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From Visibility to Revenue

Stop only being seen. Learn how to convert interest into action.

THE STRATEGY COUNSEL [ FUNDABLE « VISIBLE « COMPLIANT J




Welcome — Why This Matters

You've worked hard to get noticed. You're showing up on social media, speaking
at events, sending emails, and building a following. But at the end of the month,
the numbers don't reflect the effort. Visibility without conversion is just
exposure — and exposure doesn't pay the bills.

This webinar is designed for founders, coaches, consultants, nonprofit leaders,
authors, and mission-driven entrepreneurs who are done being seen and ready
to be chosen. We'll walk through a practical, pressure-free system for turning

attention into clients, donors, sponsors, and sales — step by step.

L) The goal: Every strategy in this session is designed to generate real
revenue and real relationships — not just reach.




Visibility Revenue

People see your content, attend your event, visit your website, or People take a specific action that generates income, commitment,
follow your account. They know you exist. They may even admire or partnership. They move from observer to participant — from

what you do. audience to client.

Likes and shares e Booked discovery calls
Followers and subscribers e Completed donations

Website traffic e Signed contracts

Event attendance e Purchased products or programs

Visibility Is Not the Same as Revenue

The gap between being seen and being hired is strategy. Most organizations invest heavily in content creation but have no conversion

system on the back end. Attention is the raw material — but it requires a deliberate process to transform it into revenue.



Why People Watch But Don't Buy,
Donate, or Book

No clear next step

Your audience doesn't know what to do after consuming your content.
There's no invitation, no action, no path forward.

Too much friction

The process of booking, donating, or buying is confusing, slow, or buried.
Every extra click kills conversion.

No sense of urgency

Without a deadline, a reason to act now, or a limited offer, people file it
under "later" — and later rarely comes.

Trust hasn't been built

Watching a video is not the same as trusting someone. Conversion

requires repeated touchpoints and consistent credibility signals.



The Founder Conversion Gap

Most mission-driven leaders are exceptional at delivering value — but struggle to convert that value into sustainable income. This is called
the Founder Conversion Gap, and it affects founders, coaches, nonprofits, and consultants alike.

Level 1: Awareness
(they know you exist)

Level 2: Interest
(they engage with your content)

Level 3: Intent
(they consider working with you)

: The gap exists

:  between Level 3 and
Level 4 — interest
e i without a bridge to
commitment.

Level 4: Decision
(they are ready to act)

Level 5: Revenue
(they become a client,
donor, or buyer)

The gap isn't a content problem — it's a conversion architecture problem. You need a bridge between interest and commitment, and that
bridge is built with clear offers, lead capture, and consistent follow-up.



Step 1: Define the Next Action

Before you can convert anyone, you must know exactly what action you want them to take. Most organizations make the mistake of having

too many CTAs — or none at all. Clarity converts. Confusion stalls.

For Coaches & Consultants For Nonprofits & Ministries

Book a discovery call, download a free resource, or enrollin a Make a donation, sign up for a newsletter, or attend an event.
program.

For Authors & Speakers For Service Providers

Buy the book, register for a workshop, or submit a speaking Request a proposal, schedule a consultation, or join a waitlist.
inquiry.

L) Rule of One: Each piece of content, page, or touchpoint should have exactly one primary call to action.



Step 2: Create a Clear Offer or Ask

An offer is not just a price — it's a promise. It answers the question your audience is silently asking: "What will | get, what will it cost me, and

why should | act now?"A vague offer produces vague results.
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Name the outcome State the investment

What specific result does your client, donor, or buyer walk Be clear about pricing, time commitment, or giving level.

away with? Speak to transformation, not just features. Ambiguity creates hesitation and delays decisions.

Add areason to act now Remove the risk

Limited enroliment, deadline, bonus, or matching gift — give Guarantee, free trial, money-back, or testimonials — reduce the

them a compelling reason to decide today. perceived risk of saying yes.



Step 3: Build a Lead Capture System

Attention that isn't captured is attention that's lost forever. A lead capture system ensures that every person who expresses interest is

entered into a follow-up sequence — so no opportunity slips through the cracks.

Attract Nurture
Capture Convert
Content, speaking, : y Email sequence,
social media Landing page, opt DM, phone call Offer, proposal,

in, free resource donation ask

Your lead capture system doesn't have to be complex. A simple landing page, a free download, and a 3-email follow-up sequence can

dramatically increase your conversion rate. The key is that every lead has a home — a place to go and a path to follow.



