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E xpertpreneur® Magazine is committed to helping en-
trepreneurs who make their living sharing their knowl-
edge and expertise, build a lucrative business and an 
influential brand. Until now, there hasn’t been a maga-

zine publication tailor made to meet the needs of “expertpre-
neurs®”.  

I’ve created this digital magazine to bring together other ex-
perts, thought leaders and successful entrepreneurs to share 
their wisdom, insights and advice to help you build your “ex-
pert business”.  You’ll also find reviews and recommendations 

on great tools, templates, books, podcasts and other resources that will help 
you grow your business and extend the reach of your brand.

In ExpertPreneur® Magazine you’ll find useful advice, tools, templates, ideas, tips and 
strategies specifically designed to help “expertpreneurs®” grow their business.  In our 
magcast you’ll get articles, audio podcasts, videos, free reports, expert interviews, and 
useful strategies to help you take massive action to build the business you’ve always 
wanted.

In addition to providing great strategies, advice and tactics, we also provide you with 
some inspirational and motivational content because building an “expert” business can 
be hard work and everyone can use a little inspiration once in awhile.

Dedicated to your success

Sheryl Wolowyk 
Sheryl Wolowyk
Editor, ExpertPreneur® Magazine 
and Founder of Expert Elevation

To ensure you don’t miss an issue Subscribe to ExpertPreneur® Magazine today and 
receive one month FREE!

Click the Subscribe button Now.   

Subscribe today and take advantage of this time-limited promotion to receive each 
edition for only $1.99.  That’s close to 70% off the cover price and less than a cup of 
coffee!  So what are you waiting for?  Hit the Subscribe button and start building the 
business you’ve always dreamed of.

BY SHERYL WOLOWYK

SHERYL WOLOWYK

Note From the Editor

Note From the Editor
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I’ve been a believer of using the pow-
er of assessments in my business and 
with my clients for years.  In fact, for 

almost a decade I’ve used a pre/post as-
sessment to measure comprehension in-
creases in my online courses.  This very 
tool was what inspired me to use Assess-

ments as a marketing strategy that has rev-
olutionized my business.

Over the past year, as I’ve explored and 
perfected the strategy of Assessment Mar-
keting, I’ve had numerous conversations 
with experts, like you, who were both cu-

JANE DEUBER

The New Era of  “Prospect Centered” Marketing

BY JANE DEUBER
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The New Era of  “Prospect Centered” Marketing

rious and skeptical of this new way of at-
tracting and courting prospects. I get it, 
and I welcome the skepticism, as it only 
empowers me to better articulate what we 
have come to know about the power of 
giving the gift of awareness to those we 
are here to serve.

So, with a nod to your “inner critic”, I pre-
sent below my best shot at answering the 
most common questions about Assess-
ment Marketing. Review them with an 
open mind and an understanding that only 
through innovation will we create a shift in 
the world of online marketing.  Only by let-
ting go of our attachment to “how things 
should be done” can we free ourselves up 
to find an even better way to deliver value, 
create connection and ultimately inspire 
empowered action.

What is Assessment 
Marketing?

Assessment marketing is the process of 
creating a desire for a product or service 
by shining a light on the gap between 
where the prospect is versus where they 
want to be.

Why does it work?

Assessment marketing is incredibly effec-
tive because it provides the prospect with 
an opportunity to discover where they are 
strong and where they need to shift in re-
lation to any topic of transformation. In 
short, it enables the prospect to “tell the 
truth” about where they are while at the 
same time getting a clearer picture of 

where they want to be. This experience 
thereby intensifies the pain of the gap and 
increases their desire for support and guid-
ance in order to make the shifts required 
to experience what they ultimately want.

How is the assessment 
used in the marketing 
process?

The assessment is used in the marketing 
funnel two different ways.  First, it can be 
the primary “call to action” (CTA) and the 
first point of contact with the new lead.  An 
example would be, “Click here to discover 
why your relationship is off.”   Second, the 
assessment can be offered in a drip cam-
paign as a next step after receiving your 
free gift either on your website home page 
or sales campaign.

Once the prospect clicks through, they are 
invited to rate themselves on a scale 
of 1 to 10 in a series of areas related 
to the overall topic of transforma-
tion. A score of 1 is selected if the 
prospect has not addressed a 
particular aspect at all, while a 
score of 10 is selected if a par-
ticular area has been handled 
to their complete satisfaction. 
What results is an overall score, 
as well as section scores, that 
represent where the prospect is 
on their evolutionary path.

The potential places you can offer 
your assessment CTAs are endless. 
From featuring it on your website 
home page, or using it as an engage-
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ment tool prior to speaking to a group, to 
a weekly Facebook campaign, we offer 
more than 12 powerful placements that 
ensure broad-reaching exposure to the as-
sessment.

How does the prospect 
benefit from taking the 
Assessment?

By giving a numerical answer to each 
statement, the prospect is served in many 
ways:

• They become aware of where they are 
strong in relation to the topic and can 
draw a sense of confidence knowing 
they are on the path to improvement.

• They are given a glimpse of what ele-
ments impact their success in a particu-
lar area, thereby allowing them to get a 
sense of what’s possible.

• They see exactly where they need to 
shift and grow in order to experience 
the positive improvement they seek.

• They feel affirmed, understood and in-
spired in their first contact with the ex-
pert.

• They receive next steps that are appro-
priate for where they are on their path.

Why Prospects LOVE 
Assessment Marketing

Something magical happens when we turn 
the spotlight and shine it on the prospect 
rather than ourselves. Right from the start, 

prospects feel a sense of connection with 

us having been a conduit for them to have 

a greater understanding of where they are 

and what needs to change.

Another cool benefit of assessment mar-

keting is that it not only warms the client 

to our offer it also builds our credibility in 

their eyes… it’s called “assumed genius.” As 

the client walks through the assessment 

process, rating themselves on a scale of 1 

to 10, they receive a subliminal suggestion 

that whatever is measured is the expert’s 

area of expertise. In other words, if I score 

myself low in any particular area you are 

asking me to measure I automatically as-

sume you are able to “fix it” for me. When 

this happens there is an immediate cred-

ibility, and trust between the prospect and 

the expert that more readily leads to a buy-

ing decision.

How is an assessment 
more effective than an 
open-ended survey?

While there is certainly a place in the client 

intake process for open-ended surveys, 

they are not the best method for creating 

clarity and awareness of where the client 

needs to shift and grow. This is because 

when we ask open-ended questions, we 

are in many ways supporting the prospect 

to remain in “their story” as they share why 

things are the way they are.  In their often 

long and rambling answers, they offer up 

the same circumstances, reasons and ex-

cuses, which have kept them where they 

are today. In short, open-ended surveys 

JANE DEUBER

The New Era of  “Prospect Centered” Marketing
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often give rise to a long-winded justifica-
tion as to why they are stuck.

Instead, picture a process during which the 
prospect is asked to assess how they are 
doing in each area that impact their ulti-
mate success or failure. Imagine the pow-
er of a prospect “telling the truth” (often 
for the first time) as to where they are and 
how they are really doing. What results is 
a sense of clarity about why they are not 
experiencing the results they are looking 
for and what they need to do to create the 
shift they desire.

What’s more, you will be able to get a clear 
picture of exactly where the prospect is 
from a 60-second review of their assess-
ment results. No lengthy answers to weed 
through and no misinterpretation of their 
situation.

Finally, with a numerical assessment, you 
harness the power of technology, using 

“smart programming” to customize next 
step recommendations based on where 
the prospect is on their evolutionary path.

Seeing the power of spotlighting for peo-
ple exactly where they need to grow, and 
then using this “prospect centered” infor-
mation to better meet the client’s needs 
has forever changed our marketing pro-
cess.  What has resulted is a more mean-
ingful experience for prospects, immediate 
credibility and connection and ultimately a 
tripling of our sales conversion.

This new trend toward Assessment Mar-
keting is catching fire and you’ll be seeing 
a lot more buzz about it as industry lead-
ers begin to use it in their marketing pro-
cess.  Why not be an early adopter and 
stay ahead of the crowd with a tool that 
supports you in attracting your ideal pros-
pects, engaging and inspiring them to ac-
tion, and converting them to happy, pay-
ing clients?

JANE DEUBER

The New Era of  “Prospect Centered” Marketing

JANE DEUBER
Jane Deuber is  a speaker,  author and sought after business 
strategist  to mission-driven entrepreneurs around the world.  
Armed with a Master ’s  in International  Business,  Jane started her 
f irst  business in 1987 with just  $5000 and a huge vis ion.  She took 
that business to the mult i-mil l ion dollar  mark and sold it  in 2000. 
Jane then went on to establ ish and grow 6 addit ional  businesses, 
al l  of  which are al ive and well  today.

What makes Jane stand out is  her nearly three decades of “ in-the-
trenches” business-building experience,  combined with a knack 
for helping business owners create a sustainable business model 

that is  highly-leveraged and provides a constant stream of recurring revenues.

Now on her 7th successful  start-up,  Jane helps business owners master the art  of 
enrol lment by equipping them with a powerful  tool  that attracts ideal  prospects and 
provides the automated support to increase sales conversion.   Value Quiz offers the 
world’s  f i rst  done-with-you, personal ized,  “smart”  assessment that is  revolutionizing 
the way experts market onl ine.  From growing your l ist  with an innovative cal l  to 
action,  to convert ing more cl ients from one-on-one sales conversations,  Value Quiz 
is  inspir ing a new era in onl ine marketing and creating mind blowing results.
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“Good morning, this is Orvel Ray . . .”

There was a short silence. Then a woman’s 

voice, “I’m surprised you answered!  It took 

me back for a moment.”

“Well, if you ever call here, and another 

man answers, please let me know.”

She chuckled, and then asked, “Is this the 

office for The Guerrilla Group? This is Lin-

da from Washington Speakers Bureau.”

“Yes it is. And it’s just Denise and I.  Sev-

eral years ago we built an addition on our 

house, closed our downtown office, and 

let our staff go. Now we both work from 

home, here in the mountains of Colorado.”

“Oh, that must be beautiful!”

“It is. You can come and stay.  Now that 

the boys are grown we have a spare room, 

and at this altitude, we don’t get much 

company.”

“I was just shocked that you answered your 

own phone?”

“Well, who else’s phone would you have 

me answer?”

Many ExpertPreneurs® worry far too much 

about projecting a “professional” image.  

They think they need an expensive office 

and a perky receptionist or they won’t be 

“taken seriously.” It took years for me to re-

alize that being able to run my business 

while avoiding the commute, the expense 

and the hassle of having staff, is also a 

huge credibility builder.  It’s a lifestyle most 

clients only dream of.

Image vs. Identity

Guerrilla marketers know that it’s more 

important for clients to know you by your 

identity, who you really are, rather than try-

ing to project an image.  An image, by def-

inition, is a reflection, a facsimile, a fake.  

THE PRODUCT
BY ORVEL RAY WILSON, CP

When YOU are

Guerr i l la  Market ing for ExpertPreneurs®

ORVEL RAY WILSON

When You Are the Product
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When YOU are the product, your clients 

want to know who you REALLY are; your 

quirks, your family, your faults, your hob-

bies and interests.  And they want to know 

where you live, so if they’re ever dissatis-

fied they can come punch you in the nose.

