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Your Easy, Simple and Lucrative "Expert Business" 

Sounds like a dream, doesn't it? Well it's not.  

You can have a lucrative "expert" business, based on what you’re already doing. 

You can bring your business online, no matter what's held you back from having an 

online presence before.  You can improve your existing online presence by taking 

easy and simple "baby steps"…  

Steps that enable you to attract many more clients than you are now, while 

elevating your expert status in your market.  Without relying on referrals as your 

only source of new business and income. 

We're talking about making your business better.  So you're not struggling to get 

coaching or consulting clients. So you're not stuck in the cycle of traveling and 

speaking, over and over again.  So you're not at the mercy of a publishing company 

to get your book in many, many more hands than you have up 

till now. 

It's about adopting simple strategies and tactics that will turn 

your practice into a real business.  Bringing you real results, 

fast.  With minimal time and effort on your part, once you 

have a few simple things in place, which you've overlooked (or 

avoided) until now, for whatever reason. 

All by following my "Simple Online 14-Point Tune-Up For Any 

Expert Business"… which you'll get in just a few minutes from 

now.  A "tune-up" for your expert business, that can be done 

in a simple, stress-free fashion. 

Understand, that creating your easy, simple, lucrative expert 

business is not about starting a business from scratch, or even 

re-launching your business.  It's not about chaotic, rapid business building, or 

difficult, complex and time consuming work.  

It all starts by getting clear on exactly where you stand now.  So you can move 

from where your business is now, to where you really want to be.  And you'll get 

this critical clarity that you must have, after you've experienced my “Simple Online 

14-Point Tune-Up for YOUR Expert Business”. 

First, I have to commend you for taking action and requesting this simple but 

powerful expert business "tune up."  You've taken an important step to getting the 

engine that runs your business operating smoothly and profitably, instead of how 
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it's working for you now.  Coughing and sputtering, barely able to bring you new 

prospects and clients, barely able to keep running, without stalling out. 

Before we start your "Simple Online 14-Point Tune-Up", let's address an important 

question you may have been thinking about for a long, long time… 

Why Make The Move To Online Marketing? 

When someone is looking for help in the area that you specialize in, do they find 

you when they look online?  If someone has heard about you, and the good work 

you do, and look online to find out more about you, what do they see?  If you're 

like most coaches, consultants, authors and speakers… they find nothing or nothing 

that amounts to any value.  What they find doesn’t help them find out who you are, 

and why they should contact you for help and guidance. 

The fact is most people look for what they want online, first.  And if they don't find 

you, guess what happens?  They find someone who does exactly what you do, but 

has a solid online presence.  Someone who may not even be as good as you are at 

helping people as you do, in your own unique way.  But they've taken the time, and 

put forth the effort, to be "findable" online.  Their expert business "engine" is 

humming along, bringing them new clients on a regular basis.  Without having to 

rely solely on referrals for business.  

While your engine is still sputtering and stalling, 

not bringing you a steady stream of prospective 

clients or enabling you to help more people who 

need your help.  Not providing you with the kind of 

income you thought of when you started your 

expert business. Not providing you with an 

enjoyable way to earn a living, where you enjoy 

every day… having the time to help others… AND to 

have and do the things in life that make you 

happy. 

Now, we're not talking about building a practice, or even improving your practice.  

We're talking about building a real business.  That will bring you all of the things 

you're not experiencing in your life now.  Enabling you to help many more people, 

while being handsomely rewarded for your time and effort.  We’re talking about a 

business that runs smoothly, dependably, with minimal effort on your part.  

You see, by not having a solid online component to your marketing and your expert 

business, you are essentially driving a business that is badly out of tune.  That is 

not even close to operating in an efficient, easy, simple, fun and lucrative way.  

http://www.expertelevation.com/
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But don't worry.  You've done your best up to this point with your business.  You 

just haven't had someone to take you by the hand, and show you the reasons why 

your business hasn't provided the kind of lifestyle, enjoyment and income you 

expected.  Along with simple suggestions for what you can do, step by step, to 

transform your day to day activities into an easy, simple and lucrative business.  

The "ESL" Way to Get Your Expert Business Online 

So how do you approach tuning-up what you're doing now, so you can enjoy your 

own "Easy, Simple and Lucrative" business?  Well first, it's much easier than you 

may be thinking.  You don't have to be a marketing expert.  You don't have to be 

good with technology.  And you don't have to change what you are doing to help 

people, be it by coaching, consulting, speaking or publishing books.  

Because using my "ESL Way" does not require that you do any of this.  You just be 

yourself, and follow my Simple Online 14-Point Expert Business "Tune-Up"… taking 

baby steps… one simple step at a time. 

And it can be as simple as that. Look at it as taking a 

"getting your business online 101" class in school.  A 

class where every thing is on a basic level, and is 

easy to understand and implement.  Showing you the 

right way to get your business online, or to "tune-up" 

the online presence you have now, that's not working 

for you. 

It's all about how to get started with online 

marketing for your existing business, or if you've 

been trying some online marketing, and it hasn't been working the way you 

expected, to take what you've been doing and give it a "tune up."  Along with 

getting the clarity and direction you need with your existing expert business to 

transform it into the business of your dreams. 

Now in just a moment, we're going to dive into my "Simple Online 14-Point Tune-

Up For Your Expert Business".  But first, I want to share a little bit about who I am, 

what I do, and why listening to me, and getting your 14-Point Tune-Up today, will 

be the best thing you've done for your business in a long, long time. 

 

Who I Am and What I Do 

I'm a successful business-building and marketing expert, having created four 

successful businesses in retail, niche consulting and training, and information 
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products and coaching for expert business owners, who I call "ExpertPreneurs
®
.  

And I've been doing this for years. 

As an ExpertPreneur
®
 myself, I know the troubles and headaches of starting, and 

building an "expert" business.  When I was starting out, I wished I could find a 

resource that could help me make sense of all the terminology, strategies, and 

resources out there that people use to expand their existing practices and 

businesses online. 

I could see from my research that many people were making a lot of money using 

online marketing.  And I believed I could have that same level of success, too.  So I 

searched for a single resource that would pull it all together for me and help me 

make sense of how to expand my business online. 

 

After searching for months (and not finding one resource I thought would help me), 

I decided to invest in several products and services to find what I was looking for.  I 

bought dozens of products, attended conferences, and read a lot of books on 

various subjects.  I even joined a coaching group to fine-tune my strategies, and 

learn from other entrepreneurs. 

 

After a couple of years, I had finally 

pieced together the basic concepts I 

knew I needed to grow my businesses 

online.  Although I found the answers I 

was looking for, and was able to grow 

my business significantly, I couldn’t help 

but feel that it shouldn't have to be so 

hard, or take so long. 

 

It shouldn’t cost so much money to learn 

the concepts and identify the tools and 

techniques I discovered.  I thought… "If 

only I could have found someone to 

provide a comprehensive guide that covered all the basics about establishing or 

improving the online presence of an expert business." 

 

Now I couldn’t change what I went through.  But I knew there must be thousands 

of other entrepreneurs out there struggling with the same things I struggled with in 

the past.  Entrepreneurs just like me, wanting a simple, straightforward resource 

that could answer their questions about building a business online, or improving 

their online presence, to grow their existing "expert" business.  That's why I 
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created the "Simple Online 14-Point Tune-Up for Any Expert Business" that you 

have in front of you right now. 

 

That's why today, my main focus is helping expert businesses, just like yours.  And 

I only help experts… "ExpertPreneurs
®
"…  So everything I'm sharing with you today 

is designed specifically for you.  Not general business, not management, not retail… 

just business-building and marketing for businesses like yours… just what works for 

"expert" businesses. 

 

And when it comes to marketing, I have to tell you there really is no such thing as 

"online marketing."  I say this, because it's all just marketing.  It's the same for 

virtually any business.  I know, I've been deep in the marketing trenches for years.  

What we call online marketing just focuses more on online "channels" like websites, 

email, online advertising and digital products.  So for the sake of clarity, I'll still 

refer to this type of marketing, these channels, as "online marketing"… as we're 

walking through the steps of your “Simple Online 14-Point Tune-Up For YOUR 

Expert Business”.  

But know that all online marketing is not the same.  Any old marketing won't do, 

when we're talking about an "ExpertPreneur
®
 business like yours.  That's why I 

decided to only help experts.  It's what I know, and what I do best.  And because of 

my specialized focus, you're about to get a simplified look into online marketing 

that no one else has shared with you before.  And we'll start that look with a peek 

at the "engine" that drives… 

Your Business Now 

More often than not, when I take a look at the business of an ExpertPreneur
®
, I find 

an engine that's badly out of tune.  It's not operating efficiently. It's not humming 

along, purring like a cat, doing its job every day, just like you expect.  

Instead, the typical "expert" business is barely running.  It's a wonder that it helps 

anyone, and makes any money at all.  The fact is, if you're not helping a lot of 

people with your expertise, you are selling yourself short, and you are not helping 

the market that you decided to focus on, and help.  

