02.04.14 - Downsell 1 Take

02,0414 - Upsell 1 Take

02,0414 - Upsell 2 Take

02,0414 Decline Downsell 1

Contact Us Submission LI

al
al

Stop Date

Cancel Reset Filters
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This report can also be accessed through the marketing reports:

Click Through Percentage Search By Email Click Through Percentage Search By Email
Unique Campaign Contacts This shows unique Contacts who are in a specific Campaign

I Campaign Contacts This shows Contacts who are being marketed to by Campaign Sequences, I
Campaign Contacts Waiting This shows Contacts who are waiting for a step within a Campaign Sequence,
Carmpaign Goal Cormpletion This shows Contacts who have completed Campaign Goals

For a more in-depth look at modifying searches or reports, see the first recipe Creating a
saved search or report in the chapter.

Reporting on who is queued to receive a

specific campaign step

This recipe will cover how to see who is waiting to receive a particular step within a sequence.

Getting ready

We need to be logged in to Infusionsoft, inside a specific account, and should have a
campaign published with contacts flowing through it.

How to do it...

1.

Hover over the main navigation, and in the Marketing section, click on Campaign
Builder.

Find the campaign we want to report on and open it.
Click on the Performance tab in the upper-left corner of the page.

Hover over the sequence we want to report on and double-click on the sequence
itself.
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5. Hover over the timer before the step we want to report on and click on the blue
person icon in the upper-right corner:

L O O

5

Femaove 3 tags Timer Start Kote  Wiait at least 30 days and Apply 1 tag
then run on a weekday at
2:00 A

6. This will display the list of contacts in that specific sequence who are waiting for the
next step.

This report displays all the contacts who are queued to receive the next step in the sequence.

There's more...

If we click on Edit Criteria/Columns... from this report, we can also filter by when a contact is
scheduled to receive the step:

Scheduled Date

m Cancel Reset Filters

ol
ol
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This report can also be accessed through the marketing reports:

Unique Carnpaign Contacts This shows unique Contacts who are in a specific Carmpaign
Carmpaign Contacts This shows Contacts who are being marketed to by Campaign Sequences,
I Carnpaign Contacts Waiting This shows Contacts who are waiting for a step within a Carmpaign Sequence,
Carmpaign Goal Cormpletion This shows Contacts who have completed Campaign Goals
Sequence Step Recipients This shows Contacts that have received an itern within a Sequence

For a more in-depth look at modifying searches or reports, see the first recipe Creating a
saved search or report in this chapter.

Reporting on who received a specific

campaign step

This recipe will cover how to see who has already received a particular step within a sequence.

Getting ready

We need to be logged in to Infusionsoft, inside a specific account, and need to have a
campaign published with contacts flowing through it.

How to do it...

1. Hover over the main navigation, and in the Marketing section, click on
Campaign Builder.

2. Find the campaign we want to report on and open it.
3. Click on the Performance tab in the upper-left corner of the page.
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4. Change the dropdown in the upper-left corner of the page to Historical:

Campaign Builder

Back to List Carmpaign ¥

Edit Performance

wiew: | A Active

-"llr‘- Arctive

k4

LInigue Con

5. Hover over the sequence we want to report on and double-click on the sequence

itself.

6. Hover over the step we want to report on and click on the blue person icon in the

upper-right corner, as follows:

Remaove 3 tags

Tirmer Start Mote

Wigit at [east 30 days and
then run an aweekday at
a:00 A

7. This will display the list of contacts in that specific sequence who have received that

campaign step in the past 24 hours.
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This report displays all the contacts who received this step in the sequence within 24 hours.

There's more...

Once we have switched to Performance mode, we can change the date range to the last 30
days, using the dropdown in the upper-right corner of the page:

Back to Campaign Sequence ¥ Email Engagement

Performance

view: | £T) Histaricel v | Unigue Contacts: 28 73 Displaying: | 24 HOURS -

24nours Last 24 hours

30vcars Last 20 days

If we click on Edit Criteria/Columns... from this report, we can customize the date range for
the report:

Processed Date  (16-24-2015 8 - 07-24-2015 i)

m Cancel Reset Filters

This report can also be accessed through the marketing reports:

Carmpaign Contacts Waiting This shows Contacts who are waiting for a step within a Cammpaign Sequence,
Campaign Goal Cormpletion This shows Contacts who have completed Campaign Goals

Lead Source ROI This shows ROI by leadsource,

Lead Source ROI By Category This shows ROI by leadsource category,
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See also

For a more in-depth look at modifying searches or reports, see the first recipe Creating a
saved search or report in this chapter.

Reporting on who completed a specific

campaign goal

This recipe will cover how to see who has achieved a particular goal within a sequence.

Getting ready

We need to be logged in to Infusionsoft, inside a specific account, and need to have a
campaign published with contacts flowing through it.

How to do it...

1. Hover over the main navigation, and in the Marketing section, click on
Campaign Builder.

Find the campaign we want to report on and open it.
Click on the Performance tab in the upper-left corner of the page.
Change the dropdown in the upper-left corner of the page to Historical.

ok 0N

Hover over the goal we want to report on and click on the blue person icon in the
upper-right corner:

23 — @ —

Tirmer Start

6. This will display the list of contacts that have achieved the campaign goal.
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This report displays all the contacts who have achieved a particular campaign goal in the
past 24 hours.

There's more...

Once we have switched to Performance mode, we can change the date range to the last 30
days, using the dropdown in the upper-right corner of the page.

