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Introduction 
Welcome to the world of Pink Spoon Marketing. I am excited to be your guide for 
this journey. 
 
I have stated many times that during the next decade the number one way 
therapists will attract clients is through technology. This means both getting traffic 
to your website as well as building your online credibility. You want to stand out 
among the sea of therapists. You want people to know that you “get them” and 
are there to help. 
 
Further, there comes a time in many therapists’ practices when they realize they 
no longer have any more available session hours for new clients. While at first a 
full caseload feels like a goal attained, another realization arises: my income is 
capped! The concurrent desires to make more money and to reach more people 
gives rise to the thoughts of “passive revenue.” 
 
In this course, we will talk about how to create free and fee-based products that 
will not only increase your credibility, but also generate more income. You can 
create a Pink Spoon free information product to lead more people to your website 
and create more signups for your online newsletter. This has helped many 
therapists stand out among their peers and attract more clients. 
 
But there is much more. The real power in the Pink Spoon Marketing concept is 
that you can create a business that goes beyond your local office with one-to-one 
sessions. If you implement the strategies in this workbook, you can transform 
your practice into a national or international Multiple Streams of Therapy Income 
Business. 
 
That is the beauty of Pink Spoon Marketing. You set the goals and implement the 
system. Then you reap the rewards. 
 
As you read the workbook, you will note that I talk about your “business” as much 
if not more than your “practice.”  All clinicians in private practice are business 
owners. Their business is therapy. Too many times, therapists think of 
themselves only as clinicians. If you want to think about how to attract more 
clients online, if you want to reach even more people than you can in one-to-one 
sessions, and if you’d like to increase your income on a predictable basis, then 
let’s put on your “business owner” hat.  
 
Now, as a business owner, I know your primary concern is how to make your 
business prosper. Ideally, your business would run smoothly and systematically, 
following along a path that’s been proven, so you don’t have to reinvent the 
wheel. 
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Also, it would be nice if the journey was really clear and simple, so you could 
focus on getting across the finish line without stopping along the way for this and 
that.  
 
You probably experience this every day… distractions are killers when it comes 
to making your business work. 
 
So here are the three main things I’d like you to know before diving into the Pink 
Spoon Marketing materials: 
 

One:  This is not just information.  It’s information AND 
how to use it. 

If you will listen to the recordings and read the pages that are coming up, 
that’s wonderful.  But if you read and listen and then do nothing about the 
information, I will have failed. 
 
So I ask that you help us both succeed by using the tools and checklists 
peppered throughout the pages.  Use them to pull you forward step by 
step.  If you do just this one thing, in just a very short time you’ll have a 
clear blueprint of how to steer your business on a day-to-day basis. 
 
Two: The principles in Pink Spoon Marketing are not 
theory.  They are fact. 

While there are lots of steps, tools and resources in the book, one of the 
most precious elements I’ve included are real-life success stories.   
 
They say that success leaves clues, and nothing would delight me more 
than to have you read each of the success stories closely.  Notice what 
advice others who’ve been on this journey before you have for you. 
 
See for yourself - as I have - that Pink Spoon Marketing really works, and 
then follow the steps to make it work for you.     
 
Three: This is not just about attracting clients and making 
money.  It’s about making meaning alongside your money, 
in a sustainable way that honors who you are. 

I know you got into this business to help people. And we all know that 
money on its own doesn’t cut it. You want to make a difference.  
 
So whether you have a boutique practice of five clients, or you have a 
weekly caseload of twenty clients, or you have a huge non-profit 
organization, please consider this: 
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As you work through the Ice Cream Journey and the exercises that follow, 
I invite you to enjoy yourself along the way.  Keep your eye on the reason 
why you’re in business, and do so in a way that honors your life. 
 

The Final Word… 

If you let it, your business will act as your life coach in many unexpected ways.  I 
promise it will, because I see it happen every day, in my own life too.  You’ll hear 
more about this later. 
 
For now, let’s get rolling with a single “mind opener.” Business is a natural thing.  
If we let them, our businesses will naturally show us how to succeed.   
 
Pink Spoon Marketing simply raises the grain on those natural processes so we 
can see them more easily.   
 
With metaphors that make sense, stories that give you insight, and coaching 
tools and signposts in every chapter, I believe the pages that follow will refresh, 
nurture, and be charmingly simple to use on your path to profit.    

 
Together, let’s make meaning AND money, sustainably, shall we? 
 

 
It’s not about the information.  It’s about how you use it. 
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My Pink Spoon Marketing Story 
 
Several years ago, I had a full, cash-paying psychotherapy practice with fabulous 
clients. I felt really lucky to go to work every day. I was living my ideal life - I was 
a “wealthy therapist.” And by “wealthy” I mean waking up at least six days out 
seven happy to be me, happy to be in relationships with people I love, doing work 
I was excited about - and oh yes, getting paid well for it. 
 
And while I loved doing therapy, I found that what I enjoyed even more was 
teaching therapists how to build their practices. This is an area largely ignored in 
graduate schools and I really wanted to teach therapists that they don’t have to 
be among the lowest paid healthcare professionals anymore. I wanted to create 
a blueprint and give step-by-step step instructions on how to build a profitable 
practice - without insurance and managed care headaches. 
 
At first I started teaching newly-graduated therapists the techniques I knew 
worked. I did this in small groups of three or four in my office. Then I gave 
lectures to students at the graduate schools and agencies where these new 
graduates worked. But I wanted to reach more people beyond Orange County, 
California. 
 
My company, Be A Wealthy Therapist, was born then and we have had the 
opportunity - at this printing - to have helped over 10,000 therapists build their 
practices. And how did we do this? By adopting the Pink Spoon Marketing 
Concept and creating a Multiple Streams Business. You will hear a lot more 
about how I did this as you read the workbook.  
 
Suffice to say, we, at http://www.beawealthytherapist.com could not have done 
what we have without the aid of two amazing women, Andrea J. Lee and Tina 
Forsyth. These women taught me the Pink Spoon Marketing process for 
generating more leads to my website. They also taught me how to design a 
business strategy to offer free and fee-based products and services that would 
allow me to have a Multiple Streams of Income Business.  
 
By refining and implementing their ideas, I am able reach more people and I now 
offer products and services at all price points. No longer is a person unable to get 
help from me just because they couldn’t afford individual services. I created free 
products. I created low-cost products and services. And we continued to offer our 
higher-end individual coaching programs.  
 
The result? Therapists who visit our website now have a range of products and 
services to choose from - no matter what their budget.  Because we have done 
so much online, we have been able to reach more people, even in places we’ve 
never been, such as Argentina!  These people now have the information they 
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need to attract clients. My income is no longer limited to the number of one-on-
one sessions I could do. Everyone wins. 
 
I began teaching the Pink Spoon Marketing and Multiple Streams Business 
strategies to my individual coaching clients (therapists) and then in my practice-
building workshops. I taught them how to create free reports and free audios that 
will keep web visitors coming back. I taught about creating CDs as a way of 
offering a lower-priced product on the website. The people in my workshops 
started doing this and noticed they were attracting more clients and making more 
money.  
 
But, in my desire to reach even more people, I knew that I needed to offer this 
information in a product, not just my in-person workshops. For therapists, I 
decided to create a Pink Spoon Marketing workbook that explains the concepts 
with instructions and samples of what has worked for other therapists. That 
workbook is now in your hands. 
 
Andrea and Tina have graciously allowed me to license their original Pink Spoon 
Marketing Workbook and modify it for therapists. As much as possible, I have 
tried to stay true to their words and concepts, and yet make it practical, effective, 
and easy to follow. 
 
I hope you enjoy it! 
 
As always, to your success, 
Casey 

 

 
 

Casey Truffo is a licensed marriage and family therapist and an award-winning author, 
entrepreneur, mentor, and consultant to business owners on five continents. 
  
She is the author of Be A Wealthy Therapist: Finally You Can Make A Living While 
Making a Difference and How To Build Your Full and Rewarding Private Practice.  
 
Her mission is to help therapists to get both the respect and the income they deserve. 
 
Casey is also the founder and CEO of The Therapist’s Leadership Institute, an 
organization dedicated to improving the lives, careers and reputations of therapists 
worldwide. 

© 2008 Be A Wealthy Therapist 
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The Ice Cream Journey: Building Business Credibility 
via your Website 
 
 
I am a big believer in the power of the metaphor to understand complex things.   
 
You know the saying, “You can’t solve a problem with the same mind that 
created it?”  (Thank you, Albert Einstein!)  Metaphors are ways to get out of our 
“old” mind and look at things differently. 
 
In terms of expanding your practice to include active, passive and semi-passive 
revenue, I love to describe the business model in terms of ice cream.   
 
Here is an illustration of the Ice Cream Journey: 
 
 

 
 
 
So what does this diagram mean?   
 
Well, it’s the backbone for the Pink Spoon Marketing system.  Let me explain. 
 
If you’ve ever been to an ice cream store, you very likely have asked to try a 
flavor before you decide what to get.  In some cases, they give you the taste on a 
very small pink spoon.   
 
Maybe you don’t like the first flavor you try.  So you ask for another pink spoon.  
And probably within a couple of tries, you decide on what you’d like.  And you 
order an ice cream cone of that flavor. 
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Now, if you’re anything like me, after awhile you stop ordering ice cream cones, 
and instead take home a pint of your favorite flavor so you can have it anytime.   
 
And of course, maybe on a special occasion, I might order an ice cream cake in 
that flavor too - I’ve started to really become attached to it, you see. 
 
Now it’s true that somewhere along the line I may get tired of one flavor and go 
back to the beginning, and try a few more.  That’s what’s so great about those 
little pink spoons, if you ask me!  
 
On the other hand, I have a friend who’s a particular fan of ice cream, and she’s 
become a member of a Flavor of the Month Club and gets regular deliveries of 
the specialty flavor to her door, once a month. 
 
Interesting, isn’t it? 
 
As you consider this Ice Cream Journey of business, I invite you to review figure 
3 on the previous page.  It shows the Ice Cream Journey in the shape of a 
funnel. 
 
The pink spoon is above the widest part of the funnel and is by far the most 
critical layer.  If you can grasp this basic concept, you are well on your way. 
 
The ice cream cone is next.  The pint-sized containers are next again, and the 
bottom of the funnel is filled out with an ice cream cake and the Ice Cream Flavor 
of the Month Club. 
 
Throughout this program we’ll talk more specifically about how successful 
business owners are using the Ice Cream Journey to construct very profitable 
and sustainable businesses based on these principles. 
 
For now though, let me pin down just a few simple observations: 
 

(1) The more people who try the pink spoon at the top of the funnel, the more 
will likely go ahead and purchase an ice cream cone.  When people enjoy 
an ice cream cone, the more likely they are to purchase a pint of ice 
cream.  And so on down the funnel. 

 
It all starts with a free taste, however, the proverbial pink spoon.  In the 
following pages you will have the opportunity to create your own pink 
spoon, to set the model spinning for you. 

 
(2) As the customer travels down the funnel, many things are happening.  

They are building a relationship with the company.  They are gradually 
spending more money.   
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And yes, some people are proceeding to a certain level in the funnel and 
then stopping.   

 
(3) Many business owners already offer the equivalent of a pink spoon.  Think 

for a moment of what yours might be.   
 

Is it possible you are giving away something for no charge that’s not a pink 
spoon taster but more like a giant bowl of ice cream?  This is a common 
speed bump in the journey. 
 
So one of the first things the product funnel will coach you to do is refine 
your pink spoon so it truly is a taste, and doesn’t give away the store. 
 
We’ve also observed still more business owners who try to build 
their businesses with pink spoons and Flavor of the Month Clubs 
only.   

They spend the majority of their effort trading time for money at the 
very bottom of this funnel, and becoming unnecessarily frustrated.  
This is what we call a “too hot” funnel.  A “just right” funnel spreads 
your energy (active and passive), and cultivates results and impact, 
smoothly through the layers.   

Remember: The product funnel model is based on real-world 
success, NOT theory. 

 
The Ice Cream Journey is a fantastic mental model to help you plan a step-by-
step journey for your potential clients to take. 
 
Now, having said all this, we think you can start to see the power behind the 
metaphor.  Would you like to start talking about how to transfer the learning 
points from the metaphorical Ice Cream Journey to your Multiple Streams 
Business and the creation of a pink spoon?  Read on. 
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The Multiple Streams Product Funnel:  An Overview 
Now that you understand the Ice Cream Journey, it’s time to extrapolate this into 
the real live business model. 

The online business model we use is called The Multiple Streams Product 
Funnel and is the blueprint behind every profitable information-based online 
business.  Here is what it looks like. 

 

 

 

Take a moment now to draw the product funnel yourself, on a full sheet of blank 
paper.  This will help you start to internalize the blueprint. 

Now much like the Ice Cream Journey, the product funnel represents the path or 
journey your clients follow from the first visit to your website, building a 
relationship over time as they take each purchasing step in the funnel.   

The price points in each level are based on real-life marketing research that 
shows the various levels of buying resistance that people tend to have when 
making a purchase, particularly in an online setting.   

For example, it’s usually quite easy for someone to decide to make a purchase 
that is $17, versus a purchase that is $247. And even easier yet for them to give 
you an email address in exchange for a free gift of value (your pink spoon). 

 



Pink Spoon Marketing for Therapists™: The Art & Science of Building a Multiple Streams of Therapy Income Business  

 
Page 16 

Copyright 2008 Therapist Leadership Institute 

People make buying decisions mainly based on emotion, which means that they 
want to feel a sense of trust/relationship with the person or company they are 
buying from. By starting with free gifts and moving through the funnel in price 
increments, your customers will be more likely to purchase at the next level as 
they get to know, trust, and like you (and your products!). 