Now, because you requested my "Simple Online 14-Point Tune-Up For Any Expert 

Business", I'm guessing that your business is not going the way you want.  You 

know the current state of your business or practice now.  You know if your business 

is like what I just described.  Do you think your expert business needs a tune up? 

Well here's how to tell if your business does indeed need a tune-up badly… 
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First, you're living the "rollercoaster income" 

life.  It's feast or famine.  Some months you're 

busy, helping people, and earning an above-

average income.  But these months come few 

and far between.  And even when you're busy 

and making good money, you find that you 

don't have the time to do what you need to do 

to attract new clients. 

Then there are the other months that are really 

a problem, too. Right? When you don't have 

any clients, or you're not getting any new 

clients, and the money dries up.  This is the 

time when you would be able to attract more 

clients, but you don't take the steps needed to get new clients.  

Listen, there is one big reason that's causing your client-getting problems.  It's the 

fact that most expert business owners rely too much (or only) on referrals.  Sound 

familiar? You know how it goes… it's the rollercoaster income life again where your 

business is not steady and it's not consistent.  Because you're not really in control 

of the stream of referrals you get.  

Because of this, you find yourself with the clients you have, some (or many) that 

you really don't like.  You really don't think they are a good fit for you.  But because 

of the inconsistency of attracting new clients, you're in no position to do anything 

about it.  So you have to continue to serve clients you would rather not have. 

And if all this is not bad enough, you find yourself spending more time with your 

clients than you want to because you're only doing one-to-one coaching, or 

consulting.  And even if you're speaking to many at once, or publishing the 

occasional book and doing "book tours" to support them, you're time is spent 

largely on airplanes, in business hotels, or on long road-trips in your car.  Which 

severely limits your time to devote to attracting clients, and growing your business.  

So you stay stuck right where you don't want to be. 

Now that we've taken a look at what your business may be like now, let's get 

positive, and focus on your dreams, your goals, and your aspirations. In other 

words… 

 

The Life You Really Want to Live 

I bet you didn't start your expert business to live a stressful, disappointing life.  
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Instead, you had visions of living the life you really want to live.  While doing what 

you do best, helping people who come to you for guidance, advice and help with 

their biggest problems, frustrations and roadblocks.  I’m talking about people who 

you enjoy working with, which enriches your life, while you are enriching their lives. 

Imagine… enjoying every day, helping more clients, attracting clients who are the 

best fit for you. 

All while attracting a steady stream of prospects, while 

you're working, while you're sleeping, while you're dealing 

with existing clients, while you're doing things you love, 

while you're on vacation.  And doing all of this in a way that 

enables you to earn a substantial income, supporting your 

life of enjoyment, prosperity and freedom. 

We're talking about enjoying everything a finely-tuned 

"ExpertPreneur
®
" business can provide you.  With nothing 

that you don't like about your expert business the way it is 

now. 

With my "Simple Online 14-Point Tune-Up For Your Expert Business", this is what 

your finely tuned expert business can look like, and feel like: 

Less stress from not knowing where your next client is coming from.  Hoping that 

the next one will be a lot more enjoyable than the last.  Less time spent on the 

"income rollercoaster" and always wondering if you'll make what you want to (or 

need to) by the end of the month. 

With more confidence because you've set yourself up so you're not relying only on 

referrals for business.  Confidence that you have a process in place that brings new 

prospects to you every week.  Prospects who match your image of your Ideal 

Client.  The type of client you can help the most, and will enjoy helping the most. 

Knowing that you'll get new clients 24/7, without you waiting for referrals, even 

when you're busy with other clients.  That you'll always have a full "funnel" (which 

we'll talk about a bit later), that delivers quality, consistency and confidence to you 

and your business. 

Now even if you're thinking all of this is the kind of expert business you've always 

wanted, you may still be wondering how you can make this happen.  How hard it 

will be to do, and how much of your time it will take, while still serving clients, and 

managing your busy life.  
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Well you won't have to worry about any of that, because my "Simple Online 14-

Point Tune-Up For Your Expert Business" is all about… 

Making Your Business Better – The "ESL" Way 

You see, the beauty of the "Easy, Simple, Lucrative" model… The "ESL" Way…  is 

just as it appears. 

It's about taking actions that are easy, not a lot of 

work, which don't require a lot of your time.  And the 

actions you take are simple, so you don't have to go to 

school to learn how to do each thing, to improve what 

you're doing now. 

Every single easy, simple step you take to making your 

situation better, to transform what you do now to a 

real, profitable business… is adding one more aspect to 

your business that makes what you do much more 

lucrative for you than it is now.  

Which means you will make much more than you are making now. While having 

more free time for YOU, to do what you enjoy in life, the fun things you do when 

you're not working. And at the same time, enabling you to help many more people 

than you are now.  

And after all, that's why you decided to become an expert, right? With "The ESL 

Way"… you'll get to really make a difference, and help many more people be 

happy, get what they want, get rid of what they don't want, and become successful 

at whatever they want, in the special way that only you can. 

Because as you'll see in just a moment, my "Simple Online 14-Point Tune-Up For 

Your Expert Business" is all about… 

Helping More People, and Getting More Business 

Look, the "tune-up" you're about to experience is specifically for expert business 

owners. No one else. This is for businesses just like yours.  And it's designed for 

very specific purposes.  

First, to enable you to help many more people than you are now.  You know how 

your guidance and advice can transform people's lives once they apply it.  But you 

are not going to fulfill your mission, if you're only helping one or two people here, 

and a few people there.  To make a BIG difference, you must help many more 

people.  Which you'll see how to do as our 14-Point Tune-Up unfolds. 
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And helping more people means getting more 

business, period.  Generating more leads, joining 

conversations with your target market.  

Capturing contact details of your target 

prospects, and bringing them into your world.  

Bringing you more business, and transforming 

the lives of your clients, listeners and readers. 

Now that you understand why I wrote this 

"Simple Online 14-Point Tune-Up For Your Expert 

Business", who I am, and who I created this for, 

you are ready to dive in, and get started with 

your… 

"Simple Online 14-Point Tune-Up For Any Expert Business" 

You either have a car right now, had one at some point in your life, or have driven 

around in someone else's car.  And just like a car, your expert business cannot be 

the vehicle that enables you to help people, unless the engine is running at peak 

performance.  Taking you where you want to go, smoothly, effortlessly, with no 

troubles along the way. 

In short, it has to work just like you want it to.  Just like you expect it to work. 

From our conversation so far, I'm sure you realize that the engine that runs your 

expert business is not performing like you want it to.  It's badly "out of tune," and 

is struggling to take you where you want to be.  Having an expert business that 

helps many, many people in your target market.  While enabling you to enjoy every 

minute of what you do, and be handsomely rewarded for your commendable 

efforts. 

And just like the engine in a car, the efficiency of the engine that runs your expert 

business drives the success (or failure) of your business.  When just one small thing 

is out of tune, it affects how your entire business runs.  Making it run rough, where 

it seems everything you try to do to improve, and serve more people, is difficult, 

and doesn't bring you the results you expected. 

And when many things are out of tune, the engine of your expert business barely 

runs at all.  Leading to a lack of qualified leads, and clients and over-dependence on 

referrals.  When many things are out of tune, the fuel doesn't flow correctly, and 

your engine bogs down.  Just like your expert business does when you don't have a 

consistent flow of new prospects and new business coming your way. 
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Though this seems to be a critical situation, which it absolutely is… a simple tune-

up makes it all work more efficiently.  One simple tune-up can make the difference 

between having the expert business of your dreams, helping many, many deserving 

people, who need your help badly… or having a practice that does not provide the 

benefits that made you start your expert business in the first place. 

So let's start your "Simple Online 14-Point Tune-Up For Your Expert Business" by 

helping you with one of the biggest areas that are out of tune in most expert 

businesses I've seen… 

Tune-Up Point #1 – Being The Best Expert You Can Be Through Clarity 

When you realized that you are an expert, 

that set the stage for you setting up shop 

and passing on your knowledge to others 

with the intent of helping them with their 

problems.  Problems that seem as large as 

Mount Everest to your clients.  

But when you jumped in to the "expert 

arena," you found there were others like 

you.  In fact, there were thousands, if not 

millions of experts like you.  And if you're 

like most experts with "practices," you just 

went on your merry way, getting a few 

clients, and helping them as best you could.  Though without the clarity you really 

needed, about your unique help, focus and mission, you blended in with the crowd. 

This problem comes way before trying to create or improve an online presence for 

yourself and your practice.  Because before there can be a solid online presence, 

there must be a clear, unique position of authority.  That comes from being clear on 

exactly what it is you are setting out to accomplish, and exactly how you are going 

to help others. 

Before we get into authority positioning, we have to take a much deeper look at 

what you will bring to the table, exactly who you help, who you don't help, and why 

your audience should listen to you.  Starting with the basis of your expert 

knowledge. 