Certainly you should dress up on client 

visits or conferences.  But clients prefer a 

personal relationship, especially with their 

Trusted Advisors. The more they get to 

know the “real you” the more they trust 

your expertise and rely on your advice.

Put Your Picture On 
Everything

Many years ago, we recommended to a 

small real estate brokerage that they should 

require all their agents to include their 

photo on their business cards.  For some 

of you, this might not be such a good idea, 

but stick with me here.  Today, they’re one 

of the largest real estate companies in the 
country.  I can’t mention their name, but 
believe me they sell more real estate than 
any other Company I know.

The reason you should add your pictures 
is because your brain has a special, dedi-
cated area for remembering faces (the 
Fusiform Face Area, part of the occipito-
temporal gyrus).  But the part that remem-
bers names (the left hemispheric lingual 
gyrus) is built for processing language, so 
it has trouble recalling names. That’s why, 
when you go to a networking event, eve-
ryone is wearing a NAME TAG.  Scientists 
say it’s because we evolved from troops 
of social primates.  Before the evolution 
of language, our ancestors relied on faces 
to discriminate between tribe (good) and 
outsiders (bad!).  So put your picture on 
your business cards, your stationary, on all 
of your marketing materials, and most im-
portant, on your social media profiles.  The 
more often they see your face, the more 

familiar (as in family) you become.

ORVEL RAY WILSON

When You Are the Product
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And while I’m on this particular soapbox, 

use a professional headshot.  Done in 

a studio. There’s a reason they call it FA-

CEbook.  A picture’s worth 1,000 words, 

so be very careful what your picture says 

about you.  Business attire, neutral back-

ground, cropped close; not some “selfie” 

you shot slamming shots with your sister 

(yes, I have seen it).

Especially on LinkedIn.  I will connect with 

anyone on LinkedIn, UNLESS they put up 

a picture of their cat; or worse, no picture 

at all.

Meet for Coffee Over 
SKYPE

If you work with clients remotely, SKYPE is 

a great way to create a powerful personal 

connection.  And it’s free (the Guerrilla Mar-

keter’s favorite word). They see your face, 

your desk, the junk on your bookshelf.  

You can share documents, presentations, 

or your three-year-old daughter singing 

“Old McDonald Had a Farm.” (Yes, I actu-

ally have seen it too). It really is the next 

best thing to being there. And for gawd’s 

sake look at that thumbnail. How are you 

framed? How is the light?  Makes me crazy 

when a client SKYPEs me while sitting in 

front of the windows, curtains drawn wide, 

and all I can see is a scary silhouette.

While you’re at it, invest in a high-quality 

webcam.  I use the Logitech BCC950 Con-

ferenceCam (about $250 bucks. Google 

it).  Not because I’m a tech geek, but be-

cause a client in Saudi Arabia gave it to me 

as a gift.  You see, when they put our con-

versation up on the 40-inch plasma in the 

boardroom, the camera in my MacBook 

made my face look like a pizza.

Another tip learned the hard way: remem-

ber to look directly into the camera.  I made 

the mistake of looking down at my Power-

Point and the client felt like I was staring at 

her, uhmmm, let’s just say, “jewelry.”

Tell the Truth

This big white envelope arrived in the mail.  

Big red letters on the outside said, “THIS IS 

NOT A BILL.”  Inside, the letter explained, 

“That was the envelope.  THIS is the bill.”  

So I paid it.

People appreciate when you tell the truth, 

especially about the little things.  I’ve had 

clients call from Australia at 3:00 AM and 

ask, “Did I wake you up?” “Well, no. Not 

yet.”  And yes, I’m writing this in my under-

wear.

Separate the Personal 
from the Professional

Social media is the exception that proves 

the rule.  A teacher at a small Christian col-

lege in Texas was in London, standing as a 

bridesmaid for a friend.  The bride posted 

an iPhone shot of the girls sitting around 

a booth (at the bachelorette party, I pre-

sume) with a glass of wine in the fore-

ground.  When she returned to Texas, the 

teacher was fired for “Inappropriate Public 

Conduct,” a violation of her contract.  No 

ORVEL RAY WILSON

When You Are the Product
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she wasn’t DRINKING the wine, or even 

HOLDING the wine.  It wasn’t even her 

wine.  Fortunately Facebook now gives 

you the option to delete content posted 

by others that you might not want others 

to see.

The things you DO post should pass the 

test of professional relevance.  If you’re 

leading an executive seminar in Dubai, 

then by all means, Tweet about it, along 

with gratuitous pictures of the Burj Al Arab.

Better still, put your client in front of a vid-

eo camera telling your audience how great 

the seminar was, and upload it to YouTube.  

Save the vacation slides for torturing your 

neighbors when you get home.

You may not know this, but in addition to 

my speaking and consulting practice, I lead 

a Batman-like double life, as a drummer in 

a 20-piece swing-era big band.  Being a 

jazz musician doesn’t exactly enhance my 

credibility as a marketing guru.  That’s why 

I keep them separate.  They have their own 

social media pages and their own YouTube 

channel, and all my musician friends call 

me “Sticks”. . . but that’s another story.

ORVEL RAY WILSON
Orvel  Ray Wilson,  CSP is  co-author of s ix books in the 
legendary Guerri l la  Marketing  ser ies.   S ince 1980, he’s  been 
doing keynote speeches,  conducting public seminars,  pr ivate 
workshops,  and consult ing with cl ients around the world.   He 
special izes in helping people just  l ike you get the edge they 
need to succeed in today’s hyper-competit ive environment.   
Learn more at  www.Guerri l laGroup.com.  I f  you’d l ike to have 
coffee over SKYPE and talk about your marketing,  send an 
e-mail  to OrvelRay@Guerri l laGroup.com.

ORVEL RAY WILSON

When You Are the Product



www.expertpreneurmagazine.com Powered by www.expertelevation.com|  14 |

ExpertPreneur® Magazine

You’ve heard the phrase, “Small hing-
es open big doors.” Highly success-
ful people are unconsciously doing 

little things that lead to big results. And if 
they can do it, you can, too.

Here are 10 Power Habits to help you boost 

your self-confidence, attract your desires, 

and be more successful...

1. Take 100% Responsibil-
ity for Your Life

The first step to making any important life 

change is to take responsibility. Look at that 

word ‘responsibility’—it’s comprised of the 

words response and ability, meaning “the 

NOAH ST.  JOHN

10 Power Habits That Wil l  Change Your Life

THAT WILL 
CHANGE
YOUR LIFE

BY NOAH ST. JOHN

Ten 
Power

Habits
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ability to respond”. When you take respon-

sibility, you are saying to yourself and the 

universe, “I am able to respond to what’s 

happening in my life, and I am not a vic-

tim.” This is the first step to lasting change.

2. Ask Yourself What You 
Really Want

It’s true: You can’t get where you’re going 

if you don’t know where that is. Many of 

my clients start our first coaching session 

by saying, “But I don’t know what I want!” 

I argue that you do know what you want, 

but you are too scared to admit it. Ask 

yourself, “If time and money were no ob-

ject, what would I really love to be, do, or 

have?”  If the answer doesn’t frighten you 

a little, you may not be asking big enough!

3. Use Afformations®

Asking empowering questions or 

Afformations, is one of the foundational 

Power Habits. Afformations are empow-

ering questions that immediately change 

your subconscious thought patterns from 

negative to positive. Most people are un-

consciously asking themselves very dis-

empowering questions like, “Why can’t I 

do anything right”?, “Why am I so broke”?, 

and “Why can’t I lose weight”? When you 

constantly ask disempowering questions, 

whether you’re doing it consciously or not, 

your mind will find a way to make it so. 

Change your disempowering questions 

to empowering questions like, “Why am I 

good enough”? and “Why does everything 

work out for the best”?

4. Stop Blaming Others

Blaming others leads to the emotional 

block called resentment. The word resent-

ment comes from a Latin word meaning 

“to feel again.” Focusing on past hurts and 

slights may give you a feeling of control, 

but it’s a false feeling because the past is 

gone. The quality of your life depends on 

just two things: the quality of your com-

munication with the world inside of you, 

and the quality of your communication 

with the world outside of you. Use Power 

Habits to improve the quality of commu-

nication with both worlds that you live in.

5. Stop Blaming Yourself

This is the flip side of blaming others. 

Blaming yourself leads to the emotional 

block called guilt. Guilt is simply resent-

ment turned inward. Just like focusing on 

how others hurt you in the past, focusing 

on your mistakes only intensifies feelings 

of inadequacy and not-enoughness. Talk 

to yourself like you would talk with a friend 

who is hurting. Would you tell your friend 

they were “stupid” or “not good enough”? 

Of course not! Then don’t say these things 

to yourself.

6. Give Yourself 
Permission to Succeed

Most people are driving down the road of 

life with one foot on the brake. As much 

as you want something—whether it’s more 

money, to lose weight, be healthier, find 

NOAH ST.  JOHN

10 Power Habits That Wil l  Change Your Life
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your soul mate, or quit a bad habit— your 

brain is hardwired to keep doing the things 

it’s been doing. That’s why you must con-

sciously give yourself permission to accept 

the good things in life, even if it’s been 

years since you’ve done anything nice for 

yourself.

7. Challenge Your 
Assumptions

You are continually forming assumptions 

about life and your relationship to it, but 

most of them are unconscious and dis-

empowering. Most people assume nega-

tive things like I’ll never be very successful 

or I’m not good enough. If those are your 

unconscious assumptions (beliefs), your 

actions will tend to be tentative, fearful, 

and anticipating failure—and your results 

will be less than desirable. Challenge your 

assumptions by realizing that just because 

you’ve failed in the past does not mean 

that you are a “failure”. “Fail” is a verb that 

every highly successful person has done. 

The difference between them and the av-

erage person is that highly successful peo-

ple persist even in the face of temporary 

failure.

8. Takeout Your Head 
Trash

Most people are constantly focused on 

what they lack, what they don’t have, and 

who they are not. I call this your head 

trash. Most of us could hardly count the 

number of negative thoughts we’ve had 

about ourselves. Imagine if every negative 

thought you had was a piece of trash in 

your home. Now imagine that you never 

took out the trash. Your home would be 

pretty disgusting, wouldn’t it? Well, many 

people’s heads are like that—there are lit-

erally decades of trash that they’ve never 

taken out. Take out your head trash and 

you’ll find that it’s a lot easier to breathe—

literally!

NOAH ST.  JOHN

10 Power Habits That Wil l  Change Your Life
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9. Keep a Daily Action 
Journal

When you wake up in the morning, write 

down 5 things you would like to do that 

day. I call this your Daily Action Journal. 

The key is to make them things you can 

control. For example, in business “Make 10 

phone calls” is something you can control. 

“Get 10 sales” is not, because you can’t 

control whether someone buys from you. 

Similarly, in life you can control “Drink 8 

glasses of water”, but you can’t control 

“Lose 10 pounds.” The key to happiness is 

to realize what you have control over and 

what you don’t.