If we click on Edit Criteria/Columns... from this report, we can customize the date range for
the report:

P SO TS JOnduus S T UL as e T annig

TEC 2014 Sandbox -» Secondary Ones

TEC 2014 Sandbox -» Step 1 - Mame and email

TEC 2014 Sandbox -» tag is applied form GFfill

Three Step Web Form - Free Consultation -= Step 1 - Mame/Email

Three Step Web Form - Free Consultation -= Step 2 - Phone Number

Three Step Web Form - Free Consultation -» Step 3 - Preferred Time of Day

Goal

Track Email Engagerment -> Timer Start

Goal Completion Date | 0F-24-2015 o - 07-24-2015 =

This report can also be accessed through the marketing reports:

Carnpaign Contacts This shows Contacts who are being marketed to by Campaign Sequences,

Carnpaign Contacts VWaiting This shaws Contacts who are waiting for a step within a Carnpaign Sequence,
I Carnpaign Goal Cornpletion This shows Contacts who have completed Carmpaign Goals I

Sequence Step Recipients This shows Contacts that have received an itern within @ Sequence

Lead Source ROI This shows ROI by leadsource,

See also

For a more in-depth look at modifying searches or reports, see the first recipe Creating a
saved search or report in this chapter.
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Pushing the System
with Hacks

In this chapter, we will cover the following topics:

» Creating a custom confirmation link inside campaign builder

» Creating a custom unsubscribe link inside campaign builder

» Triggering automation from an e-mail open

» Sending form submissions to different thank you pages based on custom fields
» Adding a calendar dropdown to date type fields on forms

» Hiding order forms until a link is clicked

» Using images as form submit buttons

» Making any text a social sharing link

» Making any link an unsubscribe link

» Creating an evergreen sales funnel with an expiring offer

Introduction

Everything in this chapter is officially unsupported and should any of the recipes in this
chapter break, Infusionsoft support cannot help you!

Sorry for yelling, just wanted to make it clear that the recipes in this chapter are definitely use
at your own risk. Now, while these hacks have been working for a while, there is no guarantee
that they will continue to work. For all of these, we'll absolutely want to test thoroughly after
configuring to ensure that it still works on our implementation.
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When these masterful tricks are wielded properly, they can create world-class automated
experiences, the kinds of thing that will cause our peers to inquire "How did you do that?".

Creating a custom confirmation link inside

campaign builder

When confirmation links (formerly known as double opt-in links) were introduced to the
campaign builder, the functionality was heavily restricted to prevent abuse of the new
confirmation system. Primarily, the ability to control what the link text actually says, and
what contacts see upon confirming, were both uneditable.

This hack uses a legacy merge field to insert custom confirmation links into a campaign
builder e-mail.

Getting ready

We need to be logged in to Infusionsoft and inside a specific account.

How to do it...

1. Hover over the main navigation and in the Marketing column click on Settings:

My Nav CRM Marketing E-Commerce Admin

Contacts Contacts Carnpaign Builder E-Commerce Setup Branding Center
Campaign Builder Companies Ernail & Broadcasts Orders Infusionsoft Account
Ernail & Broadcasts Opportunities Lead Generation Products Users

Legacy Referral Partners Templates Auctions Irmport Data
Templates Wisitors Legacy Promotions Data Cleanup
Opportunities Legacy

Edit Reports Settings Reports Settings Reports Settings Reports Settings

2. Inthe Marketing Settings menu on the left-hand side of the page, click on
Automation Links:
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*{® Marketing Settings

Default Thank-Y¥ou Pag

Lead Sources
Autornation Links
Action Sets

Follow-Up Sequence

Follow-Up Sequence Schedule

3. Inthe Confirmation Links section, click on the Create Confirmation Link button.
This will open a pop-up window:

£ Automation Links

*f& Marketing Settings Miscellaneous
Default Thank-You Pages Edit Name Delete
Lead Sources A Hasted Email A

Aurornation Links

Confirmation Links Create Confirmation Link

Action Sets

4. Give the new confirmation link a meaningful name:

Manage Opt-In Link

Ermail Appearance Confirmation Page Appearance

Link Information

Marne |15 Cookbook Confirmation Link
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5. Scroll down the page and in the Link Text field, type the text you wish to be
hyperlinked when the recipient receives the confirmation e-mail. Then click
on the green Save button:

Link Text | Please Click Here ta Confirn! Leave blank to display the actual link,

Text Email Display

Infa  Enter amy test you wish to include with the confirmation link rmerge field,

Link Blurb

Save & Close

6. When the page reloads, make note of the confirmation link ID in the window's URL.
Once we have the confirmation link ID, we can close the window:

b https:/fvoyicks.infusionsoft, com/CptoutimanageCptOut, jspralobal=trustyiew=edif n=CpkIn Added SuccessFully

Manage Opt-In Link

Ernail Appearance Confirmation Page Appearance Actions

Link Infarmation

Marme |5 Cookbook Confirmation Link
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7. Go into an e-mail step within campaign builder.
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8. Atthe appropriate point in the e-mail, manually type in the merge field ~OptIn_ xx~

where xx is the confirmation link's ID:

Subject: [ACTION NEEDED] A quick mouse click please!

HTML Flain Text

) Format Insert Snippets

111
]
fre

Format = Trebuchet M5~ 12pt - |z

(1

B 7 U & A-%.- =

Hey ~Contact.FirstName-~,

Thanks for signing up!

~Optin_32-

Have a great ~Date.DayCiweek~,
~Chwner.Firsthame~

Real quick, just to make sure vou aren't a robot...

53

9. Finish the e-mail and mark it as Ready, mark the sequence as Ready, and publish

the campaign.

When a contact receives this e-mail, they will see a working confirmation link in place of the

merge field, containing the text we set in step 5 hyperlinked.
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There's more...

To quickly check whether we have entered the merge field properly, we can preview the e-mail
using the Email dropdown in the upper-left corner of the e-mail builder. If the confirmation link
text displays properly, the link has been properly configured:

Preview

Hey Paul,
Thanks for signing up!
Real quick, just to make sure wou aren't a robot...

Please Click Here to Confirm!

