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1. Sales is �
Not a Dirty 

Word: �
Close More 
Clients the 

Authentic Way 



Is !e W"d 

“Sales” Scary 
F" You? 

No one wants to feel like 
they need to “sell” 

someone… 



Start By P#e-Qualifying 
 Avoid non-ideal clients by letting your 

marketing work for you (clients self-select)  

  A focused niche with 1 type of client/issue 
  Website “Interview With” 
  Website pull marketing questions 
  Clear, strong marketing message 
  Social proof 
  Different programs/ packages with different 

price points (3 is good) 

 Now, you’re ready for… 



Discovery Session 
  There is a difference between a “free 

consultation/coaching session” and a 
DISCOVERY session 

  Both may be free, but in a Discovery session, 
the purpose is very specific 

STOP 
giving away 

free 
advice/

consulting/
coaching!! �



Where do discovery  
sessions come from? 

Networking and speaking 



Personal invite (L.H.F.) 

Teleseminars/webinars  
and email 



Before the conversation… 

P#e-Discovery Questionnaire 
1. Can you tell me a little bit about your _____? 

2. When it comes to ______ what are your biggest 
challenges? 

3. On a scale of 1-10 (10 being highest), how 
important is it to you to get these solved…and 
why? 

4. What are the biggest obstacles that are keeping 
you from solving these challenges? 

5. Where would you like your _____ to be in 6 
months? 12 Months? 



Sample: Enro$ing By Email 
  Email 1 of 3 (Tuesday):  

  Heads-up about limited # of discovery session spots 
  Why offering/what you’ll get/how it will work 

  Email 2 of 3 (Friday): 
  Invitation 
  Reiterate what you’ll get from session 
  How to apply (with questions to answer) 
  Cut-off date + reminder of limited # of spots 

  Email 3 of 3 (Wednesday): 
  Last chance 
  Reiterate what you’ll get + how to apply 

  Needing to fill every silence 

  Being attached to being hired 

  Feeling uncomfortable talking about money 

  Not asking enough questions 

  Listen more to self-doubt than the prospect 

  Focusing on the PROCESS (results and benefits 
instead) 

AVOID… 



How to Come From An 
Empowered Place 
(It’s About Energy) 

FOCUSING ON  
INWARD  

VS. OUTWARD  

Discovery Session Outline 
  Start of the call 

  “What made you want to talk with me today? 
  “Tell me about the challenges in your ___________” (listen 

carefully here! DON’T jump in with a solution) 

 Discover how big the problem really is 
  “What have you tried thus far?” 
  “How much money/time have you spent?” 
  “What have the consequences of this been?” 
  “That sounds like it is really frustrating” (agreement) 
  “If you could put a dollar amount… 
  On a scale of 1-10, how critical is it for you to  
     get this solved?” 



Discovery Session Outline 
  Reveal the possibilities to them (- to +)  

  “If we were to turn this situation around… 
  “How would your life/business be different?” 
  “How would it feel and what would be the best part?” 

 Give the solution 
  Repeat back what they want help with 
  “I’d love to help you with that. Do you have any questions?” 
  Describe your offer (focus on results) 
  “Would you like to know what the investment is?” 
  Describe your options (the STOP TALKING!) 
  “Here’s how we get started” 
  “What credit card do you want to use?” 

Answering objections 



“It’s not 
the right 
time.” 

“I need to check 
with husband/

wife/family pet.” 

“I don’t 
have the 
money.” 

Valuable Dos & 
Don’ts 



Do !e Ma!  
(P#edict Your Income!) 

F" example: 
•  How many Discovery Sessions do you give?     

•  How many transform into paying clients? 

•  What is the initial income value of each client?   

•  What is the ongoing income value of each client?     

•  How many Discovery Sessions do you need to give to 
create your: 

•  Monthly income goal?   
•  6-Month  income goal? 
•  12-Month  income goal? 