Are you starting to see how this fits in with the Ice Cream Journey as well?  Now 
let’s go through each of the levels in a bit more detail, starting at the top: 

Level One: Free/Complimentary/Gift 

The Free/Complimentary/Gift level is your first (and quite often your only!) 
opportunity to engage with potential customers. What you want to do at this first 
step is offer something of value for free to people that visit your website, and give 
it in exchange for their contact information (name, email address, and possibly 
mailing address). 

This is THE most important and often the most overlooked step in the online 
marketing process, and the reason Andrea J. Lee and Tina Forsyth named this 
system Pink Spoon Marketing.  Because without the free/complimentary/gift 
level, you have no pink spoon, and you have no opportunity to gain a customer. 
No ice cream cone sale for you! 

In order to build a relationship, you need to be able to contact the person again – 
via a newsletter or other item of value to them which means that you want them 
to give their email and/or mailing address before they leave your website. 

If someone leaves your website without giving you their contact information, 
chances are very slim that you will have the opportunity to engage with them 
again. It is unlikely that people will visit your website again, unless they find you 
on Google, Facebook, or another mainstream website. So it is key to get their 
contact information on the first visit. 

How is this done? By providing something of value for free in exchange for their 
contact information, what we like to call a pink spoon. Examples of different pink 
spoons will be covered in the next section. 

Be careful not to offer too much (or any!) personal contact at this level, such as a 
“free one hour consultation.” There are a couple of reasons for this. First, you do 
not want to fall into the trap of giving people access to you too soon. Your time is 
a valuable commodity and is best saved for higher priced levels in the funnel. 
Secondly, most people will hesitate to personally contact someone that they don’t 
know. Let them start to get to know you a bit through the free gift, and then when 
you offer something like this down the road you are more likely to get a positive 
response. 
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Level Two: The $4.95 - $50 Level 

The $4.95 - $50 level is the next step in the funnel. At this stage your customers 
have received value from you in the form of a free gift in the first level, and if they 
liked what they received they will be open to consider a purchase at the next 
level. 

You will want to focus mainly one “one time purchase” items at this level, such as 
books, one-hour TeleSeminars, or audio CDs. This is of course flexible if you 
want to consider offering a low priced membership of some kind. See the product 
funnel below for more ideas of what to offer at this level. 

You can also open the door to personal contact by offering group access to you, 
such as through a one-hour TeleSeminar with a group of people in the audience.  

As a therapist in private practice whose service includes one-to-one attention, 
make sure you put this kind of intense, time-rich service in the lower-most levels 
of the funnel. 

Level Three: The $50 - $200 Level 

Next is the $50 - $200 level. This is where the rubber really meets the road so to 
speak, meaning that the people who purchase from you at this level have 
engaged in what you have to offer. They have moved past the “taste testing” 
level and are now willing to spend their “thinking money” with you. (Thinking 
money means that they will stop to think about the purchase before buying, 
which means that you need to have a good foundation of “like, trust, and respect” 
with them.) 

At this level you can offer more comprehensive products such as a daylong 
workshop, multi-part courses - even six-week TeleSeminar programs and larger 
CD/DVD sets. It is important that you let people start to connect with you at this 
level, either live through a teleclass or virtually through audio or video. See the 
sample product funnel below for more ideas of what to offer at this level. 

Level Four: The $200 - $500 Level 

This level is what we like to call the “sweet spot.” Customers who purchase at 
this level have a pretty good chance of becoming “raving fans” and long-term 
clients. The relationship is pretty strong at this point, and unless something 
happens to deteriorate the relationship, chances are it could open the door to 
such things as referrals, alliances and the like. 

At this level you want to offer your big ticket products, such as multi-day live 
events and packaged training programs (i.e.: workbook, six-CD set and follow up 
call). See the sample product funnel below for more ideas of what to offer at this 
level. 
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Level Five:  $500+ 

At the $500+ level the sky is the limit. It is here that you want to offer your most 
valuable commodity - your time. Counseling, coaching, consulting, speaking, and 
training are usually offered at this level. Because you’ve taken the time to 
cultivate a strong relationship through the funnel, there are multiple possibilities 
of what to offer at this level.  
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An Example of a Real Working Product Funnel: 

This particular working model was developed for an information-based online 
business.  Regardless of whether you are a psychologist, marriage and family 
therapist, speech therapist, or massage therapist, you can apply parts of this 
example to your business.   

Always remember that the best businesses not only sell a product or service, 
they educate their clients on why they should buy.   
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What thoughts or ideas come to mind as you review the above example model?  
Take a moment now and write these in the margin of this page, or use the space 
on the back of the page.   

Later in the chapter, I will be asking you to flesh out your own product funnel, and 
to help that process along, take just another quick moment and draw a circle 
around the items in each level of the diagram you’d like to pursue further.  

A Few Things to Note about the Product Funnel Model 

The key benefit of the funnel model is sustainability. Many people skip various 
levels in the funnel and are still able to build a business. The funnel is not a hard-
and-fast rule of doing business online; however, it is a proven method of building 
a sustainable business, providing a constant flow of clients over time vs. always 
having to hit the pavement to rustle up more work.  

When you skip a level in the funnel, you risk what could be called “client leakage” 
- this is when you ask a client to make too big of a leap (i.e.: from free gift to $300 
live event) before cultivating the relationship, and they “leak” out of your funnel 
(never to return again?!). Remember, if the client doesn’t get to like, trust and 
respect you at each level they are less likely to take the next step. 

And we can’t emphasize enough the importance of relationship in the product 
funnel model. Without relationship the funnel is just a ghost town, lots of great 
products but no one to enjoy them (and tumbleweeds blowing across the 
landscape). 

If you are not willing to put time, effort, and love into your product funnel, 
you are missing a huge opportunity. 

The beauty of the Internet is that you can reach so many people so easily, yet its 
downfall is that relationships are harder to start and cultivate online due to the 
impersonal nature of staring at a screen vs. staring at a face. 

People buy from people - the same thing applies online as it does offline. So 
building relationships is key. 

You need to consider your list a close personal friend. Just as you need to stay in 
contact with your friends on a regular basis, you need to stay in touch with the 
people on your list. The best way to do this online is to show them that you care 
by sharing items of value. Send your newsletter on a regular basis, be a “Google” 
for them by sharing the best of the best on your topic of expertise, invite them to 
a freebie teleclass/event. 
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There are a number of ways to do this that I will cover in later chapters. The key 
is that you are thinking about what you can give to the people on your list and 
how you can increase the connection by providing them value on a regular basis. 

How you speak to your prospects online will determine how well your relationship 
with them is built. The style of your voice online should follow a conversational 
manner. Studies have proven that people read and process information 
differently online - preferring smaller, bite sized chunks of information (short 
sentences, bullet points) vs. “grammatically correct” longer sentences. A good 
rule of thumb is “write it as you would say it,” not as your English teacher would 
have liked it. 

* * * 
 
An increasing number of business owners are making a very respectable living 
using a model as simple as the above.   
 
It may look simplistic, but with elbow grease, it works very well, usually to the 
tune of six figures per annum depending on the niche market you picked. 
 
Now comes the time to reveal the Eight Key Steps to creating a Generosity-
Based Online Business, and turning on the power of Pink Spoon Marketing. 
 
 
Eight Simple Steps to Make the Product Funnel Work 

Special note: If you have been marketing a specialty in your private practice 
already, you have completed steps 1 - 3. I still encourage you to read them and 
see if you can narrow or improve upon your chosen niche. 

 
1. Discover your niche market, also known as a group of 
people with common issues or concerns who hang out 
together.  Your niche market enables you to access invisible 
pockets of clients using the funnel model. 

 
2. Elicit the problems being experienced most vividly by 
this group of people. Ask "What's keeping them awake at 
night?" Use your innate abilities to ask and listen CLOSELY 
to what the market is saying. 

 
3. Find the solutions to the problems being expressed. This 
will be through a combination of your own knowledge and 
judicious research and surveying. 
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4. Choose your products and your packaging according 
to your personal strengths and preferences.  Are you a 
verbal person? Do you like to write?  We'll show you how to 
repackage and repurpose so you get multiple products from 
one set of content. 
  

5. Generate traffic with integrity, using proven low-tech, 
low-budget methods the Internet marketers teach for 
thousands of dollars! 
  

6. Continue to convert traffic into prospects, at 
increasingly high percentages, using intimacy, mystery, 
sensuality, and your growing gift for deepening and 
strengthening relationships.  
  

7. Strengthen the trust relationship.  Now that your funnel 
is wired together and working, continue to build a close 
relationship.  Feed your reservoir of people by leading with 
value, and do so assertively and diligently. 
  

8. Pursue a bold, outrageous, and provocative position 
in your niche market.  Figure out what you believe in, and 
take a stand, working at all times on your authenticity and 
integrity.  Your business success IS a reflection of your 
personal mastery.  Important! 
  

By putting into play EACH of these critical elements for your business; you'll find 
the product funnel a useful, doable and enjoyable new way of playing BIG(GER) 
as a leader in your business niche.  

I’ll go deeper into how to make the above eight steps work for you, as we begin 
creating a real pink spoon in the following chapters. So as you are absorbing the 
foundational pieces to Pink Spoon Marketing, be sure to take some notes as to 
how things apply to you. 
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Take a moment now to write down any thought, comment or lingering question 
you have about the material so far.    
 
Need a hand getting started?  Try answering the question: What would become 
possible if you were to follow the product funnel model described above?  
 
 
 
 
 
 
 
 
 
 
 
 
 
And here’s a second one, no extra charge:  What do you sense your clients are 
wanting or needing and would like to buy from you, that you aren’t selling them 
yet? 
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We’ll be moving along very shortly to some nitty-gritty pink spoon creation of your 
very own.   
 
Just before doing that, it’s time for the first of a series of success stories you’ll be 
reading throughout Pink Spoon Marketing.  Each success has been personally 
shared by a therapist just like you, who is earnestly putting one foot in front of the 
other to make a meaningful profitable business. 
 
So enjoy the “been there, done that” nuggets of wisdom, and if you’re so inclined, 
take a moment to visit the websites of the each person. 
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Spotlight:  Pink Spoon Marketing Success Story #1 

Sheri Zampelli is a hypnotherapist in southern California. Sheri has a true Multiple 
Streams of Therapy Income business. She offers two pink spoons on her home page. 
And, as you will see later, she also offers pink spoon podcasts. After people enter her 
funnel via one of her pink spoons, they begin to like and trust her and many of them buy 
the products and services she offers at other price points. 
 
Website: www.DonateYourWeight.com 
 
Niche market: People tired of the struggle with weight and eating 
 
Pink spoon: Free report & free membership 
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What Does Your Current Product Funnel Look Like? 

This brings us to the end of the first segment of Pink Spoon Marketing. 

As part of my hope that you take the information in these pages and truly apply it 
to your life, I invite you to set aside five minutes right now, to fill in your current 
product funnel using the diagram below. 

Feel free to flip back through the pages to make notes, and remember there are 
no wrong answers.  Fill in the levels of the funnel with what you have right now. If 
nothing, leave blank, but fill in all the parts you can. 
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What Is a Pink Spoon and What Makes One Great? 
Welcome to chapter three of Pink Spoon Marketing.  We’re just about to get 
started with creating a real pink spoon for your online business. 

Before we do that, let’s take a moment and take a look at the big picture, shall 
we? 

What is the purpose of your website? 

Or put another way, what do you want to accomplish from having your practice 
represented on a website? 

The answer may be surprisingly simple. Let’s go back to Marketing 101. 

Clients will buy from you (either hire you as their therapist or buy one of your 
products) when five conditions are met: 

1) They know of you 

2) They decide they like you 

3) They begin to trust you 

4) They believe you have the solution to their problem and 

5) They are ready to pay someone to help them with that problem. 

Your job with your website is to begin to build the relationship with them. Then 
you want to stay in touch with them so that when they are ready, they call you. 

Thus, you want your website to collect people’s contact information - their name 
and email address - so that you can keep in touch. 

This same principle applies online as it does offline. When you go to a 
networking event, don’t you arrive with the intention of connecting with potential 
clients to grow your business? And in doing so, you receive people’s business 
cards complete with their contact information so you can stay in touch. 

This is the beginning of any client relationship, the exchange of contact 
information, which provides the necessary permission to continue the 
conversation. 

At heart, this is the purpose of Pink Spoon Marketing and the product funnel. You 
can see it’s really very simple: Give away a small taste of something free. In 
exchange, get the email address. 
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You want your online interaction to mimic the time proven offline business 
strategies mentioned above, and the best way to do so is by implementing a pink 
spoon strategy. 

Sadly enough, most people don’t give this enough thought before engaging the 
services of a website designer. And they end up with what many people have 
online - a pretty “brochure” website that looks good, cost lots of money to create, 
but will probably never get you a single client. Why is that? Because the site was 
not built around a strong business model and does not have a clear and simple 
call to action. And the best call to action online is to offer something of value 
(your pink spoon) in exchange for an email address.  

There are Five Main Ingredients that Make Up a Pink Spoon 

Good pink spoons may not have all five components, but the best ones definitely 
will.  Great pink spoons are: 

1. Free of charge. 
 
The spirit of the pink spoon is that it’s a gift given freely by the business 
owner in exchange for a few moments of the prospective customer’s 
attention. 
 
The cost of the pink spoon can be seen as an investment. 

2. Made up of something deeply compelling and sought after.  
 
If you walked into an ice cream store and all the flavors were yucky, you 
wouldn’t want to try a pink spoon, would you?  Not even if it was free. 
 
When you are brainstorming what your own pink spoon might be, make 
sure it’s something that is very compelling.  Otherwise, the game is over 
before it begins. 
 