Have a great Wednesday,
Faul

Update vour Information or Unsubscribe
124 M California S5t. Unit 22 Chandler, Arizona 85225 United Statesz

If we wish to automate based on a contact clicking on this confirmation link, we are unable to
use a link click goal: it will not track legacy links. However, when configuring the confirmation
link after we have the link ID, we can configure an action to apply a functional tag:

Manage Opt-In Link
Ernail Appearance Confirmation Page Appearance Actions

Actions

Apply 1 tag Edit | x
® Legacy Confirmation Link Clicked

Add Mew Action j

Save & Close Delete
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From there, we will want to add a tag goal to remove the contact from the custom
confirmation sequence:

 — — — —
K La o _ } r } — —_
= @ @ @
Opt-In Custom Confirmation Legacy Confirmation Link Clicked Remaove Functional Tag
Link

Using the tactic mentioned earlier, we can create an automated confirmation follow-up
in case the contact doesn't confirm their e-mail address right away:

Campaign Builder
Back to Campaign Sequence ¥ Gayed at10:12:43 pm Custom Confirmation Link
Edit
B = 3% = R =
Start Custorn Corfirmation Wait at least 3 days and Remermberto  'Waitatleastd days and  LastChanceto  Wiaitatleast 1 week and
Link then run on a weekday at Confirm! then run on a weekday at Confirm! then run on a weekday at
8:00 A 5:00 P 8:00 AW

We also have some control over what a contact sees upon confirming their e-mail address.
After we have the link ID, we can click on the Confirmation Page Appearance tab at the top
and customize the experience:

Manage Opt-In Link

Ermnail Appearance Confirmation Page Appearance Actions

Confirmation Page Display Information

Infa Yyhen a user clicks the confirmation link from their email client, they will be taken to 5 custom success page. We require the inclusion of
canfirrnation text at the top of the page, but the rermainder of the page can be custornized to your needs,

OptIn Header “Your email address, ~Contact.Email~, has been confirmed. You will now receive email communication frarm ~Company. Company~.

Merge Field for Optln Header  -Company. Compary-
Header Color | Please select a header color j

Page Content Preview Edit Source
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\ While this confirmation page does support HTML, it is a direct violation of
~ Infusionsoft's acceptable use policy to automatically redirect from this page
Q using a code snippet. This kind of behavior will get an Infusionsoft app shut
down quickly, so its not worth the risk!

The Header Color option changes how the required confirmation text displays to the contact:

Merge Field for Opt-ln Header  Paul Sokol

Header Calor | ‘White text, black backeround j

Please select a header colar
Page Content

Elack text, white background
YWhite text, black background

This is what the Black text, white background option looks like:

Your email address, NotPaulSokolsRealEmail @gmail.com, has been confirmed. You will now receive email communication
from Paul Sokol

This is what the White text, black background option looks like:

Your email address, NotPaulSokolsRealEmail@omail.com, has heen confirmed. You will now receie email communication
from Paul Sokol

To learn how to add custom unsubscribe links to an e-mail, see the next recipe Creating a
custom unsubscribe link inside campaign builder.
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Creating a custom unsubscribe link inside

campaign builder

Out of the box, an e-mail inside campaign builder has limited unsubscribe control.

Similar to the previous recipe, we can use a legacy merge field for an Unsubscribe link with
more customization.

Getting ready

We need to be logged in to Infusionsoft and inside a specific account.

How to do it...

1. Hover over the main navigation, and in the Marketing column, click on Settings.
2. Inthe Marketing Settings menu to the left of the page, click on Automation Links.

3. Inthe Update / Opt-out Links section, click on the Create Update / Opt-Out button.
This will open a pop-up window:

Update / Opt-Cut Links Create Update / Opt-Our

Edit Name Delete

4. Give the new opt-out link a meaningful name:

Manage Opt-Out/Update Link

Link Information

Marme 15 Cookbook Unsubscribe

Type  Opt-out j
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5. Scroll down the page, and in the Link Text field, type the text you want the unsubscribe
link to be hyperlinked with in an e-mail, and click on the green Save button:

Link Text  Unsubscribe By Clicking This Link Leave blank to display the actual link,

Text Email Display

Info The following fizlds will help you set up how this opt-out/update link will appear]

Link Blurb

Save & Close

6. When the page reloads, make note of the opt-out link ID in the window's URL.
Once we have the opt-out link ID, we can close the window:

W https: [ fvovicks. infusionsaft . camiopkQut fmanageCpkiout, jspralobal=truetvisw=adi o=CphCuk

7. Go into an e-mail step within campaign builder.
8. Atthe appropriate point in the e-mail, manually type in the merge field ~OptOut_xx~
where xx is the opt-out link's ID:

L] Format Insert Snippets

| .2 =

11
“
e

Format + | Trebuchet M5- l2pt il

B 7 U s A-¥-
Hey ~Contact.FirstMame-,
Thanks for signing up!

Real quick, just to make sure you aren't a robot...

~Opin_32-
Have a great ~Date.DayOfWeek~,

~Owner. Firsthiame-~
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9. Finish the e-mail and mark it as Ready, mark the sequence as Ready, and publish
the campaign.

When a contact receives this e-mail, they will see a working unsubscribe link in place of the
opt-out merge field, containing with the text we set in step 5 hyperlinked.

There's more...

To quickly check if we have entered the merge field properly, we can preview the e-mail using
the Email dropdown in the upper-left corner of the e-mail builder. If the opt-out link text
displays properly, the link has been properly configured:

Preview

Hey Paul,
Thanks far signing up!
Real quick, just to make sure you aren't a robot. ..

Please Click Here to Confirm!

Have a great Thursday,
Paul

Unsubscribe By Clicking This Link

124 N California St Unit 22 Chandler, Arizona 85225 United States

If we wish to automate based on a contact opting out, then when we're configuring the opt-out
link, after we have the link ID, we could configure an action to apply a functional tag:

Manage Opt-Out/Update Link

Ernail Appearance Actions

Actions

Remove 7 tags Edit x

* Early PS.ME Blog

® Manti Promos

® Mews|etter

* PSMWE

® PEWE wiflS

® ResultantRevolution
® L-Daul Prormos
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See also

To learn how to add custom confirmation links to an e-mail, see the previous recipe Creating a
custom confirmation link inside campaign builder.

Triggering automation from an e-mail open

Tracking e-mail opens is directly impacted by the recipient's e-mail software, because tracking
an open can only occur when an e-mail's HTML is loaded.

Not all e-mail software loads the full HTML automatically, so automating based on an e-mail
open is not super reliable.

Despite this instability in the automation confidence, automating based on e-mail opens can
still be leveraged by another legacy merge field hack.

