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I want to congratulate you on purchasing this home study program.    This program has been designed to 
empower you to rapidly transform the quality of your life and create a more successful real estate business.  
You have in your hands information that may finally unlock your true potential and begin earning what you 
deserve. 

By purchasing this program, you have made one of the wisest investments you could ever make; an 
investment in yourself.   

You are now the owner of a wonderful program delivering a system of easy yet powerful steps, worksheets, 
and templates that can rapidly transform the quality of your life as well as your business. The steps you are 
about to discover have empowered women in real estate across the country to list more, sell more, and earn 
more.  These very steps empowered me to shift from struggling in my business to actually doubling my 
income in just one month and I want the same for you. 

Over the next six weeks, my intent is to deliver information, tools, and resources that may empower you to 
transform the quality of your real estate business. One way in which you may do this is by shifting from a 
selling mindset to a serving mindset.  This might be a totally new concept for you but one I feel you may 
quickly embrace; especially when you discover how doing so can allow you to consistently grow your 
business month after month with ease and joy! 

During your six week program, you will receive one module per week along with the accompanying 
worksheets and the mp3 audio for that week.   Spacing the modules out this way allows you to take more 
time with each module allowing you to place your total focus on that week’s assignment.  This also greatly 
reduces the potential of feeling overwhelmed. 

More than likely you have found it challenging to achieve the success you desire in your real estate business. 
That’s one of the reasons you purchased this program.  Something has been holding you back, keeping you 
from having the volume of business you would like.  Over the next six weeks you will identify potential 
blocks, pitfalls, self sabotaging behavior as well as the key to quickly resolving them.  Over the next six 
weeks you will be creating your own blueprint for success.  You will develop a plan through which you 
implement the best strategies and action steps to consistently bring in new business, generating the income 
you desire month after month.  

You will learn how to achieve the quality of business you desire by:  
 
~ Connecting to your business on a deeper level…  
~ Discovering how you truly desire your business to be… 
~ Clearly defining the benefits you provide…  
~ Identifying who your ideal clients are and how to more easily connect with them… 
~ Defining your short term and long term goals…. 
~ Approaching marketing from a totally new perspective…  
~ Defining your marketing goals and the resources you need for success… 
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~ Designing and implementing an easy, effective and authentic marketing plan… 
~ Expanding your comfort zone, empowering you to finally step into the success you desire… 
~ Creating a clear, easy to follow system to keep you focused and on track to achieve your real estate goals 
each and every month!    

When you have a clear system to grow your business, you can easily see which activities you engage in are 
the most productive and which activities may need to be revised or eliminated all together.  

This program will be your guide, your blueprint for rapid transformation.  The worksheets and exercises are 
designed to assist you to finally create a business you love, a business filled with buyers and sellers you 
enjoy working with, and a business that can consistently generate the income you desire. 

Throughout this program you will be using a process I call discovery.  Through discovery you will take a much 
closer look at your business as it is now as well as how you truly desire it to be 12 months from now.  Not 
only can you change your real estate business during this six week program, but you will develop a system 
through which you can transform ANY area of your business, as often as you like, easily and consistently.   

Using the very process I am about to share with you enabled me to rapidly turn my own life and business 
around.  This same process has allowed my clients to restructure their real estate businesses and enjoy a 
much larger volume of business and income.  It works for them and it can work for you. 

Through experience you gain knowledge and can achieve the biggest and most lasting transformation.  With 
knowledge comes power and you are about to become far more powerful than you might have imagined.  
Not super human powerful but insightfully powerful, creatively powerful, wonderfully and professionally 
powerful!   

So let’s begin.   

I invite you to take a long hard look at your business as it is right now.  What got you to this point?  What 
decisions did you make?  What actions did you take?  Many professionals tend to shy away from accepting 
full ownership over how and why their business came to be the way it is.  No matter what you may believe, 
no matter what you may feel the reason may be, the fact is you haven’t achieved what you have wanted to 
and you’re not going to until you take full ownership for your business right here and now.  Until you accept 
that your business, the successes as well as the failures, is the way it is because of you, you won’t be able 
to achieve nearly as much from this program as you could. 