10. Keep a Daily Gratitude 
Journal

Every night before bed, write down 5 

things you are grateful for. When I start-

ed this practice in 2007, I was $40,000 in 

debt, had no friends, and was working out 

of my parents’ basement. 24 months later, 

I had a six-figure book publishing deal, a 

beautiful home in the Midwest, was 100% 

debt-free, and married the love of my life. 

Of course, I’m not suggesting that prob-

lems magically fix themselves.

However being grateful and taking focused 

action changed my life in ways I couldn’t 

have imagined even five years ago.  You 

can choose right now to change your hab-

its, even if you’ve been doing unproductive 

habits for years.  Change your habits, chal-

lenge your assumptions, and watch your 

life change in miraculous ways.

NOAH ST.  JOHN
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Keep it Simple 
FOR MAXIMUM PROFITS 

and Enjoyment
BY SHERYL WOLOWYK

SHERYL WOLOWYK

Keep it  Simple for Maximum Profits  and Enjoyment

In this age of information overload, in-

stant gratification, and an overabun-

dance of options for our businesses, 

this notion seems counterintuitive. After 

all, with all of the new exciting ideas out 

there, aren’t you only hurting yourself by 

ignoring them?

It’s almost impossible to keep up with the 

breakneck pace of the Internet. Someone 

comes out of the woodwork every single 

day with a new breakthrough marketing 

software, or social media lead-generator, 

you name it... You can’t possibly master 

them all.

“Simplicity is the ultimate form of sophistication.” 
– Leonardo Da Vinci.
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That’s why in my business I like to stick to 

the basics. And believe it or not, I find a 

lot more success keeping it that way. And 

deal with a lot less stress.

So, today, I’m going to show you how 

keeping your business simple will earn you 

more profits, and provide a lot more en-

joyment in the long run.

I’ll show you my core formula for business 

success...

The least expensive way to generate the 

most income...

And how you can develop new habits, no 

matter how hard it may be...

The Winning Formula

Back in the late 90’s, Mark Joyner became 

a pioneer in Internet marketing.

He published a number of books, the most 

famous of which is called “The Great For-

mula”:  A surefire way to find business suc-

cess.

Now, when I first heard that title, it scared 

me a little bit. After all, “great” implies “long 

and complex”, right? Am I going to have 

to take years mastering a technique for a 

business I want to succeed now?

Mark actually went in the complete op-

posite direction. His “formula” was to first 

create an irresistible offer. Present it to a 

thirsty crowd. And, finally, sell them a sec-

ond glass. Three simple steps to success.

That certainly sounds easy enough, doesn’t 

it? All you have to do is what we’ve been 

talking about for months now. Find some-

thing your Ideal Client desperately wants – 

that eliminates their deepest fears and frus-

trations, or makes their hopes and desires 

reality. Then, offer your product or service 

in an irresistible way. And keep them com-

ing back for more.

The big secret is... there is no secret. That’s 

all you need for success – nothing more, 

nothing less. You don’t need fancy market-

ing methods and technology, just a great 

product and a hungry market.

And frankly, that’s what all of the long-last-

ing, super successful Expertpreneurs® do 

– keep it simple.

When I created my Expert Elevation busi-

ness, I took this “great formula” into con-

sideration. After all, the way I operate is 

intended to help all Expertpreneurs® to 

develop influential and lucrative business-

es in the simplest way possible. Nothing 

overly complex or expensive.  Just simple 

and effective techniques.

That’s how I came up with my own formu-

la – “Easy, Simple, and Lucrative”, some-

times referred to as E.S.L.  Essentially, your 

business should always run with as little 

effort as possible, while still earning maxi-

mum profits.

This is not out of laziness, of course. This 

is due to working smarter, not harder. And 

SHERYL WOLOWYK
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making sure you are always streamlining 

your actions to prioritize what makes the 

biggest impact.

It also involves having a strategic approach 

to things, where you are clear on where 

you are going, which always makes it eas-

ier to figure out how you are going to get 

there.  Figure out your strategy first, then 

the tactics will fall into place.

When you do what I’m suggesting above, 

you’ll end up spending a lot less money 

and wasting a lot less time.

How to Maximize Profits 
on a Dime

Let’s take a moment and analyze the Ex-

pertpreneur® who tries to keep up with 

marketing fads.

Let’s imagine a tech savvy male entrepre-

neur who’s building out his business. He 

enjoys using expensive software and hard-

ware to improve his sales. He probably 

also uses a lot of different communication 

tools to reach his clients.

However, you can also imagine that in 

order to keep up with trends, he has to 

spend a good deal of money on cutting-

edge products. He must buy software, 

courses, tickets to events, etc... None of 

these things come cheap.

Even if he has the money to do this, you 

can assume that not every one of his in-

vestments is paying him back. Due to the 

80/20 rule – that 80% of your results come 

from 20% of your efforts.

So, if he’s spent $10,000 on various tools, 

he may make the same amount back, 

but has no idea which investment 

brought that in. It could have 

been anything. That makes 

it impossible to tweak 

and test for improved 

conversions, and 

to remove any 

excess fat.

On the oth-

er hand, the 

“Easy, Simple, 

and Lucrative” 

E x p e r t p r e -

neur® prefers 

to try just one 

or two new mar-

keting techniques 
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before jumping into something new. Let’s 

say in this example we have a female ‘ex-

pert’ entrepreneur who prefers to choose 

one or two methods at a time.  She chose 

lead generation as her main focus with ef-

fective use of funnels, landing pages, and 

a free report; all relatively low cost ways to 

market, which work in harmony together.

Granted, to do this effectively, it helps to 

spend money on a good CRM (customer 

relationship management) software sys-

tem, but otherwise, the costs are low. So 

we’ll say she spent $2000 (20% of $10,000) 

to outsource work to copywriters, hire a 

designer to make everything look nice, 

etc...

With this approach, the “E.S.L.” Expertpre-

neur® will be able to track exactly how 

her campaign fares. If she sees profits, or 

breaks even, she’ll know it has the poten-

tial to be effective. And she can tweak dif-

ferent elements of it to see if there is room 

for improvement.

If she loses money, she’ll know right away 

there’s a problem, and be able to try some-

thing new. And frankly, she wouldn’t have 

lost too much in the process.

She also has another benefit.  Since she is 

only applying a few techniques, she can 

easily manage them, refine them, and de-

velop expertise using them.

Compare this to someone who tries 

something a few times, then jumps to the 

next thing, and then the next, without ever 

sticking with something long enough to 

see if it actually works.

Not only that, when a person jumps from 

tactic to tactic, they are constantly having 

to learn new things, and likely aren’t very 

competent at the tactic while learning it.  

Add to this the sense of overwhelm that 

one can experience when trying to ap-

ply multiple tactics in their business all at 

once, and you start to see why this isn’t a 

very wise approach.

Picking just a couple of tactics and apply-

ing them long enough to find out if they 

work seems like a better way to run your 

business, doesn’t it?

Learning the Right Habits 
For Success
Honestly, making things less complicated 

can be really challenging.

Most people are brought up to work hard. 

Our parents and teachers told us the only 

way to be a good, contributing member of 

society, is to put in a 40-hour work week, 

all while raising a family, maintaining a 

home, giving back to the community, and 

so on...

All of this is fine and good, but where do 

you find all the time? Many Expertpre-

neurs® start their careers after having full-

time jobs. So we’re not only used to long 

days, but also stifling workplaces, where 

it takes forever to get something accom-

plished. Not to mention office politics, bu-

reaucracy, and unmotivated coworkers.

SHERYL WOLOWYK
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So, when we finally do break away and start 

a business we love, we find it very difficult 

to handle the change in pace and sched-

uling. We take forever to get things done, 

because we’re used to filling up an eight-

hour workday. We instinctively overcom-

plicate things because that “impressed” the 

higher-ups.  And for some people things 

get more complicated than they need to 

be simply because time hasn’t been spent 

planning out a strategy and a simple tacti-

cal plan to action the strategy.

Basically, it’s a whole bunch of nonsense 

that hinders productivity and our overall 

business success.

If you take the time to develop good habits, 

and fight to keep your business as simple 

as possible, you will gain an exponential 

amount of time to do other things. Think 

about it, if you save an hour each day, that’s 

5 extra hours a week to do more work. You 

can probably accomplish another project 

within that time, thus saving potentially an-

other hour per day.

See how it can keep building up to a large 

amount of “free time?” Imagine how much 

faster you could build your business if you 

spent less time on each project. Think 

about the quality time you could spend 

with your friends and family, traveling, en-

joying hobbies...

It truly is possible to develop a four-hour 

workday, and get more done than you 

would in eight hours.

SHERYL WOLOWYK
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The best way is to focus on one project at 

a time. Make a list of your priorities for the 

week and finish them in order of impor-

tance. Put all distractions to the side and 

just get those things done. When you fin-

ish one, move on to the next.

Just as I’ve talked about with finishing 

products, like your info product  and your 

book, you must develop a laser focus to get 

things accomplished. Don’t allow yourself 

to be distracted or move onto new ideas. 

Set aside time for brainstorming the night 

before or first thing in the morning.

If you take the time to develop good hab-

its, you will end up running a much sim-

pler business, make a lot more money, 

and work less in the process.

The Happiest Life

Honestly, I can’t think of a better lifestyle 

than working for a few, focused hours on 

something you’re passionate about, and 

then having the freedom to do as you 

please. It truly is the dream life for so many.

Yet, it’s challenging. We are constantly 

bombarded with “revolutionary” ideas for 

running a business. Jumping from this 

method, to that strategy, to the best guru 

we hear about... it’s too much. So we end 

up making our work and our lives too 

complicated.

When you tune out the noise and just fo-

cus on what works, your business will thank 

you for it. So will your bank account, and 

likely those around you who care about 

you and would like to see you more often.  

Remember my motto - keep it Easy, Sim-

ple and Lucrative – it’s all about E.S.L.

It also involves having a strategic approach 

to things, where you are clear on where 

you are going, which always makes it eas-

ier to figure out how you are going to get 

there.  Figure out your strategy first, then 

the tactics will fall into place.

When you do what I’m suggesting above, 

you’ll end up spending a lot less money 

and wasting a lot less time.

SHERYL WOLOWYK 
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YOUR STORY

ROBIN COLUCCI

Spice Up Your Story

The best memoirs and other non-

fiction narratives read like page-

turning fiction. When you tell your 

story, make it exciting, engaging, devastat-

ing, fun, heart-warming, or heart wrench-

ing. Whatever you do, make it a romp, 

not just reporting. Easier said than done, I 

know, so in this article, I will share five dra-

matic tools you can use to spice up your 

story. (Note: Don’t feel like you have to use 

all of them, some will work better in your 

story than others.)

Open with a Bang 

Don’t make the mistake of believing just 

because your story is true that it has to start 

at the beginning or always flow chrono-

BY ROBIN COLUCCI

Spice Up



www.expertpreneurmagazine.com Powered by www.expertelevation.com|  26 |

ExpertPreneur® Magazine

logically. Maybe instead of beginning your 

narrative at the beginning, you open with 

a dramatic event, an intense moment, 

something that lets the reader know this 

story is going to be interesting.

