
MOVING FROM COMMENT TO CONVERSATION

BE MORE CURIOUS
The best approach to turning comments into conversations is to keep you focus on light

interactions, that are fun and come from a place of curiosity.

Be genuinely you and don't force connection. Just continue asking questions from a place

of curiosity and service, connection will come. 

Thanks so much for commenting, I'd love to know what part stood out to you?
What about this is resonating with you? 
I’m so glad this resonated with you, what part spoke to you…
Have you experienced something like that?

CONNECT
There are themes in your story and these are why it will connect with people. To start
a conversation, figure out what theme spoke to them. This may show up in their initial
comment or may require you to dig deeper with questions like:

If someone says something specific to what you do, don’t start talking about
yourself make it all about them. Provide some value and ask them a question. The
goal is to open up conversation.
If people are showing love...

“Just saw your comment on my post about XXX, thanks so much for the love.” 
Add a personalized comment in the DM
Respond back to original comment “Thanks so much NAME” 
[Optional] Engage with the content on their page.

If someone asks to learn more...
Send them a DM thank you: “Hey thanks so much for commenting on my post
on XX” and go to their page and engage with their content a little bit. 
Respond back to original comment - “Will shoot you a DM - happy to share
more <3”

If someone starts sharing something more personal...
[DM] I’m really enjoying our conversation and I thought it might be better to
chat privately, so I thought I’d send you a message 
[DM] This is something I’d be happy to chat with you about to share how I dealt
with it, (invite to call)

CONVERT
Once someone engages with your content, they've raised their hand. The goal after
you've connected is to move them into a private DM conversation. 
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MESSAGING TEMPLATES

SHORT INTRODUCTION
The goal of this DM is to quickly introduce yourself to a contact and open up a conversation. 

Gratitude: Open the conversation with gratitude for an action that the other person
has already taken, for instance, accepting a friend request, commenting on your
content, liking your content or joining your Live Video. This provides a genuine reason
to connect and builds reciprocity, which encourages the other person to respond in
kind. 

I just saw your comment on my post, thanks so much for the love.

Compliment: Flattery simply works, so move from gratitude into a compliment based
on something you like about them or their content. Again, make sure this is coming
from a genuine place, otherwise it won’t land. 

I love the vibes on your profile. 
The illustrations you create are so cozy and playful. 

Tie Back: Now connect the conversation back to what makes them a potential
prospect for you. Call out something you noticed about them, which connects to the
work that you do. 

 I see you’re an artist.

Question: Follow your observation with a question about their current status so you
can determine if they have a problem and are seeking a solution. You don’t want to
immediately move into an offer before you know they are aware they have a problem
and are currently seeking or open to solve it. 

 How do you share your work? Do you work with authors or sell directly to
customers?

 

Battle-Tested, Money-Making DM Templates that you can copy and paste & start
converting comments into clients
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LONG INTRODUCTION
The goal of this DM is to introduce yourself to a contact, build rapport and open up a
conversation. 

Gratitude: Open the conversation with gratitude for an action that the other person
has already taken, for instance, accepting a friend request, commenting on your
content, liking your content or joining your Live Video. This provides a genuine reason
to connect and builds reciprocity, which encourages the other person to respond in
kind. 

Hi Bradley, so nice to be connected with you now! 
Thanks for the friend request, I just wanted to send a quick message 
to introduce myself and say hello, now that we’ve made it FB official 

Ease Their Mind: People will naturally be skeptical of getting a DM if you don’t have
existing rapport with them. So you want to ease their mind so they know what your
intentions are, and that you won’t harass or sell to them without permission. Let them
know you just want to connect.

And, don’t worry, this isn’t one of those pitch messages 
where I’m going to try to sell you on a random offer. 

I just saw your profile and loved the vibes, 
plus I like to actually connect with the people on my friends list.

About You: Share a few facts about you that would be helpful or fun for them to
know. Make sure to end by stating who you help and how you help them. 

So that being said, I’ll warn you that I post a lot about 
food and my kid (I’ve become a FB mom, haha). 

I live in the Pacific Northwest, but I was born for the sunshine. 
I’ve been binge reading for fun and I love diving, traveling and 

helping creatives & entrepreneurs reach their first six-figure year.

Question: Always end your DMs with a question to create an opening to continue the
conversation. If you’re unsure if a person is an ideal client, your question can be a
simple getting to know you question. If you know they have a problem you help
people solve, your question can point more toward what they are doing in this area of
their life. 

That’s my story, what’s yours?
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PROBLEM ESTABLISHED OUTREACH
This outreach sequence works best when you have a prospect who has expressed a problem
that you can help them solve, but they don’t know that you provide a solution. 

Observation: Open the conversation with your observation around what your
prospect is currently doing or has created in the realm of what you help people with.
This could be another vehicle they are using to solve a problem, a problem they have
expressed, or an achievement they have recently obtained that you could help them
leverage.

 
Hi Greg! I saw you and your husband run a 
super successful sales coaching business.