Step 4: Convert Content Into Conversations

Content is a conversation starter — not a closer. The goal of every post, video, podcast, or article is to move someone from passive

consumption to direct engagement. Here's how to build that bridge intentionally.

)

End with a question

Close every post or email with a question that invites a

direct reply. Replies are the beginning of relationships.

Offer a free resource

A guide, template, or checklist gives people a low-risk
reason to enter your ecosystem and begin the trust-
building process.

<

Send a personal DM

When someone engages with your content, reach out
personally. A short, warm message can open a door that

algorithms never will.

Repurpose into invitations

Turn every piece of content into an invitation to a call,
event, or consultation. Content should always have a
destination.



Step 5: Convert Conversations Into Opportunities

A great conversation that goes nowhere is a missed opportunity. The moment someone expresses interest — in your work, your mission,

your offer —you need a consistent process for moving them forward without pressure or awkwardness.

1 2
Qualify Connect
Ask 2-3 questions to understand their need, timeline, and Share arelevant story, result, or resource that bridges their
readiness. Don't pitch before you listen. problem to your solution.

3 4
Invite Follow Up
Offer a clear, specific next step — a call, a proposal, a meeting, or Send a summary of the conversation within 24 hours with the
a donation page. next action clearly stated.

() Remember: Conversion is not about selling — it's about serving people well enough that they choose to move forward with you.



Follow-Up Without Feeling Pushy

The fortune is in the follow-up — but most people avoid it because they fear coming across as desperate or annoying. The difference

between pushy and professional is intention and framing. When your follow-up adds value, it's welcomed.

The 24-Hour Rule

Follow up within 24 hours of any conversation or expressed
interest. Momentum is highest immediately after an
interaction.

Be specific, not vague

Say "lI'd love to schedule 20 minutes Thursday at 2pm" instead of
"Let me know when you're free." Specificity reduces friction.

Lead with value

Send a resource, article, or insight relevant to their situation.

Don't lead with your pitch — lead with helpfulness.

Set a follow-up limit

Follow up 3-5 times maximum before gracefully closing the

loop. Respect is a conversion tool too.



Scripts for Potential Clients

After a discovery call

"Hi[Name ], it was great connecting
today. Based on what you shared, |
believe [ specific service ]would be a
strong fit for where you're headed. I'm
sending over a proposal this week —
let me know if you have any questions
before then."

After content engagement

"Hey [Name ], | noticed you
downloaded [resource / watched the
video]. | wanted to personally check in
— s this something you're actively
working through right now? Id love to

help if so."”

Use these as starting points — personalize with their name, situation, and your specific offer. Authenticity always outperforms templates.

Warm re-engagement

"Hi [ Name ], | was thinking about our
conversation from [timeframe . I've
been working with clients on [specific
problem]and had you in mind. Would
you be open to a quick 15-minute

reconnect?"



Scripts for Donors and Supporters

Donor relationships are built on mission alignment and consistent communication — not just fundraising asks. Use language that centers

impact, not institution.

First-time donor outreach

"Thank you so much for your gift to
[organization]. Your support directly
funds [specific impact]. Id love to
share more about what your
generosity makes possible — would

you be open to a brief call this month?"

Lapsed donor re-engagement

"Hi[ Name ], | wanted to personally
reach out and share an update on
[program/initiative ]. So much has
happened since we last connected,
and I'd love to share the impact and
explore if continued partnership

makes sense.”

Major gift conversation opener

'IName ], your belief in this mission
has meant everything. As we enter our
next phase of growth, Id love to share
avision | think you'll be excited about.
Can we find 30 minutes to connect?”



Scripts for Sponsors and Partners

Sponsors want ROI. Partners want alignment. Your outreach should speak to their goals, not just yours. Lead with the value you bring to

theiraudience or brand.

Initial sponsor outreach

"Hi[Name ], I'm reaching out about a
partnership opportunity with [your
brand/event]. Our audience of
[description]is a strong match for
[their brand]. I'd love to send over our
sponsorship deck — would a brief call
this week work?"

Post-event sponsor follow-up

"Thank you for your support of [event].
I'm compiling final impact stats and
wanted to share them with you
directly — and discuss what continued
partnership could look like for our next

initiative."