Surprise 

is one of the most delightful experiences 

for a reader. If you’ve ever been reading a 

book and gasped aloud, or exclaimed “Ah-

ha!” you know this. As you write your sto-

ry, consider what information you might 

withhold and reveal to the reader later to 

surprise or shock. How can you create 

“ah-ha!” moments?

Significance 

When I was a newspaper reporter, I always 

looked for the most compelling, engaging 

facts of the story and focused on those. 

I never told a story about everything that 

happened, but only what was most sig-

nificant. Significance can mean a lot of 

things: importance, emotion, impact, any-

thing that is likely to engage the reader and 

make them want to read more. Include 

the key events; don’t feel like you have to 

share all the events just because they hap-

pened. Include only the details that are es-

sential to the readers’ understanding and 

moving the story to its conclusion.

Create Auspense  

Create a sense of wonder, build the ten-

sion, and compel readers to the edge of 

their seats. Look for key events in your 

story that could have gone either way, or 

relationships that had a lot of tension, and 

hold back the payoff for a little while in the 

telling. While a great strategy, it only works 

if you can make them care. Which brings 

me to the fifth dramatic tool.

Reveal Character 

More than events, it’s the characters that 

make stories interesting. Lucky for you, in 

non-fiction narrative, the characters are 

real people, so you don’t have to make 

them up. On the other hand, you do need 

to be observant and share with the reader 

your characters’ quirky external behaviors 

and features that add interest and reveal 

the personality within.

ROBIN COLUCCI

Spice Up Your Story
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“How dare you settle for less 
when the world has made it so 

easy for you to be remarkable?”
-Seth Godin
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Sell ing Yourself  to Your Prospects

“Selling” certainly has a stigma attached to it, doesn’t it?

We think of greasy used car salesmen, over-the-top infomercial types, or maybe the “too 

suave” guy at the luxury boutique. And although they are different, everyone can agree 

that they’re unsavory, at best.

More often than not, it’s because these personas seem “put on.” Their actions and mo-

tivations feel forced and fake. They’re disingenuous.

BY SHERYL WOLOWYK

Selling Yourself
TO YOUR PROSPECTS
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In addition to that, they spend most of their 

time telling us how great their product is, 

and not much time listening. We feel like 

we’re getting our ears talked off.

Well, I want to erase the terrible connota-

tion of “sales” out of your mind. True sales-

manship, when done right, is all about the 

customer. It’s kind, caring, and puts your 

prospects at ease.

And today, I want to focus on how you 

can sell yourself, so you not only draw an 

audience in an organic way, but create a 

strong demand for your products. Just by 

being you.

You’ll learn how to use the art of storytell-

ing to generate authority...

Why your content and presentations 

should focus on education first...

And the importance of social proof in es-

tablishing credibility...

Storytelling that Elevates

I have talked quite a bit in the past about 

how useful storytelling can be to your 

business. It immediately connects you to 

your audience, perks up your copy, and is 

a perfect way to get a point across without 

coming right out and saying it.

Even with all of this, there’s another ben-

efit to crafting a good story – it can boost 

your authority.

Think about the last time you heard a suc-

cessful Expertpreneur® speak. Chanc-

es are they gave their background story, 

which involved hitting rock bottom in 

some way, needing a change, and forging 

the path that lead them to where they are 

today. Good standard storytelling.

What you may not have noticed, though, 

is that the facts weaved throughout that 

story offer proof of why they are an ex-

pert. Why they are able to stand in front of 

you today and give a speech on whatever 

topic they’re discussing.

Getting you excited to receive their infor-

mation.

While telling a story for a story’s sake is fun, 

how you construct it is very important. And 

I want to note that this applies no matter 

what modality you’re working with – stage, 

webinar, sales copy or video. It applies uni-

versally.

First, you must include your “aha!” mo-

ment that led you down your career path. 

Even if it happened at a very young age.

If that moment happens to be because 

you hit rock bottom, all the better. Most 

people seek transformation only when 

they desperately have to. That’s relatable.

However, even if that’s not the case, dig 

deep into the reason why you chose your 

path. There will always be something there 

that matches the reasons your audience is 

with you right now.

SHERYL WOLOWYK
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Second, take the time to discuss how you 

made that change in your life. Did you 

work with a mentor? Go to college? Just 

start a business and learn through trial and 

error?

It doesn’t matter how, what matters is that 

you establish your credentials. Show peo-

ple how much experience and knowledge 

you have by sharing your history. You don’t 

have to give your entire resume, though!

Finally, discuss how much your life has 

changed since then. Showcase the ben-

efits you are experiencing. This applies to 

any industry – health and wellness, rela-

tionships, business-building. People will 

want to know how the knowledge they’re 

about to receive could apply to their lives.

By structuring your story in such a way, 

you will have established your credibility 

as an Expertpreneur® and Authority with-

out overtly telling people they should be-

lieve you.  You will gain their respect and, 

in turn, get more sales.

Education-Based 
Marketing

If you’ve read any of my  blog posts or 

newsletter articles, you’ve learned about 

the importance of content in your busi-

ness.

Content serves a few functions – lead gen-

eration for Ideal Clients, a sales tool priming 

your readers with information they need, 

SHERYL WOLOWYK
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and a way to establish Authority. People 

will come back over and over again if you 

offer useful and actionable content.

What you should take away from this, also, 

is that giving quality information away for 

free and educating your target market is a 

surefire way to sell yourself and your busi-

ness. Your prospects will grow to respect 

your knowledge and want to know more.

For example, if you are doing a live event, 

you want to give the most useful and in-

formative presentation possible. Talk in 

full about a pressing subject for your pros-

pects, and give them tools to transform 

their lives that day.

What will happen is they’ll love and ap-

preciate what you share, and then they’ll 

eventually want to take that knowledge to 

the next level. And who do you think they’ll 

want as their guide?

The same goes for blogs, webinars, tele-

seminars, etc... Always maximize the value 

of what you are presenting. And make sure 

it’s on topics that are important to your tar-

get market.

When you develop “freemiums” – free con-

tent pieces that can be used for lead gen-

eration or as bonuses with products – they 

should be as valuable as any real product 

you sell. They don’t have to give away the 

same depth of information, however, they 

should be actionable.

And that’s a key point here: you want to 

give away valuable information for free. 

But you don’t want to give away too much. 

There’s a fine line.

Value, in this case, means dialing your ex-

pertise down to the core concepts that 

will make the biggest difference for the 

people you are working with.

It means having a caring attitude, and gen-

uinely wanting to see them have a trans-

formation. Believe me, if you give them 

too much, it will have the opposite effect 

you desire: they will be confused and over-

whelmed, and probably give up.

That’s the last thing you want to have hap-

pen as an Expertpreneur®!

Figure out the basics you can share with 

your ideal prospects. Give them enough 

to get started. And they will become your 

biggest fans.

Establishing Credibility

Just by sharing well-crafted stories about 

your journey as an Expertpreneur®, and 

providing your prospects with quality con-

tent, you will establish credibility as a lead-

er in your industry.

However, there is another element that 

can really round out your image: social 

proof.

If you don’t already know, social proof 

is any praise of your products or service 

given by someone else. It could be a cus-
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tomer, another leader in your industry, or 

even a celebrity.

As you probably know, when you praise 

yourself, people become skeptical. Think 

about that friend from school who bragged 

about everything they did. Didn’t you find 

yourself rolling your eyes and thinking, 

“yeah, right...”?

When you supplement your storytelling, 

sales letters, and presentations with real 

social proof, you leap right over that skep-

ticism. When people see others just like 

them benefitting from your product or 

service, they start to take you seriously.

Now, there are a few ways you can gener-

ate social proof. You can send surveys out 

to your customers after they’ve worked 

with you for a while, or had your product 

for a few months. You could also have 

one-on-one conversations with them, ask-

ing them specific questions about their ex-

perience.

If you sell through Amazon.com or anoth-

er website like it, you can encourage your 

customers to get online and give a starred 

review. Those tend to be quite candid and 

offer great insight into your customer’s 

mindset.

You should also consider getting endorse-

ments from other industry leaders, even 

celebrities. Have them review your prod-

uct, or use your coaching or consulting 

service, and give their feedback for your 

audience.

One word of caution, though: Make sure 

your Ideal Client actually follows the in-
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dustry leaders and celebrities you get en-

dorsements from. Especially when seek-

ing out a celebrity (and I mean that in the 

broadest sense – local celebrities count, 

too!), make sure they are someone your 

target market respects.

No matter your method, it’s ideal to get a 

wide range of people who use your ser-

vice. That way you can pick and choose 

which you present to your audience, de-

pending on who they are.

And that’s a key: when presenting social 

proof, the people you are quoting must be 

relevant to the people who you are speak-

ing to. Otherwise, it won’t matter much to 

them.

Anyway, by offering social proof, you will 

improve your business success exponen-

tially. People will want to experience the 

transformation others have experienced. 

And you will get a lot more sales.

It Isn’t So Bad

Once you break it down, selling yourself 

isn’t all that awful, is it?

All you have to do is what you do best – 

educate and help others. Show how much 

you care and how much knowledge you 

have to give.

When you just give and don’t worry about 

tactics and “sales tricks”, it not only makes 

things a lot easier for you, but you end up 

performing a lot better. People will enjoy 

listening to you, communicating with you, 

and buying from you. Earning you more 

while doing what you love.

And as an Expertpreneur®, you really can’t 

ask for more.

SHERYL WOLOWYK

Sell ing Yourself  to Your Prospects

SHERYL WOLOWYK 
Sheryl  Wolowyk is  Founder of Expert Elevation a business coaching 
and entrepreneur training company for “expertpreneurs®” who 
make a l iv ing sharing their  knowledge and expert ise.  Sheryl  shows 
“expertpreneurs®” how to grow a lucrative business and inf luential 
brand with her income acceleration system & “expertpreneur™” 
roadmap.  She provides onl ine programs, l ive events,  coaching 
and VIP days to help cl ients develop an effective business strategy 
and uti l ize s imple but powerful  marketing and sales techniques to 
attract a steady stream of ideal  cl ients,  so they can l ive the l i fe 
of their  dreams while making a big difference in the l ives of their 
cl ients.  www.expertelevation.com
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Check in with the big picture of 
what you are creating. And every 
time you do so, check that it aligns 

with your own values and core or life pur-
pose. In other words, you are doing this 

to improve or complement and support 
your life rather than the other way round, 
so make sure you are heading in the right 
direction and are clear of where and why. 
In order to make progress towards your 

LESLEY ANN GRIMOLDBY

Review Your Destination Every Day

BY LESLEY ANN GRIMOLDBY

Review Your
DESTINATION

Every Day

Strategic work is the bridge between your dream and 
the destination, keep checking your roadmap.
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goals, create a plan to do practical work 
that will generate observable, quantifiable 
progress towards your objective.