   



Example: 
•  How many Discovery Sessions do you give? 6 

•  How many transform into paying client? 3 

•  What is the initial income value of each client? $1,500 

•  What is the ongoing income value of each client? $6,000  

•  How many Discovery Sessions do you need to give to  
create your: 

•  Monthly income goal? $10,000  (6 sessions, approx $10,500) 
•  6-Month  income goal?  $60,000 (36 sessions, approx $63,000) 
•  12-Month  income goal? $120k  (72 sessions, approx $126,000) 

Generating New Clients Consistently 

Lead 
Generation 

Networking 
 Speaking 

 E-zine 
 Preview call 

Email campaign 
 Telesummit 

 Referral 
Past clients 

 Current clients  
Joint venture 

Discovery 

Sessions 

1-on-1 

Client 

Conversations 

1-on-1 

JV 

Conversations 

Offer 

1-on-1: 

VIP Day (Live) 
VIP Day (Virtual) 
Private Program 

Leveraged: 
Mastermind 

Group  

Other group 

programs 



Successful Discovery Session Recap 

1. Pre-qualify (on an ongoing basis) 

2. Prepare (name of session, payments, etc.) 

3. Generate sessions 

4. Pre-session questionnaire 

5. Hold your discovery session 

6. Make offer 

7. Celebrate! (Can follow-up “here’s what we 
talked about” email) 

   

“It’s an Investment That Will Pay for  
Itself Many Times Over” 

    "I already had a successful 6-figure business when I started 
working with Christine in the Mastery Private program. However, to grow I 
knew had to figure out how to leverage my time and rethink my business 
model. 

As a result of working with Christine, my business is poised to grow 
dramatically in the next year. I'm expanding my business and my market, 
using social media and content marketing far more effectively, 
redesigning my website, and planning my first live event. This is something 
I’ve been thinking about for years, but I’m now finally taking action with 
Christine’s help and encouragement. This will be a big leap forward for my 
business. 

If you care about growing your business, you really need to work with 
Christine. It’s an investment that will pay for itself many times over. I can’t 
recommend her highly enough." 

Terry Welford 
Training and Development Expert 
www.TheWelfordGroup.com 



2. Fill Your Groups 
(and More) With a 
Lucrative Launch 

Marketing: The Real Deal 
  Marketing IS simply compelling, effective 

communication 

  Marketing IS NOT about being manipulative or 
sleazy 

  Marketing IS about meeting people’s deepest 
needs 

  Marketing IS NOT optional (EVERY business needs 
it!) 



   “I was afraid of selling myself because I didn’t   
   want to feel like a smarmy sales person. Now, I’m not 

afraid of marketing anymore, and that’s a big accomplishment. The 
Get Clients Online program taught me how to market and still be my 
authentic self. I’m feeling more excited about my business than I have 
in months. 

My website traffic and opt-ins have more than doubled and I’ve also 
got more than double the free breakthrough sessions scheduled than I 
have had in the last three months. Christine really takes the ‘scary’ out 
of marketing and teaches how to market from a place of authenticity 
and integrity. I would highly recommend Christine's programs to 
anyone building a business.” 

Loren Manheimer 
Holistic Health Consultant 
www.AJoyfulHealthyLife.com 

“I’m Not Afraid of 
Marketing Anymore” 

MODERN marketing is ethical,  
truthful, relationship-based,  

and it CHANGES lives 



Marketing Mindset Shift 
  Some people believe marketing is 

“beneath” them (“Expert Disease”) 

  This is called arrogance and it will keep you 
BROKE 

 Remember, it’s YOUR job to remind people 
you are in business (and you have their 
SOLUTION) 

 Competitors not marketing? Good news! 

Marketer V.1 vs. Marketer V.2 
Marketer Version 1 

Not really sure what marketing is; or, you 
think you know, but you just can’t stand 
it! 

Clueless about copywriting and 
conversion rates; or, you sort of know 
what they are but don’t know where to 
start for your biz! 

You think marketing is sleazy; or, you’re 
just resistant to it and hoping you won’t 
have to do it! 

You’re inconsistent in your marketing, 
and/or your fear around it is holding you 
back! 



Marketer Version 2 

You love marketing and know it’s a 
powerful tool to create change in the 
lives of your clients and customers 

You study headlines, copywriting and 
are always reading and learning new 
things about marketing to keep you 
sharp! 

You happily track, tweak and test your 
marketing, knowing as your results 
improve, your clients’ lives improve 

You’re consistent and diligent with your 
marketing, and as a result, your income 
and business consistently grows! 

Marketer V.1 vs. Marketer V.2 

Good News! 
  You can move from V.1 to V.2 

  If you are already a V.2 marketer, you know 
there is always more to learn and improve! 