With some thought, you can give away a small portion of something very 
compelling with great effect.  But if something is boring, you probably 
couldn’t give a barn full of it away. Make sense? 

3. Relatively small in size. 
 
Remember the phrase, “Why would they buy the cow if they can get the 
milk for free?”  It turns out that phrase is a Pink Spoon Marketing principle! 
 
Many business owners will give away pink spoons that are too large, out 
of a lack of confidence or insecurity.  If you find yourself tempted to give 
away everything in a pink spoon…stop.  Don’t.  You’ll wear yourself out 
delivering pink spoons and eventually burn out, without ever reaching the 
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moneymaking levels of the product funnel. 
 
Experimenting to find the perfect small size of pink spoon will be a natural 
part of the process, and one we’ll get into in subsequent exercises. Easy 
to create, and don’t require an ongoing time commitment to deliver. 
 
As a rule of thumb, a great pink spoon shouldn’t require more than four or 
five hours to create.  Don’t exert yourself so much in the creation of this 
that you flame out. 
 
And definitely do NOT create a pink spoon that requires your time on an 
ongoing basis (i.e.: free consultations).  You want a pink spoon that will 
stand up on its own, without your active effort. 

4. An introduction to your core business.  
 
If your specialty is working with couples who want to have baby, it would 
make no sense to have your pink spoon be a booklet on how to find a 
great mate, right?  This may seem pretty obvious, but the underlying point 
is subtle. 
 
Make sure your pink spoon is an utterly natural introduction to the 
specialty you are marketing in your private practice.  Ask, “what do I want 
to see more of?” and create a pink spoon that feeds that. 

What Format Do Pink Spoons Take? 

Although they can take many forms, for therapists the most common pink spoons 
are (1) a written five-part course-by-email, or a (2) an audio version of the same.  

Some other examples of effective pink spoons can be:  

• A 5-10 page special report 
• A regularly updated blog 
• A regularly published ezine 
• A flash movie 
• A moderated discussion list 
• Etc. 

 
What follows in the rest of the Pink Spoon Marketing workbook, nestled in and 
among the rest of the material, are examples of fantastic pink spoons of all 
stripes. As you peruse these very special street-smart stories, be sure to make 
notes on what kind of pink spoon you may want to create. 

And remember, each of the pink spoons we showcase has a considerable 
following at the time of printing.  Each one is proven and plays a significant part 
in these profitable practices, which are now also online businesses.  So before 
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you skim each of the examples, be sure to remind yourself that you don’t have to 
reinvent the wheel. 
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Diving Into the Eight Keys to Building a Generosity-
Based Online Business, Starting With Your Own Pink 
Spoon 
By now, you can see how creating a pink spoon is a great addition to your 
website. You are offering something of value in exchange for an email address. 
Then, as you keep in touch with those prospects, you will have the opportunity to 
turn more of those prospects into clients. 

When you look at the funnel again, you can see where it would be nice to have 
some products and services at price points in between a free item and your $800 
a month individual therapy. This is where you really begin to create an online 
multiple streams business. 

And, having come this far in this workbook, you now know have some ideas how 
you might begin creating a Multiple Streams of Therapy Income Business. If 
you’re like the Pink Spoon Marketing therapists who have come before you, your 
office, if not your brain, is now littered with drawings of upside down triangles, 
with scribblings all over them. 

Fantastic!  It’s an essential part of engaging your whole mind in the process of 
putting the Pink Spoon Marketing System into place. 

By way of review, here is a summary of the Eight Key Steps we’re now going to 
follow, as I walk you through how to begin.  A word to the wise - as you fill in all 
the levels in your funnel, you will return to the eight steps again and again, 
testing, rejigging, getting oriented. 

But because the first level of the product funnel is so important - the pink spoon 
itself, we will be walking you through the eight steps with concrete exercises to 
complete, so by the end of the eight steps you will have, or be very close to, a 
completed pink spoon, ready to go. 

Just think of this as a roadmap to complete and launch your first pink spoon and 
successfully start your Multiple Streams Business. 

Sound good?  Good…I want this information to put be to real use!  Now turn the 
page for the Eight Key Steps. 
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The Eight Key Steps to Building a Multiple Streams 
Business, Product, or Pink Spoon 

 
1. Discover Your niche market, also known as a group of 

people with common issues or concerns who hang out 
together.  Your niche market enables you to access 
invisible pockets of clients using the funnel model. 

2. Elicit the problems being experienced most vividly by 
this group of people. Ask, "What's keeping them awake 
at night?" Use your innate abilities to ask and listen 
CLOSELY to what the market is saying. 

3. Find the solutions to the problems being expressed. 
This will be through a combination of your own 
knowledge and judicious research and surveying. 

4. Choose your products and your packaging according 
to your personal strengths and preferences.  Are you a 
verbal person? Do you like to write?  We'll show you how 
to repackage and repurpose so you get multiple products 
from one set of content. 

5. Generate traffic with integrity, using proven low-tech, 
low-budget methods the Internet marketers teach for 
thousands of dollars!  

6. Continue to convert traffic into prospects, at 
increasingly high percentages, using intimacy, mystery, 
sensuality, and your growing gift for deepening and 
strengthening relationships.   

7. Strengthen the trust relationship.  Now that your 
funnel is wired together and working, continue to build a 
close relationship.  Feed your reservoir of people by 
leading with value, and do so assertively and diligently. 

8. Pursue a bold, outrageous, and provocative position 
in your niche market.  Figure out what you believe in, 
and take a stand, working at all times on your authenticity 
and integrity.  Your business success IS a reflection of 
your personal mastery.  Important! 
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Key Step #1: Discover Your Niche Market 
A niche market is also known as a group of people with common issues or 
concerns who hang out together.  Your niche market enables you to access 
invisible pockets of clients using the funnel model, and is an essential first step to 
creating your pink spoon. 

What is a niche? 

There is a lot of information in the wide, wide world about niche markets, also 
referred to as target markets. For the purposes of making the pink spoon model 
work, there are only two things that are really important: 

A niche is a group of people who - 

(1) Have common issues and problems, and who 

(2) Hang out together in some organized fashion 

If you want to go a little deeper, here are a few more criteria to help you identify 
the good, better, and best niches to focus your energies on: 

A very lucrative niche will also have: 

(3) An association - offline or online. 

For example: 

Stepfamily Association of America: http://www.saafamilies.org/  

Mothers of Preschoolers (MOPS): http://www.mops.org/  

A good question to ask at this juncture is, “What niche market does my current 
practice serve?”  If you can’t answer that, that’s okay.  Keep working through this 
chapter. 

(4) Strong niches are also (this is important) NOT TOO big. 

For example, “women” is not a niche market. Neither is “women business 
owners.” 

These are more aptly characterized as demographic segments of the population, 
not niche markets. Why? 

Go back to the first two criteria. If you can't identify the very specific problems a 
niche market has, it will be hard to really identify and attract them.  
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Especially in the online world, the niche market is critical because the words 
used to describe the niche market will become your keywords. 

Keywords are the address through which you will reach your potential clients.  

(5) Strong niches have money to spend. 

It is a very noble intention to serve the homeless or people on some kind of fixed 
income. However, the reality is that these people may not be able to pay you for 
your services. 

The same goes for other groups of people such as students or starving artists. 
These types of niche markets may have money but may not be willing to spend 
it. In which case, despite your best marketing efforts, you may struggle to sell 
your products and services. 

Something to consider as you build your practice and online business. 

And truly, if you want to serve a niche with little or no income, how about instead 
setting aside a portion of your income or time to give to that niche? Your success 
with a lucrative niche will provide you a higher income that you can in turn share 
with those less wealthy niches that really do need your help. (One of my clients 
once called this the “Robin Hood” practice.) 

Why Is a Niche So Important? 

For years I have written and lectured about how important it is to market to a 
specialty niche. When you begin to think beyond a one-to-one session practice, 
your niche market is quite literally the foundation for the success of your online 
business.    

If you do not have a clearly defined group of people with similar problems who 
hang out together, you will struggle to build and launch a pink spoon and 
henceforth your online business. 

The importance of this will become evident as you continue to work through the 
remaining steps. 
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How to Discover (or Re-Discover) Your Niche Market 

Niche markets are everywhere, and there is both art and science to determining 
the best ones. 

For some of us deciding on a niche market can be a bit of a tough ride. We may 
not have even considered the importance of a niche market in our practice, or on 
the opposite end we may have already been struggling to find a niche for some 
time now. 

One way to choose a niche market is to consider the Three P’s:  

Person: a demographic group that hangs out together, such as Christian 
parents. 

Problem: struggling with a teen. 

Person with a problem: Christian parents struggling with a teen. 

A second way is from Lynn Grodzki. Lynn suggests three circles: 

What you are known for (or want to be known for). 

What you are passionate about. 

What will make you money. 

The sweet spot where they intersect is where you want to focus.  

Still not sure? You are not alone. 

The following exercises are designed to help you brainstorm possible niches and 
can help point you in the direction of the niche that fits you best. 

Already have a niche market? You may want to jump ahead to the section on 
testing the viability of your niche to ensure it is a strong and lucrative market.   

Or, dally a little in this section and see whether you have the opportunity now to 
strengthen your clarity about your niche.   

1. Get started by asking yourself this question: 

“What has happened in my life, good or bad, that it would be 
most useful to share with others?” 

This is the “Center of Authenticity” question that many people use to start peeling 
back layers to get to a possible niche market.  By asking it, you strip away to the 
core of who you are and what you are here to do. 
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Believe it or not, your own past experiences, personal and professional, can 
often be a great indicator of potential niche markets. And also provide a great 
springboard for creating products and services based on your own experience - 
giving your business built-in credibility. 

Use the below space to begin listing your experiences: 

 

 

 

 

 

 

 

2. Next, have a look at your labels. 

This may sound counterintuitive, and it does sometimes go against the grain. 

However, this exercise can be extremely helpful in identifying a niche, so with a 
light attitude towards it, try the exercise of labeling yourself. For example, are you 
a: 

Woman 
Business owner 
Coach 
Counselor 
Married 
Christmas-lover 
Ballroom dance champion 
Former choreographer 
Computer geek 
Catholic 
Derivative U.S. citizen 
Born in South America 
Used to be a VP in corporate world 
Taurus 
etc. 

(Just as an aside - this is my list.) 
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What are your labels, present and past? What groups, fields or professions do 
you yourself fall into? What are your hobbies and interests? What are your roles 
in your family and community? 

Use the space below to make a list of as many labels as you can: 

 

 

 

 

 

 

 

3. Now we start getting to some nitty-gritty stuff.  Continue working on 
“Step #1: Discover Your Niche Market” by going to the website at 
http://freekeywords.wordtracker.com/ 

Once there, you’ll see something called a “FREE Keyword Suggestion Tool,” a 
terrific free tool for doing market research.   

In the little box available, type in key words that describe (loosely is fine) the 
group or groups of people you are curious about. If you're stuck, use the labels 
you started putting into your list for the above exercise. 

Keep doing this for several of your key words and be sure to make a special note 
of the numbers of people who search on each. Record your findings below so 
you can come back to them in a few pages.  

You can also go to: https://adwords.google.com/select/KeywordToolExternal to 
search for keyword popularity. 
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We’ll talk more about your findings, and what they mean, in a little bit.  
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4. Next, invest some time in researching online groups and communities. 

Remember our key criteria about niche markets?  This step allows us to 
proactively discover where your niche market hangs out online.   

Part of the power of the Pink Spoon Marketing system is we can do all this 
research in advance.  Isn’t it a good feeling to know you don’t have to spend 
millions of dollars on creating a product or service, only to find out you have 
nowhere to market it?  The time you spend researching now will spare you future 
headaches. 

So go now to one or all of these locations on the Internet, and browse the 
categories of people who have gathered to share common interests and 
problems. You can do this simply and easily by once again, entering in the 
keywords that you’re interested in, and searching through each site. 

Try it now: 

Facebook Groups - www.Facebook.com (click on Groups) 

Yahoo Groups - www.YahooGroups.com 

Google Groups - www.GoogleGroups.com 

Ning - www.Ning.com 

Dmoz - www.Dmoz.com 

About - www.About.com 

Check out the one I created for therapists - http://www.TLIConnect.com 

There are a lot of websites such as the ones above, and new ones cropping up 
every month online where people with common interests hang out. These are 
some great places to start. 

While at each site, make a list of the group names, online communities, forums, 
discussion lists, and chat groups that pique your interest.  Look especially for 
groups that are 100 people or more in size, and if you can tell how active each 
group is at the moment, all the better.   

Sign up for a handful of the ones that you are most interested in so you can hang 
out too!  And to save you time later, bookmark them while you are there.   

You can also pick up a phone book and search through the different headings for 
those that interest you and go from there. Write your results in the space 
provided on the next page. 
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Testing The Viability: “Is this a good niche market?” 

After completing the exercises above make a short list of your top potential 
niches in the space below: 

 

 

 

 

 

 

 

 

 
 
Now that you’ve spent some time researching your niche market, the steps below 
will help you decide which of your potential niche markets is the most viable and 
lucrative option for your online business. 

1. Keyword Searches: freekeywords.wordtracker.com/ 

As you’ve discovered, doing a search at http://freekeywords.wordtracker.com/ or 
https://adwords.google.com/select/KeywordToolExternal will tell you how many 
people are searching for your niche terms.  Because of the power of these 
numbers, we’ve found that this kind of research can be quite addictive! 

Go back to the notes you made from your keyword research. 

Anything above 150 hits in a day is a good potential niche market, with 1,000 or 
more indicating an excellent potential niche.  More or less doesn’t mean this is a 
bad market, it means you should research it some more using other tools, or that 
it’s possible this market may not be easy to reach. 