Getting ready

We need to be logged in to Infusionsoft and inside a specific account. We also want to have a
functional tag created for the e-mail open.

How to do it...

1. Hover over the main navigation and in the Marketing column click on Settings.
2. Inthe Marketing Settings menu to the left of the page, click on Automation Links.

3. Inthe Automation Link section, click on the Create Link button. This will open a
pop-up window:

Automation Link Create Link

Edit Mame Delete

4. Give the new link a meaningful name:

Manage Automation Link

Link Information

Link Name {so you can find it easily in Infusionsoft}

15 Cookbook Email Open Automatic
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5. Scroll down the page and click on the green Save button:

Link Explanation {for Plain Text emails - appears above the link}

245 characters left

Save & Close

6. When the page reloads, click on the Actions tab at the top of the page.
7. Using the dropdown, click on Add New Action and select Apply/Remove tag:

General Actions

Actions

Mo actions yet. Select an action from the "Add Mew Action”

Add Mew Action j
Add Mew Action

ApphypRermove tag

EStam'Stnp a Carmmpaign (Legacy]
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8. Select the functional tag from the list box:

Apply/Remove Tag

To Apply or Remove?
© Apphy  Remove

A i L
Functional -= Infusionsoft Cookbook Successful Charge
Functional -= Invite to Follow on Twitter

Functional -= |5 Cookbook Ernail Open Autormation
Functional -= Mewsletter Re-Engage

Functional -= PSME June "15 Glimpse Redeemed
Functional -= PS.ME June "15 Open

Functional -= Request a ¥-9

Functional -= Start Birthday Collection

Functional -= Start Campaign B

Functional -= Start PS.ME May 15

Functional -=> Start Refer a Friend

Create a new Tag.

[~ Qnly run this action when certain rules are met

LR Cancel

9. Click on the green Save button:

General Actions

Actions

Apply 11ag Edit
® |5 Cookbook Email Open Autormation

Add Mew Action j

Save & Close Delete
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10. Take note of the automation link ID in the window's URL; once we have the link ID, we
can close the window:

htkps: | fvovicks., infusionsoft, comy'SystemEmailLink/manageystemEmailLink, jspFvisw=edif nbal=true

Autornation Link Updated Successfully

11. Go into an e-mail step within campaign builder.
12. Using the Snippets tab at the top of the e-mail editor, add an HTML snippet:

Format Insert Snippets
== = .
== = = a B &
EE = 57 | E= o ¥ = =] & |=
Aticle || Paragraph Title Spotiight Image File YouTube Social Signature  Spacer Divider HTML Banner Logo

13. In the HTML Code snippet box, type in <img src="~Link-xxxx~" width="1"
height="1" /> where xxxx is the link's ID. Click on Save:

T =

HTML Settings x

HTML <jmg spc="~Link-14050~" wicth="1" height="1" />

The folfowing HTIVL tags will be removed for compathility: i

o Corments

« Input Select Bulton, and Textarea Elements
» FOFMS

. Javascrint

« Embeddied |ideos

Save Cancel
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14. Finish the e-mail and mark as Ready, mark the sequence as Ready, and return to the
campaign canvas.

15. Drag out a new tag goal, rename it and connect it to the sequence containing the
e-mail we just wrote:

Q “

15 Coakboak Intra Email 15 Cookhaoak Intra Email Opened

16. Double-click on the tag goal and configure it for the functional tag, then click on Save:

Configure Tag

This goal is achieved when any of these tags are applied:

Functional -> 15 Cookbook Ernail Open Autornation %

17. Publish the campaign.

When a contact receives this e-mail and their e-mail client loads the full HTML, the functional
tag will be applied, automating based on the open. This hack places an automation link as the
source for a 1x1 image in the e-mail. When the image is loaded, it simulates a click, which is
how we connect the open to a tag application.

There's more...

To the best of the author's knowledge, this hack was originally discovered and shared with the
community by Tyler Garns.
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Automating based on an e-mail open can be used to strategically ensure important messages
get read:

—> ———— > — F o mmmme
Start 15 Cookbook Intra Email Wit at least 1 week and IS Cookbook Member
& Member Login then run on a weekday at Login Reminder
8:00 Ahd

In these cases, since it is possible that someone has opened the e-mail previously, we have to
carefully craft our copy for both people who had opened it, and people who hadn't.

Here is an example of how the login reminder e-mail can read:

Subject: [SAVE THIS EMAIL] Infusionsoft Cookbook Login

HTML Flain Text

&) Format Insert Snippets

Format v Trebuchet M5~ 12pt * [iZl-i=- s= == Link 11 Pastel

B 7 U s A-®-

=

Hey ~Contact.FirstMame-,

About a week ago you joined the Infusionsaft Cookbook community and |
wanted to be 100% sure you had your login information.

Username: ~Contact.Username~
Password: ~Contact.Password~

Log into the member's area now

When written this way, even if someone already has the recipient's information, it just seems
like a nice gesture.

Automation based on e-mail opens should be used carefully because of this lack of
confidence. If we must have confidence in the automation, a link click goal is more reliable.
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If we wish to have a series of e-mails that have automation based on opens, we will want to
set up each series e-mail with its own open automation structure to ensure clean reporting
and easy maintenance/improvements:

Fodmmmd o

Email 1 Opened Email 1 Aoty

[~]

Ernadl 1

Sending form submissions to different thank
you pages based on custom fields

When campaign builder was introduced, it provided the ability to use merge fields on the
form's thank you page.

This hack uses a simple piece of JavaScript to pull information from a customer merge field
and redirect based on the fixed possible values.

Getting ready

We need to be logged in to Infusionsoft, inside a specific account and a campaign with a web
form or landing page. We also want to have:

» A custom field created that has fixed values (dropdown, radio button, Yes/No, and so
on) to control the redirect. In this example, we have a custom dropdown type called
Subscription2 with two possible values: No and Yes.

» A URL for each different thank you page.

How to do it...

