
DAY 2:  �
GROW 

Get 
Clarity 

Build 
Tribe 

Follow  
Up 

Grow 
Reach 

Make 
Impact 



1. Maximize 
Your Online 
Plan With 

Offline 
Strategies 



Speaking 

1. Craft Your Signature Talk 
(Address That ONE Thing!) 



Signature Talk F!mat 
1. Engaging opening with primary pain point 

2. Share compelling story 

3. 1-3 takeaways 

4. Testimonial/case study of takeaway applied 
(and how they can apply it) 

5. Closing with call to action  

2. If It Is Your Own 
Workshop, Create a Flier 



W!kshop Flier F!mat 
 Headline (be bold here!) 

  Title 

 What they will learn (5-7 bullets) 

 When + where + cost 

 How to register 

  Your photo + contact info 



3. Market It! 

How to Market Your Event 
  Fliers 

  List your event  

  Invite your list, clients + their friends 

  Invite social media connections 

  Strategic alliances 



Get Booked By  
Someone Else 

1. Start Looking! 



2. Inquire Within 

3. Send Your Speaker 
Sheet 



Speaker Sh"t F!mat 
  Title  

 Description of talk (address the struggle + 
solutions) 

 What they will learn (5-7 bullets) 

  Your photo and logo 

  Short bio 

Netw!king 



4 Steps: 

Netw!king in 4 Steps 

1. Get clear on who you want to meet 

2. Get clear on your 30-second commercial 

3. Have a kick-butt business card 

4. Find out the good networking venues 



Resources to Find Venues 
  Business Journal 

 Google search (keywords + town/county) 

 Chamber of Commerce  

 Ask the Reference Librarian 

 Ask others who network often 

 Ask yourself, “where do my ideal prospects 
congregate regularly?” 

CONSISTENCY 

CONSISTENCY 
CONSISTENCY 



Spons!ing 



1. Determine the Who and 
the Where 

Where to Find Opp!tunities 
  Special/annual community events 

 Networking events 

 Newsletters or blogs 

  Fundraisers 

 Non-profits 

 Websites  



2. Get Clear on Your 
Objectives  

Spons!ship Objectives 
  Build database of qualified 

prospects 

  Networking 

  Involve target markets in the 
event or program 

  Increasing loyalty 

  Increase direct sales  

  On-site sales 

  New product launch 

  Educate your target market
(s) about your business or 
products 

  Showcase or demonstrate 
products, expertise, etc. 

  VIP relationship building 

  Gathering research 

  Product sampling, testing, 
couponing 

  Creating strategic 
partnerships 



Direct Mail 

1. The Targeted Mailing List 



2. Your Value-Add (Why 
Are You Mailing?)  

3. Use Great Copy 



4. Designing, Printing and 
Mailing 

5. Follow Up 



Bonus:  
Staying in 
Touch 

How to Stay in Touch 
1. Send unexpected notes 

2. Call them 

3. Send a little gift or card 

4. Connect with them on Facebook/Twitter/
LinkedIn 

5. Send an e-zine/print newsletter 

6. Send them something (“I saw this & thought of 
you”) 



How to Stay in Touch 
7. Set up a Google Alert 

8. Warm letter campaign 

9. Invite them to a talk you are giving 

10. Invite them to a social activity 

11. Postcard campaign with success stories 

12. Send them a link to a recording or a CD 

13. Send a personalized video 

“In the First Quarter of This Year I Made 
More Than I Made the Entire Year Before–

I’ve Filled My Practice” 

  “Since joining the IMPACT Academy, I’m more focused 
and confident, I’ve held my first telesummit, increased my mailing 
list by 400 subscribers, filled my coaching practice and launched 
my signature system, which is getting great results and PR. In the 
first quarter of this year I made more than I made the entire year 
before.  

Plus, in my latest program launch I made more than any other 
launch I’ve ever held, and I’m working with my ideal clients who 
are getting results very quickly. Christine's always staying ahead of 
the curve and eager to share what she knows with her clients.  

She just doesn’t hold back! Thank you Christine, I’m looking 
forward to even more up-leveling!” 