Again, these are places to start. You may have a strong belief that your niche is 
still a good one - even though wordtracker or adwords doesn’t indicate it is.  

So, think of the numbers above as a good benchmark or place to start.   

Turn to the next page to see an actual screen shot of the FREE Keyword 
Suggestion Tool in action. 
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Example of search results: -  

 

Which of your keyword searches seem most viable, with related terms adding up 
to between 150 to 1,000 searches per day?  Record your findings here: 
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2. Generic search for associations in the niche. 

Next go to www.Google.com and type in your keyword plus the word 
“association,” “club,” or “group.” This will bring up a list of associations for your 
niche market. 

Remember that a good niche has an association, online or offline. 

If two or three robust associations exist, your market can be seen as quite viable.  

Here is a screen shot of some real results found at Google. 
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3. Competitive Analysis.   

We’re coming to the end of the small business tests that will help determine the 
viability of your niche market for your online business. 

What does competitive analysis mean?  What are your competitors doing that 
you can learn from?   

Rule of thumb: “If someone else is making a decent living at it, chances are there 
are more livings that can be made from something similar, or at least in that 
market.” 

Once again, go to www.Google.com and type in your keywords. Take a good 
hard look at the listings that come up.  Who are they? How many are there? 

If there are quite a few competitors that show up in your search it could be a 
potentially strong niche. However be aware that too many competitors may 
indicate a tough market to break out in. 

Also, take a look at their websites to see what kinds of products and services 
they are offering. This can also provide some great insight into the viability of a 
niche market. Turn to the next page for samples of some real businesses 
working in the “stepfamily” niche: 
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As you can see, Pink Spoon Marketing is based upon the basic 
idea that “Success Leaves Clues.” 

The above viability tests and exercises go a long way to helping you rule out 
niche markets that will be a waste of time, and provide you with a basis of 
knowledge that will serve very well as we move forward into the next of the Eight 
Key Steps. 

Before we move on, have a look at just a couple of examples of proven niche 
markets.  What comment, thought, or question comes up for you at this point? 

 

Roberta Wands, MakeuporBreakupCounseling.com/ 

Niche Market: Couples facing the possibility of a break up 

 

 

 

Gina Hiatt’s AcademicLadder.com 

Niche Market: Graduate Students, Junior Faculty, and Professors 
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Last word on niche markets: Are you totally stuck? Don’t fret. 

Just a quick word at this point, in case you are stuck, or feel very stuck. 

Again, you are not alone. More people get stuck on this very first step than 
anywhere else. This foundational work really is worthwhile. But if it starts to feel 
like you're pushing string, it's time to stop. 

This finding a niche thing is similar to discovering your mission in life. It's not 
something you can find using only your brain. And sometimes it really will feel 
like it's eluding you on purpose.  

As the author Richard Bolles has said, "Your mission is where the world's 
deepest hunger and your heart's greatest gladness intersect." The same goes for 
your niche. 

This is why we talk in terms of both art and science when it comes to Pink Spoon 
Marketing.  You can’t take this journey without engaging both your head and your 
heart. 

So, as the saying goes, “Chop wood and carry water.”  Or, just put one foot in 
front of the other and continue to work through the next key steps. Test. 
Experiment. Play. Hold a space for the question “What is a good niche market for 
me?”  And relax into the fact that you don’t know quite yet.  

After many years of coaching hundreds of business owners and private 
practitioners just like you, let me reassure you:  your best niche will show up at 
some point along the way. 

In the meantime, continue to listen carefully. Ask, what repeats itself in your life? 
What patterns emerge in your day-to-day business, if you look? Is anything 
occurring in multiples?  

Try cultivating a habit of making notes after your daily work. Write down the exact 
words your clients use on intake. Notice what patterns emerge. Be keenly aware 
of which clients and issues interest and energize you. 

These are all clues to what may be your niche.  

Are you ready to move onto Key Step #2: Elicit the problems in your niche 
market? Terrific. 
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Spotlight:  Pink Spoon Marketing Success Story #2 

Jason Fierstein is a licensed professional counselor in Phoenix, AZ. Jason started out 
marketing a much more general practice. Then found his niche.  

Website: www.PhoenixMensCounseling.com/ 

Niche market: Men (and also the women who love them) 

Niche problem: They want to feel in control of their relationships, and their mates to be 
happy. 

Pink spoon: Free report 
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Key Step #2: Elicit the Problems 
Okay, you’ve done the work of researching your niche, and you have one in 
mind.  This may be the one you work with for the rest of your business life, or, 
more likely, you may refine and hone your focus. Or you may work with it for a 
while and change it. Not to worry. Learn these eight steps and you will be able to 
create a Multiple Streams Business for this niche or another if you decide to 
change it later. 

For now, let’s proceed to step #2.  What are the problems/challenges being 
experienced most vividly by your niche market?  When you picture your niche 
market in your mind, ask, "What's keeping them awake at night?"  

Especially if you yourself belong to the niche market you’ve selected, you have 
some keen insight into this on an intuitive level.  Though it may seem strange to 
say, we’re going to be asking you to listen CLOSELY to what the market is 
saying…or maybe even not saying. 

What does “elicit problems” mean? 

Well, let’s start with a basic idea.  Most businesses that fail do so because of a 
mismatch in their offering and what their market really wants. 

They provide a solution to something that no one wants.  They are, in effect, a 
solution looking for a problem.  And until and unless a large enough group of 
customers decides they have a problem that will be solved by this solution, the 
business will not fly. 

Does this make sense? 

So the next important step in building your online business is to elicit the 
problems within your niche market. 

This means figuring out what is bugging the people in your niche market, so you 
can address this issue head on.  You can create a sexy and appealing pink 
spoon offering that gets their attention.  

At heart, eliciting the problem means listening. But before that, it also means 
putting aside what you think you know already. 

Don’t assume that you already know what your niche’s problems are. 

You may be right, and what you think your niche wants will be corroborated by 
your findings. But for now, put that aside and open your ears to exactly what they 
are saying. 
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That's what eliciting the problem really means – meeting the customers where 
they are.  

How can I find out what the problems are? 

There are two very simple steps in determining the problems of your niche 
market: 

1. Ask 

2. Listen 

When you ask the right question, you will very soon start to see emerging 
patterns in the answers that let you know what your niche really wants. 

Whether you take a formal survey through a letter in the mail; send an email with 
just one question, use a website to gather votes, or one of many other methods 
of asking, you must ask.  More on how to ask in just a few pages. 

For now, suffice to say the Internet makes it easy. 
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Start with two questions to get the best results 

There are two basic types of questions that will help you get the information that 
you need to best serve your niche. 

Remember you want an insight into what bugs them, what troubles them, what 
keeps them up at night. This is the kind of stuff they will pay for. 

(1) The first type of question is the “moving away from” question. Here it is: 

>> What are the three biggest problems you are experiencing when it comes to 
XYZ? 

You can ask for three, two or one things, it's your preference. The simplest is 
often best, so when in doubt, just ask for one.  

Be sure to replace XYZ with your niche market. For example: 

What are the three biggest problems you are experiencing when it comes 
to your stepfamily? 

More examples: 

What is the single biggest challenge you're having finding a great mate? 

What is the one thing you are having the most trouble with as someone 
whose life has been touched by a difficult diagnosis? 

(2) The second type of question is what could be called the “moving 
toward” question: 

>> What are the three things you would like most when it comes to XYZ? 

Once again, replace XYZ with your niche market. 

For example:  

What are the three things you would like most like to know when it comes 
to getting your husband to listen to you more? 

What is the one burning question you would like answered when it comes 
to dealing with your aging parent? 

Use these two types of questions, and their variations whenever you have an 
opportunity, to elicit the problems in your market.  
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Using your therapy skills, I encourage you to listen and listen deeply, sometimes 
between the lines. As you know, asking the right question elicits the best 
answers, so tailor your question accordingly.  

And again, it is always a good idea listen and record what your prospects say on 
the intake call and first in-person appointment. 

Now turn the page to fill in a Survey Questions Worksheet, and start 
brainstorming the questions you will use moving forward.
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Survey Questions Worksheet: 

Use this worksheet to begin the process of honing your questions.  I know you’re 
getting eager to start creating your pink spoon, but stay with me here.   

This is the foundational stuff that will make the creation part easy. 

What are some possible “Moving Toward” questions you’d like to ask your 
market? 

What are the _______ biggest goals you’d like to achieve when it comes to  

________________________________? 

Or      ________________________________? 

Or      ________________________________? 

NOTES: 

 

 

 

What are some possible “Moving Away” questions you’d like to ask your 
market? 

What are the ________ biggest obstacles/challenges/problems you are  

experiencing as you ___________________________________________? 

Or   ___________________________________________? 

Or    ___________________________________________? 

NOTES: 
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Where can I ask my survey questions? 

Remember in Key Step #1, when we talked about discovering your niche 
market? 

This is where the work you did there starts becoming extremely handy. 

Because you’ve done the research that tells you where your niche market hangs 
out, you can now get in and, well... hang out with them. 

By exposing yourself to the market, getting into conversations with them, you 
will find lots of opportunities to ask them what their problems are. It's really that 
simple. 

Here is a list of ways you can ask them what's on their minds: 

(1) If you have the email addresses of a few, or many folks, you can ask them 
directly in an email. (I wouldn’t do this with current or past clients though.) 

What is the biggest thing you'd like to know about how to recover from a 
divorce? 

(2) If you don't have email addresses of many people, you can find others who 
have ezines (online newsletters) or other publications and forums, and ask there. 

Go to www.Google.com and do a search on “(your niche) ezines.” For example, 
“Moms ezines” will pull up a few things. Then approach the publishers to see if 
they're willing to ask their list a question if you'll share the results. 

(3) Go to online groups and ask. 

www.YahooGroups.com , Groups.google.com , and www.ryze.com are just three 
examples of places you can join specific groups targeted to your niche market, 
and after inquiring after the rules, ask away. 

(4) Ask in person. 

Consider your personal network. Are there people there who are in your niche 
market? Ask them in person, what's on their minds? And take good notes. 

Mark Hastings, a marriage and family therapist in California did just that. Mark 
counsels and coaches “Good Dads to Become Great Dads.” He invited to a pizza 
event some personal friends and several men from work and church. There he 
posed questions to them. One man spoke about one of his first thoughts when he 
found out he was going to me a new dad. He thought, “I need new tires.” In other 
words, he was taking on a new level of responsibility and his thoughts went 
immediately to safety - all the way to tires! This lead Mark to his first pink spoon - 
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an article with a light touch on the idea of responsibility of fatherhood titled “Of 
Michelins and Men.” 

(5) Set up a website for the purpose of asking. 

You can set up a website that simply has a box inviting the web visitor to answer 
the question, “What is the biggest question you have about … (your niche)” 

To collect the responses, you can use a tool called the ASK Database, available 
at CaseyRecommends.com/ask.html 

The ASK Database provides the code to create a survey box such as the one 
above, and collects the answers submitted for easy review and access. 

You can use any surveying tool you prefer for this purpose. I have, on occasion, 
also used http://www.surveymonkey.com/. Survey Monkey is free and is good for 
short surveys. 
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Identify the Problems Exercise: 

As you get the answers to your questions use this space to make a list of the 
most common problems that are faced by your niche market.  

Pay special attention to the precise language the answers come back in, as you 
can mirror the same language back to them in your products and marketing 
materials.  This will be more helpful than you may realize at this point!   
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The Most Common Problems Humans Experience  

You can take these and apply them to your specific niche.  Where possible, get 
even more specific and use the words your ideal client would use. 

 
Stuck in a rut 
Not enough time 
Not enough money 
Lack of confidence 
Fear of the unknown 
Not knowing what they want 
Not understanding 
Miscommunicating 
Fear of conflict 
Inability to say no 
Relationships that sap 
Too much money 
Lack of organization 
Boredom 
Unclear goals 
Unsupporting Family 
A job they hate 
Scattered focus 
Superiority complex 
Lack of courage 
Running on adrenaline 
Workaholism 
Weak boundaries 
Lack of vision 
Negativity 
Overweight 
Fear of success 
Poor people management skills 
Poor money management skills 
Poor communication skills  
Pressure from work 
Not self aware 
No definition of personal success 
Unhappy relationship 
Lack of relationship 
Lack of love 
Overreactions 
Lack of energy 
Lack of technical know-how 
Detached from community 
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Listening for the Problems Not Once but Regularly 

Once you are in the groove of listening for the problems in your niche, continue! 

As you grow more committed to becoming a business leader in your niche 
market, you will want to continually have an ear to the ground so you can get 
early signals about new trends and issues. 

A niche is an organic thing, made up of flesh and blood people, so it makes 
sense that the problems they experience, and even the makeup of the people in 
it as a whole, will change, shift and evolve.  

Here's an exercise you may find of interest, especially if you are a big picture 
thinker: 

Think of your niche market as a weather system. From time to time new 
conditions will arise. Rain might come through, then dissipate. Or it could be 
sunny for a whole season. 

When new things disrupt a niche market, that means new opportunities. Perhaps 
a political event, new cultural trend, technology or social condition will generate 
new situations in your niche that you can then serve. 

Keep listening and you'll be able to respond instead of react. 

By deciding to continue to listen closely to your niche market, you will have 
embraced the true essence of Pink Spoon Marketing, and be that much closer to 
business success. 
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A Note About Bass-Ackwards: Problems Can Point to (New) 
Niches 

Although in the Eight Steps to a Generosity-Based Online Business, the first step 
is to discover your niche, and the next step is to elicit the problems. Sometimes it 
pays to let things happen backwards. 

If you happen to pay special attention to problems, or perhaps have a higher 
awareness of issues that come up for your clients, you may be able to reverse-
engineer that problem into a niche. 