5 Ways to Rock at Marketing 
1) Be consistent and commit to scheduling at 

least 2 hours a week to do it 

2) Talk to your market. Survey them. Be curious. 

3) Practice copywriting (bullets, headlines, 
descriptions, etc.) 

4) Track your results (be kind to yourself here) 

5) Never stop learning 

Metrics Te$ !e St"y 
  Tracking teaches you what to improve 

  Glimpse into prospect behaviors 

  Use Google Analytics (free tool) 

  Where visitors came from 

  Time spent 

  Conversion rate 

  What keywords are being used 



5 Key, Time-Tested P#inciples 

1. Authentic Scarcity 

2. Authentic Urgency 

3. Guarantees 

5 Key, Time-Tested P#inciples 

4. Social Proof 

5. Calls to Action 



“I’ve Generated More Revenue, Re-enrolled a 
Client, Signed on a New Client, Created Two 

New Programs and Raised My Prices” 

       “I actually almost did not sign up for Get Clients Online 
because I felt that I did not need to spend more money on another 
program. Then I talked to Christine and after that conversation I realized 
that this program was different.  

I have more confidence in myself and my services, have generated more 
revenue, re-enrolled a client, signed on another client solely through a 
conversation in email, created two new amazing programs in two days 
and I raised my prices because I saw that what I was giving was way 
more than what I was charging.  

Yes, I would highly recommend this course! I have implemented more with 
your course than any of the others I have taken. Christine, you have a 
wonderful manner, personality and warmth to you. Thank you for sharing 
your knowledge and for making a difference in my life and my business.” 

Kim Ravida 
Life and Leadership Coach for Women 
www.KimRavida.com 

Reputation in a Social W"ld 
  Information travels faster and reaches further 

than ever (so be AWESOME) 

 An unhappy customer experience (and vice 
versa) spreads quickly online 

  Testimonials and social proof are no longer 
optional 

 Happy clients/customers are your best 
unpaid sales force (so treat ‘em right)  



Why do a launch? 

You can have an awesome 
program or product,  a fancy 
sales page, great testimonials, 
amazing SEO and all the bells 

and whistles…  



Or…  
You can do a carefully 

planned LAUNCH… and 
make a much bigger impact 
on your potential customers 

AND bottom line 



Why is Launching So Powerful? 

1. You reach many more people and drive a 
lot more traffic 

2. You significantly build your list 

3. You generate A LOT more revenue 

The best thing? It’s easy  
to follow when you 

know the steps 



An 
important 
thing to 
note… 

Phase 1. The “Pre-Pre” Launch 



F"mula f" P#oduct/P#ogram Creation 

1. Be really clear who your target market is 

2. Be clear on what problem is they’re 
struggling with 

3. Be clear on what your solution to the 
problem is 

  It’s not what you THINK they need, it’s what 
they say they WANT! 

How do you know 
 what to offer? 



How to Find Out What People Want 

 Do some market research of your niche 1‐2 
times a year 

  Can send a brief survey with ethical bribe  

  Can ask them a simple open‐ended question 

Next : Are There Gaps to Fi$ In? 

  Look at what you’re currently offering and fill 
in the holes (Example) 



Time to Create! 
Print 
Book 

CD 

E-book 

Workbook 

Journal 

Workshop 

Group 
Training 
Program Teleclass/

Webinar 

Phase 2. The Pre-Launch 



5 triggers for spurring action 

 1. Make it an event—get 
people talking and build 
buzz 
  Drop hints to pique curiosity 
  Can incorporate countdowns 

2. Motivate with authentic 
scarcity 
 Limited quantity or time limit 

(examples) 



3. Pre-launch Social Proof 
 Examples 

4. Get a commitment 
   Ex: Priority notification list (engages 

early/increases chance of investment)

5. Specificity 
  Deadlines 
  Only releasing certain number of 

copies 
  Only taking certain number of people 



Final pre-launch steps 

The Anatomy of a Sales Letter 











Phase 3. The Launch 



Announce !e Launch 
  Send email to your list (priority list can get 

“first dibs”) 

  Teleseminar/Webinar*** 
  Blog 
  E-zine 
  Social Media 

  Launch Social Proof 

  Keep people updated through your blog, 
social media, etc. (Examples) 

Final launch steps 



Phase 4. The Post-Launch 

Post-Launch Pointers 
  Focus on making the sale “stick.” Examples: 

  Autoresponder  
  Membership community 
  Surprise bonuses 
  Outbound automated thank you message 

  Return to “normal” promotion mode 

  Edit sales letter 
  Continue promoting to keep momentum 



Post-Launch Pointers 
  Post-Launch Social Proof (trains people!) 

