


Income Acceleration. 

What is it and why should you care? 
Simply put, it’s the concept and processes that move any hardworking “expert business”
owner from the life they have now to the life they truly want. 

This means giving up the struggle of trading time for money, struggling to get new 
clients, being frustrated by slow growth and not enough money, and being on the verge 
of burnout.

And, transforming to a place where you work smarter and get to do what you love to do 
everyday, work on your terms, make the money you want, and build a business that 
creates long-term clients. 

Why should you read this report? 

If you’re not getting the results you want (you know, if the dream you created when you 
started your business hasn’t become a reality), you’ll want to pay attention. 

Your success (or lack thereof) is not your fault. 

The reason most Expertpreneurs® (my term for expert and authority based 
entrepreneurs) don’t succeed is that they don’t have a system that supports building the
business they truly want. They also struggle because they try to go it alone.

And that’s where this report comes in. 

Income acceleration is all about using foundational principles to 
create a system that sets you free. 

It’s about creating structure, stability, security and serenity. 

It’s about running a smarter business, not a harder working one. It’s about learning how 
to raise your visibility and reach so that you can be clear on who your ideal clients are, 
how to reach them and, most importantly, how to engage them in a meaningful way so 
that they will choose to hire you. 

When you learn these principles, (which I refer to as “The 6 C’s of income acceleration) 
you’ll be on your way to building a solid, long-lasting, wealth producing business. 

Let’s begin by talking about the income accelerator of Communication.

Enjoy. 

Sheryl Wolowyk, The Income Acceleration Coach

Income Accelerator: Communicating your Marketing Message

It’s not enough to simply fnd new leads and hope they become clients. It’s not even 
enough to capture new leads to your lists and hope they start paying you. If you truly 
want to fnd more money in your business, check your message. 



The money is in the message. 

Have you ever heard that expression before? If not, then you’ll want to pay attention 
because what I’m about to share just may change your business. 

The process of fnding new clients is just that, a process. It’s not a magic pill or some 
secret sauce. It’s just a process that follows a logical order. 

It begins with making contact with your ideal client. 

It continues with you capturing their information with a compelling lead magnet or other 
methods such as taking registration information for your own event or through a 
sponsorship for someone else’s event.  

For those of you who don’t know what a lead magnet is, it’s an engaging report, video, 
or some other kind of valuable information given to help your ideal client and to position 
your work, your business, and your point of view.

Lead magnets can also be webinars, teleseminars, videos, podcasts, tele-summits, to 
name a few. The key to having an effective lead magnet is that it must provide value 
and be relevant to the ideal client and position your expertise.

Now it’s time to start a real conversation with your prospect. One that, if done 
properly, will lead you one step closer to them becoming a paying client. 

The money is in the message.

No, that’s not an accidentally repeated statement. It’s just such a key point in this 
income accelerator that it bears repeating. 

Quite often business owners feel that simply capturing a leads’ information will result in 
a sale. The truth is that we’ve only just begun. 

The process goes like this: 

 A prospect consumes your lead magnet. Ideally they then reached out to you 
and gave you feedback and thoughts on it.  

 Now you’re ready to share even more valuable information they can use. 
Information that positions YOU as an authority, an Expertpreneur®. 

 This information helps build a relationship, leading to what is known in business 
as “the know, like, and trust factor.” 

Here’s a little secret about business owners: They desperately want someone to 
look up to and help them solve their problems. 

They are looking for mentors or advisors. For authorities that they can turn to for 
guidance and support. Someone they can trust to provide reliable advice and guidance. 
Someone who can help them solve their problems and accelerate their success.

But they’re not just looking for ANY advisor or mentor. 



No, they want to fnd someone who understands them. Who “gets” their hopes and 
dreams, their concerns and challenges. Who wants to help them achieve their goals, 
get what they want and, ultimately, create the life of their dreams. 

It is the Expertpreneur® who understands how to transform themselves from “person 
trying to sell me stuff” to “trusted advisor”. 

