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	★  Why Digital Cards Win



Paper business cards get lost, go out of date, and give you zero insight into whether anyone actually followed up. My Evo Card fixes all of that — and then some.

	Always Fresh
Update your info once, everywhere
	Built-in Leads
Every form fill = a tracked lead
	Trackable
See views, taps, and saves
	No Reprinting
One card, infinite updates



1. No reprinting costs — update your profile instantly, your card always reflects the latest info
1. Built-in lead capture — the contact form turns every tap into a trackable lead
1. Always up to date — change your title, phone, or links without touching the card
1. Analytics built in — see who's engaging with your card and how often
1. Professional impression — a digital card signals that your team is modern and forward-thinking
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	✔  Before the Meeting



A strong first impression starts before you walk through the door. Take two minutes before any meeting or event to make sure your My Evo Card is ready to perform.

	Pre-Meeting Checklist
  [ ]  Profile photo is professional and up to date
  [ ]  Job title and company name are correct
  [ ]  Phone number and email are current
  [ ]  LinkedIn profile is linked
  [ ]  Calendly or booking link is added
  [ ]  Bio is complete and under 3 sentences
  [ ]  NFC card is physically assigned to your profile
  [ ]  Test your card — tap it with your own phone to confirm it loads



	Pro Tip: Test Before Every Event
Always tap your own card before a big meeting or trade show.
Takes 5 seconds and ensures the link is live and your profile looks right.
Nothing kills a first impression like a broken card tap.
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	⚡  During the Meeting



You have a natural window to share your card — use it deliberately. The goal isn't just to exchange contact info, it's to make the experience memorable and get them to fill out the form.

Step-by-Step in the Room
	1
	Tap or show your QR code
Hold the card near the top-center of their phone's back. If NFC doesn't connect, open your EvoCard app and show the QR code — it works every time.
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	Walk them to the Save Contact button
Once they're on your profile, point to the Save Contact button. Say: "Hit that button and I'm in your contacts instantly." Make it easy for them.



	3
	Highlight what's relevant
If they mentioned LinkedIn, point to it. If they want to book time, show them your Calendly link. Customize the moment — don't just hand it off.



	4
	Invite them to the contact form
See Section 4 for the exact script to get them to fill out your lead form before the conversation ends.



	What Great Looks Like
"Let me send you our info — just tap here and drop your email so I can follow up."
Confidence + a clear call to action = more leads captured in the room.
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	→  Getting a Lead



The contact form on your EvoCard profile is your secret weapon. When someone fills it out, they become a tracked lead in your dashboard — with their name, email, phone, company, and message all captured automatically.

The Ask — Use This Script
	"I'll send you our info — can you drop your details in here so I can follow up? Just takes a second."



That's it. Keep it casual, keep it simple. You're not asking them to commit to anything — you're making it easy for them to stay in touch.

Why the Form Beats a Vcard
1. Their info lands directly in your dashboard — nothing to type, nothing to lose
1. You get their name, email, phone, company, and any message they add
1. You capture email and SMS opt-in so your follow-up is always compliant
1. The lead is timestamped and tied to your card automatically

	Timing Is Everything
Ask before the conversation wraps up, not on the way out the door.
The warmer the conversation, the more likely they are to fill it out.
If they're in a rush, offer the QR code and follow up via email later.
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	◆  After the Meeting



The meeting is over, but the work isn't. Speed and context are what separate forgettable follow-ups from ones that actually convert.

Your Post-Meeting Routine
	1
	Check your Leads dashboard
Log in to myevocard.com and go to the Leads section. You should see any form submissions from the meeting listed with full contact details.
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	Follow up within 24 hours
Reach out by email or phone the same day or next morning. Reference where you met and something specific from your conversation.



	3
	Add a note to the lead record
Open the lead in your dashboard and add a quick note with context: what you discussed, what they need, and what your next step is.



	4
	Schedule the next touchpoint
Don't leave the first follow-up without a next step. Propose a call, send a calendar link, or at minimum say when you'll follow up again.



	24-Hour Rule
Following up within 24 hours can dramatically increase your conversion rate.
After 48 hours, the connection starts to fade.
Set a phone reminder the moment you walk out of a meeting.
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	✦  Best Practices for Your Profile



Your My Evo Card profile is the first thing prospects see when they tap your card. Make it count — a polished profile builds trust before you say a word.

Photo
1. Use a professional headshot — well-lit, recent, and clear
1. Avoid logos, group photos, or casual selfies
1. A good photo increases profile saves by making you recognizable

Bio
1. Keep it under 3 sentences
1. Lead with what you do and who you help, not your job title
1. Example: "I help mid-size companies modernize their sales process. Ask me about our digital card program."
1. Avoid jargon — write like you'd speak to a new contact

Links & Contact Info
1. Always include: email, phone, LinkedIn
1. Add a Calendly or booking link if you schedule meetings — it removes friction
1. Include your company website
1. Add Instagram or Twitter only if you're active and it's professional

	Profile Completeness = More Saves
Profiles with a photo, bio, and booking link get significantly more
Save Contact actions than incomplete profiles.
Spend 10 minutes completing yours today — it pays off every tap.
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	◉  Tracking Your Performance



My Evo Card gives you visibility into exactly how your card is performing — so you can see what's working, spot opportunities, and stay motivated.

Where to Find Your Stats
Log in to myevocard.com and go to your Profile Analytics section. You'll see a dashboard with your key engagement metrics updated in real time.

	Profile Views
How many times your card was opened
	Tap Count
NFC + QR scan interactions
	Contact Saves
Saves to phone via Save Contact
	Lead Forms
Contact form submissions



How to Use Your Numbers
1. Views but no saves? Your profile may need a stronger photo or bio — update and recheck
1. Taps but no form fills? Practice your in-person ask — the form is the key conversion step
1. Lots of leads but low follow-up close rate? Review your follow-up timing and messaging
1. Compare week over week after events to see how active periods move the numbers

	Make It a Habit
Check your analytics every Monday morning.
Set a personal goal: 5 new taps and 2 form fills per week.
Share your numbers with your manager in 1:1s to show pipeline activity.



	Ready to close more with your card?
Log in at myevocard.com  •  myevocard@gmail.com
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