For far too long I played what I call ‘the blame game’ which you may still be playing.  And, as long as I 
continued to play it, I remained a hostage, struggling with, fear, doubt, and embarrassed about the quality 
of my business.   Some people may be heavy into this game while others only dabble in it from time to time.  
None the less we all have played the blame game to some degree and many still do.  This my friend will get 
you nowhere fast.  Oh you may feel a bit better passing the buck off onto someone or something else when 
things go wrong but it doesn’t change anything and change is what you need in order to breakthrough to the 
success you desire.  
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 In this game it’s always someone else holding you back, someone else causing 
you to miss out on a great opportunity.  In the blame game it’s always not 
enough money to do what you feel you really should do or it’s the economy 
causing your business to fail or the clients who take too much of your time 
or…..and it can go on and on and on.  Playing this game keeps you stuck, 
frustrated and generally unhappy.   

The first step to breaking free is through owning your truth; the truth about 
you as well as your business.  Look honestly at your business, without any 
blame what so ever, and ask yourself the following questions.  “How did I get 
where I am right now?”  “What series of events took place?”  “What decisions 
did I make?”   

If you can make an honest, no blame evaluation of where you are right now in 
your business and own it, you have already made a huge leap in the right 
direction.  If you have not done so, download and print the worksheets that 
came with this module.  We will begin by focusing on Worksheet #.  

Your Business Worksheet #1 

Question 1.   Where are you in your business right now?  
This question begins focusing on business as it is today by looking at your sphere of influence.  These are the 
clients you currently work with, have previously worked with, or prospective clients and leads.  It is 
important to note here the distinction between a prospect and a lead. 

Prospect:  simply someone in your niche or target market. 

Lead:  someone you have already had a conversation with and has shown interest in the real estate services 
you offer. 

I think you will agree, it is far wiser to devote your time, energy, and resources to working with leads as 
apposed to prospects.  That’s not to say you shouldn’t market to them.  You don’t want to fill your database 
up with prospects.  That resource is reserved for your current, past, and potential new clients which are 
those very valuable leads. 

So, it’s numbers time.  Question one focuses on active, past and potential clients as well as how many hours 
you are currently working in your business each week and your current annual income. 

When listing your annual income, do not include any income from other employment.  This pertains strictly 
to your real estate income.  Complete the fields at question #1 now. 

By answering these questions you begin to understand the foundation of your business as it is right now.  
Next, we will begin focusing on what is working and what may not be quite right yet with your business. 

Question #2.   What got you to this point in your business? 
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In answering this question, consider the following:   

What actions have YOU taken?   

What decisions have YOU made?   

Remember, this is all about YOU and nobody else.  The blame game is over.  YOU are the person totally 
responsible for making your business the success it will become.  Now is the time to take full ownership over 
your business and everything that has transpired up to this point. 

When you stop blaming any short comings or failures on someone or something else, you take back the 
power you have been giving to other people, situations or events.   So start taking back your power by 
claiming full ownership over your actions as well as your inactions! 

Accept that where you are right now…. that it is all about you… wonderfully and powerfully you.     

Answer question #2 on your worksheet now. 

Question #3:   What has worked for you in the past to bring in new clients and generate income?   

This question is designed to help you gain clarity regarding steps or strategies you may have used previously 
to grow your business and generate income.  Actions such as networking, speaking, conducting workshops, 
volunteering, etc.    

List things you have done before that were successful in bringing in new buyers/sellers and generating 
income now at question #3.    

Next you will turn your attention to more recent efforts taken to grow your business. 

Question #4:  In the past three months, what action steps have you taken to grow your business? 

This question will show you whether or not you are doing any one thing consistently.  When we get into 
marketing, you will understand why consistency is so very important when it comes to being able to 
successfully grow your business and generate income. 

Did you do any advertising?  Did you create business cards or design a new brochure?  Did you do any 
speaking or send out a newsletter?  Did you do any type of mailing?  Maybe you attended a MeetUp or some 
other networking function or conducted a workshop or seminar.   

List each and every activity you have done over the past three months to grow your business now at 
question #4. 

Question #5:  What do you like most about listing/selling real estate? 

This question begins connecting you to your business on a deeper level.  Often when you struggle with 
building a business or taking a business to the next level, you can lose sight of what it is about your business 
that you truly enjoy.  
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I invite you to take time now to reflect.  Really connect to your business and what it is you truly enjoy 
experiencing most.  Is it working with buyers?  Perhaps there is a particular transaction you enjoy such as a 
1031 exchange.  Do you prefer working with sellers?  Write your response down on your worksheet for 
question #5. 