Besides sharing knowledge and skills you gained that may have helped you in life or 

business, there are other important factors that must contribute to the overall 

package of YOU, and the help you bring to others.  Including: 

Your Unique Strengths in These Areas… 
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…that set you apart from the thousands of others who are 

helping people in a similar manner as you are.   These are 

natural, innate talents and perspectives that knowledge and 

skills rarely bring. Your life experiences can help you detect 

where your true strengths lie, when you look back in life, to 

see what things seemed to come easy to you.  

What talents, gifts and special insights have you noticed, and 

others have noticed too?  When you're operating from your 

natural strengths, you have a much stronger connection than 

most, to the concepts and solutions you can provide to others 

to make their lives better.  Next, we must talk about… 

Your "Passion Zone" and your BIG Mission… 

This is what really makes you excited to get out of bed in the 

morning.  Activities you would spend your entire day doing, 

even if you didn't get paid a penny for doing them.  Like 

helping others, but much more specific, as to who you are 

helping, and how. 

When you are firmly operating in your Passion Zone, loving 

what you do every day, and making a difference in people's 

lives, you are now in a position to make what you do your 

life's work… your mission.  And even with a passion and 

mission that are so exciting, you must be totally clear about 

exactly what your mission will include, and what will not be a 

part of it because you can't do everything, and you can't be 

everything to everyone.  Which brings us to the next area of 

clarity you must gain… since you can't possibly help everyone… 

Narrowing Your Focus To Helping Only Certain People… 

The fact is, the narrower your focus about who you help as an expert - whether 

you're a coach, consultant, speaker or author – the better you will be able to help 

those people, and the better your experience as an expert will be.  I call this 

"niche-ifying", and it's all about getting clear about exactly who you will devote 

your time, effort and business to help… excluding anyone who does not fit this 

choice. 

We'll get to this in more detail in our next Tune-Up Point, in a moment.  Just 

understand that even though you may like the idea, you can't help everyone.  It's 

physically impossible, and you'd run yourself to death just trying to keep up with 
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the demand of so many different areas of focus.  You’d also only be able to provide 

help in a general manner, not tailor-made for your specific niche and ideal client. 

All of the clarity you must have, that we're discussing here today, will bring you the 

most important thing an expert could have… total confidence that you CAN help 

those in your niche.  Which is huge, because confidence has the power to eliminate 

a deadly mistake made by most expert business owners… 

Not Positioning Yourself as an Authority Figure… 

And not trumpeting it far and wide, by promoting 

YOU whenever and wherever you can.  People 

must see you as someone of status, who is not 

part of the crowd.  They must see you as 

someone who is special, and brings a special kind 

of help to your clients, listeners or readers. 

Niche-ifying enables you to elevate your status as 

an expert, since you are providing highly focused 

help, only for your target market.  This way you 

can "specialize" the help you provide, so you can 

be seen as an expert at that specific specialty.  

I'm sure you can imagine, that it's much more 

powerful for your positioning, to know a lot about one specific area of life or 

business, and to help only those who need help in that area, at a high level, than it 

is to know a little bit about many areas, and provide help to the masses, delivering 

just average "one size fits all" advice. 

Now, even if you get to the point where you are playing to your unique strengths, 

operating in your "passion zone," narrowing your focus to only help certain people, 

and doing a good job at positioning yourself as an authority figure, THE trusted 

advisor in your market… 

All of this won't do you much good, if you're not practicing our next Tune-Up Point… 

 

Tune-Up Point #2 – Knowing Your Ideal Client and Market Inside and Out 

You see, when you lack clarity about exactly who your target prospect is, who your 

Ideal Client is… along with not having a good understanding about your "niche 

market" as a whole, there is no way you can properly serve niche clients, and no 

way you can know what your competitors are doing.  
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Which puts you in a position of weakness that does not support the authority 

positioning you want to develop and grow.  So what can you do to put yourself in a 

position of strength, and know your Ideal Client AND your market, inside and out? 

First, you must be crystal clear about 

exactly who your Ideal Client is, and is not.  

From our conversation today, you already 

know that your Ideal Client is not everyone.  

In fact, you will find that your Ideal Clients 

make up only a small fraction of that entire, 

more general market. 

So your job is to paint the picture of the 

"avatar" of your Ideal Client, your perfect 

target prospect.  And your first step is to 

ask yourself three important questions: 

"What is the best niche market for me?... What is the easiest niche for me, that my 

strengths, life experience, skills, passions, mission and authority positioning 

support?... Who can I help the most, and make the biggest difference in their 

lives?" 

You can answer these questions by doing simple market and prospect research.  

When you think you have a good idea of who your Ideal Client is, search them out 

online, and see what they're talking about.  Find out their biggest pain points, 

frustrations and problems.  Find out their biggest dreams and desires and take note 

of how they express these, in their own words.  

After doing your prospect research, you will have a much clearer idea of which 

niche market is really right for you, based on the unique things you bring to the 

table.  And you'll know which kind of person in that niche is the perfect client for 

you.  Then it's time to focus your marketing only on those prospects, and no one 

else.  

We'll get deeper into marketing to your target market (The ESL Way) as we move 

on to the next few Tune-Up Points, but first… part of knowing your market inside 

and out is being aware of what others are doing in your market.  And you get this 

awareness by doing Competitive Market Research. 

We're talking about knowing who your direct competitors are… 

And who your indirect competitors are.  So what's the difference between direct 

and indirect competitors?  And why do you need to know about both of them?  

Good question! 
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First, your direct competitors are those who are serving the same target market as 

you are, delivering the same, or very similar products and services as you are.  In 

short, they are playing the same game as you.  

Knowing what your direct competitors are doing can benefit you in many ways.  By 

"spying" on your direct competitors, you can find out what services and products 

they are offering, and for how much.  You can see what they are giving their 

clients, and how they are approaching marketing to them.  

A great way to do this is to get on their 

email list. Either by opting in for a free 

lead magnet or buying a low priced 

product, to see what they do next.  See 

how they communicate with you.  Watch 

how they try to move you up to a higher 

priced product or service.  Pay attention 

to the problems they are solving and 

what the gaps are that you could solve. 

Get the inside track on what they're 

doing and then position yourself as a 

superior choice in the market. 

Doing this with as many direct competitors you can identify in your niche market, 

will give you a good idea of what your competition is up to at all times.  It will give 

you good ideas about how you can market better, and maybe even improve your 

offerings.  Next, you'll also want to know  

Who your "indirect competitors" are 

These are people and companies who are operating in your niche market, 

marketing to your target market, but making offers to them that are not in direct 

competition with your offerings.  

Why knowing who your indirect competitors are is so important, is because these 

people and companies have your target prospect as their Ideal Client.  Only they 

are offering them something different than you are.  Which makes them great 

targets to approach for joint venture deals, when you offer the products or services 

of your indirect competitor to your people.  And they offer your services to their 

people.  This is a great way to make more sales, and even build your email list.  

And it doesn't cost you anything, besides a commission you pay them when they 

make a sale for you.  Just like they pay you when you make a sale for them. 
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Now that you have had your Tune-Up for being the best expert you can be… and for 

knowing your target prospect and your market inside and out, we're ready to move 

on to your third Tune-Up Point. Where you'll discover why…  

Tune-Up Point #3 – Creating an Online Presence  

is Easier Than You Think 

Now we're going to tune-up your online 

presence, how people find you online… and 

what they see when they find you… whether 

you think you have one now or not.  But 

first, I want you to know that a lack of 

clarity about how to create an effective 

online presence is one of the biggest factors 

stopping "ExpertPreneurs
®
" like you, from 

creating a real business, and bringing your 

business online.  Even thinking about an 

online presence gets some expert business 

owners stuck in their tracks, not knowing 

how to move on and get "unstuck."  So this Tune-Up is about getting you to 

understand that bringing the work you're doing now online, or making your online 

presence better, can be much easier than you may be thinking right now. 

Because with "The ESL Way"… any step you have to take is made easy and simple.  

With the result, making your expert business much more enjoyable, and much 

more lucrative for you, than it is now. 

It's all about taking it one "Baby Step" at a time.  Doing just a few things in each of 

our Tune-Up Points, not a lot of things, and certainly not everything I'm sharing 

with you today.  Keeping everything you do simple and doable – not hard and 

overwhelming.  

It all starts with knowing what you need for a simple but solid online marketing 

presence.  With the emphasis on "keeping it simple."  So let's take a simple look at 

what you need to have… 

Tune-Up Point #4 – An Effective 

Website You Can Be Proud Of 

Most expert business owners suffer from a 

lack of clarity about what really needs to be 

included on their websites.  Along with 
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confusion about how to actually make an effective website a reality. 

Well first, I must remind you that we're talking about having an effective website, 

The ESL Way.  So first and foremost, it's about keeping it easy and simple.  With 

that in mind, let's take a look at what works best for expert businesses. 