If you have been reading my articles in the 
past few editions of ExpertPreneur® Maga-
zine thus far, you have likely already made 
the decision to work ON your business.  
Completing the worksheets I’ve provided 
is working ON your business. You have al-
ready made a difference to the way you 
think about your business by doing this.

And part of you – the technician in you 
– is shuddering in his or her boots at the 
thought of the work ahead, and in some 
cases, the can of worms you might have.  
Tell the technician to relax.  This is not their 
work.  This is the work of the owner and 
manager.  When it’s done, they will lay it all 
out in easy steps for the technician to fol-
low.  Remember, you are going into this as 
the owner and manager of your business – 
you think differently.  You are excited at the 
prospect of creating something amazing.

And yes – there is a lot of work.

You are by no means done.

Each time you review your Strategic Intent 
of your business and your progress to-
wards it, create a plan to do practical work 
that will generate observable, quantifiable 
progress towards your objective.

This is just the foundation; the key to 
changing your business to work for you 
instead of because of you.

You must start to think of your business as 
separate from you, not part of you.

You need to map your progress and plan 
your actions, making sure that every ac-
tion takes you one step closer to the busi-
ness of your dreams.

You need to make the time and build a 
routine that includes your strategic work. 
Your mantra from hereon in will be:

• Focus on results
• Systemize everything
• Delegate everything you systemize.

And above all, stop ‘fixing’ the old business 
and start creating the new business.

A very perceptive client once told me she 
felt that by working the coaching program, 
she had been given the keys to the golden 
vault and these keys were the tools she 
was learning from the program. However, 
she only got to keep those keys if she used 
them every day.

These seven tips that I’ve shared with you 
through several editions of this magazine, 
are your keys to the golden vault. Use them 
every day and the vault is always open.

LESLEY ANN GRIMOLDBY 
Lesley Ann Grimoldby is  a seasoned business coach and mentor, 
who works with business owners in the small  and medium 
enterprise spectrum.  Bel ieving that a business should serve its 
owner,  not the other way around, she shows them how to prepare 
their  business for expansion or sale – or both. 

Company:  Next Level  Up
www.nextlevelup.com.au

LESLEY ANN GRIMOLDBY

Review Your Destination Every Day
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Listen to ExpertPreneur® Radio

Listen to ExpertPreneur® Radio

Two Essential Things You Must Do to Get Noticed Online 
with Jeff Schneider 
Tune in to hear Jeff Schneider on ExpertPreneur® Radio to learn how to get your 
online marketing noticed and find out the two essential pieces most businesses 
are missing that holds them back from achieving the business success they are 
striving for. 

Learn Techniques to Quickly Get Your Book Done
with Rochelle Carter
In our interview with Rochelle Carter you’ll learn how writing a book helps any 
“expert” entrepreneur to build their business.  We’ll help you to understand what 
type of topics you should write about and techniques you can use to get the 
content to get your book done.  

How to Tell Your Story to Bring in Business
with Rachel Resnick
In this raw + real conversation, my friend and colleague Rachel Resnick reveals 
ways to identify your signature story, what makes it memorable – and why authentic 
voice is the missing piece that will make your story pop. Rachel gives us an overview 
of her powerful, groundbreaking new Seven-Step System to craft Your Signature 
Story. This is a don’t miss!

Learn the Five Steps to Get High Sales Conversions
with Jane Dueber
Whether you’ve never picked up the phone to have a one on one sales conversation 
or have been at it for years and are looking to improve your results, this training with 
Jane Dueber will forever change the way you approach the sales conversation.

If you are ready to step into a process that makes the sales conversation fun, 

delivers value to the prospect and increases bottom line success, join us to 

discover the five steps to a successful conversation.  
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JEFF SCHNEIDER

The Buyer’s  Journey Part 1

Are you looking for the absolute, 
hands-down, best way to attract 
high quality leads and customers to 

your business?

Are you wondering why the marketing 
tactics you’ve always used aren’t working 
as well as they used to (or even at all) any-
more?

Chances are if you’re in a marketing role 
today, life is challenging. It’s likely that the 
old marketing tactics you’ve always used 
like trade shows, direct mail and buying 
mailing lists probably aren’t turning out 
the results they used to. The world has 
changed and customers are now in con-
trol. That means that you need to change 
the way you market.

BY JEFF SCHNEIDER

THE BUYERS JOURNEY 
Part I

Inbound Market ing
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If you stick with me in this column I’ll re-
veal a proven methodology to get the at-
tention of your ideal customer and draw 
them in to your business without using 
high-pressure sales pitches and tacky hard 
close strategies. Wouldn’t that be nice?

It turns out that your customers are nor-
mal human beings - just like you and me! 
And just like you and me, they don’t like 
being sold to. We all like to buy, we just 
don’t like to be sold. If your only way of 
getting their attention is to interrupt them 
with impersonal messages and advertis-
ing then you should probably get used to 
being tuned out. It’s time to toss that old 
marketing playbook in the recycle bin.

First off, you’d have to have just come out 
of a 20-year coma if you weren’t able to 
see that our world has gone digital. Access 
to information is abundant so long as you 
have an internet connection. This means 
that buyers no longer have to rely on sales 
people to find a solution to their problem 
or to research products and services. In 
fact, most customers are upwards of 80% 
of the way through the buying cycle be-
fore they ever even contact a business.

Let me explain. Buyer’s behaviour has 
drastically changed in the past few years. 
The way people buy fundamentally hasn’t 
changed, but the process they go through 
to get to the point of purchase has. To 
capitalize on this, you need to understand 
the buyer’s journey.

There’s three distinct stages in the buyer’s 
journey: awareness, consideration and de-
cision.

The Awareness Stage

In this stage, buyer’s aren’t looking to find 

a solution. They’ve only just discovered 

that they have a problem, and as a result 

of this problem they now have a need for 

information. They’ve now become aware 

of their situation.

The buyer begins to conduct their own 

research focused on vendor-neutral, 3rd 

party information around identifying their 

problem or symptoms. It’s not uncom-

mon for people to search Google or even 

to ask for advice from their social graph 

(the people they’re connected to such as 

friends, family and colleagues).

For a marketer, this is a golden opportunity 

to get the buyer’s attention. You can gain 

their interest by providing helpful informa-

tion that relates to the symptoms of their 

problem, the triggers or causes of their 

pain, and tips on how to solve the prob-

lem.

If you’ve heard the buzz around content 

marketing or heard people talking about 

business blogging, these are the tools you 

want to use to provide that helpful infor-

mation. The first step is to have these peo-

ple identify themselves to you. We do that 

using a premium content offer such as 

an eBook, whitepaper, checklist or guide 

that visitors can download in exchange 

for submitting a web form with a small 

amount of contact information; typically 

a name, email address and maybe a few 

other fields.

JEFF SCHNEIDER

The Buyer’s  Journey Part 1
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The task of your content in the awareness 
stage is to help the buyer better understand 
their problem and to provide solutions 
on how to fix it. Many companies screw 
this part up by pitching their products or 
services as the solution. Don’t make that 
mistake. Your objective here is to be help-
ful and demonstrate your expertise in this 
area. This is more of a positioning move, 
not a sales move.

The Consideration Stage

Buyers in this stage have now clearly iden-
tified the source of their problem and your 
content has already provided a set of po-
tential solutions to them. The buyer is now 
considering their options, which may or 
may not include your product or service.

At this stage of the buyer’s journey, the 
buyer is now looking for information about 
your product or service as well as those 
of your competitors in an effort to edu-
cate themselves on the choices they have 
available. The best way to stay relevant to 
the buyer at this point is to provide con-
tent that supports your product or service 
as a consideration.

To help buyers better understand how 
your products or services will deliver a so-

lution to their problem you’ll want to use 
content pieces such as case studies, testi-
monials, brochures, product comparisons, 
webinars or demo videos.

The Decision Stage

The last step of the buyer journey is for 
the buyer to make a decision. This is the 
stage where buyers will reach out to the 
businesses they are considering to speak 
to someone in sales. It’s up to sales to as-
sist the buyer in making a decision, which 
hopefully will be in your favour.

To help the buyer make the best decision 
possible you may want to create offers 
such as consultations, demos, or free tri-
als. These types of offers can help sway 
their decision in your direction.

So now you understand the buyer’s jour-
ney. The next step in this process is struc-
turing your marketing so that it aligns to 
the three different stages of the buyer’s 
journey. In part 2 I’ll go into more detail 
around how your website and your con-
tent needs to cater to each of these three 
stages, and by doing so, will attract buyers 
to your company organically.

Until next month, see you online.

JEFF SCHNEIDER 
Jeff   Schneider is  a top-rated Internet marketing expert and a 
trusted authority in social  media.  He’s the founder and president 
of MarketingNinjas.com, an  Edmonton-based Inbound marketing 
agency that special izes in helping their  cl ients increase their  f low 
of high-qual ity leads using the Internet.  Jeff  is  also a professional 
speaker who presents on topics including Internet marketing and 
social  media.

JEFF SCHNEIDER

The Buyer’s  Journey Part 1
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• Having a successful business requires differentiating 
yourself so you stand out as the obvious choice to do 
business with, we’ll show you how.  

• Learn a 5 step process for creating a fool proof sales 
process.

• Learn techniques on how to grow your business with 
LinkedIn, blogging, funnel marketing strategies, and a 
new marketing model that’s sure to increase your  
conversions. 

• Get tips on incorporating your story lines to help build 
your business.

Feeling Like you
Missed Something?

Don’t Worry.
Order Back Issues
with Just one Click

Issue 01

Issue 02
In this Issue:

In this Issue:



• In this edition learn how to exponentially grow your ‘ex-
pert’ business with tips on doing joint venture marketing.

• This edition will also give you advice on what you can do 
to become a more confident speaker.

• Get a free course worth $149, that uncovers social trends 
that you absolutely must pay attention to if you are going 
to have effective marketing.  This program will help you 
leave your competition far behind.

• Learn how to increase response to your social media 
updates, network effectively, and build rapport with your 
prospects.  

• You’ll find out how having a company manifesto can build 
connection and differentiate you from the competition.  

• We’ll also share 7 bad habits you definitely want to avoid in 
your writing so prospects lean in to hear more rather than 
run in the other direction.  

Issue 04

Issue 03

Issue 05
In this Issue:

In this Issue:

In this Issue:
• We show you how to craft a powerful elevator pitch that 

draws people in and has them wanting to know more 
about you and your business.  

• Discover effective networking techniques that will help 
you grow your list of clients.

• Learn 4 hot ways to market yourself that will have clients 
knocking on your door. 



• We share strategies on how to manage 
your time effectively to get the most 
important things done, and uncover the 
things that are holding you back from 
success in your ‘expert’ business.  

• We also uncover important strategies to 
increase leads to your ‘expert’ business 
with effective landing pages and impactful 
blogging. 

• You’ll also discover how you can get instant 
credibility, exposure, plus make more 
money with radio and podcasts.  It’s all here 
in Edition 06.

• Learn “Guerilla Marketing” tactics to 
differentiate your business, copywriting 
techniques that will draw in your audience, 
and how to “power-up your platform” to 
have the visibility and reach you desire.