For example, if you seem to deal with time management issues a lot in your 
practice, it could be that this is a problem that dominates a niche market. 

Ask, what group of people that hangs out together experiences this problem as a 
general trend throughout the population? 

If you've had fuzziness around your niche, this may be a sideways way to get to 
it.  

Or, if you're gung-ho and looking for a possible new niche, this could help too. 
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Spotlight:  Pink Spoon Marketing Success Story #3   
 
Mark Saindon is a marriage and family therapist in Portland, OR. Mark gets many of his 
in-person clients via the web. (with his pink spoon and online scheduler.) 
Website: www.MarkSaindon.com Niche market: Couples 
Pink spoon: Free report: 9 Key Strategies for Successful Relationships 
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Key Step #3: Find the Solutions  
As we step our way through the Eight Steps, how are things going for you?   

Are you able to observe both the art and science of building an online business?  
Pink Spoon Marketing is very much about that, and I hope you’re enjoying the 
journey so far. 

Moving onto Key Step #3, once you know the problems your niche market is 
experiencing; you can look to find the solutions!  Sounds pretty logical right?  
Well, it is. 

Finding the solution will in reality take more time to complete, however as far as 
exactly how to do it, it’s pretty straight forward.   

You will find solutions through a combination of your own knowledge and 
judicious research and surveying.  

But first, you need to choose a problem. 

The first step in finding a solution is to decide on which question (problem) you 
want to answer for your niche market. 

Refer back to the list of problems you collected in Step 2. What patterns do you 
notice in the problems expressed by your market? Which problems are repeated 
and seem to be most popular? 

For the purpose of creating your pink spoon you want to pick a “hot problem” 
from that list. Something that your niche is really struggling with and they will be 
itching to find the answer for.  

We call these the “sexiest” problems, as they will be the most attractive to your 
market and therefore make a strongly magnetic pink spoon. 

Be as specific as possible in choosing a problem as well. The best pink spoons 
answer a very specific problem for your niche market, as opposed to a general 
“how do I build my business” kind of question.  This is similar to picking a niche; a 
general problem won’t get as strong a response as a specific problem. 

An example of a sexy and specific problem is how to help your child make more 
friends. Parents do have other problems (of course!) but this is one specific area 
that many of them struggle with and would eagerly trade their email address for. 
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Record Your Top 3 Problems Here: 
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The rest is pretty simple. 

Once you have determined the question/problem it is actually quite simple to find 
the answer/solution.  

There are two ways to find the solutions to a problem: 

1. Rely upon your own experience or knowledge 

2. Do research to find the answer, or identify an expert. 

When you get right down to it you either know the answer or you must look for 
the answer.  

As a therapist, I expect that most often, you will have some experience or training 
in that particular area, and chances are that you will be able to come up with the 
answers on your own. 

And if you don’t, then you will need to do some research to find the answers from 
other sources. 

One of the Biggest Mistakes You Can Make Doing Business 
Online is to Try to Be the Expert on Everything. 

Many business owners think that if they don't create their own content, they can't 
offer it or sell it. This is absolutely untrue. Moreover, if you don't get over this 
mental block, you may end by exhausting yourself and likely not completing 
many of your projects. 

It is 100% fine to collect the solutions to your niche’s problems from other 
sources. In fact if you think about it, everything that you already know originally 
came from someone else. Like the saying goes, there really is “nothing new 
under the sun.” (This workbook is a great example.) 

Some great places to research solutions are: 

• Search on the Internet 
• Look for books on the topic 
• Talk to others who have some expertise 

 

Keep in mind that proper attribution may be required and you may also need to 
get permission or a license to use some material. If in doubt, always, always, 
always check with the author of the original material. 
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There are different types of solutions to a problem 

Hard-Core Solutions 

If your niche market has concrete problems that have hard-core solutions, your 
task is fairly simple. 

Give a direct answer to the question asked. 

Your answers may be long or short. At this stage, it's just good to collect the 
information that constitutes an answer to the problems experienced by your niche 
(based on what they tell you).  

This is a good point at which to note: 

Many times we think we have the answers. From all our experience and wisdom, 
sometimes we do.  

Often, because we think we know the answers, we'll go right ahead and package 
what we think is important into a product such as an ebook, without grounding it 
in real problems as expressed by real people. 

The fact is there is no substitute for hearing the problems from our client’s 
mouths and being very specific when we answer them. 

Remember: Give your clients/prospects what they want and earn the right to give 
them what they need.  

Let’s read that again so it is really grounded in your thinking. 

Give your clients/prospects what they want, and earn the right to give them what 
they need. 

You may see a more universal, spiritual, bigger-picture-thing your client could do 
well with, but that's not the way to engage.  

Meet your clients where they're at - not how you diagnose them - or what you 
want to do to help them get where you really want them to end up. 

Begin where they are. 

So while this step may feel like it's not what you'd like to do - finding the specific 
answers to seemingly mundane questions - stay the course.  For example, you 
may believe the way your niche market could stop having the same old argument 
over and over again is to “own their own issues.” But they probably won’t 
respond to that. So, meet them where they are. For example, you could create a 
light-hearted report with some ideas including “hold hands while arguing.” 
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But don’t forget that by giving them what they themselves want first, you’ll earn 
their trust and perhaps be more likely to go out on a limb with something you 
know is good for them, at a later date. 

Whether online or offline, you are investing in a relationship that will earn you the 
right to talk to them about the bigger things you may hold more dear. 

Last note on this bit of heart/head tug-of-war.  You may have to wrestle with your 
ego some on this point. You don't know best, your prospective client does.  If you 
have the most beneficial service on the planet but no one engages with you, or 
agrees to let you be in a relationship with them, then your most beneficial service 
will never take root.   

Build a bridge by providing solutions to problems real clients experience today.  
Opportunities for more will open up from there. 

Think about it. 

Softer or Warm-Fuzzy Solutions 

Having discussed Hard-Core Solutions, let's spend a moment with the Softer or 
Warm-Fuzzy type of solution. 

Sometimes the solution that's best can be a question. 

This is using what we call the “coaching approach.”  It’s an approach that helps 
the customer discover the solution for himself or herself.  But the coaching 
approach asks the right question that leads them to that realization. 

So as you create the solutions, whether you are writing, or interviewing, 
whatever… 

Remember to leave room for questions.  

As a therapist who listens, and sometimes interprets, it pays to think about how 
you can incorporate a question here and there to deepen the customer or client’s 
awareness of your work. This applies to clients in your office and customers who 
purchase products from your Multiple Streams of Therapy Income funnel.  

To use an analogy, music is music because it has notes and rests. As you design 
your solutions, don't forget to include the rests. Leave space for questions.  

Also, sometimes the best solution is a process. 

As you find the solutions to your niche's problems, consider both hard-core and 
softer solutions. 
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What Are Some Possible Solutions to the Problems in Your 
Niche? 

Use this space to record your thoughts and questions. Aim for a list of at least 
three problems, and at least five to ten possible solutions and key points for 
each. 
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Spotlight:  Pink Spoon Marketing Success Story #4 
 
Jennifer Fee and Diana Walcutt are psychologists that have join resources to create 
CDs for stress reduction. These CDs sell like hot cakes. They have even created ones 
for Christians with Bible verses. 
 
Website: www.thetherapysystem.com/ 
 
Niche Market: Those struggling with anxiety and stress (Narrower niche: Christians with 
anxiety and stress.) 
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Key Step #4: Choose Your Products and Your 
Packaging 
Now this is where it gets really fun! We are actually going to start creating your 
pink spoon.  

Before we dive into this step I first want to give you a hearty pat on the back for 
the work you’ve already done in steps 1-3.  

Most people jump right into creating their pink spoons (and other products) 
without first doing the important legwork of niche, problem, and solution. And 
unfortunately most of those people find that they unduly struggle with the rest of 
the process. 

You will begin to see very shortly how steps 1 through 3 have given you a solid 
foundation for the remaining steps. They are the most important steps in the 
whole process. So congrats for the work you’ve done to date. 

What is Key Step #4 all about? 

It’s about choosing a format for your pink spoon according to your personal 
strengths and preferences.  Are you a verbal person?  Do you like to write?   I'll 
show you how to repackage and repurpose so you get multiple products from 
one set of content...and leverage your time! 

Remember as we go along that although we are focusing on the creating 
something for the free/complimentary/gift level in your product funnel, the same 
Eight Key Steps apply to a product for the other levels.  As you create more 
products using the steps below, you can fill your funnel and really create your 
Multiple Streams of Therapy Income Business. 

For now, let’s make sure by the end of this workbook you have – at least – a pink 
spoon to show for it. 

The Format of Your Pink Spoon 

The first decision to make is the format of your pink spoon offering. You have the 
choice of making a written or audio product.  

Some examples of pink spoon formats include: 

� Mini-course or ecourse 
� Short report 
� Top Ten list 
� Audio interviews 
� Teleclass recordings 
� Podcasting and MP3s 
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� Online videos 
 
 
Keep in mind that based on the criteria for a great pink spoon, you want to 
choose something you create only once, and requires none of your time after it is 
done. 

Ezines or Newsletters Are not the Best Pink Spoons 

This may come as a shock to some of you, but ezines (online newsletters 
delivered by email) or traditional print newsletters are not the best things to use 
as pink spoons. 

Why? There are a couple of reasons. 

First and foremost is that an ezine usually isn’t sexy or appealing enough these 
days to entice people to click the subscribe button. Most people get enough 
email, and the last thing they want is another ezine filling up their inbox. After all, 
do you really want another online newsletter? 

And an ezine does not have the instant gratification of a pink spoon that arrives 
immediately in the inbox after subscription. If you use an ezine as a pink spoon, 
and then don’t have an actual issue for a few days or weeks, chances are that 
the subscriber may have forgotten why they subscribed in the first place, and 
click “delete.” 

Second, an ezine requires your time and effort to create on a regular basis. As 
per the point above, you do not want your pink spoon to require any more of your 
time than it does to originally create it. After your pink spoon is created you want 
to focus your time on driving traffic and building the relationship with your list, 
which I will dive into in Steps 5-8. 

That being said, an ezine is an essential tool in building a relationship with your 
list so you do want to have one, which will be covered later in Steps 6 and 7. You 
just don’t want it to be your pink spoon. 
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There are a couple of things to consider in deciding to go with a written or audio 
pink spoon: 

1. Do you prefer to write or speak? Your own preferences definitely come 
into play here; it’s your pink spoon so you have the right to enjoy the 
creation process! 
 

2. Does your niche market lean towards writing or audio? In many cases 
they will be open to both, but if you take a close look you may see 
preferences in your market. For example, some markets are quite tech 
savvy and do a lot of podcasting and MP3 downloads to their iPods. In 
which case you may want to explore the world of audio. 

 

Take some time to consider your preferences and consider the rest of this 
chapter before making a final decision.  

In the meantime, do keep in mind…. 

That your pink spoon is a taste of what you have to offer, so don’t give away the 
whole cow. In fact, the best pink spoons are shorter than you may think. 

• A good length for an ecourse is five lessons. 

• A mini-report can be five to ten pages. 

• A top ten list can be one simple page. 

• An audio recording can be 15- 30 minutes, up to 60 minutes maximum. 

Get the point? The process of creating a pink spoon should NOT be a daunting 
one for you. In fact is, it is a great way to do a trial run for later creating bigger 
products for sale, a good way to get your feet wet without a huge time and 
energy investment. 

In fact, you shouldn’t have to spend more than four to five hours maximum to 
create your pink spoon. Especially considering all the work you’ve already done 
in steps 1-3.  

If it is taking you much longer than this, do a quick check to ensure that you 
aren’t trying to give away too much with this taste.  

I made this mistake in the beginning. I gave away about 15 audios on practice 
building. I also gave away a 40-page report. I thought I was really being “of-
service.” 

Guess what? People said they’d gotten enough information and didn’t want to 
buy any of my products. 
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A Note About Repackaging 

If you’re lucky enough to have existing material such as articles you’ve published, 
or even a book you’ve already written, look first to this to create your pink spoon. 
Making meaning and money sustainably can be made much simpler when you 
reuse and repackage what you already have.  
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Creating Written Products 

Let’s talk further about written products.  Have you decided your pink spoon 
should be a written one? Read on for detailed steps on how to make this happen. 

Mini-Ecourses 

A favorite pink spoon format for many is the mini-ecourse, commonly also called 
an ecourse or autoresponder. 

A mini-course is a series of lessons delivered via email to your subscribers on a 
set timeline, which can be daily, weekly, or every few days. It can be in a simple 
text format or fancier html format complete with graphics. 

Great ecourses and mini-ecourses are: 

• entertaining 
• educational 
• like music, with silence between the lessons that encourages thought and 

integration 
• ebooks repackaged (or vice versa) 
• a series of simple articles. 
• a great way to encourage the reader take concrete action, based on your 

advice. 
 

Consider signing up for an ecourse yourself. Once you sign up, you should 
receive the first issue of the mini-ecourse within a few short minutes.  Have a 
read through each before continuing if you can - all the better to visualize what 
your own can look like. 
 
Now let’s get started with walking you through your very own mini-ecourse.  Here 
are the steps: 
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1.  Begin by asking, “What problem will you be addressing with your 
ecourse?”: Turn back to the work you did in Key Step #3 and write a short 
synopsis here. 
 
 
 
 
 
 
 
 
2.  Next, create a great title. 
 
- Include a specific benefit or promise 
- Include a number for added emphasis 
- Use keywords and phrases that appeal to the market 
- Also…check that your title (in abbreviated format) is available as a domain 

name at www.GoDaddy.com.  If it’s not, try tweaking your title so you can buy 
the corresponding domain name. This will come in handy when you’re talking 
about your pink spoon, as it will roll off your tongue.  More on driving traffic 
and getting people to sign up for your pink spoon in the next chapters.  