1. Open the web form or landing page and go to the Thank-you Page tab.
2. Add an HTML snippet.

3. Inthe HTML snippet, write the following and make sure to use the proper merge
field value and page URLs. Click on Save:




HTML

HTML

Settings

=script type="textavascrpt">

var x="~Contact. Subscription2~'

if (== Mo’

fvar gl = URL_FOR_MNO_IN_SUBSCRIPTIONZ' }

else if (x=="fes)
fvar url =
VRL_FOR_YES_IN_SUBSCRIPTIONZY}

else
fvar url = DEFAULT_URL'}

var delay =10,

setTimequtfunction({window location. href = url; 1,
delay);
<fzeripts|

The following HTVE tags will bo remroved for compatibility:

o Corments
= inpt, Select, Bulton, and Textarea Elements
= Farms

This code is a simple switching mechanism. It pulls the value of a custom field with fixed
values and then checks it against the possible values. When it finds a match, it stores the
proper URL and then redirects the page to said URL. If no match is found, there is a default

fallback URL to ensure no

body gets lost.

There's more...

To the best of the author's knowledge, this hack was originally discovered and shared with
the community by Todd Meyer.
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Depending on the person's Internet speed, they may see the form's thank you page briefly.

Any merge field can be used to control the switch, not just custom fields. However, when
using field types that don't have a fixed number of values, there is a risk someone doesn't

redirect to the right place.
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If we wish to redirect to another page that has the contact's e-mail prepopulated in the
background of another web form / landing page, we can add an e-mail merge field to the
redirect URL:

if (x == Mo’
fvar url = ‘https Heeaw mywebsite. comdform-
thank-

you-no?inf_field Email=~Cantact. Email~"}

Adding a calendar dropdown to date type

fields on forms

When a user is filling out an internal form inside Infusionsoft, and they are populating a date
field, the system shows a calendar picker.

However, if we place a Date type field on a web form, the contact must enter the date in a
specific format, otherwise it doesn't properly capture the information.

This hack uses a simple piece of JavaScript to add a calendar picker to Date type fields on a
web form or landing page.

Getting ready

We need to be logged in to Infusionsoft, inside a specific account and inside a campaign with
a web form or landing page. We also want to have a Date type field we wish to use (either a
default one or custom field).

In this example, we have a custom Date field type named Appointment Date.

How to do it...

Open the web form or landing page with the date.
If the Date field isn't already on the form, add it.
Add an HTML snippet.

In the HTML snippet, write the following and make sure to use the
proper merge field value. Click on Save:

N
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<link rel="gtylesheet" type="text/csg"
href="https:/fajax. googleapis. comdajax/libs
Agueryuif1.B. 11 Ahemes/basze/jquery-ui.css” /=
<styles
Auidate-pickerdiv |

font-size: 12px;
}

<fstyle=

=<script sre="https:/fajax.googleapis. com

fajaxflibsdjgqueryuifl 8. 11 query-ui.min.js"

type="text/avascrpt"=

<fzcript=

<scripts
JEery(document) ready (function()f

[Query(¥nf_custom_appointmentDate]), coswidt
k', "100p:T;
1Query(#nf_custom_ppointmentDate ) datepick
erl);

i

=/script>

This code uses a built-in calendar picker from an online Google library and associates it with

the Date type field.

There's more...

To the best of the author's knowledge, while this hack has evolved over time, it was originally
discovered and shared with the community by Brent Crandall.

Chapter 10
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To check whether we entered the code properly, we can use the test function in the upper-
right corner of the page:

Desired Appointment Date ™ I—
Subrit | o August 2015 o

Su Mo Tu We Th Fr Sa

2 = 4 =) =) 7 =]

2 10 11 12 1= 14 15
1 17 18 19|20 28| 22
23| 24 25 25|27 28| 28
30|31

Hiding order forms until a link is clicked

A typical online form goes from a sales page to an order form. This means that someone on
the sales page has to click a link and then wait for the order page to load. In a world where
attention is becoming a super rare commodity, page load speed can impact sales.

This hack takes page load speed out of the equation by having the sales page and order
form all in one. However, when the page loads for the first time, only the sales page portion
displays. Once someone clicks on the call to action link, the order form reveals itself.

Getting ready

We need to be logged in to Infusionsoft and inside a specific account. In addition to this,
we need to have:

» A working order form

» The sales page copy

How to do it...

1. Open the order form, and in the tabs at the top, click on HTML Areas:
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|S C{:}{:}kb{:}{:}k Ch 9‘ « Back to Order Form List

A Products Theme HTML &reas Thank You Page Settings

Link=

2. Inthe Custom Header area, write the following, then click on Save:

<script type="text/javascript”
</script>

<script type="text Javascript's
$(document ). ready(functi Dn(g{
$¢C"#content ). hide(;

S FIMAGE "D, hided);

< fscripts
<script type="text Javascript's
$(document ). ready(functi Dn(g{
S Fshow" D cTickCfunction){
$C #Fcontent " ). show 5007 ;
$C#IMAGE" D, show(5007;

I HE

<fscripts

<E align="center">vyour sales Page</p-
<ars

<a align="center" href="#content" id="show">Cart Button</a>

sre="nttps: /A ajax. googleapis. comfajax, Tibsquery 1. 8. 1/ guery. js"'>

3. Beneath the custom code box, click on Preview and verify that the order form is

hidden until the link is clicked, as follows:

Common Areas
Custom Header
éf"ﬁshow"):click?function(i{\
£i"fcontent") . showi{E00) ;
FOVEIMACGE" ) . show (E00) 7
I
)

“fscripts

“p align="center">YTour Zales Page< p>

“br=

“a align="center" href="fcontent" id="show"=Cart Button</as-

[ |

]

e

4. Replace the placeholder Your Sales Page HTML with your actual sales page HTML

and finish configuring the order form.
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This code takes the content and IMAGE sections of the page (order form and logo
respectively) and hides them upon page load using jQuery. There is also a small function
that says whenever the element with the name #show is clicked, it should display those
hidden sections. Finally, the Cart Button link is given the ID #show and points to the anchor
in the page where the order form starts.

There's more...