Jeannie Spiro 
Online Business Strategist 
www.JeannieSpiro.com 



2. Creating Your Own 
Passive & Leveraged 

Income Offerings 

A Heads Up 



We love 1:1 clients! 

But we also  
love to sleep!  

The Allure of 
Multiple Streams 



YOUR FREE TASTE 

$1-49 

$50-199 

$200-499 

$500-999 

$1000-2499 

$2500+ 

What Could YOU Offer? 
  Information products 

  E-book, CD, DVD, MP3, home study course, 
transcripts, traditional book 

  Teleseminars/Webinars 
  One-off, series, record and offer as product 

  E-Consulting/Coaching 
  Strictly via email 

  Group Training/Consulting/Coaching 
  Virtual by phone/web or in-person 



“I Now Have Clients 
Beyond My 40 Mile Radius 

— Even Internationally” 

         “Before joining the IMPACT Academy, I didn’t 
understand how to pull all the marketing pieces together 
for my graphic design business. 

Since joining IMPACT, I now have new clients beyond my 
40 mile radius — even internationally. I’ve benefited from 
the program because I’m much more productive and I’m 
implementing.  

Being in the IMPACT Academy has also introduced me to 
colleagues I would never have otherwise met. My life has 
been greatly enriched by the camaraderie of IMPACT.“ 

Nancy Fields 
Fields Graphic Design 
www.FieldsGraphicDesign.com 





What Could YOU Offer? 
  Live in-person workshop 

  Single or multi-day 

 Membership sites 
  Recurring revenue 

 Affiliate marketing 
  Percentage of sale for spreading the word 

  Private 1:1 coaching/consulting 
  Breakthrough session, 90 day, 6 month, 12 month, 

VIP days 





Content Delivery 
  How much to include? 

  People want to feel they are getting value 

  Give them that, but make it easily consumable 

  Be clear on promised results and outcomes 
  Be clear on ideal client/customer 

  Think sequentially 

  Ex: linear curriculum of my GCO program 



Add Value and Bonuses 

Checklists Workbook Audio 

Special 
Report 

Resource 
List Strategy 

Call 

Your Signature 
System is a 

Great Place to 
Start 



Blogs, articles, 
free taste 

Take Action Group 

Always Give 
‘Em 

Somewhere 
Else to Go  



What About P#otecting Your W!k? 

 Copyrights, patents and trademarks? 

 Use  © notice everywhere (ex: © 2013 
Christine Gallagher International LLC) 

 Resource: loc.gov/copyright 

Here’s the 
Bottom Line… 



What’s $e Deal on P#icing? 
1. When pricing an offer, know how it fits into 

your big picture or funnel 

2. Be clear on revenue vs. costs 

3. Three things that count for A LOT… 

P#icing Strategy 
  First, how much do you want to make and 

how much work are you willing to put into it? 

  Then, get clear on benefits/results customers 
will receive  

 My pricing strategy… 



Payment Plans FYI 
 Allowing payments can improve sales, but… 

 Give yourself a buffer 

 More fees, admin, risk on your end 
  Example: $999 pay in full or 5 payments of 

$239 (buffer of $196) 

 Don’t begin services or give access to 
product until a payment is received  

Resources (S" Your Bonus Rolodex) 
  Audio and recordings: Audio Acrobat (trial) 

  Audio editing (free): Audacity 

  Conference line (free): Free Conference Pro 

  Conference line/webcast service (paid): Instant 
Teleseminar (trial) 

  Merchant account: Practice Pay Solutions 

  Payment Processors: PayPal; 1ShoppingCart 

  PDF creator (free): Free PDF Convert 

  Product Creation and Fulfillment: PIP Printing 

  Webinar service: Go To Webinar (trial) 



At the end of the 
day, we want to 

feel the love 
from our 

customers 

Oh yes, selling 
has an energy all 

its own… 



Market. Clarity.  
Is. HUGE. 

