® ChatinFlow FREE GUIDE

DM AUTOMATION FOR COACHES: FROM FREE
GUIDE TO BOOKED CALL

Giveyourlead magnet themoment someoneasks, followup with ashort sequence, book discovery
callsinthechat andsellyour program with a Buy button.

Updated October17,2026 - chatinflow.com/solutions/for-coaches

Peoplerarely buy a coaching program from a cold post.They take something free, tryit,and then want to talk
toyou.Mostcoacheslosethem somewherein between:the guide goes outbyhand days later,the follow-
up neverhappens,andthediscovery calllinkgets buriedin a thread. ChatinFlow runs that whole path inside
the chatwherethe personfirstsaidyes:thelead magnetthemomenttheyask,a short series of useful
messages, a callthey canbookintwo taps,and the program they can pay forwithoutleaving the
conversation.This guide walks through the set-up, step by step,fora coach orcourse creatorwho sells from

Instagram, WhatsApp, MessengerorTelegram.

Key points

e Someone writes GUIDE orCALLundera post,inastoryreplyorina DMand gets yourlead magnetor
booking linkat once,withthe email they type saved onthe contact.

e Adrip sequence follows up withone useful tip ata time, atthe hours youset,and stops whenthe person
replies.

e Discoverycalls are bookedinthe chatfromthe times that arereally free, withreminders before the call.
e ABuybuttonsells yourprogramthroughyourown Stripe orPayPal,oryoushare yourcheckout link from
yourcourse platform.

e Live questions geta private answerwhile youkeep teaching,and students caninvite friends with their

ownreferral link.

chatinflow.com 1/9



THE COACHING FUNNEL, INSIDE THE CHAT

Step What happens Built with

Apost,astoryoran Someone writes GUIDE A comment, storyreply or DM keyword

ad trigger

The free guide Arrives atonce;the email is saved Send DM, Ask a question, Reply check

The nurture One tip aday forafewdays Adrip sequence

The call Free times offered and booked Offertimes inthe chat, Book the time they
picked

The program Paidin the chatoronyourplatform A Buy button oryourcheckoutlink

The students Onboardedlessonbylesson,inviting Asequence and Refera friend

friends

STEP 1: START FROM THE TEMPLATES

Open Automations, Explore and search the gallery. A search for"live" shows the Live templates:answering
Live questions privately, gamifying a Live and sending offers during a Live. Searching "lead" shows lead

capture from comments, stories and ads.
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@ Explore

4 My automations 1°

f8 Sequences & Growthlinks

[3 Web forms © 4+ Newautomation

Q live x 3templates X Clear filters
Type
All 3 InstagramLivecomm... ® InstagramLive comm... < O
Automation 1

4 Sendprivatereply (DM fr...
Flow 2 question

What startsit

Saw yourquestion on the Live.
Hereis the full answer.

4 Tagcontact

All 3
PostorReel comment 0 Engage youral Bitomation \gage your audience
Directmessage 0 ANSWER LIVE QUESTIONS GAMIFY INSTAGRAMLIVE
; PRIVATELY Privately reply to viewers who comment the
Storyreplyormention 0 . ]
Privately send the full answer to viewers who keywordduringyourLiveand tagthemas...
Live comment 3 askaquestioninyourlLivecomments.
Bookings,forms and more 0
Setitup > Putittowork -
Goal
All 3
Grow followers 0 InstagramLivecomm._. <Q ®
Engage youraudience 2
4 Sendprivatereply (DM fr..
Drive trafficandsales 1
Captureleads 0
Customerservice 0
Platform

Live templates forcoacheswho teachoncamera.

STEP 2: DELIVER THE LEAD MAGNET AND SAVE THE EMAIL

Someone sends GUIDE from yourpost,yourbio oran ad.The guide arrives at once, anything you canlink or

attach,aPDF avideo orapage,andtheemailtheytypeis saved on the contactforyouremailtool.

S mesaes swenos

Send DM

[ —r— O Henees - Smeloh © Commtdse  Swpo2 o Hesme Sepos
: % tmes st ® s
WhatsApp message send buttons Tagcontact Aska question
rec o - - R — Wait SendDM gy
21 P — o

Ask forthe email, checkit,and followup ifno reply comes.

1.The keyword. GUIDEin the caption,in capitals,so people copyit.
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2.The question. "Where should Isendit?" with an Aska question step.
3.The check.AReplycheckstep confirmsthatthe answeris an emailaddress;if not,a polite second try.
4.The guide. Thelinkorfile,plus a tag forthe topic,so latermessages match whatthey asked for.

5.The handoff. The Add to CRMoremaillist step sends the lead to Kit,Mailchimp, ActiveCampaign or
HubSpot,orawebhooksendsitanywhereelse.