 
Compliment: Flattery simply works, so move into a compliment based on something
you like about them or their content. Again, make sure this is coming from a genuine
place, otherwise it won’t land. 

 
It’s so inspiring how you guys travel all over the world.

 
Introduction: Now you introduce the idea of working together to solve their problem.
Make sure you focus on a result you’ve created for similar people or what would be in
it for them if they worked with you. 

 
I saw you were looking for help with copywriting, 

and I’d love to hear more about what you’re looking for.
I’m just coming off the wings of a $280K+ webinar 

(I did all the copy), and I imagine what you need would be similar. 
 

Invitation: End with an invitation to the next step, which is typically a conversation.
Make sure that the last line is phrased as a question so it is clear that you’re looking
for an immediate and definitive answer. 

 
Are you open to a conversation?
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PIVOT WARM CONTACT
The goal of this DM sequence is to introduce the idea of working together to an existing
contact with whom you haven’t discussed your product or service yet.

Connect: Before pivoting into talking business, spend time connecting and building
rapport with your prospect.

Hi Annika! How are you?” << wait for answer. >> 
“That’s amazing. [Add small talk]” << wait for answer. >>  

Compliment + Collaborate: Once you’ve established rapport, introduce the idea of
working together by starting with a compliment about them or their business. And,
then segue your admiration into your desire to work together. 

I was thinking about you the other day because I know you’re 
running an incredible daycare and I would love to explore 

the possibility of working together sometime.

What I Do: You can reference how you are connected to keep the conversation light,
and then point out what it is that you do for work. After that, here’s where you need to
share what’s in it for them. What is the result they could expect if they were to do
business with you?

Outside of tennis, I’m an incredible SEO strategist. 
I work with local businesses like yours and we regularly get companies 

to be the #1 Google search result with the web changes I introduce. 

Invitation: End with an invitation to the next step, which is typically a conversation.
Make sure that the last line is phrased as a question so it is clear that you’re looking
for an immediate and definitive answer. 

Would you want to connect sometime about that?”
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REACTIVATION
The goal of this DM is to reactivate an old contact and open up a conversation about
supporting them.

Introduce & Invite: This is a simple message that introduces a reason for you to
reconnect, like a new service, event or opportunity you have coming up that you
think is a fit for them. Share the opportunity, why they should care by referencing
back to a problem you know they had, and then include an invitation.

Hey NAME, so i'm not sure if this would be helpful but we rolled something brand
new out last week, allowing you to get client attrition down to 5% or less, would you

like to check it out?   
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REQUEST FOR REFERRALS
This is a great DM sequence for reaching out to past clients to ask for referral business. 

Opening: You don’t need to spend lots of time building rapport since your past clients
will already know you and have an existing relationship with you. You can spend
some time connecting and then move directly into why you’re reaching out to them. 

Hi Lisa! Would love to connect sometime. 
I’m booking my fall client roster right now, 

Compliment: Flattery simply works, so move into a compliment based on something
you like about them or their content. Again, make sure this is coming from a genuine
place, otherwise it won’t land. 

And you are my absolute dream client! I wish I could 
clone you and meet 2 or 3 other clients just like you.

Request: End with your request for them. Make sure that the last line is phrased as a
question so it is clear that you’re looking for an immediate and definitive answer. I
also like to phrase this as “Who do you know…” instead of “Do you know…” because
the former is an open-ended question that will make them think before answering,
whereas the latter is a close-ended question that often ends in a “no” or “let me think
about it” (which is another way to say no).

 Who do you know that could use a great doula?
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MOVING TO A CALL
The goal of this DM sequence is to identify an opportunity to support a prospect and move
them from DM conversation to sales call. 

Connect: Before pivoting into talking business, spend time connecting and building
rapport with your prospect.

Hi Smitha! How are you?” << wait for answer. >> 
“That’s amazing. [Add small talk]” << wait for answer. >>  

Goal-Related Question: The most important thing to understand first is what your
prospects goals are. You have to understand where they want to go in order to help
them get there. So your first question should pull out what their big goal is.

I saw you’re getting married this year, so amazing! 
Well, I’d love to know, what’s the dream you have for your wedding?

Offer Question: Start to dig into where they currently are as it relates to your offer.
What are they trying and how far along have they gotten in solving their problem?

 So, what have you done so far? Where are you with planning?

Challenge: Once you know what they really, really want and what they’ve been doing
to achieve this goal, now you can ask about what’s holding them back or getting in
the way of them reaching their goal.

 Gotcha, so what’s your current challenge in organizing 
all the aspects of the wedding?

Open to Help: Here you want to see if they are open to receiving support and help
around achieving their goal. It’s always a good idea to get permission before
introducing an offer so that your prospect feels comfortable and invited to buy,
instead of being sold to. 

 Yes, I totally understand. 
So are you looking to do this on your own or with help?