Question #6:  What do you least like about your real estate business?  

By taking your time here and being brutally honest, you will gain clarity about how you truly desire your 
business to be.  Are there certain tasks you either dread doing or don’t feel you do very well.  If so, perhaps 
outsourcing these or turning them over to an assistant would free you up to manage those tasks you do 
enjoy. 

One of my clients was terrible at following up with her sellers.  Even though she would schedule a showing, 
she rarely bothered to call the showing agent for feedback.  If she did, she didn’t always relay that 
information to her seller.  Needless to say she didn’t have very happy sellers.  I suggested she hire an 
assistant to manage that task as well as properties undergoing the closing process.  Once she found the right 
person, her business picked up, her clients were much happier, and so was my client. 

Other clients really hated the long hours they were putting in each week - easily 60 hours a week or more.  
When I discover a client is enduring those excruciating types of work weeks, it makes me cringe.  When they 
discover how easily they can transition to working a normal 40 hour week and actually increase their 
income, they happily make the changes to their business and promotional plans.  You can too, when you 
have the proper tools, strategies and resources.  The first step to doing jus this is by defining what it is 
about your real estate business you really don’t like. 

 So take a close look at your business - the tasks, duties, hours, commute, clients, office, income, 
competition, etc.  The more specific you are in defining what it is you don’t like about your business, the 
greater insight you will have about where your business needs transforming the most. 

List your response now at questions #6.    

Question #7:  What do you feel are your greatest strengths? 

What do you feel you do really well when it comes to your business?   

Are listing presentations your greatest strength?   

Do you have a dynamic memory or a great sense of humor?   What is it you feel are your greatest strengths?   

For me, it is the ability to quickly guide my clients to identify their blocks then rapidly resolve them 
combined with strategies that can skyrocket their profits.   Other strengths include my unique approach to 
real estate marketing,  a positive attitude, as well as being a catalyst for creative thinking and idea 
generation. 

So spare the modesty here.  Write down whatever it is you feel are your greatest strengths here at question 
#7. 
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Question #8:  What has been the biggest challenge to growing your business? 

If your business hasn’t been growing at the rate you had hoped, what seems holding you back?   

What issue or challenge haven’t you overcome?   

Has it been with marketing?   

Are you connecting with prospective new business but have trouble closing the sale?   

Maybe your biggest challenge has to do with money.   

Whatever it may be, list what you feel is your biggest challenge in growing your business now at question #8. 

Question #9:  Do you have a support system? 

Having a support system in place will greatly increase your likely hood of achieving the success you desire.  A 
support system can be simply an accountability partner such as a friend or colleague.   This is someone you 
can bounce ideas and plans off, someone who will help you stay focused and on target.  I don’t recommend 
choosing a business partner or family member as your accountability partner since they may be too close to 
you and may not always be thrilled or supportive when it comes to trying out new ideas, plans or strategies. 

Hiring a coach or mentor is another great way of gaining support as well as an accountability partner.  
Meeting with your accountability partner can be easy and convenient.  You can enjoy support from a 
colleague, group, coach or mentor without having in-person meetings by choosing to meet via phone or 
Skype at a time convenient for you and your partner.       

So, if you don’t currently have any type of support system in place, I strongly advise you to create one as 
soon as possible. 

Question #10:  What goal would you like to achieve during this program?  

It is hard to achieve any type of success without a clear goal.  The same holds true for this program.  So 
what is it you would like to achieve with this program?  Is it to create your own, authentic marketing plan?  
Is it to identify what has been holding you back?  Is it to expand your comfort zone?  Land more listings?   
Attract more buyers?  You may have multiple areas you desire to change and change is what this program is 
all about.  But for the next six weeks, choose one area of your business you wish to change and select your 
goal accordingly. 

When it comes to goals, you may have already heard about creating S.M.A.R.T. goals.  S.M.A.R.T.  goals are: 

 Specific:  a goal that is detailed, spelled out in such a way you clearly know what it is you wish to achieve. 
 Measurable:  a goal in measurable terms allowing you to clearly see the percentage you have achieved at 
any point throughout the process. 
Achievable:  a goal that is actually accomplishable within any defined terms or limits. 
Realistic:  a goal you may have achieved or came close to achieving in the past, or your peers have 
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achieved. 
Timed:  a goal that has a specified time line in which you plan to achieve it. 