Whether you're a coach or consultant, speaker or author, an expert business 

website must support your expert positioning, and convey your "value proposition."  

Which is basically the big picture benefits you bring to your clients along with 

exactly who you help.  Think of your value proposition like your "elevator pitch."  

You need to convey the unique value you provide to your clients, in a concise way.  

Maybe two or three short statements, that says it all. 

For example, on my expert website, I display my 

brand, which is Expert Elevation, followed by 

"Influential Brand… Lucrative Business."  So my 

brand says who I help, experts. And my value 

proposition tells what I help expert business 

owners develop, an Influential Brand, and a 

Lucrative Business. 

 

Now let's take a look at the most important components of a website for an expert 

business owner like you.  That will give visitors the information they are looking for 

about you, and support your authority positioning. 

Your website does not have to be complex or award-winning in any way.  Following 

the Easy, Simple, Lucrative model, you'll want to have a pleasing look and feel that 

makes them want to stay and find out more.  Which includes consistent branding, 

that carries over to all of your web pages, your emails, special reports, even 

products and services, and your print materials and marketing. 

All while maintaining a standard of "ease of use" for your website visitors.  If they 

have to think about how to get what they're looking for, your ease of use could be 

better.  But don't worry, this is fixed by simple, clear navigation, using a horizontal 

bar under your header graphic, and less emphasized navigation links in the footer 

of each page.  The most important concept here is consistency.  You want your 

entire site to have the same look and feel, be easy to use, so it helps people find 

out more about you, in a simple, easy manner. 

Now besides having a web page dedicated to your products and services, and a 

clear, simple home page that shares your value proposition and your brand, while 

giving visitors an easy way to get on your email list… 
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Another important page you should do your best to make "A+" is your About Us 

page.  You see, when someone is considering you to be their coach or consultant, 

they want to get the whole story about you.  Which is what you must share on your 

About Us page. Making sure to include a photo or video, so they can see who you 

are.  

And when other authorities like the media or event planners are looking into you to 

book you to speak at a live event, or to interview you 

about your book and promotional tour, they're not 

only looking at your website.  They expect to find 

access to a "press kit" or "media kit" that's stuffed full 

of information about YOU.  Who you are, what you do, 

who you help, and what others are saying about you.  

So you'll always want to include links to your media 

kit on your About Us page, too, along with a contact 

form, to make it easy for them to reach out to you. 

For those who are browsing your offerings on your Products/Services page, you'll 

need an order taking process, which includes a shopping cart/ecommerce system, 

and a merchant account, so you can take orders 24/7, no matter what you're doing.  

Now to some this sounds difficult, with the technology needed to take and fulfill 

orders online.  But it is really "ESL"… easy, simple and lucrative… when you 

leverage a low cost service like 1ShoppingCart, PayPal, or even a Customer 

Relationship Management system like Infusionsoft. 

One thing I would add, regarding the products and services you offer, is the 

importance of having a membership based monthly program.  Where people can 

order and access it easily, anytime they want.  Then get consulting or coaching 

from you in an automated fashion.  Where you've created a simple training 

program, and deliver a new training each month.  

The beauty of this, as we'll discuss in one of your next 

Tune-Up Points, is the fact that you can create something 

once… in this case a simple training program that's 

delivered monthly… using a simple membership site 

platform like WishList Member, MemberGate, or Kajabi, 

and have people order and experience your coaching 

without YOU doing any additional work.  

Now, we'll talk more about membership sites in a 

moment.  Before we move ahead to your next Tune-Up 

Point, I just want to remind you, that everything we're 

discussing is part of "The ESL Way." Designed to be 
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easy, simple and lucrative. And that means you absolutely don't have to do 

everything we're talking about today, in your business.  Remember, this is about 

keeping it simple, and moving forward by taking baby steps, one step at a time. 

So now it's time to take a look at another area where many expert business owners 

need a Tune-Up, perhaps you, too.  Even though this is simple, many look at it as a 

lot of work, when it doesn't have to be. We're talking about... 

Tune-Up Point #5 – Tapping Into Education-Based Marketing 

This is another important area where 

ExpertPreneurs
®
 often fall short.  And it all 

comes down to having the clarity you need, 

which involves making a strategy and a plan 

of action.  This doesn't have to be difficult or 

complex.  You just have to know what your 

goals are with your content activities, and 

how you're going to handle the simple 

producing and publishing. 

First, let's get clear on what content 

marketing, and education-based marketing 

is, and what it means to your expert 

business.  Just like you educate your target prospects and help them with their big 

problems, frustrations, desires and aspirations through your coaching, consulting, 

public speaking or books, content marketing is basically the same. 

Only instead of giving them total solutions and 100% of the story, like you do with 

your services and product offerings, you start out simple, giving your readers, 

viewers and audience helpful information that begins their education in the area 

you serve.  

You can look at it this way… with your content marketing, you are sharing the "what 

and why" about a subject.  With maybe one or two simple action steps for getting 

them started using the concepts.  Then when your prospects become clients and 

customers, you are sharing more of the "what and why"… along with the "how" in a 

detailed manner, so they have help taking action, and experiencing the big benefits 

your offerings promise. 

So why take the time to educate your prospects in the area you serve?  When you 

do, you are teaching them what they don't know now.  Which positions you as the 

authority, their Trusted Advisor, who is leading them down the path to eliminating 

what they don't want in their business or their life, and getting what they want.  
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Authority figures who publish a lot of useful content regularly, are considered 

"thought leaders"… who rise to a high status in their markets, simply by sharing 

useful content, and educating their market. 

Now a big part of educating your market, and boosting your authority positioning, 

comes with providing value to your market.  In the form of free content at first, 

then later providing even more value when they use your products or services to 

solve their problems, and go from where they are now, to where they want to be.  

Being a respected authority figure, and a provider of useful content that connects 

with your target market, is all about creating a "win-win" scenario, where your 

readers, viewers and audience gets a great deal of value from you, and you are 

compensated handsomely for providing that value.  

Legendary marketer Jay Abraham talks about this in his "Strategy of 

Preeminence"… which states that as an authority figure, it's your job to create win-

win scenarios, where your clients always receive more value than you receive in 

payment in return.  If you embrace this concept, you will always be looked up to, as 

someone who really cares about your clients, and your market. 

So I'm sure you've seen a lot of content published by many different 

ExpertPreneurs
®
 and businesses, in different forms, and for different reasons.  

We're talking about free reports and 

videos, free blog posts, social media 

posts, and even free educational 

training webinars.  Not only do these 

forms of content marketing serve to 

educate your market, at the same time, 

you are leveraging a powerful 

behavioral trigger that's hardwired into 

every one of us… the law of reciprocity.  

Which means that when you give someone something of value, they feel compelled 

to give you something in return. In your expert business, this could mean they give 

you their attention, which you absolutely want. And many also return the favor by 

giving you their business and money, in return for help, value and advice from you. 

However, many people would have something to say about giving away free 

content... They might say "But I don't want to give away my best stuff!"  And all I 

have to say about that is, first, you don't have to give away your best stuff, in a 

complete A to Z manner.  Content marketing is most powerful when you give a little 

bit, that still has great value.  Then lead your prospect down the path of becoming 

a client or customer, where they will get the whole story.  
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And even then, when you're creating the plan for your offerings, you can give them 

what they need to get started in Product A, then a higher-level of education in 

Product B, then the high-level education, for those who are ready for it, in Product 

C.  We'll talk about your products and services in just a few minutes, in one of your 

next Tune-Up Points.  Right now, I want you to understand… 

 

The biggest reason most ExpertPreneurs
®
 don't have a solid content marketing 

strategy, is they think it's to difficult to keep up with the demands of publishing 

regularly, and always creating new 

content.  Which it can be, if you let it. 

Today I'm going to share a less 

demanding, less complicated model for 

producing content regularly, without all 

the work, which also fits "The ESL Way." 

The fact is, publishing content does not 

have to be a lot of work. And publishing 

content does not always require that you 

create new content, either. 

 

Repurposing content you have already created enables you to leverage what you've 

done once, and use it in many different ways.  You can produce a blog post you 

publish on your blog once a week. Then you can take that same content and use it 

to record an audio podcast.  You can even use the same content as a social media 

post, or a short video.  These different forms of content are called "modalities", 

which means they are delivered as different forms of content.  Which is great for 

your audience, since not everyone likes to consume content in the same ways.  