• You’ll also learn how to grow your list with 
part 3 of our effective landing page series, 
and how to successfully do joint venture 
partnerships to exponentially grow your 
income.

• We’ll also share ideas on how to develop 
productive habits to get you where you 
want to go faster, easier, and with far less 
effort.

Issue 06

Issue 07

In this Issue:

In this Issue:
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Who would have known that Mr. 
Franklin’s simple request of him-
self to establish “Do and Done” 

was going to have such an impact on your 
world.

Now here is the secret, if you haven’t fig-
ured it out, you can’t really move on to 
the next section of “Do and Done” without 
accomplishing the previous one. Think 
of the business owner who doesn’t con-
quer their excuses before starting to make 
changes to their business. They will fail.  
Guess what? This section is exactly the 
same, you can’t move on before you first 
help yourself grow and learn.

Of course, if you have made it this far, 
you have taken the necessary actions to 
get what you want. Congrats! We’d like to 
share one of the most powerful messages 
we know: True success is when you take 
your skills and abilities and help someone 
else achieve their goals. It all comes down 
to whether or not you will share your cour-
age, compassion and contributions in or-
der to help others so they in turn can help 
themselves.

Courage

“Your time is limited, so don’t waste 
it living someone else’s life. Don’t be 
trapped by dogma - which is liv-
ing with the results of other people’s 
thinking. Don’t let the noise of others’ 
opinions drown out your own inner 
voice. And most important, have the 
courage to follow your heart and in-
tuition.” ~ Steve Jobs

You probably know this already, it takes 
courage to build, live and help others. Yet, 
so many of us tend to stop short on how 
much courage we are willing to expend. 
We tell ourselves that it is someone else’s 
issue to help. Sure, to some, you are just 
prioritizing your day. However, others may 
see a person who has chosen to ignore 
the problem, holding back a solution or 
just determined not to help. And of course, 
lack of empathy and action is seen as a 
lack of courage and maybe an act of cow-
ardice. Are you portraying to the world that 
you don’t have the guts or strength to help 
someone else?

JEFFREY A.  STEELE & JOEL S.  LEVINSON

What is  Between Your Do And Done?

Part  I I I :  Do For Others
BY JEFFREY A. STEELE & JOEL S. LEVINSON

What is between 
your Do and Done?
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Our form of courage is about doing the 
right thing without fear of what others may 
think or say. It is about creating a path for 
someone else even when there is no trail. 
Courage is going where you haven’t gone 
before and yet knowing that it will take you 
where you want to be.

Compassion

“Our task must be to free ourselves by 
widening our circle of compassion to 
embrace all living creatures and the 
whole of nature and its beauty.”
~ Albert Einstein

Many in today’s society would have us be-
lieve we need to have a persona that holds 
us to a level above everyone else: Be a ruth-
less negotiator, use harsh criticism, never 
show concern, and stay above the fray… be 
cold as ice, always concise, competitive, 
and combative to get what we want. Each 
of these approaches tend to be used as 
professional excuses to not get involved. 
We don’t want anyone to see that we care 
because it could interrupt what we want 
to achieve. We have convinced ourselves 
that lack of compassion makes us strong, 
when in reality it makes us weak.

Actually, showing others that you care is 
a great character trait.  The outside world 
interpretes your sincerity through how 
you show your compassion to others.  
Everyone understands that you will do for 
yourself, but when you do for another, 
the world can see the true you. Compas-
sion, when combined with courage, is an 
unstoppable source of goodwill. We have 
found the easiest way for sharing compas-
sion is:

• Teach. You have a wealth of information 
and experience to share with others.

• Learn. There is a great chance that those 
you seek to help have a skill you don’t 
have.

• Question. Ask open-ended questions. 
It is important to note that the intent 
is not to make someone feel dumb or 
awkward, it is to challenge them to take 
a small step forward.

• Listen. Take the time to understand what 
they are saying.

• Walk in their shoes. Imagine what can 
be learned by experiencing what they 
have experienced.

Honestly, nothing can stand in your way 
when you have the compassion to share 
the resources of “you” and “time” with your 
fellow human beings.

Contribution

“When you cease to make a contri-
bution, you begin to die.”
~ Eleanor Roosevelt

In the end, without contributing to society 
you are leaving an empty space within this 
world. It is not worth hiding the one thing 
that you can do better than anyone else: 
Being YOU!

We hope you will see helping others as a 
course of action that successful entrepre-
neurs take when they want to grow and 
expand their business and personal life. We 
know, we know… You don’t have enough 
time to help someone, you don’t have the 

JEFFREY A.  STEELE & JOEL S.  LEVINSON

What is  Between Your Do And Done?
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skill, energy, understanding and so on. 
You couldn’t possibly do one more thing. 
Well, we are here to tell you… bullpucky. 
We promise that your “time” is not being 
thrown in the garbage, your energy is not 
being wasted, and your ideas are not being 
given away. Actually, it is just the opposite: 
Who you might meet and what you might 
discuss could be life-altering. The one life 
that you help change might just change 
yours instead (it did for us).

Welcome to Your Future

We end, as we began, with more of Mr. 
Franklin’s wisdom:

“As we benefit from the inventions of oth-
ers, we should be glad to share our own...
freely and gladly.”

Your invention is your knowledge of how 
to succeed in this world and you should 
want to give it in abundance to all who are 
willing to listen. It is about devoting a little 
bit of your two most precious resources: 
“you and time” to improving the world you 
live in. Here is your chance:

• Be the light and change you desire in the 
world. Jettison the excuses and make 
a difference in the lives of those with 
whom you come into contact. Allow 
others to gain from your experiences by 
teaching them what you’ve learned and 
how they can improve upon it.

• Lead by example, especially when no 
one is watching you. Have the fortitude 
to do what’s right especially when it’s 
not popular.

• Empower a friend or stranger. Help 
someone discover, define, and domi-
nate their future when they have forgot-
ten how to do so for themselves.

There is no doubt in our minds that any 
entrepreneur who removes excuses, ob-
tains focus, takes control, and helps their 
community are destined for greatness.  
Remember, whatever you put between do 
and done you will become.

Remember Entrepreneurs, continue to 
Live The Risk!

JEFFREY A.  STEELE & JOEL S.  LEVINSON

What is  Between Your Do And Done?

JEFFREY A.  STEELE & JOEL S.  LEVINSON 
Between them, Jeffrey A.  Steele and Joel 
S.  Levinson, have launched and grown f ive 
businesses to achieve mil l ions in sales.  Today 
they apply their  considerable energy and 
talents to create a movement for entrepreneurs 
to achieve meaning in their  l ives beyond the 
confines of their  balance sheets.   No strangers to 
f inancial  struggles,  tr ials ,  and tr ibulat ions,  their 
non-stop learning and never give up approach 
is  the key to their  success.  The authors of Live 
The Risk:  Escape your excuses and enjoy l i fe , 
are walking-talking poster men who are l iv ing 
the dream and swinging wide open the door for 
others to do the same. www.LiveTheRisk.com 
or contact:  J2@LiveTheRisk.com



www.expertpreneurmagazine.com Powered by www.expertelevation.com|  47 |

ExpertPreneur® Magazine
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Reach Decisions Quickly

Reach Decisions
QUICKLY

BY LISA RYAN

“Every failure brings with it the seed of an equivalent success.”  
Napoleon Hill
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W hen I was 23, I was hired 
to teach aerobics at a local 
health club.  On my first day, 
I dressed the part - leopard 

spandex, black leg warmers, and a match-
ing headband (it was the 80’s after all). I 
was geared up and ready to go.

The music was pumping, and members 

were ready to experience the energy and 

enthusiasm of the club’s newest instruc-

tor. Unfortunately, by the end of the class, 

the forty-five members that I started out 

with had dwindled to four.  They HATED 

me. They not only stormed out of the 

class, they vehemently complained about 

my lack of skill to the front desk. I felt like 

an absolute failure.

Over the next several weeks, fewer partici-

pants stomped out of my class.  My fol-

lowing grew and became fiercely loyal. 

One member took my class faithfully for 

my entire twenty-six year tenure.  I worked 

there right up until the day they closed 

their doors forever.

What if I had quit after the first failure?  Lots 

of things - I wouldn’t have developed the 

friendships I made.  I would have missed 

the fun and fitness my career brought 

me.  Most of all, I would not have met my 

amazing husband.  Everything happens for 

a reason.

Although my initial failure was mortifying, 

sticking with it paid off in a variety of ways.  

Consider your greatest failure - whether it 

happened ten years ago or ten weeks ago.  

What benefits did you receive as a result 

of that “failure?”  Chances are good that 

without that misstep, your life would be a 

lot different than it is today.  It never feels 

good at the time, but time really does heal 

all wounds.

Have fun,

Lisa

PS - You’ll most often find truth in the equa-

tion - Pain + Time = Humor.  And yes, I do 

laugh about that first class - and the outfit.

LISA RYAN 
As Founder of Grategy,  Lisa Ryan works with corporations, 
associat ions,  and non-profits  to create stronger employee and 
customer engagement,  retention and satisfaction,  leading to 
increased profits .  She is  the author of s ix books,  and co-stars in 
two documentaries:  the award-winning: “The Keeper of the Keys,” 
and “The Gratitude Experiment.”    Br ing Lisa to your next event: 
www.grategy.com, l isa@grategy.com, or 216-225-8027.

LISA RYAN

Reach Decisions Quickly
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Subscribe to ExpertPreneur® 
Magazine today and receive 

one month FREE!
Subscribe today and take advantage of 
this time-limited promotion to receive 

each edition for only $1.99.  That’s 
close to 70% off the cover price and 
less than a cup of coffee!  So what 

are you waiting for?  Hit the Subscribe 
button and start building the business 

you’ve always dreamed of.

Click the Subscribe button Now.

When you subscribe you receive: 
• Online and offline marketing strategies to reach 

more of your ideal clients and make your cash 
register ring 

• Tips and insights on effective sales approaches 
that that don’t make you sound “salesy” or 
make you feel uncomfortable.  

• Ideas on how to position your value so you 
reach more clients and get paid what you’re 
worth.

• Advice on how to improve your operations, 
automate your processes, and save time and 
money.

• Strategies for creating a multi-channel 
marketing platform to extend your reach and 
build your brand.

• Tools, templates, how to guides, and step-
by-step blueprints to accelerate your income 
so you can stop trading hours for dollars and 
instead leverage your time and your talents to 
grow your business.

• Productivity and effectiveness strategies to 
not only improve your business but personal 
development as well.

• Suggestions on how to create a business that 
fits your life, so that you build your wealth but 
not at the expense of your health, happiness 
and wellbeing.



www.expertpreneurmagazine.com Powered by www.expertelevation.com|  50 |

ExpertPreneur® Magazine

Personal Development

and Goal Setting:

BY STEVE KLOYDA

Developing your skills and your un-
derstanding of sales prospecting 
strategies, marketing, and sales 

techniques is just a piece of the puzzle for 
entrepreneurs. Setting goals and having a 
clear picture of what you want your life to 
be like helps you determine where to fo-
cus your time and energy as you continue 
to grow and develop your career.