 
Some title examples: 
 

o Five Keys to Getting Your Teen To Open Up 
o How to Deal with Difficult People - with Humor, Grace and So That No 

One Dies 
o The Ten Critical Skills for a Raising Boys as a Single Mom 
o Divorce Busting Essentials: Five Real-Life Lessons and How to Make 

Them Work For You 
o The Five Keys To Getting the Love You Deserve 

 
Starting to get some ideas?  Great!  Here are just two proven title formulas that 
you can use to fill in the blanks if you wish. 
 
Don’t let yourself be constrained to these formulas only, but they are a great 
place to start since the formulas have been proven to work, time and time again. 
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Two useful title formulas to try: 
 
 
_______ Lessons/Secrets/Strategies/Keys: How to _______________________ 
 
 
 
 
How to ____________________________ So You Can __________________ 
 
 
3. Writing the lessons themselves 
 
Now that you’ve come up with a title for your mini-ecourse, let’s move onto 
writing the lessons themselves.   
 
Each lesson need be no more than 500-750 words for maximum impact.  
Especially in this day and age, people read things in the same way that they eat 
snacks – so keep things nice and light. 
 
Here is what to include in the body of each ecourse lesson: 

(1) An introductory paragraph that outlines the topic for the lesson. 

(2) Three main/key/bullet points on the topic. 

(3) Three questions that invite the reader to think more deeply about how the 

key points apply to their personal situation. 

(4) A conclusion that includes a call to action.  Now that they’ve read your 

ecourse, what should they do? 

(5) One short sentence or paragraph about what the reader can look forward 

to in the next lesson.   

Think of this last “dangler” as creating the same affect that television shows do 
from week to week.  Give the reader a reason to anticipate your next lesson. This 
is the beginning of building a relationship with this person, all in an automated 
fashion. 

We’d like to invite you now to set aside time to create an outline for your first 
lesson.  Once you’ve done the first one, you’ll see just how simple it is to create 
five short lessons in this way. 
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As added support for you, turn now to the Appendix where there is an example of 
a real ecourse lesson, from the Five Keys to Making Money for Coaches.  

 

Use this space to outline your first lesson: 
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Once you’ve created your first outline, set aside an additional chunk of quiet time 
to write your actual lesson.  Remember to use no more than an hour or so for 
each.  Got your calendar?  Set an appointment with yourself to make this 
happen. 

Then, it’s a simple matter of discipline to complete your five-lesson ecourse.  
There are people in the world who are waiting to read your lessons, so how long 
will you keep them waiting?   

Go ahead, set aside time to complete it now.  Before you know it, you’ll be the 
proud owner of a completed pink spoon mini-ecourse.  And won’t that be grand?
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Short Reports 

Another type of written product is the short report.  Short reports are essentially 
mini-ecourses packaged into one short ebook.  The length can vary from a 
simple five pages to 10 or 15 pages, depending on how much room you leave in 
the report for worksheets, etc. 

As far as format, short reports are usually in PDF format and are a one-time 
delivery that your prospective customers receive immediately upon signup.  The 
main difference between short reports and mini-ecourses is the former is 
delivered once, whereas the latter is delivered over time. 

Our experience tells us that mini-ecourses are the preferred method for 
delivering a pink spoon.  The simple reason is delivering over time creates more 
of a relationship, like meeting a person several times for a drink before going out 
on a date.   

That said, your audience, especially if it’s a corporate audience, might enjoy a 
short report more. To gain further insight into this, you’ll want to go back to Key 
Step #2 and review what you know about your market. 

When you decide to create a short report, use the same process outlined above 
to create an outline, then fill in the content.  Each chapter of your short report 
takes the place of a mini-lesson.   

Side note: A short report is a fairly close cousin of an ebook, and sometimes they 
are called the same thing. The only word of caution here is that your short report 
should be just that: short.  If you start straying too much beyond 15 pages in 
length, ask yourself again if you giving away the store. 

Take a moment to get in touch with how much value you are giving away in your 
short report and pare it back down.  Reserve the additional material you have for 
a for-pay product that you can put in a lower level of the multiple streams product 
funnel.   
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Top Ten Lists 

A Top Ten List is probably one of the simplest pink spoons to create, but don’t be 
deceived: it can still have a lot of impact in a small package.  Along with mini-
ecourses and short reports, a Top Ten list is another form of packaging for your 
pink spoon. 

A Top Ten can be packaged as either a one-time download in the form of a PDF, 
or as part of a series of emails delivered over time. 

If you’re in any way stuck on what your pink soon should be, the Top Ten list is 
likely the best place to start.  Due to its ingrained structure, the Top Ten can 
often very quickly alleviate any kind of writer’s block. 

So here we go.  Even if you’re not sure you want to create a Top Ten, play the 
process and fill the worksheet out anyway.  At the very least, you’ll end up with 
some ideas for other forms of packaging.  

First, pick a topic, preferably a problem your niche market is experiencing.  Then 
create a title for your Top Ten list that concerns the topic.   

For example, if the problem is “difficulty saying no,” your Top Ten title could be 
“Top Ten Ways to Say No and Still Survive.” 

On the next page, you can see the signup for our "Top Ten Ways To Talk About 
What You Do So People Say 'I want you!’” 

www.beawealthytherapist.com/freereport.html 
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To get yours, visit www.beawealthytherapist.com/freereport.html 
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What could your “Top Ten Ways” report be? 

“Top Ten Ways to _____________________________________.” 

 

Got it?  Good.  Now, quickly and without thinking too much about it, make a list of 
the ten bullet points that naturally fall under the title.  Remember…not too much 
thinking.  Keep your pen moving.  

Start here:  

1. 

 

 

2. 

 

 

3. 

 

 

4. 

 

 

5. 

 

 

6. 
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7. 

 

 

8. 

 

 

9. 

 

 

10. 
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Then write one or two sentences under each point.  No more than that! 

Make your remarks to the point; you don’t have a lot of space.  The entire 
exercise should take you not much longer than 10 minutes or so. 
 
A few comments… 

If you followed the directions for filling out the Top Ten list, you may have 
experienced a certain number of things: 

- When presented with a confined structure such as a list of ten, it becomes 
much easier to jot down your thoughts 

- When given a time constraint, and directions not to think too hard, the 
natural material that is already at the tip of your tongue comes quickly out 
of your pen 

- You may be surprised at what you know, without trying to be clever 
- It seems too easy 

 

If you thought or felt any of the above, welcome to the world of Pink Spoon 
Marketing!  Consider this your formal inauguration.   

Pink Spoon Marketing does not have to be hard.  By focusing on what you 
already know, asking you to tap into your personal life experiences, and showing 
you the format - proven to work by many others before you - you can quickly and 
painlessly create a small product. 

Because in case you hadn’t connected the dots, that’s now what you’ve done.  
The Top Ten list you’ve filled out above is the framework of your first pink spoon, 
or perhaps your next for-pay product. 

A couple of tips for Top Ten lists: consider having the first point be a “joining 
point.” For example, “First of all, know that being a single mom is just about the 
hardest job there is. So, on the days you find yourself questioning yourself, know 
that you are very normal and in good company.” 

Then you might consider the last point be a light point or summation point. For 
example: “You don’t have to be the BEST mom - let’s strive for good enough. 
Good enough really is good enough.” 

 Allow your points to be fun fresh and unique. Let your prospects and potential 
new customers see your heart. Don’t think you have to be too serious or too 
professorial - unless of course your niche expects that.  
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All you need to do now is go back in and fill in a few sentences, rearrange the 
order of some of the writing, and ensure the entire list flows smoothly together.   

Because it is such an important part of the written pink spoon, I’ve given the 
process of polishing a name…”book-ending.” 

After all, you can leave the information in list format, or you can remove the 
numbering and you’ll have paragraphs or chapters instead.  But in order for your 
completed pink spoon to truly work, you will want to book-end.   

Read on to find out what that means, and how - exactly - to do it. 
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Book-Ending Your Writing Using a Pink Spoon Template  

So you’ve created the draft material for your pink spoon.  Now it’s time to polish 
it! 

A proper polishing is one that will take simple raw content and turn it into 
something that engages the reader, speeds up their ability to get to know you, 
like you, and trust you, and most importantly… 

Encourages the reader to take action. 

Because that’s the whole purpose of a great pink spoon, right? 

As your free offering, it sits at the top of the multiple streams product funnel and 
its main reason for being is to introduce the reader to for-fee items in the lower 
levels.   

Your pink spoon can be the most gorgeous piece of musical English ever written, 
but if it doesn’t readily and consistently convert readers into doing something else 
in your product funnel… 

…it will have failed its purpose. 

So set aside a moment now and go get a drink of water, or do a few jumping 
jacks, or something to clear your head.    

Back?  Awesome.   

The process we call “book-ending” is about surrounding your written material with 
questions, statements, invitations, and offers. 

Using the points below, you sandwich your content between the intro and closing 
material, similar to bookends.  

So continuing on with the Top Ten writing exercise above, let’s take each of the 
ten items you wrote and put two points into a separate lesson.  Together, this 
forms a five-part mini-ecourse.   
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Now add each of the following elements to each point. 

1. Title of lesson, author of lesson, salutation 
 

2. Lesson content, written or audio link 
 

3. Add a provocative question for them to consider between the lessons.  
Remember, it’s often in the silence between lessons that the real shifts or 
movement takes place. 
 

4. Call to action.  
 

5. Teaser preview of next lesson.  Use mystery to encourage anticipation.  (e.g., 
“Stay tuned for lesson three when we talk about the wisdom of the ages.”) 
 

6. Sign your mini-ecourse with a closing salutation: Warmly, Until Next Time, 
With Anticipation, etc.  
 

7. Add your business address, and ways to contact you. 
 

8. A post script about one of your other products or services.  You’ve done a 
good job of educating your reader in the body of the lesson.  In the P.S., invite 
them to find out more.  
 

9. Be sure and include a copyright notice to protect your intellectual property.  If 
you will allow them to share your material with attribution you can say that.  If 
you don’t want them to forward your materials consider saying something like: 
 

© Copyright 2009 YOUR NAME.   All Rights Reserved.  
Forwarding and Duplication welcome with copyright intact. 

 
 
Now on the next page, you can see a real live example of book-ending in action. 
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=================================================== 
Five Keys to Attracting More Cash Paying Clients 

=================================================== 

Brought to you by Casey Truffo, founder of The Therapists Leadership Institute 
and Be A Wealthy Therapist.com 

Issue One of Five 

Dear Therapist Colleague, 

Welcome to this ecourse that is written to shift your mindset about marketing 
your private practice.   

Very few of us were taught in graduate school about how to get clients. Don’t you 
wonder why that is? I think it is because it is considered a noble vocation to help 
people. But making money from helping people seems less noble. 

I am on a mission to change that mindset. 

You took the time to sign up for this mini-course and I hope you will take the time 
to fully use the information here. Take some time with each lesson – savor it and 
answer the questions at the end of each lesson. 

The exercises at the end of each email are interactive; you are invited to 
participate by sending your answers. 

Although we may not answer every email, each one is read and filed 
confidentially so you can use this course in an environment that pulls you 
forward, should you wish. 

Enjoy. 

-------------- 

Key #1:  Decide that you are worthy of earning a good living. 

After working with nearly 10,000 therapists, I have found one universal truth. 
Ready? Here it is: 

Those therapists who feel good about earning a good living attract more cash-
paying clients than those who don’t. 

In other words, it is time to get past those old issues of money and worth. It is 
time to decide that what you do is good, honest work, and you deserve to be paid 
well for it.  
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I know this about you. You carry your clients in your head and heart long after the 
session is over - sometimes years after they terminate treatment. You have 
helped people with their struggles, worries, and relationships. As I have said 
before, your work is no less important than a surgeon’s. It is time for you to own 
this. 

There is no shame in earning a good living. You are a model for your clients. If 
you are embarrassed or uncomfortable about prosperity, what message does 
that send?  

I am wondering at this point - what are you thinking? Are you feeling pretty good 
in that you value yourself and feel great about your fee? Or are you feeling 
slightly (or very) uncomfortable? I often giggle when I note that therapists often 
have an easier time taking a sex history than discussing money with their clients. 
Think about it.  

Helping people and earning a good living are simply not mutually exclusive. It 
can be done. It can be done with honor. And remember - when you have more 
money, there is more to spare and to share. When you have more money, you 
can do more pro-bono work if you are called to do so. 

When you embrace the thought that you do deserve to earn a good living, a real 
shift will happen. Learning to market your practice will become easier. In fact, if 
you are like most therapists we work with, you will probably find it fun! When you 
make this shift, you honor yourself, your family, your clients, and the profession.   

The first key to attracting cash-paying clients occurs when you become willing to 
say, "I value myself and I value this profession. I deserve to earn a good living." 

Exercise:  How do you feel about earning a good living as a therapist? What old 
issues of money from your childhood affect your currently? 

Ask, “What could I do in my life, if money was absolutely no longer an issue?” 

Now, make a plan to pursue this possibility.  Hit “reply” to share your thoughts if 
you wish.  To get a copy of your own reflections, just add your email address in 
the cc field of your email as well, and you'll have your own record for future 
reference. 

Now just hang on until tomorrow and we will address a truly fundamental piece of 
the puzzle when it comes to attracting cash-paying clients. 