Some would rather read a post.  Some would rather download a podcast and listen 

while their working out.  Some would rather watch a video.  All of these modalities 

suit prospects who either like listening, watching, or reading. And repurposing your 

content does not stop there… 

You see, you can also repurpose your content by publishing it on different 

communication and marketing channels.  You could easily publish your podcasts to 

iTunes.  You could easily send out your blog post content to your prospects as a 

print newsletter via direct mail.  You could also repurpose your free report and have 

it published as a Kindle book on Amazon.  These are all separate channels, that 

different types of people use, based on their personal preferences.  So the more 

places people can find you and your content, the better you can attract more 

prospects to your list, and convert them into clients and customers.  
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Now it's time to take your Education-Based Marketing Tune-Up to the next level, as 

we begin your next Tune-Up Point… 

Tune-Up Point #6 – Generating Leads and Capturing Contact Info 

This is a critical Tune-Up Point for you, as we're addressing an area that is a 

problem for many ExpertPreneurs
®
.  Attracting your target prospects to your world, 

in a consistent, predictable manner.  One of the biggest reasons ExpertPreneurs
®
 

like you struggle to build the business and income they desire as an expert, is the 

over-reliance on referrals.  

Unless you have an automated system that brings you referrals on autopilot (which 

we'll talk about later), you are riding the "income rollercoaster" every month in your 

business.  I don't have to tell you about this again.  We talked about this at the 

start of your “Simple Online 14-Point Tune-Up For Your Expert Business”.  Living a 

life of "feast or famine."  Some months, not knowing where your next paycheck will 

come from, and when.  

Escaping this trap is easy, when you put just a few things in place that you don't 

have now, or that you have but are not 

really working like they should.  We're 

talking about generating leads, and 

capturing the contact information of 

people who come to your website, so you 

can follow up with them, and start 

building a relationship.  We'll talk more 

about relationship building with your 

target market in just a minute.  Right 

now, we're talking about the simple parts 

of your business that can attract leads to 

your website, and enable you to stay in 

touch with them. 

And like my other recommendations for each of your Tune-Up Points, this is all part 

of "The ESL Way" too.  A critical part of any "expert business… made easy, simple 

and lucrative.  

First, you must have a piece of free but valuable content to offer to those who visit 

your website.  Often referred to as "lead magnets." Enticing reports, videos or even 

Chapter 1 of your book, offered right on your home page, in a way that your target 

market will find desirable.  
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Then you need a "lead capture" form on the same page, where your lead will enter 

their name and email address to get your free content offer, and to receive your 

email communications.  Doing this does not have to be in the least bit technical.  

You can use a simple autoresponder service to enable you to collect contact 

information of your visitors, and deliver your free content, and additional 

communication we'll talk about in a minute.  

There are many options for a quality responder service, that will only cost you from 

$19 to $50 a month, like Aweber, Constant Contact, GetResponse or iContact.  And 

if you decide to use a Customer Relationship Management (CRM) service for your 

product and service sales, like Infusionsoft that we talked about earlier, that already 

comes with as many autoresponders that you'll ever need.  

The idea is to have an "ESL" system set up, where you attract leads to your 

website, offer a free "premium," have an autoresponder form on your web page to 

get them to optin (which you can have a web guy do for you in about 15 minutes), 

all so you can start a relationship with your 

target prospects, and eventually turn some of 

them into customers and clients. 

This is how a successful ExpertPreneur
®
 

business is built, the "ESL Way." 

Now you'll also need compelling copy on your 

website that makes your lead want to give you 

their contact information in exchange for your 

free content.  Which you can easily create, if you've done a good job with the Tune-

Up Point we discussed about Knowing Your Prospect and Market Inside and 

Out. 

With these simple steps, you're all set to start attracting leads to your business.  

That means doing some advertising online, on popular blogs, on Facebook, even 

LinkedIn, and anywhere else you've determined where your target prospect "hangs 

out." Another great way to attract targeted leads to your website is to develop 

"joint venture" deals, like we talked about earlier.  Where you have an agreement 

with one of your "indirect" competitors (remember who they are?) where you 

promote their products to your list, and they promote your products to their list.  

This way, every time someone at your indirect competitor's website sees your ad, 

or reads an email about you, comes to your site gives you their contact information 

for your free content offer, you just attracted a new target prospect!  And this can 

happen over and over again, 24/7, on autopilot. 
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With this simple system, you can begin building your email list, which is a BIG thing 

for an ExpertPreneur
®
 because when you develop relationships with your email 

readers, it's just a matter of time until more and more of them become your clients 

or customers.  

So how do you get them from being a new prospect who just requested your free 

content, to becoming one of your valued clients?  It's all in your next Tune-Up 

Point… 

Tune-Up Point #7 – Nurturing Relationships with Your Target Prospects 

Now that you know what you can do to attract new prospects, and capture their 

contact details, it's time to nurture the relationship you have with every new 

prospect.  And even though that sounds like a lot of work, for every new prospect, 

it's really not.  

The cause of most ExpertPreneurs
®
 not 

having good relationships with their 

prospects, which leads to slow sales and a 

weak business, is just a matter of not having 

the clarity you need about how to build and 

maintain a relationship with them, and about 

how to put the things in place that will enable 

you to do that. 

As an authority figure, an ExpertPreneur
®
, 

you must realize that people are looking to 

you to help them with their problems, frustrations and desires, so they can move 

from where they are now, to where they want to be.  They are looking for the 

transformation that you and all ExpertPreneurs
®
 provide.  And if you're the one who 

takes them through that transformation, from where they are now to where they 

want to be, they will love you forever. 

So can you imagine how someone would feel if they came to your website, 

requested your free content, and never heard from you again?  They'd feel ignored 

and disappointed that you, the authority figure you are, didn't develop the 

relationship with them.  Then you know what they do next?  They move on, and 

find an authority figure that will build a relationship with them.  Someone who cares 

about them, and wants to help them any way they can. 

To keep the prospects who requested your free content, and hold their attention, 

you must SHOW them that you care about them.  And that you know them inside 

and out, all about their most pressing problems, their frustrations, and their dreams 
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and goals.  So they grow to know, like and trust you.  Only then, do you have the 

opportunity to become their Trusted Advisor. THE authority, in their eyes.  When 

you accomplish this, you are golden.  Your people will stay engaged with you, and 

become clients.  They will tell their friends and business associates all about you, 

and share how you've helped them, when they could not find anyone else who 

could, or would. 

You show them you care about them, and have their best interest at heart, by 

keeping them engaged.  That means nurturing the relationship with them, with 

content that speaks to their specific problems, frustrations and desires.  

A great way to stay in front of them 

regularly, is to publish a weekly newsletter 

via email.  With content they see as 

valuable and that is helpful to them in 

some way.  In between newsletters, 

especially for those who prefer hanging out 

on social media channels, you can post 

more valuable content on your Facebook 

page, your Twitter account, or even send 

them graphical representations of your 

content on Pinterest. 

What's great about the social media 

channels is, when you post content there, your people can chime in and post 

comments about it.  If they find it valuable, they can even share it easily, letting 

their circle of influence know all about you. 

All by providing them with valuable content they can use, so they grow to know, 

like and trust you.  And that's what being a Trusted Advisor is all about.  Doing this, 

you set yourself apart from the crowd because you're providing content and help 

that's done in your unique way, with your unique perspective.  You're letting them 

get to know the real you, your personality, especially when you publish an 

occasional video, where they can actually see you and connect with you. 

 

Nurturing relationships is a win-win scenario, for you and your prospects.  They feel 

a connection with you, their Trusted Advisor.  Many of which will go on to become 

clients and customers, while you are elevating your expert status, as a value 

provider of information, and their Advisor. 

For your next Tune-Up Point, you'll discover one of the best ways you can nurture 

your relationship with your people, all using… 
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Tune-Up Point #8 – Your Simple Blog: Your Content to Your People 

As you may already know, many expert business owners publish content using a 

blog as part of their website.  But what you may not know, is that few leverage the 

power of a blog in their business.  

When you have a quality blog, that you put 

in real thought when publishing to, you 

must make sure that all of your email list 

knows you have a new post.  Don’t just 

leave it up to them to discover.  Another 

great way to make sure your list is seeing 

every post you publish, is to have a 

Subscribe feature on your blog.  It's very 

easy to set up, using the control panel of 

your blog, or having a web guy do it. 

When someone subscribes to your blog, 

they actually subscribe through a service of Google, called FeedBurner.  When you 

post a new blog, anyone who has subscribed through FeedBurner (after it's set up, 

there's a small button which enables them to do this, right on your blog) gets an 

email from Google, telling them you just posted a new blog post, and gives them 

the link to go read it. 

Now these are two ways to make sure people are reading your blog posts.  When 

they get to your site, you just have to make sure they will find it valuable.  If they 

do find your blog "sticky", which means they are likely to read more than one post 

while they are there, they are more likely to come back without them having to get 

an email.  

Just like we discussed earlier, your prospects are looking for value that you provide, 

specifically for them.  If you do provide great value, they will be more likely to 

come back.  And at the same time, they will be more likely to do the #1 and #2 

activity you want all of your blog readers to do. 

So what is the #1 thing you want them to do?  To leave a comment below the post 

they just read.  When they do this, they are engaged with the value you provided.  

And they'll share their thoughts with you, and other readers, if they feel engaged.  