Life is precious. From the day you took your 

first breath, your mind, body and spirit has 

become a vital part of the world around 

you. Therefore, it is your right, and respon-

sibility, to make sure that you live your life 

with the utmost vibrancy, effectiveness, 

and well, liveliness. Here are a few tips to 

help you do just that.

 

Preserve Your Health
 

Believe it or not, making sure that you stay 

healthy is not all that complicated. It falls 

STEVE KLOYDA
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down to three basic ideas: eat a balanced 
diet, get regular amounts of exercise, and 
rest when needed- preferably eight hours 
a day. Take away just one of these com-
ponents, and you’ll start feeling like a race-
horse that is never given the chance to 
wind down after a sprint race on the quar-
ter mile track.
 
Over the years, experience and science 
has taught us quite a number of different 
foods to enjoy, given us many different ex-
ercise programs, and provided us with aids 
to help us sleep if necessary. Finding the 
right combination for your body, and your 
mental health isn’t impossible; it just takes 
a bit of time and effort.

Maintaining your health gives you the en-
ergy and focus to bring your best to your 
contacts and clients each and every day.
 

Develop and Savor Your 
Relationships
 
Even the healthiest people in the world 
can miss out on a vital part of the human 
experience. Without solid relationships, a 
person does not have the social safety net 
to draw from when their life gets a little bit 
more than they can handle. Like anything 
else of value, these relationships must be 
cared for and maintained to flourish and 
grow.
 
One of the most effective ways to accom-
plish this is to put energy and time into the 
relationships that you cherish. Take a few 
moments to sit down with your family over 
a meal. Say hello to the co-worker in the 
break room. It’s even a good idea to keep 

in contact with your clients. Ask how they 
are doing, and genuinely listen to their an-
swer. You will be surprised how much you 
will grow and learn from even the smallest 
interactions.
 
Of course, you can’t and shouldn’t devel-
op meaningful relationships with everyone 
you meet. If you did, you wouldn’t have 
time for much else. Instead, focus on those 
relationships that can either help trans-
form you into a better person, or through 
which you can sincerely help the person. 
Learn how to recognize those people who 
are toxic to you – ones that are constantly 
bringing you down instead of pushing you 
up and toward greater things. You’ll recog-
nize them quite easily. By focusing on the 
positive relationships in your life, you’ll find 
that you have little time for the negative 
ones.

Strengthening these positive relationships 
brings out the best in you. How you re-
late to these important people in your life 
gives you a strong relational foundation on 
which to build your business relationships. 
Learning to really listen and spend quality 
time with those closest to you hones the 
tools you need to listen when prospecting, 
create connections with new clients, and 
have confidence when asking for referrals.
 

Recognize Your Strengths 
and Weaknesses

Despite what you might think, you are not 

required, or even capable of doing every-

thing. No one is. Thankfully, the sooner a 

person comes to terms with that fact of 

life, the healthier and more rewarding his 

STEVE KLOYDA
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or her  life will be. Everyone has different 

areas they excel in, talents that naturally 

flow from themselves. Perhaps you have 

the ability to naturally reassure people. 

Perhaps you’ve never met a computer 

that you couldn’t handle. Or maybe you 

are the next dog whisperer. Whatever the 

case, it is important to use your strengths 

to the best of your ability. After all, these 

natural talents are yours, and should not 

be wasted.

 

While you have a few natural flairs in some 

areas of your life, there are others where 

you could use a little help. Never be afraid 

to ask for it. A genuine need for assistance 

should never been seen as a sign of weak-

ness – only a sign of intelligence. In addi-

tion, by requesting help with things, you’ll 

be able to witness some great examples of 

natural talent being used.

 

One of the best examples of these con-

cepts was seen in the early days of the 

Ford Motor Company. Henry Ford not only 

pioneered the automobile, but he also 

helped to implement many labor practices 

that were seen as extremely controversial. 

For starters, he recognized quite early that 

each person he hired had different areas 

of strength, ones that could be utilized in 

a team environment where everyone was 

equal. By providing a place where the ide-

as and work mattered more than the sta-

tus of the people, a person’s innovations 

and ideas would carry them further than 

their past or even who they knew.

 

Andrew Carnegie once said “teamwork 

is the ability to work together towards a 

common vision… it is the fuel that allows 

common people to obtain uncommon re-

sults.” That simple statement underscores 

one of the vital ideas to any successful en-

deavor, business or otherwise.

As you work to help your clients and help 

them to identify and solve their problems, 

by minimizing their risks, you play a vital 

role. Knowing their strengths and weak-

nesses can help you navigate your clients 

through the process with the greatest suc-

cess and benefit. You will gain confidence 

knowing who to turn to in each and every 

situation as it is presented, and bring the 

very best to those you serve.

STEVE KLOYDA
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So, now you know how to keep yourself 

healthy and maintain the relationships that 

you cherish. You have learned how to rec-

ognize the strengths and weaknesses that 

you carry with you, as well as in those 

around you. So now the question you 

need to ask is what is all this effort for?

 

In one sense, your good and fulfilling life is 

its own reward. Your commitment to do-

ing all you can to reach your personal and 

professional goals involves taking charge 

of your career and having the resources 

and guidance you need to make sure you 

are well prepared. Having a clear picture of 

what a good and fulfilling career means to 

you involves setting goals. 

“I dream my painting, and then I paint my 

dream.” ~ Vincent Van Gogh

Let’s face it… many entrepreneurs are just 

moving from task to task, without any real 

strategy or goals in place.  You, however, 

long to be different. You want to be suc-

cessful in your business and in life in gen-

eral. You are ready to take complete own-

ership of painting your picture and setting 

goals to achieve it.

Here are some simple strategies that you 

can use to make sure that you paint a pic-

ture that is worthy of all that you are:

 

Step 1: Sit and think. Ask yourself these 

questions:

 

• What exactly do I want to accomplish in 

my life?

• What are the obstacles that will need to 

be eliminated?

• What are my goals for today?

• What are my goals for tomorrow?

Step 2: Realize that what you think gives 

you every indication of what you are, and 

what you will be.

 

Of course, a person can think all day long, 

but without a good attitude, it is a waste of 

time. How we choose to feel, and react to 

our surroundings can be a great influence 

to your success. While we cannot always 

control our surroundings or the people 

who have influence on our lives, we can 

always control how we feel and how we 

react to things. If you think about it, you 

see it, and do it every day.

Of course, what you think, and your atti-

tude is only as important as what you do.

Step 3: Act. 

Your actions should be considered the 

paintbrushes that you use to paint the pic-

ture of your future. How we hold these 

brushes, and use them to paint the mas-

terpiece of our lives depends greatly on 

what has happened, and what we have 

done in the past. Think back to your past. 

Past lessons from school, from the play-

ground, even from the meeting last week, 

all can influence what you do at this mo-

ment. It is important to use these bits of 

information, and allow them to help form 

and mold your actions.

 

STEVE KLOYDA
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So, how do you feel when you look at your 

picture now? Are you excited? Bored? 

Complacent?

 

Well, you have the tools to paint a picture 

that you can be passionate about every 

single day. The dynamic colors of your 

thoughts and attitude, the canvas of your 

surroundings, friends, and family, and the 

paintbrushes of what you choose to do 

can help you create the picture you want.

 

Having a concrete plan is a great way to 

help propel you into better things. Think 

of something that you want to accomplish 

today, something that you want to finish 

within the next week. Then think of what 

you want to have completed by the end 

of the year. Now start making a plan to ac-

complish each one of your goals.

• Make your goals attainable. Many en-

trepreneurs stop writing goals because 

they don’t want to fail again.  Make your 

goals bite-sized for a while and give 

yourself a chance to build momentum 

with success.

• Write your goals down. If they are only 

in your head they are vague and forgot-

ten. If you want to paint a successful 

picture, make it one you can touch and 

see.

• Keep them 3-6 months at the most. 

Make them realistic and simple to meas-

ure. Make sure that they are attainable 

in the time frame you set. Smaller goals 

on shorter time frames.

• Take action! Define action steps to take 

NOW, TODAY to get moving towards 

success.  It does not matter how small 

the task, take action.

• Review them daily. Don’t write them 

and set them aside to find 6 months 

from now. Schedule time each morn-

ing to look at your goals and plan your 

action steps into your day.

When you wake up in six months, you will 

either be crossing goals off your list or you 

will have given up on or forgotten them. 

There’s not really much in between. If you 

have a compelling vision for what you re-

ally want, strong reasons to follow through 

on that picture, and are willing to set at-

tainable goals, write them down, review 

them daily, and take action… you will find 

success.

So what are you waiting for? Begin paint-

ing your masterpiece today!  

STEVE KLOYDA

As Founder of The Prospecting Expert™, Steve Kloyda helps his 
cl ients attract more prospects,  retain more cl ients,  and drive 
more sales.  Be inspired,  encouraged, and empowered by his 
dai ly,  weekly,  and monthly resources to take your sales to the 
next level;  f ind out more at  www.TheProspectingExpert.com.
 
Phone Number:  612-454-1426 (Steve or Jane)
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“We are what we repeatedly do.  Excellence, 
therefore, is not an act, but a habit.”

-Aristotle
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E veryone has a purpose in their life; 

a reason for doing what they do.

Perhaps you want to provide for the hun-

gry, improve the environment, or reform 

education. Maybe your goal is to create a 

better life for your family or to have the 

income and personal freedom to be able 

to volunteer.

No matter what it is, this mission gives you 

a real reason for existing. It inspires you to 

jump out of bed in the morning and get 

straight to work, regardless of how you 
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feel or what happened the day before.

As an Expertpreneur®, that light helps you 

navigate your business. It pushes you over 

the biggest hurdles, because you are fight-

ing for something greater than yourself.

So, as you can imagine, not having a clear 

picture of your vision and mission can hold 

you back from attaining the success you 

seek.

That’s why today, I’m going to show you 

how important it is to clearly define your 

vision and mission. Not only for the suc-

cess of your business, but for your overall 

joy and happiness in life.

I’ll show you my personal guiding light, 

and how it has brought me more success 

than I ever imagined...

The “money spot” that the richest men and 

women in the world have discovered...

And the one thing you need to find to 

make a difference in this world...

Inspiring Change

My husband and I both support an organi-

zation that is near and dear to our hearts: 

X PRIZE Foundation.

X PRIZE’s mission is to be “a facilitator of 

exponential change. A catalyst for the ben-

efit of humanity.” And to accomplish that, 

we use the power of competition. Offer-

ing large prizes to people who discover 

imaginative breakthroughs and solutions 

to problems that once seemed impossible 

to solve.

For example, we had a space initiative 

to begin the development of the private 

space industry. Now that space travel isn’t 

exclusive to the government, X PRIZE of-

fered a $10 million prize to “the first team 

to build and launch a spacecraft capable of 

bringing three people to 100km above the 

earth’s surface, twice within two weeks.”

Quite an impressive feat, right? This is just 

one of many that have been made pos-

sible by this organization. Others include 

solutions for the environment, health and 

wellness, and education, to name a few.

