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RULES OF THE GAME 
We want you to be successful in your business! 

For us to do that, we need to be successful in our execution.  
Please review the following guidelines as they pertain to our engagement: 

 
 

 
1.​ I understand that Glow Media Marketing has my best interests at heart and by offering a guarantee, 

they are taking a risk for my benefit.  
2.​ I understand that lead generation from Glow Media Marketing  is only a supplement to my sales efforts, 

not an overnight one-shot cure-all for my business. 
3.​ I understand that in order to close a deal, on average it takes 8-15 touchpoints and follow ups. I 

understand that Glow Media Marketing’s job is to provide the first 1-5 touchpoints and I must follow up, 
call, text, email or otherwise to close new customers. If I do not do this, I am severely hindering my 
results and I will not hold Glow Media Marketing  accountable if these actions are not taken. 

4.​ The program you’ve chosen to hire us for is designed to outsource a portion of your lead generation 
efforts. The best way forGlow Media Marketing to get the best results is to trust and allow us to run our 
process. 

5.​ I agree to allow Glow Media Marketing  to do their job and not micromanage any part of the process 
6.​ The growth of my business is solely my responsibility and I understand that I must engage in other 

proper business development activities including, but not limited to networking, referrals, cold calling, 
warm calling, etc. and not rely solely on Glow Media Marketing  for my business success. 

7.​ I understand that there are three levels of leads (outlined in this document) that I will be receiving from 
Glow Media Marketing  and that it is solely my responsibility to follow up with those leads and turn them 
into sales. Glow Media Marketing is not responsible for sales in any capacity. 

8.​ I understand that Glow Media Marketing  is a Guaranteed Lead Generation company and by going into 
business with them, I understand that they will generate leads, and it is my responsibility to generate 
sales.  

9.​ I understand that Glow Media Marketing has many clients and that Glow Media Marketing employees 
have lives and families and promise to respect their time and trust that Glow Media Marketing  will 
deliver the results as outlined. 

10.​I understand that Glow Media Marketing is not a perfect system and, just like any other business, 
challenges happen. 

11.​I understand that I am going into a partnership with Glow Media Marketing  and, if any challenge arises, 
we will both work together to solve any challenges and be patient with one another to make things right. 

12.​We both understand that we are human beings and agree to be understanding and compassionate with 
anybody that we deal with in our business while striving for the best results possible. 

13.​I understand that by violating any of these rules, I will be impeding my own business, Glow Media 
Marketing’s business and Glow Media Marketing’s ability to generate consistent, long-term results for 
myself and their other clients. 

14.​I agree to not take advantage of the guarantee and, if I am receiving leads, I will not ask for a refund 
except for an extreme circumstance. 
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15.​I understand the “30 days” starts from the campaign launch date, not my deposit date 

TYPES OF LEADS 
With Sounds Like Marketing, depending on the package you’ve purchased,  

you will be getting a mix of the following types of leads. 
 

 

Level 1: 
BOOKED 

✓​ Booked Appointment directly on your calendar using your 
calendar link 

✓​ You get notified via email and on your calendar 
✓​ Asked verbally to meet or call 

 

Level 2: 
ENGAGED 

✓​ Replied to an email, Linkedin message or Facebook asking for 
more information, somehow engaging in a positive 
conversation 

✓​ You get notified from our campaign manager and/or director of 
marketing 

✓​ You reply to the inbound email or Linkedin reply and engage 
the prospect 

 

Level 3: 
INTERESTED 

✓​ Opted in to a lead capture (name, email, phone) 
✓​ Clicked on a booking link (if email) 
✓​ You get an email notification with name, email, phone number 

of the person who opted in or clicked 

 

Level 4: 
PROSPECT 

✓​ Accepted a connection with you on Linkedin 
✓​ You now have all of their contact information and can message 

them for free 

 

Level 5: 
COLD 

✓​ Names, emails & phone numbers mined from Sounds Like 
Marketing (email & business bundle packages only) 

 

Level 6: 
CLICKS 

✓​ Clicks to a landing page (if we’re running a traffic campaign on 
Facebook) 
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Level 1: 

BOOKED 5% 

 
✓​ Booked Appointment directly on your calendar using your calendar link 
✓​ You get notified via email and on your calendar 
✓​ Asked verbally to meet or call 

 
 

 

EXAMPLE: 
You’ll be getting email notifications like this: 
 

 
You’ll be getting Linkedin replies like this: 
 

 

EXAMPLE: 
You’ll be getting email notifications like this: 
 

 
 

WHAT YOU NEED TO DO: 
✓​ Show up for the call 
✓​ If they don’t call, you need to call them 
✓​ Follow up, meet, and close! 