This is valuable to have on your blog for two reasons. One, it shows others coming 

to your blog that people are reading it, and are leaving comments about it.  This 

leverages the trigger of "social proof."  When people see that some people think 

your content is valuable, others will give you a try, based on the comments of 

others.  
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If they really find what you published useful, they will do the #2 thing you want 

them to do… share the post through social media, using the buttons all blogs have.   

This is powerful because people who are not in your world now, can see content 

that another social user has shared, then come to your blog to check it out 

themselves.  If they like what they see, and you have a contact form on your blog 

pages, they just might signup to be on your email list, too!  And you just got a new 

targeted prospect, for free! 

Speaking of getting prospects for free, the more you post valuable content to your 

blog, the more likely it is that your posts will appear in search engines like Google, 

Yahoo and even blog search engines like Alltop, Technorati, and Google Blog 

Search.  Which means you'll get traffic coming to you, without any advertising, 

which is referred to as "inbound" marketing.  You can also boost the inbound traffic 

coming to your blog by repurposing some of your content (like we talked about 

earlier) for publishing on other people's blogs and websites.  So when they read an 

article of yours somewhere else, they'll find a link they can click, that will bring 

them right to your blog! 

 

And if you don't think you have the time or energy to post a blog post every day, 

don't worry.  Because since I'm sharing things you can do to improve your expert 

business, using "The ESL Way"… here's a simple and easy way you can make your 

blog even more engaging, without you having to do to much work.  It's called 

"curation", and is the secret sauce behind some of the biggest and most successful 

websites in the world, including The Huffington Post.  And it's definitely simple to 

do!  

You can use curation on your blog to cut the amount of content you have to create, 

or have created for you.  All you do is find a cool article or blog post on someone 

else's site that you know will bring value to your readers.  Then you write a short 

introduction, about why you think it's a cool article, and why it's valuable to your 

readers.  Then you make a blog post that starts with the introduction you wrote, 

then has the blog post from the other site, and finally has a small line of attribution, 

which tells your readers who the blog or article was posted by, sometimes even 

having a link back to that site. 

Now that you know how to do a blog the right way, that will engage your readers, 

and elevate your status as a Trusted Advisor, let's dive into your next Tune-Up 

Point… 

Tune-Up Point #9 – Joining the Social Media Conversation 

Let's face it, social media can appear like the biggest time-sucker in your business.  

That's why so many practically ignore it, or at the very least, don't like it.  Well I 
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have to tell you, this opinion comes from not enough knowledge on the subject, and 

lack of clarity about how you can leverage social media "the ESL Way"… so it's not 

a lot of hard work, doesn't take all of your time, and doesn't appear to be a total 

waste of time. 

The fact is, your target prospects, and your 

Ideal Clients, may just be hanging out on 

social media.  So don’t you think it would be 

a good idea to connect with them there?  

Absolutely!  That's why you're getting an 

important Tune-Up in joining the social 

media conversation.  

First, did you know your blog is a form of 

social media?  It is, and it's actually the very 

first form of social media.  People can 

comment, and share your content, making it 

a social media platform.  Since we've covered how you can leverage your blog in an 

"ESL Way"… now you're going to discover how to do the same, with your social 

media presence. 

As you're getting started, or beginning to improve what you have now, remember 

the ESL Way.  This is all about starting small, and only taking baby steps, one step 

at a time.  You'll get a lot accomplished in the next few months, and you won't get 

overwhelmed by thinking you have to do too much. 

And you don't have to have a presence in 

every social media channel that exists, or 

that will pop up over the next year.  The 

idea is to build a presence in only a few 

social media channels, the one's that you 

determine are popular with your target 

market, your Ideal Client.  The channels 

that will give you the biggest reach to your 

audience. (And you figure this out by 

Knowing Your Prospect and Market Inside 

and Out, just as we discussed earlier.) 

To build or improve your social media presence, you start out with making sure 

your Facebook Page (not your profile), your Twitter page, your Pinterest page, your 

LinkedIn page (or any other social platform home page you've determined is a 

platform where your target prospects hang out) is designed nicely, to bring the 

"Wow factor" to your visitors.  First impressions are everything, right? 
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Then you'll want to make a simple plan for posting to your social platforms on a 

regular basis. Remember, from your Tune-Up on Education-Based Marketing 

and content, you don't necessarily have to create new content every time you post 

to your social pages.  Repurposing content you used in a different marketing 

channel will work just fine in most cases.  

And don't get overwhelmed thinking 

that you have to post every day.  

While you can post frequently if you 

want, you don't have to actually sit 

down and do the posting each day.  

You can use an automated post 

submitter like Hootsuite, that lets you 

queue up posts ahead of time, that 

will be delivered at the time and date 

you choose.  Using a tool like Hootsuite also has the added benefit of analytics, that 

show you the effectiveness of each post you make, regarding views, comments and 

shares.  

Like we discussed in your Content and Blog Tune-Ups previously, your aim is to 

provide value in every post you make.  So your posts will be talked about by your 

people, and shared to their network of friends and business associates.  This 

engagement is what you want on all of your social channels.  Just remember, Rome 

was not built in a day, and neither will your social media presence.  

Again, you don't have to be on every social media platform.  And you don't have to 

have a solid presence on the platforms used by your target prospects right away.  

I'm on many social media channels, but my solid presence did not happen 

overnight.  This is something you can work on over time, remembering to stick to 

the Easy, Simple and Lucrative model. 

The object with developing your social media presence is to help you build a 

stronger relationship with your "herd"… people in your target market who are 

following you on your social media channels, who are reading, commenting and 

sharing on your blog.  

Now it's time for your Tune-Up that helps you do the same thing with those who 

have joined your email list, so you can nurture the relationship with them, and lead 

them down the path to becoming your clients and customers, all inside… 

Tune-Up Point #10 – The Money is in The Follow Up (Done Right) 
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Your next Tune-Up, when done right, will directly affect your bottom line. 

Developing relationships with your new prospects.  Nurturing your relationship with 

them.  Creating more clients from your list of prospects.  Making you more sales, 

and increasing your income, all without solely relying on referrals for business.  

We've already discussed why you need to build a list of prospects.  And why you 

need a simple autoresponder or CRM service, that enables you to capture the 

contact information of leads who visit your 

website.  

The big problem why most 

"ExpertPreneurs
®
" don't get the results they 

want from their email list, is lack of 

education and clarity about the effective 

way to nurture the relationship with their 

prospects, and convert those prospects to 

clients.  We've already discussed a strategy 

for nurturing your relationship with your 

prospects.  Now it's time for you to get the 

clarity you need in this Tune-Up, to create a 

simple follow up system that nurtures relationships, educates with content, and 

leads your prospects to making a sale, then another and another. 

Once you've attracted targeted leads to your website, and got them to register for 

your free content, your simple autoresponder will deliver your free content, and 

then as many email messages as you'd like, set to be delivered every few days or 

so.  And in each of these messages, is your opportunity to build the relationship 

with them, and set them up for a promotion to purchase your first-level "front end" 

product or service.  It's as simple as that.  

And just so you know, if you decide to use a more full-featured solution to do all of 

this, a Customer Relationship Management system like Infusionsoft or Office 

AutoPilot, you'll have the ability to stay in touch with your prospects not only with 

email.  CRM services like these also enable you to mix in communication steps that 

use other types of communication "channels"… like direct mail and postcards, SMS 

mobile phone messages, and even pre-recorded voicemail messages on your 

prospects' phone. 

To illustrate how this process can work in a very simple manner, I want to share 

with you the follow up model used by one of the top "expert business" owners in 

the online advertising niche, Perry Marshall.  Who specializes in helping people get 

more leads using the Google Adwords pay-per-click advertising service.  
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When Perry started his first follow up system, he offered free content on his website 

to get people interested in learning more about Google Adwords and to leave their 

name and email (a 7-part educational series delivered one a day for seven days).  

He then delivered a short-course introduction to the world of Google Adwords.  A 

great example of leveraging Education-Based Marketing. 

He set up one simple autoresponder, which sends out an email when someone 

requests his free content.  Then the series of follow up emails continue, as he builds 

the relationship with his new prospects.  In addition to messages designed to 

educate and build the relationship, he includes offers to buy his Google Adwords 

ebook.  

Over time, he mixed in more messaging designed 

to educate and build the relationship, with more 

messaging designed to bring him more ebook 

sales.  Because of this strategy, he makes many 

sales after about a week of daily emails.  Then 

the emails come every few days, where he makes 

even more sales. 

What's great about Perry's Easy, Simple and 

Lucrative system is, that little by little, taking 

baby steps, one step at a time, he slowly added 

additional messages to the same autoresponder 

sequence.  This was easy for him to do, and over 

time, added up to a lot of messages, set up to go 

to his prospects automatically, 24/7, no matter if 

he was working, sleeping or on vacation.  

Perry started teaching Google Adwords strategies around 2004.  As he added more 

and more messages to his autoresponder system, just adding a message now and 

then, by 2011, his autoresponder had over 52 messages, that would go out to his 

prospects who didn’t buy his Adwords ebook yet, for almost a year! 