  “We sold out!” 

  “We need to do a second print run!” 
  “Join the waiting list here!” 

 Gather testimonials 

Count Your Money  



What will YOU launch? 
“Pull” yourself into your 
future by setting a date 
and working backwards! 

   

“Already Made My Investment Back and Plan 
on My Biggest Financial Year Yet Because of 

the IMPACT Academy” 
   
  “I first contacted Christine to work privately with me in 2011 after 

I wasn’t making any sales. I’ve grown online leaps and bounds since 
working with her. 

Since joining the IMPACT Academy, I re-branded and re-vamped my 
image, my website and my offerings. I've honed my specific target 
market, doubled my Twitter reach in just 3 short months and held my first 
paid webinar series, which was a huge success! 

If you’re on the fence about working with Christine in the IMPACT 
Academy, don’t be. It’s a decision you’ll never regret. I’ve already made 
my investment back in working with her and plan on my biggest financial 
year yet because of IMPACT. Don’t isolate yourself! See what a difference 
belonging to a group of like-minded entrepreneurs can make.“ 

Betsy Baker 
Monetize Your Expertise Master Trainer 
www.BetsyJBaker.com 



3. Systems, �
Structure & Support 

“Small business [owners]…often think of a marketing promotion 
as a single event. It’s precisely this view of marketing that holds 
most small business back. They fall prey to the ‘marketing idea of 
the week’ and never fully explore what it takes to create and 
build a completely functioning, consistently performing, 
marketing system. 

Small business owners have no problem thinking systems when it 
comes to say, accounting or hiring. When it comes to marketing 
though, all bets are off. It’s as if they are waiting for magic fairy 
dust to fall upon them with the next great marketing innovation. 

                 	  
Effective marketing is little more than creating and operating an 
effective marketing system…1) the system is documented, 2) the 
system is built on sound marketing principles, and 3) you 
constantly measure, innovate, and refine the system.” 

                                                                         
~John Jantsch 
Duct Tape Marketing 



The Get it Done Grid 

Marketing Launching 

Implementing Tracking 

E-zine Blogging Networking 

Video 

LinkedIn 

Speaking 

Facebook 

Articles 

Free 
Teleseminar 

Marketing Launching 

Implementing Tracking 



Marketing Never Stops 
  You must market even when you have an 

abundance of clients/customers 

 Consistency is the absolute KEY 

  Systematize it 

How to Use an Edit"ial Calendar 

1. Brainstorm at least 40 topics based on your 
ideal client/customer 

  What are her questions? 

  What entertains her? 
  What confuses her? 
  What are her fears about working with you? 

2.  Circle 26 best topics (use the “love filter”) 



How to Use an Edit"ial Calendar 

3. Calendar out your publishing schedule (I 
love Google Calendar) 

  Either 1x or 2x per week 

  Transfer your circled topics to specific dates 

Systematizing Your List-Building 

  Send 3 seminar 
emails a week (with 
a goal of holding 
your own speaking 
gig 1x/month) 

 Attend 1 networking 
meeting per week 

 Article re-purposing 
weekly 

 Host telesummit or 
giveaway in next 90 
days 

 Map out your 3 
category JV partners 
and begin to reach 
out and establish 
relationships 



Systematizing Your List-Building 

 Do your own free 
webinar/call every 
month 

  Pre-scheduling social 
media updates 
weekly 

  Blogging once a 
week 

  Posting a video to 
YouTube once a 
week 

  Posting to message 
boards twice per 
week 

Inc"p"ate “Biz Dev” " Focus  Days 

  Lack of clients/income is usually a result of 
not marketing enough 

  Market every day, but can devote specific 
days to biz dev 

  Keeps you focused on the right things 



The Marketing “Cube” 

E-zine Blogging Networking 

Video 

LinkedIn 

Speaking 

Facebook 

Articles 

Free 
Teleseminar 

What’s in Your Marketing Cube? 



