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How to Convert Enquiries
In this Workbook I'm going to walk you through the exact steps I
take to convert my enquiries. I will share with you 4 key
ingredients to a successful conversion.
Don't forget to also access the Masterclass, the Email Templates
and the Brochure Template in your members area.
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1) Make your response personal

When you are responding to email or DM enquiries, make your
response as personal as you possibly can.
As I mentioned in the Masterclass, it is important that on your
contact page you are asking your client questions about them, their
plans, their wedding. And it's your responsibility to weave your
acknowledgement of these into your email copy.
Make it personal, talk about their wedding as if you're already
familiar with it. Be excited and you will absolutely spark a
connection that otherwise cannot exist.
Remember to use my Email Templates!
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2) Use a Fun Title to Spark Interest

Make sure that you are using a fun subject title to spark interest in
reading your reply. As I mentioned in the Masterclass, customers
who are booking wedding suppliers are sending a lot of emails out.
Think about how you can stand out in a sea of emails.
If you're stuck for ideas, check out my cheat-sheet of titles in the
Email Templates folder.
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3) Short, sharp and friendly emails

I recommend that you reply to your enquiries with short, sharp, and
friendly emails. It's all about setting the pace and starting the
relationship well.
Think about how you can remove the boredom from a purely factual
email and make it exciting for them to read.
Don't forget to tell them about you, who you are and let them see
inside your personality. Ultimately it's this that people are buying.
I recommend a 200-300 word reply to keep your client engaged and
prevent them from having to park your email and come back to it at
a later date.
Make sure that your email is soulful and that it speaks to the
excitement of the occasion.
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4) Use a clear CTA

It's imperative that you have a very clear CTA (call to action) in your
email.
A call to action is asking the client to move through to the next stage
of your booking process. Maybe it's booking a call, or a face to face
meeting. Whatever you'd like the client to do, you need to make sure
that you are clearly asking them.
If in our human nature to reply when someone asks us a question.
So make sure you're asking them to go through to the next stage of
your process.

© FAYE CORNHILL COACHING