 

Doing this enabled him to keep his list engaged, and to take advantage of the fact 

that people can have many different buying practices, and they can be at different 

stages in their lives and businesses, when they first requested his free content.  

Having messages that go out automatically for a year (his autoresponder series is 

now much, much longer…) lets him meet people at the right time when they are 

ready to buy.  For some it was in one week. For others, it may be as long as 12 

months! 
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I hope this illustration helps you see the power of just one, simple autoresponder.  

Which sends out messages for you automatically, without you having to constantly 

write a new email every few days, without you having to send even one email 

manually.  This leverages your time and effort in a big way, doing something once, 

and having it work for you again and again, on autopilot.  Which is a great example 

of improving your business using "The ESL Way." 

Now since we just talked about a simple system that can sell products and services 

24/7, on autopilot, we've got to jump into your next Tune-Up because this is where 

many expert business owners fall short, and significantly limit the amount of 

income they can make.  We're talking about… 

Tune-Up Point #11 – Helping People with Simple Information Products = 

High Profit 

It's no secret, most "ExpertPreneurs
®
" find 

themselves stuck in the "trading time for 

money" trap. Which means you are likely to 

be, too.  This means you're spending most 

of your time delivering services to your 

clients.  Whether it's doing live coaching 

calls one-on-on, or even group calls… 

providing consulting sessions live, or even 

delivering done for you services… traveling, 

flying, living in hotels to speak to audiences 

in different cities… or taking six months to a 

year every time you publish a new book… 

I'm here to show you that there is a much better way.  Now I'm not suggesting you 

cease all of your person-to-person help, just limit it so it's not preventing you from 

working on your business, and attracting new leads and clients.  Because when it 

comes to your business bringing you the enjoyment, lifestyle and income you 

desire, it's all about working smarter, not harder.  That's why everything we've 

discussed in your “Simple Online 14-Point Tune-Up for Your Expert Business” today 

is based on the ESL model.  Easy, Simple and Lucrative. 

The root problem of why expert business owners find themselves in the "time for 

money" trap is lack of the proper education about products and services, along with 

the clarity of exactly how to make their business more "hands-free."  Namely, what 

kind of value to bring in an "information product", what to offer and in what form.  

Then how to put it all together and deliver it in a "do it once… sell it over and over 

again" manner. 
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Information products are a natural extension of what you're already doing as an 

expert business owner.  You're already helping people, and you already know (after 

taking action on your Tune-Up about Knowing Your Prospects and Market Inside and 

Out) what the big problems, frustrations, concerns and desires of your market are.  

So now it's just a matter of you doing what you do best, and assembling your 

helpful advice and education into physical or digital form. 

What's great about info products is that they support your authority positioning, 

and enable you to elevate your status as Trusted Advisor, every time you release a 

new info product!  Especially when you 

position your info products in the framing of 

being one of your "Signature Solutions"… 

part of your brand.  Which lets your people 

know that they won't get anything like this 

from anyone else.  That it's your unique 

approach to solving their most pressing 

problems, and enabling them to achieve 

their greatest desires. 

You see, info products have high-perceived 

value, in the eyes of your prospects, clients 

and customers.  While at the same time, 

cost you next to nothing to produce, other 

than a one-time use of a period of your time 

and your effort.  When you make the focus of your info products specifically for 

your target prospect, and let them know that fact, you create a form of magnetism 

that attracts them to your offerings.  These products are never about you, they are 

always all about them, and answers their question… 'WIIFM’?" What's In It For Me? 

Now remember the example I showed you in your Tune-Up about The Money is 

In the Follow Up, where Perry Marshall had developed an autoresponder that 

delivered communication, and promoted his Adwords ebook for a whole year, 

automatically?  Well what enabled him to leverage those follow ups to the fullest, 

was the fact that he created an info product once (The Ultimate Guide to Google 

Adwords), and was able to make sales from it over and over again, for years!  

Which he still does… 

 

Well I'm here to tell you, that you can do this too.  And in keeping with "The ESL 

Way"… you can do it in a way that does not overwhelm you, that's not difficult, and 

does not involve a lot of work on your part. 
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What's really exciting about the possibilities for info products for your expert 

business is, that you can make it super easy to deliver to your clients and 

customers, too.  By leveraging the power, convenience and authority positioning of 

a "membership site." 

We talked briefly earlier about implementing a 

membership site in your expert business, in 

your Tune-Up about Having an Effective 

Website You Can Be Proud Of.  The fact is, 

having a membership site, that delivers info 

products like coaching, How-Tos and even 

ongoing tips and strategies to help your people 

go from where they are now, to where they 

want to be, is one of the most valuable things 

you can implement in your business.  And it's 

not hard to do!  

I mentioned a few services that offer software 

for running your membership site earlier.  

These services are inexpensive to use.  And to 

create your own membership program, all you need to do is choose one that fits 

your situation (just Google "membership site software" to see many options), then 

take a portion of the coaching, consulting, speaking or book training you normally 

give, and repurpose it as a program in your membership site. 

It's easy to set up once you've decided what your membership program will be.  

And once it's live, you'll enjoy earning monthly income from each member you 

have.  Consistent income, because people will want to stay connected with you, to 

continue learning from you, if you provide the same level of value that you do with 

your delivered-live services.  And they will pay you monthly, automatically with 

their credit card on file, to do so. 

With a valuable membership site and program, it's smart to have different levels of 

programs, at different price points, so you can sell more products to existing 

clients, when you have a "next level" program just for them. 

And you'll be able to get more new clients, with a specially designed program that's 

just for clients who are just starting out with you.  And you can have an even 

higher-priced membership for those who complete both of the programs we just 

talked about.  

Your content, your education, advice and mentoring will all be delivered online, at a 

place your clients can access easily, from any computer or tablet, 24/7 at their 
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convenience.  All elevating your expert status, while freeing 

you from the "trading time for money trap."  And enabling you 

to live the life of enjoyment, prosperity and freedom you 

desire. 

So this Tune-Up has you grounded on how you can leverage 

information products easily, for high-profit sales and a boost 

to your authority positioning.  Enabling you to create 

something once, and sell it again and again.  Whether you're 

working, sleeping or on vacation.  

Now we must talk about a common problem I see with many 

ExpertPreneurs
®
, that stops them from benefiting from the 

Tune-Up you just had about creating your own info products… 

 

Tune-Up Point #12 – They Can't Buy If You Don't Make An Offer 

You see, many expert business owners are 

kind of shy about asking for the sale.  Which 

is caused by them not having the clarity and 

confidence they need about direct response 

marketing, and making sales, to actually go 

out and ask for the sale… to present offers to 

their people.  

The fact is, if you don't make an offer, no one 

can buy from you.  And you won't get to help 

many people with their problems, 

frustrations, dreams and desires.  Instead of 

being able to help many, many people live better lives or have better businesses. 

Making an effective offer doesn't have to be as difficult as you may be thinking now.  

It's all about being totally clear about your target prospect, and using simple but 

powerful copywriting concepts that anyone can use, even if you're not a copywriter. 

Your goal is to craft an offer that makes the sale.  That is engaging and compelling, 

and connects at a deep level with your target prospect.  And this is accomplished by 

using tried and true methods that have been around, working like crazy, for over 80 

years, in the direct-response marketing world. 

The most basic concept that will help you understand what it takes to create a 

compelling offer is referred to as AIDA… Attention, Interest, Desire and Action.  

http://www.expertelevation.com/


39 
 

Expert Elevation | www.expertelevation.com | 1-855-XCEL-NOW (855-923-5669) | info@expertelevation.com 

Without any or all of these, your offer will fall flat, and not bring you the results you 

want.   

First you must grab the attention of your target reader.  Then you must pique their 

interest enough to get them to read on.  Next, your message needs to tap into an 

already existing desire, and channel that desire on to your product or service.  And 

finally, your message must have a clear-cut "most wanted response"… them taking 

action, by clicking the Add to Cart button, filling out their payment details, and 

hitting submit. 

Though these AIDA principles are the cornerstone of compelling messages that sell, 

it's not the whole story.  You must show your prospect what's in it for them, when 

they decide to make a purchase.  I referred to this earlier as "WIIFM", which again 

means “What's In It for Me”?  Which is exactly what your prospect is thinking as 

they read your sales message.  

With this in mind, your message must have a clear statement of who the offer is 

for, using messaging they can instantly relate to…along with what big problem, pain 

point or frustration your offer eliminates, or what dream or goal your offer helps to 

make a reality.  Then offer a clear, simple solution… which your "signature" product 

or service provides. 

Just like you, people aren't thrilled with things they see will be a lot of work, and 

difficult to get started with.  So you must explain the value your offer carries, and 

why it's simple to use, and easy to get their hands on.  