STEP 3: FOLLOW UP WITH A SHORT SEQUENCE

The personwho downloaded yourguideis warmestin the next few days. A drip sequence follows up with one
usefultipatatime,atthehoursyouset.

@ Explore 4 My automations 1° f8 Sequences e Growthlinks [ Web forms @ + Newautomation

Drip sequences

Send aplanned seriesoverdaysinstead of one message now. Asequence stopsonitsownwhen
the contactreplies.

Newsequence

Afterthe first visit

e Active Move todraft Sequencename Delete
3 Steps-OlInprogress

Aplanned seriesoverdays thatstopsonits ownwhenthe contactreplies.Demo workspace.

Asequencestopsonitsownwhenthe contactreplies,so aprospectwho asks aquestion getsyou,notthe
nextscheduledtip.Add peoplewiththe Add to sequence step attheend of thelead magnet flow.On
Instagram and Messenger,messages can go out only within 24 hours of the person'slastmessage,so end
eachtipwith an easy question; theiranswerkeeps the conversation open.On Telegram thereis no window

oncetheystartyourbot,and on WhatsApp approved templates carry the sequence past 24 hours.

STEP 4: BOOK THE DISCOVERY CALL IN THE CHAT

When they arewarm, offera freeintro callthey can bookrightin the chat.Setthe times you take callsin

Bookings; the chatonly everoffers times that are free.
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EVERY BOOKING,
ONE CALENDAR

LEFT TODAY

s s M T WT F

. . Tnext7days
Every appointment fromchat, your booking page and
the front desk. LeaHan
8 ransen e
Sun1l:00 AM . Balayage 17
7 16 : & e &
All Awaiting Confirmed Done Canceled No-show

Everybookinginone

Waiting foryourOK

Set,withreminders on

They came and went

Called off by them or Booked butdid not

place byyou come

A“ /I Reports % Bookingsetup + Newbooking

16 bookings

Q Customer, phoneorservice

10:00 AM LenaFischer
® Done
6 11:00AM Cut & blowdry:Ava
Oct
WED 01:00PM  SofiaReyes
® Done
1 03:30PM Balayage - Leo

Callsbooked from the chatland on the same calendar. Demo workspace.

Before offering times, two orthree quickreplies can qualify the call: theirgoal, theirtimeline, theirbudget
range.The answers are saved on the contact,so youwalkinto the callknowingwho you are talking to,and

you can sendthebookinglinkonly to the people who fit.

STEP 5: SELL THE PROGRAM

Two ways to take the payment:

ABuybuttoninthe chat. Connectyourown Stripe orPayPalaccount,and the Buy button step opensa
checkoutatyourprice.Themoney goes straight to youraccount, the thank-you arrivesin the chatand the
saleisrecorded.

Your course platform's checkout. Share yourKajabi, Teachable orThriveCart checkout linkin the DM.
Thereis no built-in sync with those platforms; an HTTP request step canrecord thelead in them through
theirAPls.
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STEP 6: ONBOARD STUDENTS ONE LESSON AT A TIME

The firstlesson can go outthe moment someone asks, with no sign-up pageinbetween.Finishitandthe
next one unlocks tomorrow moming,on schedule, with a sequence.Forwebinars,someonetapstoregister
from yourad orpost,the chatasks foranemailand a phonenumber,saves both and sends the joining details

rightaway.

STEP 7: ANSWER LIVE QUESTIONS WHILE YOU TEACH

Questions asked during a Live get a private answerwhile you keep teaching: a viewerwrites PLANand the
planyou are talking about arrivesin theirDMs. A tag marks everyone who joined, so the replay and yournext

offerreach therightpeople.

STEP 8: LET STUDENTS BRING THEIR FRIENDS

Askaboutadealand getapersonalinvite link. With Refera friend,each student gets theirown link, friends

who startachatthroughitcountforthem,andeachreward onyourladderisreached once.

@ Explore 4> My automations 1° f3 Sequences & Growthlinks [@ Web forms @ + Newautomation

Refer afriend

Every customergetsapersonalinvite link. Friendswho start achat throughit count forthem, and
eachreward onyourladderisreached once. Flows hand out the link, thank the memberand greet
the friend.

No programyet
Choosethechannel thelinks open,whatmakes a friend countand therewards. Then letus setup the flows: theinvitelink, the thank-you, the

reward and the welcome.

+ Createaprogram

Every studentgets a personalinvite link,and rewards arrive as friends join.

MEASURING WHAT CONVERTS

The Automations tab in Analytics shows which flowsran mostand how many finished,and each flow's
Activity view lists every run.Put a different keyword on each lead magnet, GUIDE, PLAN, CHECKLIST,and
comparetheirruns to seewhich one people actuallywant.In the Results tab, sales from Buy buttons are

creditedto thelastmessage beforethem,soyou canseewhichlead magnetledto paying students.
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Al THAT SOUNDS LIKE YOU

On apaidplan,withyourown OpenAl, Anthropic, Google GeminiorAzure OpenAlkey,an Alreply step
answersinthevoiceyou describe:thetone,whatto sayandwhatto avoid.The Alagentcan answerprogram
questions from yoursources,such as yourprogram page and FAQ,and hand the chatto youwhen the
answeris notthere.ltdoesnotlearn from yourpastmessages,andyou cantestrealanswers with Tryitunder

AlReplies before anything goeslive.