Marketing Action Plan: Overview 

Marketing Action Plan: W%kly 

  Year and week 

  Income goal for year, month, week 

  Marketing activities for that week 

  Number of blog posts 
  E-zine date, topic, testimonial, promo items 
  Testimonial requests 
  Social media outreach 
  Scheduling speaking gigs 
  Etc… 



E-zine Blogging Networking 

Video 

LinkedIn 

Speaking 

Facebook 

Articles 

Free 
Teleseminar 

Marketing Launching 

Implementing Tracking 

Your Big Picture  
Launch Plan Calendar 



Launch Calendar: Mon!ly View 

Launch Calendar: Mon!ly View 



Your Launch Cash Flow Calendar 

Marketing 

Implementing Tracking 

Launching 



90 Day Implementation Checklist 

Can’t-Do-Wi!out Tools 
  File sharing: Dropbox; Google Drive; S3 

  Surveys: Google Forms; Survey Monkey 

  Project Management: Basecamp; Asana 

 Website/blog: WordPress 

  Social Media: Hootsuite; Buffer 

  Instant Messaging: Google Chat; Skype 



Your 1-Page Productivity Planner 

Marketing Launching 

Implementing Tracking 



What You T#ack Grows 
 Where are your best clients coming from? 

  Bookkeeping and forecasting sheet 

  Traffic tracking 

  List-building tracking 

  “Magic” money tracking sheet 

Your List-Building Goals 
  What list-building methods will I implement... 

  daily? 
  weekly? 
  monthly? 
  Quarterly? 

  30-Day (or 60-Day, 6 month, etc…) List-Building Goal: 

  How many people I want to add to my list: 
  Goal Date: 
  Methods I will use to reach my goal: 



Money T#acking Sh%t 

Get Help to Get it Done! 
  Virtual assistant (100+ Ways Resource) 

  Elance.com, Odesk.com, Guru.com, 
Fiverr.com 

  Web support 

  Bookkeeper 

  Housekeeper 

  Personal Assistant 



The Phases of Hiring a Team 
Phase 1:  You’re doing it all--yikes! 

Phase 2: Hire your first admin 

Phase 3: Begin to hire managers to manage 
team 

You can have it all, but you  
can’t do it all. Accept help  

and drop the guilt  



Get Supp"t to K%p You Going 

  Coach/Mastermind (A “light in the dark”) 

  Accountability “Buddy” (Weekly or daily) 

When you get overwhelmed, 
remember the 2 focuses 



“Lack of direction, not lack of  
time, is the problem. We all  

have twenty-four hour days.”  
      

    ~Zig Ziglar 

Your Mindset Matters 
  “If you don’t have the right mindset…” 

  Action mitigates fear (keep going!) 

  Online, we can adjust easily (Hooray!) 

  “When you are interested…” (how bad do 
you want it?) 

  Positive expectation 





Get 
Clarity 

Build 
Tribe 

Follow  
Up 

Grow 
Reach 

Make 
Impact 

A Recap: To Enjoy… 
  More clients, more fans, more income, and 

a greater impact: 

1) Get clear on your 4 M’s 
2) Create new habits for following through 
3) Grow your list and follow up 
4) Leverage social media and your website 
5) Supercharge with offline strategies 
6) Incorporate leveraged income streams 
7) Master your mindset 
8) Launch and sell like a pro 
9) Systematize and get support 



Commit To Doing Whatever It Takes 

  To grow your business, to increase 
your income, to enjoy the life you say 
you want 

  You HAVE to be accountable to 
someone else or you will give up 



You’ve got this! 



THANK YOU! 

   

“I Now Have a Community and a  
Coach to Help Me Move Forward” 

    "I’d tried doing a lot of online marketing but felt my efforts  
weren't making a big difference. I was trying to do it all myself and floundering.  
I needed a sustained effort over a long time period to feel I was making 
progress. The IMPACT Academy is making a difference for me and it has given 
me lots of resources in a sustained way to implement my business goals.  

Christine has pushed me to set goals and understand the limitations of my 
approach as well as eliminate the mistakes I was making.  

In the few months since joining IMPACT, I've retained a VA, created 3 websites 
and an EBay site, created 3 business pages on Facebook (one got more than 
1000 Likes in 5 days), developed a process for using Facebook marketing and 
developed relationships with the others in IMPACT. I especially have benefited 
from my daily interaction with my accountability buddy.  It's a big deal. I now 
have a community and a coach to help me move forward." 

Cliff Martin 
Martial Arts and Pain Relief Expert 
www.LearnPainFree.com 