This is how the experience works. First, the page loads and we just see the sales page:

Your Sales Page

Cart Button

After clicking, the theme's logo and order form display:

Your Sales Page

Cart Button

Custom [ees

Producte Price  Quantity Total

5100 Block $100.00 1 $100.00

Update

Subtotal $100.00

YOU MIGHT ALSO BE INTERESTED 11:

Scott's Product

There are a lot of different parameters for the . show () function in jQuery. This can be used
to adjust the time to display and other neat things.

Using images as form submit buttons

If we want to spice things up a bit with a really fancy call-to-action button, we can use an
image as the submit button on a web form or landing page.
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This hack uses a simple piece of JavaScript to adjust the CSS of the submit button on a web
form or landing page.

Getting ready

We need to be logged in to Infusionsoft, inside a specific account and inside a campaign with
a web form or landing page. We also want to have a hosted URL for the image.

How to do it...

1. Open the web form or landing page.
2. Add an HTML snippet.

3. Inthe HTML snippet, write the following and make sure that the width and padding-
left are set to the image's actual width and that the height is the image's actual
height. Click on Save:

HTML oty le

divinfusion-subrmit] width: 110px; overflow:
hidden; }

divinfusion-subrmit button {
background-image: yrl(URL_FOR_IMAGE];
background-colar: transparent;
background-repeat: no-repeat;
background-position: Opx Opx;
border: none;

cursar. pointer,

height: 50px;

padding-left: 110p:x;
verticalalign: middle; }
<fstylex

This code adjusts the CSS properties of the submit button by using the image as the
background image.

There's more...

For extra impact, use an animated .gif as the call-to-action button.
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Making any text a social sharing link

The social sharing snippets in the e-mail builder are powerful ways to give recipients an easy
way to share an e-mail to their networks. However, we have no control over how these share
buttons display visually.

This hack uses a hidden system merge field to construct the same link built by those snippets.

In this recipe, we are going to create a link that acts as a Twitter share.

Getting ready

We need to be logged in to Infusionsoft, inside a specific account and inside a campaign with
an e-mail that we wish to insert a social share link into.

How to do it...
1

Open the e-mail.

Highlight the text we wish to make a social sharing link and click on Link in
the toolbar.

3. Setthe URLas https://appname.infusionsoft.com/app/
socialShare/~EmailSent.Id~/~EmailSent.PartialHash~/T and click
Insert/Update.

The link we manually build the same link that the system generates on the backend from a
Twitter social share snippet.

To create a social share link for Facebook or Google+, change the end of the link
to F or G respectively.

This can also be used to link an image as a social share button, which means we can use
custom graphics for social share calls to action.

To learn about how to get the most out of social shares, see the recipe Maximizing social
sharing of your e-mails in Chapter 3, Attracting Leads and Building Your List.
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Making any link an unsubscribe link

Even with the ability to customize an unsubscribe link, sometimes there are situations where
the way they display doesn't work, or we wish to use an image as the unsubscribe link.

This hack leverages the same system merge fields as the previous recipe to build an
unsubscribe link.

Getting ready

We need to be logged in to Infusionsoft, inside a specific account and inside a campaign
with an e-mail into which we wish to insert the unsubscribe link. In addition to this, we need
to have a custom unsubscribe link created, and know the link's ID.

How to do it...

1. Open the e-mail.

2. Insert the unsubscribe link's merge field (more information about this merge in the
See also section of this recipe).

3. Send the e-mail to yourself as a test.
4. When it comes in, hover over the link.
5. Note the first set of numbers after the link's ID in the URL; this is what we need:

3-Radar (34)
3.Trades (58) Hey Paul,
* CM (39)
3-Radar (9) | getit, you get a lot of emails. Hopefully you are getting value from mine {maybe even loaking forward
EPS@GMAIL (32) to thern). If not, | totally understand and respect your inbox.
More =

Click Here to Unsubscribe

aPauI
- Hawve a great Tuesday,

Paul
; Kathy Sokal \
SR TN

https: fivoyicks.infusionsoft, comfappfoptOuti24) 2292375 adc0cd2be 1931 7/c 104 10bd 33645305 |

I I

Right-click on the link and copy the link's URL.
Open a text editor and paste the link's URL in it. Keep this open.
Go back to the e-mail into which we wish to insert the unsubscribe link.

© ® N o

Highlight the text we wish to make an unsubscribe link and click on Link in
the toolbar.
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10. Setthe URL as https://appname.infusionsoft.com/app/optOut/xx/
YYYYYYYYYYYYYYYY/~EmailSent.Id~/~EmailSent.PartialHash~ where xx
is the unsubscribe link's ID and yy is the hash string we identified in step 5
(use the text editor to easily copy/paste this value). Then click on Insert/Update.

The link we manually built is the same link that the system generates on the backend from

an unsubscribe link.

This can also be used to link an image as an unsubscribe button, which means we can use

custom graphics for unsubscribe calls to action.

This hack can also be used for update only type unsubscribe links.

In step 6, we reference copying the link's URL after right-clicking. The specific name of this

function upon right-clicking is different depending on which browser you use.

In Internet Explorer, the specific function name is:

www.infusionsoft.
Sales & Marketing In ¢

Easy LifeCycle i
Find Out How We

Infusionsoft (Official

Open

Qpen in new tab
Qpen in nevs window
Save target as...
Prink Earget

Mktg Easy for Sms

Email Autorespor
Map Qut Marketing

Zuk
Copy

Copy shorbout

Paste

In Firefox, the specific function name is:

444

infusionsoft.com - Infusinnenft™ Prwar | In

winn infusionsoft.coms -
Sales & Marketing Solution Bot
Automate Lead Capture - Autor

Better CRM Softwa
Get the Perfect Srmall Bus

Trusted by 24 000 Small B

Small Business Ma
Serving 24 000+ Small Bus

Zipen Link in Mew Tab
Open Link in Mew Window
Open Link in Mew Private \Window

Bookmark This Link
Share This Link
Save Link As...

Copy Link Location

Search Google For “infusionsaft.ca."

[ R o ]
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In Chrome, the specific function name is:

Infusionsoft® Fower LD - infusionsoft com
www.infusionseoft.c  Openlinkin new tab
Sales & Marketing Soly  @pen link in new window

Cpen link inincognito window

Easy LiteCyle ks

Find Out How We
Mty Easy for Sma

Save link as. ..