Becoming a Trusted Advisor 101 

The reason most business owners fail to become a trusted advisor is that they are trying
to be an advisor to everyone. They cast a wide net that tries to appeal to everyone in 
every way. 

The problem with this approach is that it makes you a generalist. A person who 
seems to shift with the way the wind blows instead of a person of principles with 
strict values and a strong point of view and deep expertise in your feld. 

This requires you to know yourself as well as you know your client. When you’re able to 
do that and to resonate with a smaller group of clients, you are able to relate to them in 
a way that only they get. 

Ideally - your ideal client may not be that far off from yourself. In fact, it’s 
recommended because it allows you to clearly understand what motivates and drives 
your audience. It’s what triggers them to take action.

Knowing your ideal clients and speaking to them in a way they will “get” creates what I 
call “customer intimacy.” It positions you as an expert who can help them achieve their 
goals. 

But what to say, what to say…

OK, I understand (in theory) it makes sense to talk about becoming a trusted 
advisor. But just what should you say to your audience and how the heck do you 
get it out there? 

Great questions. I’m glad you asked. 

As an Expertpreneur®, the odds are you’re never short of ideas. The catch is to 
understand how to formulate your thoughts and turn them into valuable content that you
can share with your audience. The more you share and the more ways you share with 
them, the more your message gets out there and your exposure grows. 

Here are a few quick ideas if you’re struggling with how to turn your expertise 
into a palatable form: 

1. How-To Article – This is pretty straightforward. If you are a ftness coach you 
could write a short article on how to do proper squats.  If you are a life coach you 
might produce an article on time management and personal productivity. Your 
audience loves when you can make the complicated simple or turn a task into a 
no brainer.

2. Top Lists – How many times have you seen articles titled “Top (X) Ways to be 



Great at Y” or some variation? They are highly pervasive, and for good reason – 
people are very attracted to lists. They simplify, and allow people to get 
information and then get on with their day. 

3. FAQs (Frequently Asked Questions) – If you already have a number of clients 
and have been asked certain questions over and over, it would be benefcial to 
compile them with their answers and post them to your website. Chances are, 
other people will ask the same questions, too.

4. News-jacks – Giving your two cents on a current news story relevant to your 
business or industry will get you a lot of attention for relatively little effort. In 
general, you should make sure to keep on top of current events, because if 
people perceive you as being on the cutting edge, they will be more likely to 
follow you.

5. Making Data Interesting and Accessible – If you come across a surprising 
statistic about your industry, it would be great to share that with your prospects 
along with your opinions on it. You can even compile multiple statistics into one 
post. You could add your two cents to it or just let the numbers speak for 
themselves. The key is to come across as “in the know”. 

6. Excerpted Content – This is particularly useful if you've already created a long-
form document of some variety, perhaps an e-book or a white paper.  Pull a 
section out and repurpose it for another piece.

7. Curation – You can always turn to other people's articles if you are out of ideas. It
not only creates good synergy between you and other businesses, but also 
positions you as really being a part of your industry. (Just remember: you must 
give credit to the original writer and in some cases get their permission in 
advance). 

Funneling your Marketing Message

There’s no point in talking about your marketing message without a discussion on how 
to actually deliver that message. 

That’s where marketing funnels come in. 

If you’ve never heard of a marketing funnel, or never used one before, don’t fret. It’s 
simply a system by which you take your ideal clients through a specially crafted set of 
marketing messages designed to engage them. 

A very common and effective approach to creating a marketing funnel is to create a 
system of auto responders or pre-written emails that are delivered in a sequence to 
people who join your list. 

Pay attention to the word system. The goal of a funnel is to automate parts of your 
marketing process. To have a strategic game plan in place that allows you to effortlessly
build a relationship with your audience and become that trusted advisor. 



We’ve already spoken about the need to identify your target prospect, your ideal client, 
and what makes them tick. Now it’s time to create a series of communications that 
shows you do indeed understand them, as few others do. 

It’s not about you. 