Strategic partnership pitch

'IName], I've been following [their
company]and see a strong alignment
between your mission and ours. Id
love to explore a co-branded
partnership that serves both of our
communities. Would you be open to an

exploratory conversation?”



How to Track Leads and Opportunities

What gets tracked gets closed. Most founders are running their pipeline in their head — which means leads fall through the cracks daily. A

simple tracking system changes everything.

Lead Stage

New Contact

Engaged

Proposal Sent

In Negotiation

Closed / Won

Closed / Lost

Action Required

Send welcome
message

Offer resource or
call

Follow up with
qguestion

Address objections

Onboard and
celebrate

Stay in touch for 90
days

Follow-Up Timeline

Within 24 hours

Within 48 hours

3-5 days

As needed

Immediately

Monthly check-in

Tracking Tools to Consider

Airtable — flexible and visual, great for solopreneurs

HubSpot Free CRM — robust pipeline tracking at no cost

Notion — customizable databases for small teams

Google Sheets — simple, accessible, zero learning

curve

Choose the tool you'll actually use — consistency beats

complexity every time.



Common Conversion Mistakes

Understanding what not to do is just as powerful as knowing the right strategy. These are the most common conversion errors made by
mission-driven leaders —and how to fix them.

Selling before building trust No follow-up system

Pitching too soon destroys relationships. Lead with value, Relying on memory or good intentions means leads

then introduce the offer after you've demonstrated disappear. Automate or schedule follow-ups — always.
credibility.

Unclear or buried CTAs Treating all leads the same

If someone has to search for how to work with you, they A first-time follower and a warm referral need very different
won't. Make your next step obvious, prominent, and easy. approaches. Segment and personalize your outreach

accordingly.



The V.A.L.U.E. Conversion System

Every element of this framework works together as a conversion ecosystem. Miss one step and the system breaks down. Master all five and

you have a repeatable revenue engine.

@] V- Visibility

Show up consistently where your audience spends their attention. Be found before you can be chosen.

o A-—Ask

Make a clear, confident, specific ask. Define the offer, the investment, and the outcome. Never assume they'll figure it out.

@ L — Lead Capture

Capture every expression of interest into a trackable system. Build your list — it's your most valuable business asset.

@ U — Useful Follow-Up

Follow up with value, not pressure. Be the most helpful person in their inbox until they're ready to move forward.

140 E — Exchange of Value

Close the loop with a clear transaction — financial, relational, or mission-aligned. Revenue is a fair exchange of real value.



Download Included: Lead-to-Revenue Tracker

Your free Lead-to-Revenue Tracker is designed to be the simplest, most actionable CRM you'll ever use. No complicated software. No steep

learning curve. Just a clean, organized system for turning attention into income.

2

Contact Log Pipeline Stages

Record every lead, their source, and your last interaction in one Track every lead from first contact to closed deal with clear
organized view. stage labels and next actions.

Follow-Up Scheduler Revenue Dashboard

Never miss a follow-up again. Assign dates and notes to every See your projected and closed revenue at a glance — updated in
open opportunity. real time as you log new deals.

Available in the webinar resource kit — check your email for the download link.



Download Included: Follow-Up Script Library

The Follow-Up Script Library gives you word-for-word messaging templates for every conversion scenario — so you always know exactly
what to say and when to say it.

Client Scripts Donor Scripts

e Post-discovery call follow-up e First-time donor thank-you + ask
e Proposal follow-up (3-touch sequence) e | apseddonorre-engagement

e Warm re-engagement message e Major gift conversation opener
Sponsor Scripts Bonus Scripts

e |Initial outreach template e Referral request message

e Post-event impact summary e (Objection response guide

e Strategic partnership pitch e (Graceful close/ loop script

OAl scripts are customizable templates — swap in your name, offer, and audience details to make them uniquely yours.



Your Next Step Starts Now

Attention is only powerful
when it leads
somewhere.

You now have the framework, the scripts, and the system. The only thing left is

W to use them. Take one action today — just one — and begin building the bridge

; between your visibility and your revenue.

Book a Revenue Strategy Session

Work 1:1with The Strategy Counsel team to audit your current conversion

¢ system and build a 90-day revenue roadmap tailored to your organization.

[ @)

Join The Fundable Founder Series

Our signature cohort for founders, nonprofits, and mission-driven leaders
ready to become fundable, visible, and compliant —and convert that

visibility into results.

The Strategy Counsel — Fundable « Visible « Compliant