The Mastery P#ivate Coaching P#ogram 
A step-by-step program with structure  
and support to help you breakthrough  
to your next income level. The Mastery  
program includes: 

Two private retreats, private car service transportation, 
private dinner and lunches, 10 hours of private 
coaching, direct email access, surprise gifts and 
goodies delivered to your door, free tickets to all virtual 
trainings, marketing material reviews, free tickets to live 
workshop, periodic promotions of your business, access 
to virtual training product library 



The Platinum Signature Style Package 
The right advice to help you create a  
Signature Style that takes your image to  
the next level, along with the support and  
tools to keep you looking great for years  
to come. The Platinum Package includes: 

Personal Color Analysis, including your personalized Color 
Palette, Personal Image Analysis, including your personalized 
image booklet, Face Shape Analysis, Personal Scale Analysis, 
Your Signature Style iD™ Assessment, including style icon 
cards, Personal Image Audit, Wardrobe Strategy, Personal 
Style Journal, Personal Care Strategy, including hair and 
makeup recommendations, 2 hours of Virtual Shopping 

Bef!e/During/After Strategy 

 Dean Jackson 

 How can you make things easy and 
enjoyable during all 3 phases? 

 What would they LOVE and how could I 
exceed their expectations? 

  Phases example: web designer 



Bef!e/During/After: Nutritionist 
Before phase: video on website highlighting  
options for different weight management  
and nutrition plans (perhaps showing what  
a consultation would be like), online intake  
form matching you with the best services,  
follow-up email message to prepare you for  
your first session, reminder text or email day of  

During phase: ample parking, warm greeting by 
first name, bottled water, comfortable furniture, 
soft music 

After phase: Delicious healthy snack and hot tea, 
follow-up check-in, thank you card or gift, 
package specials by mail or email 

People Pay For 
SOLUTIONS. 

If your offerings 
aren’t selling…  



What to Ask 
 Conversations with clients, prospects, 

customers (Can also be covered in a 
discovery session): 

  When it comes to _____ what are your biggest 
challenges? 

  If you could have the perfect solution to this, 
what would that look like? 

  What have you tried thus far that hasn't 
worked? 

What to Ask 
  How would it feel to get this problem solved right 

now? 

  If you could put a dollar amount on what this 
problem is costing you, what would that be?  

  On a scale of 1-10, how critical is it for you to get this 
solved?  

  Have you ever spent money on a product or service 
like this before? 

  What did you like best about it? What was frustrating 
about buying this kind of service or product? 



Listening shows you care, 
“language-ing” shows you 

what they really WANT. 

The Power of “Language-ing” 
  The “language file” 

 What you THINK they need vs. what they say 
they WANT! 

  People buy based on emotions, position 
your offering to make them say “I need to 
have that!” 

 When creating or re-designing offerings, 
think about deeper unmet needs 



“I’ve Taken on More Clients Since Joining 
the IMPACT Academy Than I Had in the 

Previous Six Months on My Own” 

    “Prior to joining the IMPACT Academy I was working in my 
business for a couple of years with little success. Since joining IMPACT my 
feelings of worry and stress have decreased as my self-confidence 
continues to build–knowing I will have a very successful business that  
will support myself and my family for years to come. 

With Christine’s guidance and support, I have taken on more clients within 
a couple of months of starting the IMPACT program than I had in the 
previous six months on my own. My email list has doubled, I've increased 
my clients and income, and I am working smarter and delegating more. 

My advice for those who are on the fence about working with Christine is 
to JUST DO IT! I promise you this. I was at my wits end in my business. It’s a 
leap of faith. But Christine showed up when I needed her most and she 
has not disappointed me.“ 

Michele Welch 
Business & Personal Growth Catalyst/Online Marketing Maven 
www.TheEdgeCode.com 

3. Get Out of Your �
Own Way to Get �
Out There Big 



“This song is about sticking up for yourself. 
People talk about bullying, but you can be 
your own bully in some ways.  

You can be the person who is standing in 
the way of your success, and that was the 
case for me.  

If you are not happy with something, you 
should change it. Finally, I am able to 
speak up for myself: You are going to hear 
me ROAR!" 