With love and respect, 

Casey 

 
Casey Truffo 
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Founder, The Therapist's Leadership Institute  
http://TherapistsLeadershipInstitute.org  
and Be A Wealthy Therapist.com 
Author of Be A Wealthy Therapist: Finally You Can Make a Living while 
Making a Difference and How To Build A Full and Rewarding Private 
Practice 
Available at: http://www.beawealthytherapist.com  
 

--------------------------------------------- 
End issue one, issue two will arrive tomorrow 
--------------------------------------------- 

© Copyright 2008 Casey Truffo.   All Rights Reserved.  
Forwarding and Duplication welcome with copyright intact. 
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Now Create the Book-Ending For Your Content  

Use the following template to put the book-ending in place for your pink spoon. 

1. Title of lesson, author of lesson, salutation 
 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 

 
2. Lesson content - you needn’t put anything here for the time being, just 

remember where you created this in the previous pages. 
 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 

 
3. Add a provocative question for them to consider between the lessons.  

Remember, it’s often in the silence between lessons that the real shifts or 
movement takes place. 

 
 
________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 

 
4. Call to action.   

 
________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 
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5. Teaser preview of next lesson.  Use mystery to encourage anticipation.  (e.g. 
“Stay tuned until lesson three when we talk about the ‘Wisdom of the Women 
That Have Gone Before Us.’” 

 
 
________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 

6. Sign your mini-ecourse with a closing salutation: Warmly, Until Next Time, 
With Anticipation, etc.  
 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 

 
7. Add your business address, and ways to contact you. 
________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 

 
8. A post script about one of your other products or services.  You’ve done a 

good job of educating your reader in the body of the lesson.  In the P.S., invite 
them to find out more.  
 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 

 
9. Be sure and include a copyright notice to protect your intellectual property.  

We encourage you to openly allow others to share your material with 
attribution, but if you don’t want them to forward your materials be sure and 
state that clearly. 

 
© Copyright 2009 YOUR NAME.  
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That’s it!  Having completed each of the written portions of your pink spoon, you 
are finished.   

Congratulations!  

Now, as we move on to how to package and deliver your written pink spoons in 
the next section, take a moment and imagine how many uses you can put this 
information to.  You’ve done a great deal of the legwork towards birthing a Pink 
Spoon.  You’re well on your way. 

So before rushing off to the next section, let’s take a moment here to pause… 

Going Back to Your Blueprint…How Do Things Look Now? 

For those of you who think you might like to speak instead of write your pink 
spoon, hang in there, I’ll be going there directly. 

For now, take a quick moment to revisit your own personal online business 
blueprint.  Remember the funnel you filled out a few chapters back?  Having 
gone through the material so far, let’s try filling it out a second time, this time by 
answering a slightly different question. 

Fill in the funnel this time with problems you could be solving for your clients at 
each level.  If you completed the Top Ten exercise, put the name of your top ten 
list in the top-most level, where your pink spoon belongs. 

Once you’ve done this, take a step back and see what you have.  Are you 
clearer?  More fuzzy?  More questions still, than answers?  The idea is to start 
getting clearer about your product funnel as you flesh out your pink spoon.   
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Packaging and Delivering Your Written Pink Spoon 

Now that you have a handle on your content, let’s talk about packaging and 
delivery. 

Just like a delicious pot of soup needs a bowl; your content needs a container.  
And it needs a way to get from the kitchen to the dining room table. 

Because a great deal of Pink Spoon Marketing emphasizes the Internet, dipping 
your toe into packaging involves some technical details.  Not to worry though, the 
way is deceptively simple if you don’t let yourself get distracted. 

Technology is one of those things; it can be attractive and tempting use, and 
distracting for that reason.  While admittedly I am a techno-geek, I like to use 
tried-and-true technology that involves minimal fuss, so as we dive into the 
discussion around packaging, bear that in mind. 

Wherever possible, I’ll spice the information up with recommendations to 
preferred tools and service providers to make the way easy for you.  You can 
choose to use them or not – it is entirely up to you. 

Just one last word of advice about technology and packaging. If you are 
technically inclined you can save some money by doing it yourself, and there’s 
lots of good to be said for learning some of the technology. 

But if you’re the type who really dislikes technology, you will definitely be able to 
inexpensively and productively recruit the right help for each of your tasks.  So 
rest assured, you won’t have to understand the difference between a bit or a byte 
anytime soon. 

Step-by-Step: Packaging Your Written Pink Spoon 

1. Create a final draft of your written product as per the exercises above. 
 
Be sure to invest some time and effort with an editor and proofreader to 
review your written material before going ahead to the next steps.  
 
This can be as simple as having a friend proofread it; or, certainly as you 
become more sophisticated and create print books or longer documents, we 
recommend you consider hiring professional help. 
 
For an editor who clearly understands the philosophy behind Pink Spoon 
Marketing and all it entails, I highly recommend the services of Mike Flannery 
at Mike@MSOCI.com 
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2. Decide how you want to format your written product. 
 
There are three options for the format of your written pink spoon: 
 
- PDF format 
- HTML format 
- Text format 
 
PDF format allows you to create a printable book-style document and is best 
for short reports and ebooks. To create a PDF I recommend the free tool at 
www.DocuPub.com.  If you aren’t familiar with the inexpensive tools, it can be 
easy to spend hundreds of dollars on name brand products.  There’s nothing 
wrong with that except that as Pink Spoon Marketers, whenever possible we 
like to spend money on marketing as opposed to fancy tools. 
 
So unless you already have it, use DocuPub.com to create PDF format 
written pink spoons as opposed to Adobe Acrobat. 
 
HTML and text format are both great for any kind of mini-ecourse.  
 
With HTML formatting you can create a great-looking pink spoon with 
graphics, links, etc. However the downside with any email created using 
HTML formatting is it is more likely to get caught in spam and security filters.  
 
With Text formatting you don’t get all the pretty bells and whistles but your 
emails will get through more often than if you use HTML.   

 
As you can see, there are pros and cons for using HTML and/or text. Our final 
recommendation?  Use text for most of the items you put in the 
free/complimentary/gift level of your funnel, and save the pretty HTML version for 
delivering on your for-fee products. 

 
3. Decide on graphics 
 
You can use graphics or not, it really is up to you. Again, with a text format 
graphics won’t be necessary. However a nice ebook cover or banner for your 
pink spoon product can add a certain touch.  
 
The example on the next page is for an ebook that is for sale by counselor Bob 
Grant at TheWomanMenAdore.com. While it isn’t a pink spoon, you can see how 
an ebook cover makes the product look more appealing. 
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How much does an ebook cover graphic cost? It doesn’t have to be overly 
expensive.  An ebook graphic can run between $50-200, depending on how 
picky you are. 
 
Looking for an excellent, stylish, fun and very economical designer?  
 
I recommend Jesse Wroblewski at www.generationsbeyond.com who designed 
the cover images for many of our Be A Wealthy Therapist products including Pink 
Spoon Marketing for Therapists™. If you are looking for a great book cover 
designer, I recommend Sarah Van Male at www.cyanotype.ca 
 
4. Set up an Autoresponder for delivery. 
 
Have you heard the phrase “Set it and forget it?” 
 
Once you have your written product formatted, you need a way to deliver the 
product to the people who are signing up in droves. 
 
If you’ve ever signed up for something yourself online, you’ll know that more 
often than not, after signing up, you receive something by email. 
 
This email was delivered to you by autoresponder - a computer that automatically 
sends you an email when you sign up.  As a Pink Spoon Marketer, you can set 
your material up in an autoresponder as well, so that each time someone new 
joins your database, your autoresponder will take care of them. No need for you 
to lift a finger. 
 
Just set it up the one time, and then you will be able to forget it. 
 
If you already have a shopping cart system, you will be able to use the 
autoresponder that is included in it.  Presto, you’re done.  Just take a moment to 
find the autoresponder feature in your shopping cart and start figuring out how to 
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use it.   
 
Or, if you don’t have a shopping cart yet, and you’re not ready to commit to one, I 
recommend a standalone autoresponder system. Two to consider are 
CaseyRecommends.com/getresponse.html and 
CaseyRecommends.com/icontact.html    
 
For a more expense and more feature-rich autoresponder, check out 
CaseyRecommends.com/aweber.html.  
 

 
5. You’re all done with reviewing what you need for packaging.  
 
Now take a quick moment to make a list of three concrete steps you can take in 
the next 24 hours.  Whether it’s to browse a site, get an opinion or something 
else, let’s clear the cobwebs on all this information and commit.  What will you 
DO with this information in the next day?  Now jot down a note of it in your 
calendar.   
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Creating Audio Products 

Now that you’re familiar with the process for creating a written product, you are 
that much closer to an online business.  Remember that while we are walking 
you through these steps, you are creating a real-life pink spoon. 
 
Each of the steps and resources supplied can be applied to products you create 
for every level of the funnel of your Multiple Streams of Therapy Income 
Business.  So as you are learning each chapter, know that the learning is going 
to serve you very well indeed. 
 
With that, welcome to the world of audio products.  First, let’s get clear on what 
audio products are.  Quite simply, audio products are when the customer has to 
use their ears in order to enjoy them.   
 
This can mean MP3 recordings and CDs; it can mean Internet radio, podcasting, 
audio ezines, and many other things. 
 
Suffice to say, that for people who prefer not to write, the fact that your pink 
spoons can be audio is a big relief.  Having said that, there are definitely pros 
and cons to audio versus written products, which we’ll also go over. 
 
For now, there are two types of audio products that you can create. 
 

1. Online Audio - Recordings that you listen to on the Internet 
 

2. Offline Audio - Recordings that you listen to offline, on downloaded Mp3 
files and CDs, etc. 

 

Both online and offline audio can take the form of interviews, recorded classes 
and programs, testimonials, etc. 

For the purpose of a pink spoon I recommend creating an online audio product 
that can be delivered via the Internet. This is for the simple fact that there is an 
additional cost to the production and delivery of CDs that can be better saved as 
income-producing products later in your funnel. 

So bear that in mind when you begin considering what kind of audio pink spoon 
you can create. 

Done right, great audio products can: 

- Intensify the intimacy of your relationship with your client/customer 
- Be easier to create than written products, for some people 
- Be a shortcut to creating written products, through transcription 
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- Add a degree of credibility and sophistication to your business. Audio 
necessarily requires some technical know how and investment, and having a 
multimedia website with audio lends your business with a certain cool X 
factor. 

 
How about an Audio Interview? 

An interview can be a highly effective pink spoon and simple to create.  Simply 
by recording the interview, you make it possible to distribute time and again, in a 
way that attracts prospective customers to your business.  

To get started, you can choose to either: 

� Have someone interview you or 
� Interview an expert on your particular topic 

 
Either format is great, however do consider the appeal of an expert interview to 
your niche market. Someone already considered an expert in your market can 
have a strong appeal and also provides you with instant credibility. 
 

How to Find Experts on Your Topic and Interview Them "On the 
Record." 
 
Here are a few simple steps that will enable you to interview a terrific 
guest expert.  

First, go to Amazon.com or other large online bookstore.  Search for 
books on topics of interest to your niche market.  Make a list of the authors 
you admire and respect, and who ideally have a personal website. 

Now send an email to at least five of the people on your shortlist.  Let it be 
a friendly helpful email, brief, and ask them whether they’d be interested in 
being interviewed by you for the record, to help give them exposure and 
bring their ideas to more people.   

Be sure to provide a few sentences about what you'd like to ask them and 
tell them what you're doing the interviews for.  Let them know you'll be 
recording your interview so you can share their expertise with your online 
visitors. 

Most experts will find your invitation appealing because they have to do 
very little preparation, they don't have to travel, and it gives them added 
ongoing exposure to your network. It's a great way for them to reach lots 
of new people with little effort. 
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No Need to Reinvent the Wheel – Here’s An Interview Script 

 
Part of the joy of becoming part of a community of like-minded business owners 
is you get to benefit from the experience of others. 
 
In the case of audio interviews, many business owners tell us their main 
stumbling block is knowing what to say. 
 
So let’s get our hands in the sandbox here again and get clear on the answer. 
 
Let’s start with a basic formula for a simple and compelling interview.  The best 
interviews are comprised of the following parts: 
 

(1) An introduction of the guest being interviewed, and a brief word of 
introduction for the host of the interview itself. 

 
(2) Five key questions of interest for the guest.   

 
The very best questions are the ones you yourself have for the guest.  As 
the host, you are the representative of the audience, and your own 
curiosity is your guide. If you are interested in asking a certain question of 
your guest, very likely your listeners will be too.   

 
In other words, don’t make it hard.  Simple and easy really does work.  
 

(3) An invitation to get more information or take a concrete action step. 
 
 
Before the interview begins, be sure to ask your guest the following question: 
 
What three sentences would you like used as an introduction to you?   
 
 
 
 
 
 
 
 
Now get ready to create a sample script for a five-minute interview clip.  Imagine 
for a moment you are interviewing someone for your pink spoon, and the 
listeners in your niche market are keenly excited about hearing you interview this 
person. 
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Write the name of this person down, here: 

 

Now fill in the blanks for the sample script. 

 

Hello, this is _____________________(host name) speaking from  

_________________(city, state, country).   

 

I’m pleased to have the opportunity to introduce ______________________  

(guest name) who is ______________________________ (fill in the introductory  

sentences you were provided, or find a few snippets from a bio of the guest’s 
website).  

Thank you for being with us_____________________ (name of guest). 

 

The first question I have for you is  ___________________________________. 

 

Next, let me ask you  _____________________________________________. 

 

And finally, what would you share with listeners about  ____________________. 

 

Thank you very much, __________(name) for sharing your wisdom and insights  

with us today.  For more information about ___________________ (guest  

name), and to get your copy of the complimentary _______________________  

(name of pink spoon, your own, or the guest’s), visit www.__________.com.  