 
 

THINGS TO REMEMBER: 
✓​ No lead is perfect 
✓​ People sometimes type in the wrong phone 

number or email when they schedule things, 
you may have to use google or go to their 
website to get the proper contact info 

✓​ People forget sometimes: we do our best to 
make sure we’re delivering quality bookings, 
but human error on the prospect’s part can 
cause some data errors. 
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Level 2: 

ENGAGED 25% 

 
✓​ Replied to an email, Linkedin message or Facebook asking for more information, somehow engaging in 

a positive conversation 
✓​ You get notified from our campaign manager and/or director of marketing 
✓​ You reply to the inbound email or Linkedin reply and engage the prospect 

 
 

 

EXAMPLES: 
You’ll be getting email & linkedin messages like this: 
 

 
 

WHAT YOU NEED TO DO: 
✓​ Reply to their messages and engage with 

them with the focus on setting them for a 
firm appointment 

✓​ Call them if they give you their phone 
number 

✓​ Email them if they give you their email 
✓​ Follow up with the person they referred you 

to (if they did) 
 
 

THINGS TO REMEMBER: 
✓​ No lead is perfect 
✓​ People sometimes type in the wrong phone 

number or email when they schedule 
things, you may have to use google or go 
to their website to get the proper contact 
info 

✓​ People forget sometimes: we do our best to 
make sure we’re delivering quality 
bookings, but human error on the 
prospect’s part can cause some data 
errors. 
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Level 3: 

INTERESTED 25% 

 
✓​ Opted in to a lead capture (name, email, phone) 
✓​ Clicked on a booking link (if email) 
✓​ You get an email notification with name, email, phone number of the person who opted in or clicked 

 
 

 

EXAMPLES: 
You’ll be getting email notifications like this: 
 

 
 
 

WHAT YOU NEED TO DO: 
✓​ Call them 
✓​ Email them 
✓​ Perform your sales activities 

 
 

THINGS TO REMEMBER: 
✓​ In this stage, the prospect is interested 

enough to click your booking link in an 
email (if you’re doing an email package or 
business bundle)... but they may have not 
followed through with booking 

✓​ In this stage, prospect is interested enough 
to opt in to an offer, but might not have 
booked with you yet, they’re warm! 

✓​ No lead is perfect  
✓​ People sometimes type in the wrong phone 

number or email when they schedule 
things, you may have to use google or go 
to their website to get the proper contact 
info 

✓​ People forget sometimes: we do our best to 
make sure we’re delivering quality leads, 
but human error on the prospect’s part can 
cause some data errors. 
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Level 4: 

PROSPECT 50% 

 
✓​ Linkedin & Business Bundle packages only* 
✓​ Accepted a connection with you on Linkedin 
✓​ You now have all of their contact information and can message them for free 

 
 

 

EXAMPLES: 
You’ll have access to a dashboard that shows you all 
your new connections with links to their profiles 
 

 
 
 

WHAT YOU NEED TO DO: 
✓​ Nothing, but they are now part of your 

network 
✓​ Track them on your dashboard link 

(provided by Sounds Like Marketing) 
 
 

THINGS TO REMEMBER: 
✓​ These people are now in your network and 

you have access to their personal 
information that they’ve provided 

✓​ You can message them for free now 
✓​ We’re running a campaign and engaging 

with them so you don’t have to (so please 
don’t!) 
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Level 4: 

COLD LIST  

 
✓​ Email & Business Bundle packages only* 
✓​ Contacts Sounds Like Marketing has mined & Verified 
✓​ You’ll get this via CSV file every month 

 
 

 

EXAMPLES: 
You’ll get a .csv file with the following data: 
 
✓​ 1,500+ contacts in your target market 
✓​ Name 
✓​ Title 
✓​ Company name 
✓​ Email address 
✓​ Phone number 
✓​ Website 

 

 
 
 

WHAT YOU NEED TO DO: 
✓​ You or your sales team can call these leads 

as an outbound campaign --- “Hi name, I 
had tried to reach you via email and 
thought I would follow up by phone” 

 
 

THINGS TO REMEMBER: 
✓​ No lead is perfect  
✓​ People sometimes type in the wrong phone 

number or email when they schedule 
things, you may have to use google or go 
to their website to get the proper contact 
info 

✓​ People forget sometimes: we do our best to 
make sure we’re delivering quality leads, 
but human error on the prospect’s part can 
cause some data errors. 
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WHAT AND WHEN? 
Sales pipelines aren’t built in a day. Trust us, we’re anxious for you to get leads too!  