When I discovered this organization, it re-

ally spoke to me. I believe that govern-

ment will never solve some of our world 

problems, and we need to incentivize the 

population of this world to find those solu-

tions. And X PRIZE has an amazing meth-

od of catalyzing that change.  Check out 

this link  to find out more about what the 

X PRIZE does.

Now that I am a part of this organization, 

I truly have a reason for waking up in the 

morning. I feel fired up and ready to go no 

matter what troubles come my way, be-

cause I have a purpose greater than my-

self. And when I think about this organiza-

tion, all of my fears and frustrations fade 

away and become obstacles to overcome.

I can’t stress this point enough – when you 

find that thing that means the world to 
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you, it changes everything. And it doesn’t 

have to be anything as grand in scope as X 

PRIZE. It could be creating a better life for 

your children, or helping people who have 

helped you in the past.

The point is, when you look beyond the 

mechanics of business building, and get-

ting clients, and just making money for the 

sake of getting rich... you gain a stronger 

sense of purpose. You get more done.

And the good news is you can incorporate 

your passion directly into your business. 

Helping you find the key “money spot” for 

you to thrive and be happy.

The Secret Formula for 
Success

When creating your business, it’s important 

that you find the right “fit” for you. Some-

thing you are passionate about, which 

serves a hungry “niche” audience, plays 

to your natural strengths, and fulfills your 

mission in life.

That’s what I refer to as the “money spot” 

– the place where all of those elements 

converge. It can take time to figure out 

exactly what that is for you, but it’s worth 

your time.

As you already know, having a defined 

niche market is the key to success. Know-

ing the kind of people you want to help, 

your “Ideal Clients” and what it is they are 

looking for.

That is the first step to this puzzle – finding 

your hungry audience in a niche market. 

What do they need that you can provide, 

that few others do and how badly do they 

want it?

The next step is figuring out your natu-

ral strengths. Are you a good speaker? A 
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good writer? Do you love teaching? Per-

haps you are better one-on-one than with 

large groups?

No matter what your strengths are, you 

want to build your business to leverage 

them. Showcasing what you do well, in a 

way that can help others.

Then think about what you are passion-

ate about. What do you love more than 

anything? For some it’s helping others in 

person, others love to speak to large au-

diences, others love to write, and the list 

goes on and on...

Using a mainstream example, have you 

seen the popular YouTube clip floating 

around of the [80 year old woman who 

dances Salsa on London’s Got Talent?  She 

showed up, everyone thought she was 

crazy, and then she dazzled them with an 

extraordinary display of physical ability. Es-

pecially for her age!

And she proves the point – when you have 

passion and dedication to something, you 

can accomplish anything. And people will 

be immediately drawn to you because it’s 

so clear you love what you do and are 

driven.

Now, what is your mission in life? This is 

similar to passion, but the difference is that 

your mission is your goal. How you want 

to impact the world in a positive way?

It can be anything... wanting to create a 

good life for your family, or fighting for 

world peace. The point is, how can you 

incorporate that into your overall business 

model?

As an example, you might be a life coach 

who is passionate about guiding women 

into meaningful careers. Perhaps your 

mission is to improve gender equality in 

the workplace, and by helping girls pursue 

careers males generally go after, you can 

achieve that goal. Your natural talent is in 

assessing women’s strengths, and helping 

them put their best foot forward to achieve 

success.

With all of that, you have a hungry niche 

market (women who are looking for suc-

cess), passion in helping them, a mission 

to improve work opportunities for women, 

all while using your natural talents. What a 

great model for a business!

Finding Your “Why”

Much of what I am discussing in this article 

can be reduced to one critical question – 

“What is your why?”

It may seem trivial, but as I’ve mentioned, 

knowing why you do what you do will get 

you through the hardest times. It will help 

you overcome obstacles and pick you up 

when you’re feeling down.

All of the greatest Expertpreneurs® and 

business owners in the world have a “why”, 

and they remind themselves of it every day.

Warren Buffet, an incredibly famous in-

vestor, created a Billionaire’s club, includ-
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ing Bill and Melinda Gates, for people with 

large sums of money, with the goal of find-

ing a sustainable way to give their wealth 

back to the world to solve what up till now 

have been unsolvable problems. Their goal 

is to redistribute 99% of their wealth back 

to the people and organizations who are 

making a difference in the world.

Magic Johnson wanted to provide edu-

cation to children in Africa who had little 

to no access to it. He saw an opportunity 

with computers in the 90’s, and jumped 

on it to provide them in a low cost way to 

underprivileged areas.

The point is, when you know your “why” 

and think about it every day, you come up 

with amazing ways to achieve it. You open 

your mind up to infinite possibilities, ready 

to receive your “aha!” moment and make 

it happen.

An exercise I encourage all of my clients to 

do is to write down what they believe their 

“why” is on a piece of paper. Much like you 

would do your value proposition or eleva-

tor pitch.

Read it out loud to yourself, and see if 

there is any way you can refine it. Make it 

clearer and more concise. You don’t need 

to limit yourself, but you want to create a 

mantra that you can repeat every morning 

and every night.

Not to mention when you talk to others 

about why you do what you do.
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Spend a few weeks on it, and see where it 

goes. You may already know exactly why 

you are in your business. But after this ex-

ercise, you’ll have a great way of express-

ing it.

And if you find you are having difficulty, or 

just want to understand why your “Why” 

is so important, I highly recommend you 

check out Simon Sinek’s “Start With Why.” 

It goes even deeper into the power of 

knowing your purpose. And shows you 

how great leaders have used it in the past. 

You can check it out here.

No matter how long it takes, by really so-

lidifying your “Why” you’ll accomplish so 

much more in life. And you’ll develop a 

steely resolve you’ve never had before, to 

make your dreams come true, no matter 

what it takes.

The Real Reason We Do 
What We Do

This is a topic that is near and dear to my 

heart.

In fact, when I take on clients, it is a prereq-

uisite for me that their heart is in the right 

place. That their reason for becoming an 

Expert business owner truly involves help-

ing others, and not just obtaining wealth.

This isn’t to say that wanting money is bad 

– far from it. However, if your goal is purely 

money, you may not care how you get it. 

But if your goal is beyond that, the process 

will mean a lot more to you.

And with that, you’ll not only have a longer 

lasting career, but you will have a lot more 

fun. And that makes for the best Expert-

preneur®.

So, if you don’t yet know your “why,” start 

thinking about it this week. Talk to your 

friends, family, colleagues, and coaches 

about it. Feel free to contact me through 

Social Media.

Because once you’re confident about that, 

you will become an unstoppable force on 

the way to success. And the world will be 

better for it.

SHERYL WOLOWYK
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How to Organize your Computer

BY ROWENA LIST

How to Organize

YOUR COMPUTER

T he topic of computers is a bitter-

sweet one. When we look back at 

our lives we wonder how we ever 

lived without them. This being said most 

of us find them a huge time buster.

Information overload at our fingertips.

Emails vying for our time.

Do you ever wonder where to start, what 

the most important use of your time is or 

even where to begin?
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Check out these top 5 tips on how to or-
ganize your computer by “Getting it To-
gether”.

Tip # 1: Email Etiquette

What is the purpose of your email? Keep 
that purpose in mind while writing your 
short to the point email. It is best to keep 
one purpose or one point per email. That 
way when the recipient replies they can re-
ply to the one point and not have to think 
about all the other topics you might have 
put in your email. Be sure to use proper 
grammar, spell check and manners. Thank 
you.

Tip #2: Book Screen Time

Turn off the email indicator so that you do 

not jump or respond to every little beep. 

When booking screen time book personal 

time and work related time.

If your job requires you to be on email 

first thing in the morning then do that. If 

your job does not require this, then sched-

ule screen time at noon and again at 4. 

You will be shocked and amazed at how 

much more you get done in a day when 

you only check your emails twice.  Check 

personal email on one devise. I see peo-

ple checking “quickly” on their phone and 

then they have to go back to that email 

again on their laptop or desktop because 

the email requires more of their attention. 

Check emails when you can deal with the 

situation on the other end. You would not 

open your “snail” mail several times over 

and over and read it over and over.

ROWENA LIST
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Tip #3: Clear Out The 
Clutter

At least once a week take 15 minutes 

to clean out your inbox. Deleting all the 

emails that no longer serve you. Unsub-

scribe from any newsletter that no longer 

serves you. For example you might have 

been planning a trip to Spain and sub-

scribed to some interesting newsletters on 

Spain. Now that your trip is booked or you 

have returned you can unsubscribe until 

you need that information again.

Tip #4: Colour Code Your 
Inbox

So you have scheduled your computer 

time, now it is time to open your inbox. 

Take a first quick glance at any emails you 

can automatically delete. These might be 

emails that are spam and did not get caught 

by your spam filter or they could be emails 

that are intended for a co-worker and are 

“cc’d” to you. Then look at your inbox and 

tag with different colours by priority. I use 

red for all emails that need my immediate 

attention, green for emails that need ac-

tion next, blue for personal (social media 

stuff), yellow for personal for example in-

vitations or notes from a travelling friend, 

and purple for later. The purple emails 

might be part of a project I am working on 

and need that info.

Tip #5: Create a Folder 
System

Set up folders the same way you would 

in a file cabinet. For example: To Read, To 

Do, Household, this would include online 

bills that you need to file, Personal and you 

might want to have a folder for each child 

and their activities, schedules etc. Do not 

over folder yourself. You want to be able 

to find things that are filed in less than 20 

seconds or else you do not have it filed in 

way that resonates with you.

If your email threads become too long 

or include too many people, pick up the 

phone or book an in person meeting. It is 

amazing how much information is lost in 

translation. Part of the reason for this is be-

cause the recipient is reading your email 

so quickly while doing three other things.

Give your full attention to the task at hand 

and you will find your focus is much clearer.

ROWENA LIST 
Rowena List  is  an organizing expert special iz ing in image, t ime 
management and home organization.  Grab your FREE copy of 
Rowena’s new e-Book; Organized in 15 Minutes.   The e-Book gives 
you a s imple 10-day plan for organizing 10 different areas of your 
home in 15 minutes or less.   Download your free copy now at: 
http://www.Gett ingItTogether.ca

ROWENA LIST

How to Organize your Computer



RATE AND REVIEW US

We really appreciate you taking the time!

If you enjoy ExpertPreneur® 
Magazine we would really 
appreciate it if you would provide 
a review and high rating in the 
app store.  It helps others know 
this is an interesting and helpful 
publication.  It only takes a few 
seconds and helps us attract 
readers as well as awesome 
content contributors.  



Contribute to ExpertPreneur Magazine
Interested in having your content appear in ExpertPreneur® Magazine?

Click here to fill out our magazine contributor form.  Remember to 

include a url to link to your products and services sales page, blog, or 

website so we can send traffic your way as a thank you 



“Marketing today is much more like 
sailing than driving.  Your boat is 
the brand.  If you point your boat 
in the right direction, follow the 
winds/currents, and steer, you 
will get the boat to where you 
want it.  Marketers should 
become the wind, but 
accept that they’re at the 
mercy of the currents 
and weather.
-Steve Rubel
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