Katy Perry on her hit single “Roar:” 

“Most of the shadows of this life are 
caused by standing in one’s own 

sunshine.” 

~ Ralph Waldo Emerson 



1. You’ll See it When You Believe it 

“I’m not 
smart 

enough” 

“I don’t 
know 

enough” 

“I’m not 
pretty 

enough” 

“I’m not 
thin 

enough” 

“I don’t have 
enough 

certifications” 

“I don’t have 
enough 

testimonials” 



Or, What About These Lies? 

  “They’re not going to pay for it” 

  “If I make too much money my friends will 
think I’m better than them” 

  “Wanting to make a lot of money makes me 
a shallow person” 

  “I’m too scared of rejection” 

  “I feel like a fraud” 

  “Maybe this isn’t worth it” 

  “It’s too late” 

You can leapfrog to the top quickly  
if you act as if you are already there.  



Your 
dreams 

exist  
for a 

reason 



2. Be Willing to Take Risks, Fail  
and Possibly Look “Dumb”  



A setback is just a setup 
for a comeback.  
I have way too many 
people to help to stop 
now. 

3. This is WORK! Have a  
“B.M.W.” to Guide You 



4. Being DECISIVE Will Move You 
Forward Faster Than ANYTHING 

Decisions, Decisions 
1. Does it fit with my goals? (long/short term) 

2. Does it make logical sense? 

3. Does it feel good? 

4. What’s the fear vs. excitement ratio?  

5. Am I making this decision from faith or fear?  



5. Integrity Counts for A LOT 

6. Know That Things Need  
to Fall Apart Sometimes 



7. Critics Happen 



“Don't be distracted by criticism. 
Remember - the only taste of  
success some people have is  

when they take a bite out of you.” 

    ~Zig Ziglar 



8. Be Aware of Your  
Money Consciousness 



9. Quit Indulging Your  
Gremlin Fears 



“The amateur believes he must first overcome his fear; then 
he can do his work.  

The professional knows that fear can never be overcome. He 
knows there is no such thing as a fearless warrior or a dread-
free artist.  

He knows that once he gets out into the action, his fear will 
recede and he’ll be okay.” 

                 
           ~Steven Pressfield	  

What Henry Fonda does, after puking into the toilet in his 
dressing room, is to clean up and march out onstage. He’s still 
terrified but he forces himself forward in spite of his terror.  

Courage is Not $e Absence of Fear 

1. Learn to Move Through the Fear 

2. Shift What You Believe 

3. Identify Your Fears 

4. Get Into Action 



10. Only You Decide  
How Far You Can Go 

11. Surround Yourself With  
Those Who Will Lift You Higher 



12. You Are Always  
Your Best Investment 

Are you going to grow your  
business and put products  

and services out there  
that impact lives?  



”The most critical piece is your attitude 
and personal conviction. When you are 
tempted to say either out loud or to 
yourself, “I can’t, I give up, I don’t care, I 
am tired, I’m fed up or anything negative 
or self destructive, STOP.  

Take a deep breath and say simply two 
very powerful words: “I WILL.” 

~Risa Olinsky 



“Created a 6-Figure Coaching Business  
the First Year It Was Launched and Had  

a Sold Out Live Event!” 

      “When I decided to work with Christine in her Mastery Private 
program I had already been marketing online since 2002 and my trust factor in 
coaches was at an all-time low.  I was at a crossroads but with Christine I finally 
found a marketing model that worked for me, and someone who has authentic 
concern for her clients. 

Since coaching with Christine I've tweaked my branding, gained more clarity, 
and implemented strategies that helped me to create my specialized 
coaching program that brought in 6 figures in the first year it was launched--
AND I had my own SOLD OUT 3 day live event where I filled my first Mastermind 
group! 

I can say from years of experience, if you are shopping around for coaches, 
you don’t have to look any further. Jump on your opportunity to work with her. I 
can say this confidently based on my personal experience with coaches, she is 
one of the best! Thank you Christine!” 

Marilee Tolen RN 
Marketing Educator and Lifestyle Coach for Wellness Professionals 
www.MarileeTolen.com 