An irresistible offer is one where the prospect believes they are getting far more 

value, than what they will pay for access.  You can ensure they feel this way, by 

always under promising, and over-delivering in everything you do.  A great way to 

over-deliver is to add even more bonus items to your standing offer, for the same 

price, increasing the perceived value. 

And to help your prospect make the decision to buy, they will need to know that 

there is no risk on their part.  That if there is any case where they are not satisfied, 

or your product or service does not work for them, they can rest easy that they'll 

be able to get every penny they paid returned, with no hassles.  This important 

positioning is referred to as "risk reversal"… as it creates the perception that you 

are taking on all the risk, not your prospect. 

Now, here's an insider "advanced" tip for you… 
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…that will make your sales messages work 

even better.  The pros all know that leveraging 

the emotional and behavioral "triggers" that 

are hard-wired in all of us, will help to bring 

down their resistance to sales messages, and 

encourage them to buy now, not later. 

These behavioral triggers have been made 

famous by the man behind the success of the 

"Blue-Blocker" Sunglasses promotions in the 

70's and 80's, Joseph Sugarman.  Along with 

the top level professor of Psychology and 

Marketing at Arizona State University and 

best-selling author, Robert Cialdini, who wrote 

"Influence: The Psychology of Persuasion." 

The triggers include: 

 Consistency – which states someone is more likely to purchase from you, if 

they have already made a purchase from you.  Acting in a consistent manner.  

 

 Raising Objections and Resolving Them – which confronts and brings out 

concerns your prospect may have about ordering, showing why they are a 

non-issue, and placing the reader more at ease for making the purchase. 

 

 Ownership/Involvement/Future Pacing – which uses a story to put the 

reader in the position of already having bought your product or service, 

describing in an illustrative, emotional way the reader will enjoy using what 

they purchase, and the benefits or results they will experience.  Just like they 

have already used the product or service. 

 

 Storytelling – which taps into a feeling we all remember from childhood, 

about liking a good story.  It's the same trigger that makes million-dollar 

motion pictures so successful, and what makes people feel connected to, and 

compelled to read your entire story that in some way they can relate to.  

Which leads to them purchasing your product. 

 

 Authority – which we've talked about numerous times during your Simple 

Online 14-Point Tune-Up for Your Expert Business.  People would rather buy 

from an authority in their field, than just some person selling a product or 

service. 
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 Scarcity  – which establishes a position that the offer may be withdrawn at 

any time, or indeed expires at a time you publish, which leverages another 

strong trigger, Urgency, and triggers the biggest factor in purchases… 

 

 Fear of Loss – the fact that if someone thinks they are going to miss out on 

something if they don't order today, they will order today.  (By the way, fear 

of loss is so strong, it greatly outweighs the promise of gain, which is 

surprising to many.) 

 

 Social Proof – where a prospect feels better about ordering, after they see 

that others like them have made the same decision, and have expressed 

their delight in the form of a comment, testimonial or story.  This is the same 

reason why people will stop at a restaurant, which has thirty cars in the 

parking lot, instead of the one down the street, which has one car in the lot. 

And there are so many more, I just don't have the space to go into them all here.  I 

recommend you pick up a copy of Joseph Sugarman's book "Triggers" and Dr. 

Cialdini's book "Influence: The Psychology of Persuasion" to learn more about 

creating offers using powerful behavioral triggers. 

Now if you're wondering if you can use any of these offer and persuasion strategies 

when you are closing a sale face to face, on the phone, from the stage, in your 

book, or in front of a room of clients… the answer is YES! 

The same principles apply, along with the fact that you're creating a Win-Win 

scenario.  Your buyer actually gets the greater value than you do. A concept we 

discussed earlier when we talked about legendary marketer Jay Abraham. 

 

I'm sure just from getting this Tune-Up, you already have way more clarity about 

making offers, and closing sales than you did.  And through that clarity, you have 

the confidence you need to go out there and do it.  This confidence is very 

important, since people don't feel like buying from someone who sounds "needy" or 

desperate.  Selling from a position of confidence is a very strong way to run your 

expert business.  

Being able to make many more offers will boost your business to levels you've only 

imagined until now.  And when your business is making many more sales every 

month, hopefully through info products you've developed, that you can create once, 

and sell again and again… it's time for you to start thinking about the next Tune-Up 

Point… 

Tune-Up Point #13 – Leveraging Happy Clients  

So Referrals Happen Automatically 
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Remember how our conversation started, when you began this “Simple Online 14-

Point Tune-Up for Your Expert Business”?  We were talking about how you're stuck 

with "rollercoaster income" right now, because of relying too much on referral 

business, or perhaps being totally reliant on referral business. 

Well from what you've discovered here today during your 14-Point Tune-Up, you'll 

never have to rely on referrals for 

business again.  If you take what I've 

shared with you and start taking action, 

The ESL Way. Starting small, taking 

baby steps, one step at a time. 

And I even have a surprise for you, as we 

work on Tune-Up Point #13… we are 

going to talk about how you can get more 

referrals!  That's right.  Only this time, 

we're talking about a simple system that 

brings you referrals (and success stories) 

consistently. 

First, the root cause of expert businesses NOT leveraging the happy clients they 

get, so they can get more referrals, AND collect success stories they can use for 

"social proof" in their marketing (which we just discussed in your Tune-Up Point 

#12)… is simply not asking them. 

You see, when you have happy clients, 

you have a very powerful tool to grow 

your business.  Besides being able to roll 

your happy clients into higher-level 

programs, at higher price points like we 

discussed earlier…  You can get them to 

tell their friends and business associates 

about you! 

This is very different from sitting around 

with no business, and hoping you get a 

referral this week.  That's a position of 

weakness.  We're talking about setting 

up a simple system, where happy clients 

are identified automatically, without you having to lift a finger.  And getting them to 

share their success stories with you, while encouraging them to spread the word 

about the great work you're doing. 

http://www.expertelevation.com/


43 
 

Expert Elevation | www.expertelevation.com | 1-855-XCEL-NOW (855-923-5669) | info@expertelevation.com 

You'll make your clients feel good by acknowledging them as great clients.  You'll be 

able to leverage their success stories for "social proof" in your marketing, in an 

easy way that doesn't really feel like you're asking because this all happens in an 

automated way. Here's how… 

As part of an autoresponder you can set up only for client communications for a 

certain product or service you have, you set up simple communications asking them 

about their experience with you.  And set up a simple form on your site, just like 

the form we used to capture the contact information of your website visitors.  Then 

in your communication to them, ask them to share their success story with you, by 

clicking a link in your email, and going to that form to submit their story or 

testimonial. 

Then in the same client communication autoresponder, have a few messages after 

your success story requests, that ask them to tell three of their friends and 

business associates about you, and have them send their friends to your website so 

they can request your free content, and get on your email list.  You can even offer 

them a "free bonus" for telling their friends, again to answer the question… "What's 

In It For Me?" 

And that's it!  Success stories and new prospects referred to you by your clients, all 

on autopilot. 

 

Tune-Up Point #14 – How To Get My Help For Your Specific Situation 

Whew!  You've really uncovered a lot 

today, as you got a Tune-Up on 13 

important areas of your expert business.  

So now that you've made it to your final 

Tune-Up #14, I want to ask you a few 

questions… 

How badly out of tune do you think your 

expert business is, after experiencing 

today's Tune-Up?  If you're like most, it's 

badly out of tune.  But DO NOT worry!  

Because this Tune-Up was designed to 

help you make your expert business better.  

And I'm here to help you even more, with a special "ExpertPreneur
®
 Assessment," 

that will show you and me how much help you need for transforming your expert 

business as it is now, to the business of your dreams… 
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Tune Up Diagnostics – How Badly Out of Tune is YOUR Expert Business? 

Take this assessment I've set up for you, and you'll get a detailed report outlining 

how badly your expert business needs a tune up, and which areas are your biggest 

sources of rough-running for your business. 

After you submit your assessment, you'll get a report by email, with the next steps 

you can take to have your expert business humming like a brand new engine, with 

my help. 

Click Here To Take Your Assessment (that will only take you approximately 15 

minutes) 

Final Thoughts 

I'm glad we've had this time together today.  And I hope my "Simple Online 14-

Point Tune-Up for Your Expert Business" has opened your eyes to what is really 

possible for you and that you just don't have to sit there and take it…  living a life of 

"rollercoaster income", day in and day out.  It was my pleasure helping you get the 

new clarity about your expert business that you now have.  

If you have enjoyed this "Tune-Up" and found it of value, let your expert friends 

know about it, by sending them to my website… http://www.expertelevation.com 

I hope you take everything you've discovered today, and put it to good use, 

remembering to stick to The ESL Way, so it's Easy, Simple and Lucrative for you! 

Here's to your success as an "ExpertPreneur
®
." 

And you having the expert business of your dreams! 

Dedicated to Your Income Acceleration, 

 

Sheryl Wolowyk 

Income Acceleration Coach 

Founder, Expert Elevation 
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