The secret to keeping prospects engaged is by making it about THEM and not you. By 
having conversations about the problems that are plaguing their lives. When you’re able
to offer valuable information that shows you get them, it helps them begin to see, email 
by email, that you are the answer they have been looking for. 

Education-Based Marketing

A great way to think about yourself is not just as a business owner but a teacher. You’re 
there to educate your ideal clients and give value around the issues they care about. 
Your job is to help shed new light on old problems. One of the best things about being 
an Expertpreneur® is understanding that if you’re the frst person to explain a concept in 
a way that a prospect really gets, they’ll be more inclined to stick with you and ultimately
become a customer. To be really effective ensure your education-based marketing 
always includes these three things:

1. Provides value to your ideal client.

2. Is relevant to your ideal client and something they are interested in receiving.

3. Positions your expertise (don’t just pass on good cooking tips you’ve learned 
from others, or something that isn’t relevant to your work) by educating your 
audience on the things you know. When you do this consistently, you become a 
trusted source in your area of expertise.

Your Marketing Funnel leads to Money. 

Oh yes! Money. That’s why we’re in business, right? What I love most about the 
marketing funnel is that it creates momentum that leads you towards a sale. 

It’s why you must begin to learn how to create funnels so that you can 
communicate with your prospects in an effcient way that delivers value and 
ultimately asks for a sale. 

A fnal word on Funnels.

We've spent a lot of time on the marketing funnel concept as it relates to the email 
marketing channel of your business. But email marketing isn’t the only way to 
communicate with your ideal clients. You should also consider other channels including 
your Facebook fans, your Twitter followers, your blog readers, and many more. If you 
connect via direct mail, you may even want to consider a series of mailings that will 
continue to offer value to prospects who prefer to consume content offine. 

Think about your ideal client and where you can connect with them as well as their 
preferred method of communication.  

In the end it’s about remembering three key things:



1. The money is in the message.

2. You must create a good message-to-market match: Speaking to your audience in
the language, expressions, and vocabulary that they are most likely to respond to
and in the medium they are most likely to engage in.

3. Create a system that allows you to easily and consistently deliver that message 
to your ideal clients. 

Remember that the fortune is in the follow-up. 

Did you know that on average, it takes 4-7 points of contact with an ideal client before 
they become a customer? Yet most entrepreneurs stop after communicating 2-3 times. 

It is only a rare few, some 20% of business owners, that actively engage in some kind of
follow-up system. So think about how much money is being left on the table simply 
because you don’t have a plan in place to continue the conversation with your audience.

You can signifcantly increase your proftability simply by understanding that you may 
not close a client at frst pass. Use this to your advantage knowing that your competition
is likely to quit when they don’t frst succeed.

Creating a system for contact and communication is a key 
income accelerator, but it’s only one step in a larger system.

If you truly want to build the business of your dreams, you’ll need to learn the other 5 
C’s that will help you transform your business. 

This includes understanding how to:

• Contact your ideal clients Consistently and Systematically.

• Capture your ideal clients’ information to create a better follow up system. 

• Convert prospects into clients and customers (i.e. - getting the sale).

• Connect with them in a way that doesn’t make them feel like a target with a wallet.

 Create Customer Retention and Commitment so that they’re not a one-
time sale. 

Want to learn more about the other 5 C’s and how they can 
skyrocket your business? 



Get your copy of my “Income Acceleration 
Blueprint”

How Any Speaker, Author, Coach, Consultant 
or Seminar Leader Can Leverage the "Six C's" 
To Leave The "Time For Money" Trap Behind... 
Attract A Steady Stream Of Prospects And 
Clients...

And Build A Lucrative Business That Brings You The Fulfllment of
Helping Others, The Impressive Income You Deserve,
and The Life of Freedom and Enjoyment You Desire

In this 41-page booklet you’ll discover the amazing power of all 6 Income Accelerators 
and how they can help you create the business and life you want! 

Purchase now for just $17 (A $97 VALUE) 

<BUY NOW>

https://dyp.infusionsoft.com/app/orderForms/6b2fd732-9266-4f3c-a4f7-78d842b1bb20