When creating your program goal, be specific about your goal; such as 4 new listings during the six week 
program.  This goal is also a measurable goal since it is one you can easily measure your progress on during 
the program.   If you have met a goal similar to your program goal or if it is slightly beyond a goal you have 
achieved in the past, it may well be achievable for you.  If other real estate agents have achieved this goal 
and you can state this goal without breaking out laughing, then your goal is most likely realistic.  And, by 
placing a timeline around your goal, you set in place a period of time within which you plan to achieve this 
goal such as over the next six weeks. 

A goal that meets all these attributes is a goal you will be more likely to achieve.  So check in with your 
program goal and see if it measures up to a S.M.A.R.T. goal.  And if it does, write it down under question 
#10. 

Question #11:  What would achieving your program goal mean for you?  

You have created your goal.  Now let’s see how strongly supported this goal is.  What I mean by this is how 
would your life change by achieving this goal?  How would your business change?  What affect would 
achieving this goal have on your family, friends, clients or community?   

Your goal needs to be more than a self serving achievement.  By looking at your goal from multiple 
perspectives, by seeing the impact achieving the goal would have on others, it creates greater meaning for 
you and in turn can increase the level of motivation you have in going after and achieving your goal. 

So, take time now to really evaluate the impact of your goal and write down your answers here at question 
#11. 

Now let’s take a look at how you desire your business to be. 

Business/Income Worksheet #2 

Please turn now to worksheet #2.  When completing this worksheet, I invite you to view your business as you 
would like it to be 12 months from today.  These questions will guide you in defining many aspects of the 
business you wish to create and empower you to develop the action steps to begin developing your ideal 
business now. 

Question #1:  How many buyers/sellers do you desire to work with in your ideal business each month? 

You are a service based professional and, as such, need clients but you don’t want to become overwhelmed 
in your business.  So, what do you want when it comes to clients?   

Do you want to work with more buyers than sellers or vice versa?   

Do you prefer dealing with single family homes or are you more interested in commercial properties?   

©Copyright 2015 EFT Coaching and Consulting LLC and JudithWentzel.com.   Page   8
  All rights reserved.  No duplication.  



Explosive Business Growth for 
Real Estate Professionals 

Maybe helping families relocate to your area is more up your aisle.  

Write down the volume of clients you wish to have in your ideal business on a monthly basis now at question 
#1. 

Question #2:  What property type do you prefer to work with?    

Many real estate agents make the mistake of trying to be the all-in-one agent when it comes to listing and 
selling real estate. If this sounds like you I strongly urge you to stop immediately.  You cannot possibly 
manage all transactions with equal skill.  Plus, your marketing message will end up being very diluted due to 
the fact you are trying to speak to so many different potential buyers/sellers.  You end up with a message 
that reaches no one and is simply all over the place - hardly the image of a skilled professional.  So select 
one property type, one market area,  or client type you truly enjoy working with the most.  This will be 
your target market and the foundation for your marketing message. 

List your ideal property, market, or client preference now under question #2. 

Question #3:  What types of real estate services do you currently offer your clients?   

Many real estate agents offer CMA’s to prospective sellers.  Quite a few agents have a mortgage company or 
lender in the office which makes getting buyers pre-qualified quick, easy, and convenient.  Some agents 
offer a directory of local businesses as resources to their buyers.  These directories list several local 
businesses the agent knows and trusts such as landscapers, builders, interior designers, painters, plumbers, 
heat and air professionals, veterinarians, and pool service companies to name a few.  Perhaps you provide 
virtual tours or relocation assistance.  What are the services you provide to your clients? 

What ever the services may be, list them all now at question #3. 

Question #4:  How do your services benefit your clients? 

This question allows you to begin seeing the value of all you offer potential clients.  It also helps clarify 
solutions you provide.  This will play a role in creating your marketing message later in module 3.   

Do you do short sales or foreclosures?   

Do you generate virtual tours for each listing? 

Do you offer relocation assistance?  If you provide relocation assistance, you take some of the stress off your 
buyers by helping them secure accommodations, arrange airline reservations, etc.   

Many agents offer a comparable market analysis (CMA) for prospective sellers.  By doing a CMA for a 
prospective seller, you enable them to see current market values for other properties comparable to theirs.  
They can see at a glance what’s currently on the market as well as what has sold and for how much. 