No matter which package you’ve purchased or who your target market is,  
here are some basic guidelines on timing of your campaign… 

 
 

 

 
 

Sunday Monday Tuesday Wednesday Thursday Friday Saturday 

  Kickoff Form 
Completed     Kickoff Call    

     Launch Day  

●​ Split testing campaigns 
●​ The Goal is You’ll receive 

1-10 leads via email per day 

 

●​ Split testing campaigns 
●​ You’ll receive 1-10+ leads via email per day (depending on your ad budget) 

 

●​ Campaign optimization 
●​ You’ll receive 1-25+  leads via email per day (depending on your ad budget) 

 

●​ Campaign optimization 
●​ You’ll receive 1-25+  leads via email per day (depending on your ad budget) 

 

●​ Campaign optimization 
●​ You’ll receive 1-25+  leads via email per day (depending on your ad budget) 

 

30 Days 
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Sunday Monday Tuesday Wednesday Thursday Friday Saturday 

  Kickoff Form 
Completed     Kickoff Call    

     Launch Day  

Connection 
requests to 

target market 
initiate (25-50 

per day) 

No activity 

No activity 

First follow up 
messages sent 

 

Expect first few 
replies 

 
  

Expect first few 
bookings 

 

No activity 

No activity 
     

No activity 

No activity 
     

No activity 

No activity 
    

Network growth 
of 150-500 laser 
targeted 
connections 

30 Days 

 

 
MESSAGE TIMING: 
Your Linkedin account will be managed with the following cadence: 
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COLD EMAILING: 
 

Sunday Monday Tuesday Wednesday Thursday Friday Saturday 

  Kickoff Form 
Completed     Kickoff Call    

     Launch Day  First batch of 50 
emails sent out No activity 

No activity  
 

Expect first few 
replies, 

conversations, 
and interested 

leads 

 

 

Increase daily 
emails to 150 

 

No activity 

No activity 
    

Increase daily 
emails to 250 

 

No activity 

No activity 
     

No activity 

No activity 
    

Total of approx 
3,500 emails sent 

 

30 Days 

 
MESSAGE TIMING: 
Your email account will be managed with the following cadence: 
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COLD EMAIL CAMPAIGN 
The following outlines what to expect on a Cold Email Campaign. 

 
 
 
 
 

ALIAS EMAIL CREATION: We create an entire separate email account for you to run the cold 

email campaign. This is protect your domain’s sender reputation. Otherwise, you may run the risk of having 
any email sent from your company domain go straight to spam. 
 
 
EMAIL FORWARDING: We then send a forwarding request to ensure that emails from the alias 

email are forwarded directly to your main email address. It’s very important that you accept the forwarding 
request in order for you to receive the leads. 

 
 
ACCOUNT WARMUP: In order to stay up to date with best practices for email deliverability, we 

need to “warm up” our email accounts on the first month. This means that we start with a small batch of emails 
to send out on the first few days, and then send out increasing larger batches of emails.  
 
As a result, it’s important to be patient for the first 1-2 weeks of the campaign so that there is enough 
momentum and time to build up the campaign to full strength. 
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LAUNCH DATES 

The following outlines when we launch your campaign. 
 

 
 
 
 

POSSIBLE LAUNCH DATES: We launch campaigns on either the 1st or the 15th of the month. 

If your Kickoff Call is scheduled within 7 days of the next upcoming launch date, then your launch will start on 
the following date. For example, if your Kickoff Call happened on the August 10th, your launch date would be 
September 1st. 
 
This is to ensure proper setup time so that you have the best possible campaign that’s thoroughly reviewed by 
our team before launch. 
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HOW MANY OF EACH? 

Not all leads are created equal.  
We deliver leads of varying “hotness” to give you as many opportunities as we can. 

Here is a breakdown of what we’ve found during our campaigns… 
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