Copy link address

Email Autorespornn [nspect element

Once we have built this link, we can save time in the future by storing it somewhere easy
to retrieve, such as Evernote. Then, the next time we need it, we can jump immediately to
step 10 and copy/paste it in.

To discover the unsubscribe merge field, learn how to find the link ID and how to customize
unsubscribe links, see the recipe earlier in this chapter, Creating a custom unsubscribe link
inside campaign builder.

Creating an evergreen sales funnel with an

expiring offer

When it comes to automated experience design, few things compare to the amazing power of
an evergreen sales funnel with an expiring offer. We open the cart when someone reaches a
certain point within a campaign and then close the cart after a fixed period of time. This tactic
for driving urgency is extremely powerful.

The idea behind an evergreen sales funnel is that the cart opens and closes with respect to
each individual, as opposed to a classic launch where it opens and closes for everyone at the
same time.

This hack leverages a merge field behind a link where the field value is dynamic.
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For this example, we are going to assume that after someone opts in, the cart is open for 7
days and then closes:

\E —}I:I-e- —}EE

Opt In 7 Days Expiring Sales Funnel Purchasze Online

Getting ready

We need to be logged in to Infusionsoft, inside a specific account and inside a campaign. In
addition to this, we need the following:

» Alive sales page/order form

» Acart closed page

» A custom Text field to hold the cart URL

» All sales e-mails written

How to do it...

1. Open the sequence, in this example we have three sales e-mails before the
cart closes:

=L =L

Start Sales Email #1 Wisit ot least 3 days and Sales Email #2 Wit at least 3 days and Sales Email #2
then run on & weekday at Only 4 More Days then run on & weekday at Cart Closes Tomorrow
.00 Ah 5:00 &M

2. Open the first sales e-mail.

Somewhere in a text object, insert the merge field for the custom field holding
the URL.

4. Highlight the cart URL merge field and copy/cut it:
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Subject: Zpecial Offer! 3ave 25% The Mext 7 Days Only! Me
HTRAL Flain Text
Format In=art anippets
Format = TrebuchetMi= 12pt v T T i == Link i1} Paste a=Ti
B 7|0 & A2 EEEE o i

Hey ~Contact.FirstMame-,

I'm not sure if you knew, but I've got a product that can help someone like
ou who has the cookbook and wants to get the most out of it

It's called "Autornated Experience Design Fundamentals" and it covers the
basic elements and philosophy of designing waorld-class automated
experiences. This is the high level strategy stuff | couldn't cover in the
cookboaok.

This tome of delight is only printed as a hardbound and retails for 357 in
the US.

However, since you just opted in, | wanted to give you a special "fast
action” bonus and offer it to wou for half price. You can get vour copy for
onky $28.50!

Act fast though, this offer is only good until next ~Date. DayOfiwesk- and
then you are paying full price.

Click Here to Order "Automated Experience Design Fundamentals”

5. Highlight the call-to-action in the e-mail and set the web address as the custom

field value. Click on Insert/Update:

Link Cptions

Link to: Yyeb address

-Contact._CartlURL-
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6. For all call-to-action links in this e-mail and the others in the sequence, set the
destination as this merge field.

7. Back to the sequence, add a Set Field Value step and rename appropriately:

D~ — Bl —

Start Set Cartto Open Sales Email #1

8. Double-click on the Set Field Value step to configure.
9. Using the Field Value dropdown, select the custom field for the cart URL:

Surmmmary
This snippet allows you to automatically add information to a Contact's field or override the Contact's previous field value,

Field Walue Plzase select one j

Latest Subject Line ;I
4 Day Cash Machine Cart LURL
Appointrent Time
Appointment Date

Referring Email

Referring Narme

Outstanding Hours
Outstanding Balance

Service Schedule Time
Service Schedule Date
Request Cormments
Consultation Time
Consultation Date

Previous Experience
Qualifications
Greatest Strength

Greatest Weakness
Goals
5|_pass -

10. Set Field Value as the Cart URL for the active sales page/order form, as follows:

Sumrmary
This snippet allows you to autormatically add information to a Contact's field or override the Contact's previous field value,

Field Walue Cart URL j

Cart URL hittp:/Awnnwebsite. comysales-page
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11. In the upper-right corner of the page, click on Draft to mark the step as Ready and
then go Back To Sequence.

12. At the end of the e-mail flow, add a Delay Timer and another Set Field Value step.
Rename it appropriately:

Wait at least 3 days and Sales Email #2 SetCartto Closed
then run on a weekday at Cart Closes Tomarrow
2:00 A

13. Double-click the timer and configure it so that the cart will close at the
appropriate time:

— (@ )
Wait at least 3 days and Sales Email #2 Wait atleast 1 day and Set Cartto Closed
then run on & weekday at Cart Closes Tamorrow then run on aweekday at

a:00 AM 11:45 PM

14. Double-click on the Set Field Value step to configure.
15. Using the Field Value dropdown, select the custom field for the cart URL.
16. Set the field value as the URL for the cart closed page:

Surnmary

This snippet allows you to autornatically add information to a Contact's field or override the Contact's previous field value,
Field Value Cart URL j

Cart URL httpsAwenar website.comscart-close

17. In the upper-right corner of the page, click on Draft to mark the step as Ready.
18. Finish the campaign and publish.
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When someone enters the sequence, the cart URL custom field is populated with the value of
the active sales page. This way, when someone clicks on the e-mail, they will be able to make
a purchase. After the 7 days, the cart URL field is populated with the value of the cart closed
page. Now if someone clicks, they will find that the offer has expired.

Since the links in every e-mail are pointing to the custom field value, whenever someone
clicks, they will go to whichever URL is set at that moment in time. Hence, when the cart is
open, they can purchase because the field value is pointing to the active sales page. When
the cart is closed, they will see the closed page because the field value is pointing there.
Even if they go back to old e-mails when the cart was open, because the field value is still
pointing to the closed page, they still cannot redeem the offer.