So, take some time to evaluate the benefits your services have on the clients you work with.  Then write 
your response down at question #4. 
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Question #5:  What is the average listing price in your target market? 

Question #2 had you select the properties you most enjoy working with.  Are you familiar with the inventory 
currently available for this property type in your market area?  If you want to be seen as an expert, as a 
specialist, you need to know your market inside out. 

If you aren’t sure what the average list price is for your target market, now is the time to go to your MLS 
and find out.  Note the highest price point and the lowest price points as well as all in between.  Add them 
up and divide by the number of properties to reach the average price.  Then, list your answer now at 
question #5. 

Question #6:  What is the average selling price for properties in your target market? 

Remember, in order to be seen as a specialist, you must be knowledgeable of the inventory in your target 
market, listing prices as well as selling prices.  Also having a handle on the average number of days 
properties are on the market before going under contract is another figure you should know.  As with the 
listing prices, if you are not sure what the average selling prices are for your niche, turn to your MLS and 
find out.  The list your response under question #6.  

Question #7:  How many hours do you wish to work each week? 

Far too many real estate agents are putting in over 50 hours a week.  If you are among the throng of agents 
dealing with excessive work hours, now is the time to decide how many hours you would prefer to work in 
your ideal business. 

Granted, there are some work-a-holies out there.  However, it has been my experience that many agents 
simply feel they have to work all those hours in order to make the volume of income they seek.  Honestly, 
this is purely fear based activity.   

When you have the proper promotional plan, structure your business correctly, and position yourself in your 
market properly, you will discover it’s much easier to bring in new business and generate the volume of 
business you desire.  You can enjoy more free time; time you can spend with family, friends, enjoying 
hobbies, etc.   

So take a moment now to see your business the way you really would like it to be, and list the number of 
hours you would prefer to work each week at question #7. 

Well done.  In the next worksheet we will begin looking into marketing so take out worksheet #3 where we 
will begin by looking more closely at your goals. 

Goal Worksheet #3 

Here is where you will clearly define your long term income goal and the emotional support system you have 
to achieve this goal.  All goals should have a strong emotional support system.  It is this emotional 
foundation supporting your goal that determines the level of motivation you will have towards achieving the 
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goal.  The stronger the emotional support system, the more likely it will be for you to achieve your long 
term income goal. 

Question #1:  What is the long term income goal you would like to achieve 12 months from now? 

Again, this is with your ideal business; the business you would love to create.  You know what other 
successful real estate agents in your area are currently doing in their respective businesses (number of 
transactions, clients, income, etc.) This gives you an idea of what is possible for you as well.   When setting 
your long term goal, remember to make sure that goal is also a S.M.A.R.T. goal, one that is Specific, 
Measurable, Achievable, Realistic,  and Time specified. 

Also check in with your program goal which is a short term goal.  Are both goals in alignment with one 
another?  If your short term goal doesn’t clearly support your long term (12 month) goal, you will need to 
revise one or both of them.  The short term goal should act as a stepping stone leading up to your long term 
goal.  

When setting up short term and long term goals with my clients, we create their long term goal based on 
their ideal business; the business they are in the process of creating.  Their short term goals are generally in 
increments of 30 day (monthly) segments and build upon each other, leading ultimately to achieving the long 
term goal. 

Looking at the program goal you listed on worksheet #1, will it help you move toward achieving your long 
term goal?  If so, great.  Write down your long term goal now at question #1 

Question #2:  What is the reason you desire to achieve this long term goal? 

When a goal is not clearly defined, it will be much harder, if not impossible to achieve.  By understanding 
the why’s supporting the goal, you tap into the emotional support system beneath the goal. You will quickly 
realize if this is truly a goal you wish to achieve or a goal you feel you are expected to achieve.  There is a 
huge difference here.  If we allow others to set the standard for our levels of accomplishments, we run the 
risk of incurring undue stressors in our life as well as greater disappointment. 

But when the goal is one we honestly desire to achieve, you will be more likely to accomplish this when the 
why’s are clearly defined and you connect to your goal from a stronger more emotional level.  The more 
emotional support there is for a goal, the more likely you will be to achieve it. 

So take some time now to consider why you desire to achieve this goal, then write you answer down at 
question #2. 

Question #3:  What impact would achieving your long term income goal have on you?  