A SEVEN-DAY LAUNCH, INSIDE THE CHAT

Asmallprogram launch fits neatly into a week of automations.

1.Day1. PostaReelwith"CommentPLANformyfree 3-dayplan".The commentautomation sends the plan

and asks forthe email.

.Day2.Thesequencesends daytwo oftheplanat8:00,with ashort questionattheend.
.Day 3. Day three arrives,with aninvitation to a free Live on Thursday.

.Day 4. Golive.Viewerswho comment JOINget the program pagein theirDMs while you teach.

[ I — T SN I N

.Day 5. Abroadcastto everyone tagged with the plan opens the doors, with a Buy button and abooking
linkforquestions.

6.Day 6. Peoplewho tappedbutdid notbuy getonereminder; people who booked a callgetareminder
beforeit.

7.Day7.Doors close.Students getlesson one and theirpersonalinvite link.

Every stepuses thesame flows,tags and contacts,so you can see afterwards which post, which Live and

whichmessage broughteach student,and run the nextlaunch withwhatworked.

WRITING MESSAGES THAT FEEL LIKE COACHING

YourDMs are a sample of whatworking with you feels like.

Give before youask. The guide first, the question second, the offerlast.
Oneideapermessage.Atip someonecanusetodaybeatsalongessay.

Ask, thenlisten. A questionsuchas "Whatis the hardest partforyourightnow?" tells you what to offer,
andtheanswersavedonthe contactmakesthe callbetter.

Make the next step obvious. One button,onelink,one thingto do,sonobodyhas towonderwhatyou

want from them.

RIGHT FOR YOUR PROGRAMS?

It suits coacheswho start with a free guide,lesson orcall,course creators who launch from Instagram,

WhatsApp orMessenger,and anyone who loses warm leads between the freebie and the sale.ltdoes not
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hostyourcourse;yourlessons stay whereyou hostthem today.Anditis notforcold outreach to peoplewho

neverwrotetoyou.

TERMS IN THIS GUIDE

Lead magnet. A free guide,lesson orchecklist you give in exchange foraDMoran emailaddress.

Sequence.Aplannedseries of messages overdays.ltstopsonits ownwhenthe contactreplies,so a
questionreachesyouinstead of the next tip.

Tag.Alabelonacontact,such aswebinar-oct,used to build segments and to start orskip automations.
Customfield. Anamedvaluesavedonacontact,such as goaloremail, filled by a question step ora flow.

Buybutton. Aflow step thatsellsa productora program through yourown Stripe orPayPalaccount, with
themoney going straight to you.

24 -hourwindow. On Instagram,Messengerand WhatsApp, a business can send free-form messages
onlywithin 24 hours of the person'slastmessage.

Segment. Asaved filterof contacts,such as everyone with yourfree guide who has notbought, keptup
todateascontactschange.

COMMON MISTAKES

Aguide behind along form. Askforone thing,the email,and deliveratonce.

Asequence that keepssellingaftertheyreply. Sequences stop onreply;letthem,and answer
personally.

Offering every time slot. Qualify first with two quickreplies, then offerthe call.
One keyword foreverylead magnet. Use one perfreebie,soyoucancompare them.

Forgettingthe 24 -hourwindow. End nurture messages with a question,oruse Telegram orWhatsApp
templates.

QUICK ANSWERS

Canpeople book adiscovery call without leaving Instagram?

Yes.The flow offers yourfree calltimesin the chat,books the onetheytap and sends areminderbefore the
call.

Canlsend a different guide fromeach post?

Yes.Give each postitsowncommentautomation and keyword; a post-specificautomation wins overone

thatwatches every post.
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What happens if alead repliesin the middle of a sequence?

The sequence stops forthem,and the conversation waitsinyourinboxso you cananswerpersonally.

Cannew leads go to my email tool?

Yes. Kit,Mailchimp, ActiveCampaign and HubSpot connect with yourown key,and the Add to CRM oremail

liststep sendseachnewlead.

SOURCES

MessengerPlatformand IG Messaging APl policy,Meta forDevelopers,on the 24-hourwindow.

Private Replies,Meta forDevelopers,on answeringcomments by DM.

DO IT IN SECONDS, FREE

chatinfow.com/solutions/for-coaches
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https://developers.facebook.com/docs/messenger-platform/policy/policy-overview
https://developers.facebook.com/docs/messenger-platform/instagram/features/private-replies
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