We may wish to change the cart URL back to the cart closed URL in the sequence after the
purchase goal.

This hack only changes the URL inside the Infusionsoft database; there is nothing to stop
someone from looking back in their browser history and finding the active sales page even
after the cart has closed.

To learn more about products and order forms, see the relevant recipes in Chapter 4,
Selling Products Online and Getting Paid.
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A

Acceptable Usage Policy (AUP) 73

automated appointment reminders
sending 179-184

automated cart abandon follow-up
implementing 127-130

automated Happy Birthday messages
building 258-266

automated Twitter offer
building 73-82

automation
on lead score achievement 198-202
triggering, from e-mail open 428-433

Billing Automation trigger 191

birthday collection mechanism
setting up 247-258

Bit.ly 66

bounced e-mail addresses
reconciling 308-315

builders 14

C

calendar

configuring 4
calendar dropdown

adding, to date type fields on forms 436, 437
campaign builder

custom confirmation link, creating 418-424

custom unsubscribe link, creating 425-428
campaign links

about 20

using 20-22

Index

campaign merge fields
about 18, 54
using 18-20
campaign model variations
managing, with versioning 347-350
campaign reporting
defining 405, 406
campaigns
chaining 35-38
campaign sequence
Active 408
Done 408
Queued 408
reporting 406-409
campaign templates
installing, from Marketplace 32
CAN-SPAM address block
configuring 8-10
company's logo
configuring 6, 7
components, referral partner program
commission program 290
defining 290
referral tracking links 290
contacts
queued, for receiving next step in
sequence 409-411
Contact Us form
creating 46-50
custom confirmation link
creating, inside campaign builder 418-424
Customer Relationship Management
(CRM) 14
customer satisfaction survey
creating 228-238
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customer welcome campaign
building 222-227

custom fields
creating 14-16

custom statistics
adding, to dashboard 382-387

D

dashboard
configuring 388-391
custom statistics, adding to 382-387
database segmentation
tags, creating for 23, 24
decaying lead score 197
deduping process 354
default start page, user
setting 392-394
downsell chain
building 146-153
duplicate contact records
checking 353-357
cleaning up 357-360
dynamic lead scoring 197

E

e-mail engagement levels
tracking 315-323
e-mail preferences center
creating 334-339
e-mails
custom opportunity fields, merging
into 184-192
social sharing, maximizing on 55-60
end users 14
Escape Hatch tag 38
evergreen sales funnel
creating 445-450

F

Facebook account
connecting 5

failed automated billing attempts
collecting 130-136

452

FAQ workflows

time, saving with 174-178
Filebox 334
form submissions

sending, to different thank you pages based

on custom fields 434, 435
form submit buttons
images, using as 440, 441
Frequently Asked Questions (FAQs) 174

G

great user experiences
creating, with tasks 28-30
groups of contacts
adding, to campaign sequence 351, 352

images

used, as form submit buttons 440, 441
inactive e-mails

re-engaging, in database 275-284
inbound phone call lead capture

building 88-93
Infusionsoft

about 1

users, creating 10, 11
Infusionsoft Certified Partner 11
in-person events

about 60

leads, collecting from 60-63
internal forms

about 25

using, for workflow 25, 26

L

landing page 73
last purchase date
segmenting by 216-222
lead generation
offline media, leveraging for 64-67
Lead Generation Card 73
lead magnet
about 50
forms 50




lead magnet delivery
building 50-55
leads
collecting, from in-person events 60-63
lead scoring
setting up 193-198
lead sources
used, for tracking ROl 340-347
Lifecycle Marketing
about 45
Attract 45
Sell 45
Wow 45
link
creating, as Twitter share 442
login, Infusionsoft customers
URL 304
logo snippet 8
long-term prospect nurture
building 202-214

Marketplace
campaign templates, installing from 31, 32
merchant account
about 105
setting up 105-110
merge fields
using 16, 17
My Day
working 39-44

new hire applicants
filtering 323-334

note template
using 87
using, for workflow 26, 27

0

OAuth
using 5
offline media
leveraging, for lead generation 64-67

one-click upsell
building 146-153
creating 136-146
order forms
about 35, 118
building 118-127
hiding 438-440
order form theme
creating 119-121
OR logic
using 196

P

payment gateway 111

Pay Per Click (PPC) 93

pipeline 156

Pipeline Automation trigger 190

PPC lead generation funnel
creating 93-102

product options
fixed 116
typed 116

products and subscriptions
creating 111, 112
purchase version, recurring 113-118
single purchase version 112

Q

QR code
creating 67

recurring event 19
referral partner program
setting up 290-299
referral partners
W-9 forms, collecting from 360-366
referral partner sign-up form
building 299-304
referral request
creating 68-73
report
creating 368-382
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report delivery
automating 394-396

ROI (Return On Investment)
about 63, 213

tracking, lead sources used 340-347

round robins
using, for sales team 168-174

S

sales opportunities
working 162-168
sales pipeline
Contacting 156
Deposit Secured (Win) 156
Engaging 156
Lost 156
New Opportunity 156
Qualified 156
Quote Accepted 156
Quote Finalizing 156
Quote Sent 156
setting up 156-161
sales rep dashboard
building 396-404
sales team
round robins, using for 168-174
saved search
automating 394-396
creating 368-382
sequence 46
social media following
increasing 84-87
soon-to-be-expired credit card
updating automatically 268-274

specific campaign goal completion

reporting 414, 415
specific campaign step, receiving
reporting 411-414

454

T

tags

creating, for database segmentation 23, 24
tasks

great user experiences, creating with 28-30
testimonial request

performing 238-246
traffic source 46
Twitter account

connecting 6
Twitter offer goal 74

U

unsubscribe link
building 443-445

user group 172

user signature
setting up 2-4

\'}

Vaynerchuk opt-out
building 284-290
versioning
campaign model variations, managing
with 347-350

w

W-9 forms
about 360
collecting, from referral partners 360-366
web analytics
setting up 102, 103
web form goal 46
web forms
connecting 32-35
workflow
internal forms, using for 25, 26
note templates, using for 26, 27
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