Until you realize the ways in which achieving a goal may change your life, you won’t be truly connected to 
achieving it.  How would achieving this goal impact your life?  How might your life change?  Would it give 
you financial freedom?  Would you be able to take a vacation or buy a new car?  Take your time in this 
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section.  The more you ask yourself how your life may change as well as benefits you will receive by 
achieving your long term goal, the greater emotional value you place upon achieving the goal.  When you 
have a strong emotional support structure for any goal, you will have a goal you are more likely to achieve. 

So, begin now by listing at least three areas of your life that will be changed as a result of achieving your 
long term goal now at question #3.   

Question #4:  What impact would achieving your long term income goal have on your family?  

You have spent some time thinking how your life could change by achieving your long term goal.  Now I 
invite you to look at the impact this goal could potentially have on your family?  How would their lives be 
affected?  What benefits could they receive?  Take time now to view the goal from this perspective then list 
at least three ways your family members lives could be impacted now at question #4.  

Question #5:  What impact would achieving your long term income goal have on your clients and/or 
community?  

When you realize the broad impact your goal may have on you, your family, clients, as well as the 
community you live in, the goal can and does take on a totally new perspective.  This makes the potential 
impact of the goal not simply about what it can do for you but how it can transform the lives of so many 
others around you.  Knowing this can greatly increase the level of motivation you will have toward achieving 
this goal.  It will empower you to take the action steps necessary to consistently move toward your goal 
month after month.  So take time now to consider at least three ways achieving your goal may impact the 
lives of your clients and/or your community then list your responses now at question #5. 

Question #6:  How many transactions will you need each month/year to achieve your long term goal? 

You have researched your target market.  You know the average listing and selling price for properties within 
your market. You have also defined your program goal, and now your long term goal.   In order for you to 
achieve your long term business goal, you must conduct a certain volume of business.  Knowing the average 
listing/closing prices of properties in your target market, how many transactions will you need each month 
in order to stay on track to achieve your long term business income goal?  List your response now at question 
#6 for both your monthly projections as well as the total you will need for the year. 

Question #7:  Do you have the necessary resources to achieve your long term goal? 

In order to achieve any goal you must take action.  Each action requires a set of resources such as time, 
money, energy, and motivation.   If you lack any of these, your goal will remain outside your reach.  Check 
in now with your situation and whether you have each of the resources you need readily available to you.  If 
any are not, what steps could you take in order to remedy that?  Check your resources now and any steps 
you will need to take in order to assure you have each and every resource necessary for you to achieve your 
goal now at question #7.  There is also space provided to list any additional resource(s) you may need and as 
well as steps you will take to ensure you have these resources in place. 
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Real Estate Professionals 

Question #8:  What tools, information, or skills do you need in order to achieve your goals?  
 
As a business owner, there are a lot of things you require in order to market yourself and the services you 
provide.  Do you have business cards?  Have you crafted your 30 second elevator speech?  Do you have your 
own website?  Do you have a good CRM program?  Are you technologically savvy when it comes to doing 
business more efficiently and effectively? 

Not having the proper tools or skill set can make growing your business and generating the volume of income 
you desire extremely challenging not to mention stressful.  But knowing what you need is a great place to 
start.  How will you overcome this challenge?  What will you do in order to have the tools or skills necessary 
to consistently grow your business at a steady pace?  List your response now at question #8. 

Question #9:  In order to achieve this goal, what steps are you willing to take? 

In order to grow your business and begin generating the income you desire you have to take action.  Without 
action, you will remain where you are, struggling in your business and getting nowhere.  What are some 
action steps you could begin taking now?  

If you don’t have business cards, one step would be to get your cards designed and printed.  So, two action 
steps here would be 1. to get your cards designed, and 2. to order your cards. 

If you don’t currently have a website, the steps you could take would be 1. select a designer, 2. approve the 
layout, 3. obtain hosting and domain name (if your designer does not provide these serves to you) 4. deliver 
copy and other materials to designer, 5. have a fully functioning website up and running. 

What ever steps you need to take, each step needs to be clearly defined for both the step as well as the 
date it is to be completed by. 

Take some time now and list a few action steps you feel you need to take in order to bring yourself up to 
speed to grow your business more consistently now at question #9. 

Congratulations!  You have now completed module 1 of this series.  Next week we will begin working on your 
marketing by reviewing and redefining your niche or target market.  Until then, review the work you have 
accomplished and put those action steps you have created into action. 

We’ll meet again next week.
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