Book a Call: Once they say yes, they are open to help, you can move to making an
invitation to book a call. If they say they aren’t open to help, you could share a quick
story about a time you felt the same way and what you’ve learned about getting
support, and what epiphany you had in the process. This will likely open them up to
the idea of getting help. 

It sounds like you’re looking to bring your dream wedding to life 
while keeping it on budget and balancing different tastes, and 

that’s exactly what I help people with. I’d be happy to share some recommendations
to help you put together your dream wedding. Would you like to set up a call? 
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CLOSING A SALE
The goal of this DM sequence is to move someone from cold to closed through just a message
exchange. 

Initiate: Once a prospect has expressed interest in your offer from a conversation,
comment or other interaction, you can start this exchange. 

Paula, just saw your comment. I’m super excited to connect 
with you and talk more about the Style Makeover Program. 

Permission: Now it’s time for the actual sales section of the event. It’s time to reveal
that you have an offer. It’s always a good idea to get permission before introducing an
offer so that your prospect feels comfortable and invited to buy, instead of being sold
to. 

I’m so happy you’re ready to take your wardrobe to the next level! 
Mind if I ask a couple questions to make sure I can help?

Qualifying Questions: Here’s where you’d ask any questions that will qualify someone
as an ideal client for you. You want to make sure they are a good fit for your offer or
know which of your offers is the best one to propose based on where they are. 

What pain points are you experiencing when it comes 
to finding your personal style? 

What other solutions have you tried? 
Why didn’t they work for you? 

Goal-Related Question: The most important thing to understand first is what your
prospects goals are. You have to understand where they want to go in order to help
them get there. So your first question should pull out what their big goal is.

Paula, I’d love to know what’s your goal for your style and wardrobe? 
What would you like to feel like when you get dressed every day?

Why Question: After you know what their goals are, you need to understand why this
goal is important to them. The product or service not only will get them closer to the
goal, but will fulfill some deeper desire that you need to uncover. The most powerful
way to dig deeper is to use the prospects' own words in your questions. 

 Why is feeling more confident and beautiful 
when you get dressed important to you? 

 
 
 

(CONTINUES ON NEXT PAGE)
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CLOSING A SALE (CONTINUED)

Now/Later Question: Next you want to determine how urgent it is for your prospect
to solve this problem. Creating urgency is what ultimately will close the sale, so don’t
skip these questions. You’ll start by asking if achieving their goal (using their words) is
something they want to address now or later. 

Is feeling confident and beautiful when you get dressed 
and dating more, a later or now thing for you?

Urgency Question: Once they say it is a now problem, you want to raise the urgency
even more by having them share the impact of where they are now. Ask questions
that help them connect to why staying where they are at would bother them. Or why
moving toward what they want would benefit them. 

 
Why is this a right now problem for you to solve? 

How is this impacting your everyday life? 

Challenges: Sales objections always originate in a limiting belief that the prospect has
about either the vehicle you’re offering to solve the problem, their internal ability to
get the result with your vehicle, or external factors that would hold them back. So the
last thing you want to do is identify what those beliefs are by asking what they believe
is holding them back. 

 Alright last question - when it comes to finding your style, what are your top 3
struggles?

Testimonials: You can then use client testimonials or your own stories to overcome
the limiting beliefs that are underneath the challenges that your prospect just shared.
These can be shared in the form of client case studies or a voice note. 

Oooh those are ones I hear often, totally get that! 
These are all things that I work with my clients with.

 
*INSERT TESTIMONIAL*
*INSERT TESTIMONIAL*
*INSERT TESTIMONIAL*

(CONTINUES ON NEXT PAGE)
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CLOSING A SALE (CONTINUED)

Invitation: Next you’ll segue to the offer. You want to position the offer as the missing
piece that helped your clients get from where they were with the Challenges to
where they are now, achieving the Goal that your prospect wants. And then you’ll
present what you would recommend for the prospect to achieve their desired
outcome. 

All of these ladies were also struggling with finding a style that reflected 
their unique personality and fit their lifestyle - look at them now! 

Based on what you’ve shared today it sounds like you struggle with [challenges]
 and your biggest fear is [urgency]. Do you think it would make sense for us to do

some work together in this area? 
 
Close: At this point you’ll present what your offer is and share the next step for them
to purchase. This can be a link, payment of an invoice or completing paperwork.
During the close it also helps to create additional urgency or scarcity to ensure
prospects don’t put off the buying decision. You can do this through offering bonuses
for taking action, letting them know this offer expires at a certain time, or letting
them know a limited number of spots are available.

Okay, here’s what I propose: [offer] Here’s a link so we can get you 
started with the next steps and prep work. Let me know when you’re 

done right here in the chat, I’ve got an extra bonus for fast action takers.

DISCOVER THE BEST QUESTIONS FOR CLOSING IN
DMS & SALES CALLS!

Join me for the $100K Workshop to learn the step-by-step process I use with clients to
help them close more sales, faster so they can make more money with less hustle. 

REGISTER HERE

https://mysixfigureyear.com/webinar-registration-538854361648521717124