(give clear and simple URL). 
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That’s it!  You now have your script.  Of course, when you are live and recording 
the interview you can customize it yourself, and definitely sprinkle your 
responses and comments, or additional questions throughout.  

It really can be just that simple, and now that you have the hang of an audio 
interview as a possible pink spoon, let’s move onto a few other examples:  
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Alternatives to the Audio Interview 

Although there are several other main ways to create an audio pink spoon, the 
audio interview is probably the strongest. 

A few alternatives are: 

1. An Audio Mini-Ecourse 

Much the same as a written mini-ecourse, the main difference is the addition of a 
short snippet of audio in each email. 

A great example of an audio ezine is the one at Add-Ish.com called “Good 
Thinking! Success Strategies for ADD-ish Adults,” by Speaker, Coach and 
Entrepreneur Suzan Fiskin.  

 

 
 

To create the audio clips, I recommend a powerful and inexpensive tool at  
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CaseyRecommends.com/audioacrobat.html 

2. TeleSeminar Recordings 

A TeleSeminar recording can also be a very effective pink spoon.  

What is a TeleSeminar?  Another way to describe a TeleSeminar is a group of 
people who gather by telephone and learn something or share something.  
They’re also sometimes called TeleClasses. 

TeleSeminars employ a simple telephone technology called a “bridge line,” which 
is a nickname for a telephone number that hundreds of people can call into at the 
same time.   

Aside: If you’ve never attended one, or this is your first time hearing about 
TeleSeminars, you are in for a treat.  Go to www.teleclassinternational.com or 
www.teleclass.com to explore a full range of examples of TeleSeminars, both 
free and fee-based. 

Working with people going through the family courts system?  Hold a 
TeleSeminar on how to get through the process with the best possible outcome.   

Perhaps you are working with singles who are tired of being single.  How about a 
TeleSeminar about the perfect “non-threatening, effective conversation openers” 
to use when you want to approach a person?   

These are examples of pink spoon TeleSeminars at no cost to the prospective 
customer.  Offering this at the top of your multiple streams product funnel attracts 
prospects to you so you can then build a trust relationship. 

And we all know that trust relationships are the bedrock of future business, 
profits, and joy for you as a successful business owner. 

The best advice we can give for getting good at holding your own TeleSeminars 
is attend as many as you can, listen, take notes, and model. 

Or, if you prefer more direct training in this medium, you can choose 
TeleSeminar training from both websites listed above, which range from several 
hundred to several thousand dollars. 

3. Podcasting and MP3s 

With the increasing use of iPods and MP3 players, podcasting is becoming more 
popular among people as a way to receive audio programs and information 
online. 
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How does podcasting work? In the same way you sign up to receive an ezine by 
email, you subscribe to receive podcasts (audio recordings) that are delivered 
automatically to your computer. Essentially, an audio ezine. 

You can then listen to your podcasts online at your computer or upload them to 
your iPod or MP3 player to enjoy on the go. 

Podcasting may not be for everyone. Before you invest the time and effort in 
setting up podcasting do some research on your niche market. Are they tech 
savvy? Do they regularly use online audio and podcasting technology? Is anyone 
asking you for podcasts? 

Unless you know for sure that your market is a great fit for podcasting, we 
recommend starting first with another type of pink spoon. You can always add 
podcasting to your offerings down the road if you like. 



Pink Spoon Marketing for Therapists™: The Art & Science of Building a Multiple Streams of Therapy Income Business  

 
Page 106 

Copyright 2008 Therapist Leadership Institute 

Here is a great example of a pink spoon in podcast format: 

Again, I have to recognize Sheri Zampelli. As I mentioned earlier, Sheri Zampelli 
is a hypnotherapist and owner of www.DonateYourWeight.com. The Donate Your 
Weight Program is for people who are tired of struggling with weight and eating. 
Sheri is a fabulous Pink Spoon Marketer. Here is the sign up for her podcast pink 
spoon at www.DonateYourWeight.com/podcast/ 
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Packaging Your Audio Product 

Whether you’re going to go full tilt and interview a series of guest experts on the 
record, or you think you’d like to dive deep into recording teleclasses and 
podcasts, mastering the art of creating audio products requires some technical 
patience. 

Here is an overview of the simplest way possible to package your audio product.  

Bear in mind that there are other alternatives, all the way to hiring your own 
production studio and radio disc jockey - not always a bad thing!  But for 
everything there is a season and if you’re just starting out, the following nuts and 
bolts guide will give you everything you need for now. 

To package your audio pink spoon: 

1. First, record your audio using an online recording system, a recording service, 
or a digital recorder. 
 
The easiest option is to use an online recording system such as 
CaseyRecommends.com/AudioAcrobat.html. Using the phone you can easily 
make recordings up to two hours in length. Audio Acrobat saves files in MP3 
format and also has the added benefit of hosting your audio files on their 
server. 
 
A second option for those who like to stay hands-off is to hire the services of 
a professional who will do the recording for you at a reasonable cost. Check 
out CaseyRecommends.com/chillsessions.html for assistance from a 
professional. 
 
Or the third option for recording is to purchase a digital recorder such as 
those found at Olympus.com. The downside to using a digital recorder is that 
you then have to convert files and load them up to your server manually. This 
may take some technical skill on your part.   
 

2. The second step is to convert the audio file to MP3 format. 
 
(There are other audio formats you can use, but MP3 is by far the most 
popular and effective). 
 
If you are using CaseyRecommends.com/audioacrobat.html this step is 
already done for you, as they record the file directly into MP3 format. 
 
If you are using a digital recorder you will need audio editing software to 
convert the file to MP3. I recommend audacity.sourceforge.net as one option - 
and best of all, it’s free. Audacity comes with a tutorial to walk you through the 
process, and while not rocket science, it is definitely not the easiest thing to 
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master.  If you have a Mac computer, consider getting some Garage Band 
one-on-one training at your Apple store Genius Bar. Garage Band is a 
program for the Mac - but as with Audacity, audio editing does take some 
practice and patience. There is a bit of a learning curve. Again, if you’re so 
inclined, wonderful… you’ll likely find this fun. 
 
If you’re not, I suggest you consider investing in professional editing help. 
 

3. After recording and converting your audio file, your next step is to upload the 
converted file to the Internet using your FTP program. 
 
Your FTP program is what allows you to move your audio file from your 
computer to the Internet, so your customers can listen. 
 
Again, if you are using AudioAcrobat.com your file will already be on the 
Internet using their servers. 
 
If you are recording with a digital recorder you will need to FTP the audio file 
to your server. If you have a PC, might I suggest WS_FTP (or Fetch for the 
Mac) or CuteFTP  - www.ipswitch.com or www.cuteftp.com.  Both ipswitch 
and cuteftp have versions for PCs and Macs so make sure you get the right 
program for your computer 
 

4. Last, always test the link to the audio. 
 
Once your audio file is loaded up to the Internet you will want to test the audio 
file to make sure it works.  There’s nothing like thinking you’ve completed a 
fantastic pink spoon and discovering it doesn’t work! 
 
Using AudioAcrobat you can click on the “publish audio” tab to find your audio 
links.  
 
On your own server you will need to use the full path of where you saved the 
audio file. (This means using the full URL: ex) 
http://yourdomain.com/youraudioname.mp3) 
 

5. You’re all done! 
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Home, Home On the Web: Designing Your Pink Spoon Website  

Have you ever heard of a hot dog stand located in a place where there are no 
people? 

How about that age-old business question:  If you were the owner of a hot dog 
stand, what do you think would be the #1 absolute best location for it, to 
maximize your profits?  

The answer is, the very best location for a hot dog stand is in front of a crowd of 
starving people! 

What does this have to do with pink spoon marketing and websites, you ask?  
Funnily enough, everything. 

In pink spoon marketing, I spend a great deal of time stepping you through a 
process of thinking that I hope supports you in developing a system that works. 
Because that’s what the Online Business Blueprint is based on - real things that 
work. 

Suffice to say that when it comes to your website, there are definite rules of 
thumb to follow.  The nice thing is, they are fairly logical and simple rules to 
follow. 

First and foremost, the idea behind the hot dog stand is that your pink spoon, 
regardless of how great it is, is not going to attract customers if you don’t put it in 
the right place.  So the location and setup of your pink spoon website is 
important. 

Otherwise, you will have created a pink spoon and no one will know about it. Not 
a good thing! 

There are two ways to really showcase your pink spoon. People will be signing 
up via a sign-up box on a website of yours. You can put this signup box in a very 
prominent place on the home page of your existing site. This could be in the 
upper right or left but in a place where it would be difficult for a web visitor to 
miss. 

The up side to putting your pink spoon on your current site is that you have 
everything in one place. The down side is that your pink spoon is competing with 
the rest of the information on your site. 

Remember, the purpose of your pink spoon is to build credibility and begin to 
build a relationship. You want to connect with prospective clients or customers 
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quickly and allow them to focus on your pink spoon. Then you will build credibility 
and further the relationship as you keep in touch with them over time. 

If you have your pink spoon signup on the same page as your existing website 
(and the rest of your website content) make sure it is prominently placed, easy to 
read and understand. 

One-Banana Website. 

However, when it comes to pink spoon websites, we recommend you go with a 
“one-banana” mini-site for your pink spoon. 

One-banana mini-sites are called that because there is only one clear and 
obvious thing for the visitor to do.  That one thing is the one banana that we want 
our visitors to grab. 

In short, one-banana sites are crystal clear about their purpose. They are like a 
mailbox - when you walk up to one, you have absolutely ZERO doubt as to what 
to do. Why? Because there is only one thing to do. Open the slot and put your 
mail in. 

There is a marketing principle out there that says “a confused mind always says 
no.” Think of your pink spoon website as an online mailbox. Create only one 
natural easy thing to do, and make it as obvious as possible. 

See a fantastic example of a one-banana pink spoon website on the next page. 
Dr. Ellyn Bader and Dr. Peter Pearson have created a site that simply offers their 
pink spoon audio.  
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* * * 

When your pink spoon site follows the one-banana format such as the above, 
your visitors are much more likely to subscribe to your pink spoon and ultimately 
become paying customers. There’s only one thing to do (i.e.: sign up for your 
pink spoon), so that becomes, in fact, exactly what they do. 

Often times I’ll hear questions from business owners about websites that have a 
lot of links on them.  Lots of different, competing goals.  These are what we call 
“portal” sites. They are like an information booth, containing a number of pages 
and links - and they work great as informational sites, but can cause overwhelm 
and are not as effective in terms of creating action. 

There’s a time and a place for portal sites; there’s nothing wrong with them.  You 
may have your private practice website set up as a portal site with lots of pages 
and choices your web visitors can make. But when you first start building a 
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product funnel, you’ll get faster results and make the swiftest progress if you opt 
for the one-banana format. 
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Your Turn: Setting Up Your One-Banana Website 

So, are you ready?  Ready to get a fix on your own one-banana website?  As you 
can see from TheCouplesInstitute.com example above, one-banana websites 
really work! 

And by that, I mean they truly attract real customers who enjoy what you do for a 
living.  Seeing that, I don’t blame you if you’re keen to get moving.   

First…Pick a Domain Name for Your Pink Spoon 

Don’t forget the importance of your domain name in creating your pink spoon 
web page. Your domain name can be considered a mini-headline of sorts, as it is 
often the first (and sometimes only) thing people see when getting your 
information. 

You can sense the strength of domain names like BeAWealthyTherapist.com and 
StepfamilyCounseling.com, right? 

So a few things to keep in mind as you choose your domain name: 

1. Pick a domain that says what you offer 

Many people default to using their company name or own name for their domain. 
While this is definitely an option, it is better to pick a domain that tells people 
what you are about, what you offer or, better yet, the benefits of what you offer. 

For example, www.MarriageCounselinginAustin.com tells me immediately that 
this site may help my marriage and is located in Austin. And 
www.ShouldIStayorShouldILeave.com will appeal to me if I wrestling with that 
difficult decision. 

Jot down some key words that describe your pink spoon, and its benefits.   

 

 

 

 

 

2. Make it easy for people to remember and say 



Pink Spoon Marketing for Therapists™: The Art & Science of Building a Multiple Streams of Therapy Income Business  

 
Page 114 

Copyright 2008 Therapist Leadership Institute 

www.ReduceYourAnxiety.com is going to be easier for someone to remember 
than www..BetissiamaScharttazakPsychotherapy.com. (Even If that is your 
name!) 

Refrain from using hyphens and don’t use acronyms that are hard to remember.  

It is fine for a domain name to be longer if it is easy to remember and easy for 
you to say. 

Now try stringing together a few domain names.   

 

 

 

 

 

3 Get a dot com domain, or don’t get it at all 

It is in your best interest to choose a domain that ends in ".com." There are now 
lots of other options (.net, .org, .co.uk, .ca, and even. biz or .tv), however, I 
strongly recommend you always buy as your first domain name one that ends in 
.com, because the chances of people forgetting a different extension are very 
high, and all the work you’ve done to attract people to your site will have been 
wasted. You can buy the others (.net or .org) if you’d like to own them as well, 
but use the .com as the site you advertise and tell others about. You will then 
have your webmaster (or yourself) direct both domain names to the same place. 

A quick tip regarding repeat letters. 

For the domain MomsSchool.com, can you see how two "s's" occur in a row 
there? 

Be wary of this kind of combination because prospective visitors will often 
mistype and get lost.  If you must go with this domain, one way around the 
possible lost visitors is to also buy MomSchool.com (with one “s”).  Technically 
it’s a misspelling, but that’s okay. Then again, you will then have your webmaster 
(or yourself) direct both domain names to the same place. 

Try visiting Gooogle.com with three “o’s,” or even Gogle.com.  That’s right, they 
all go to the same place.  
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Getting Hold of the Name 

A few quick steps to help you secure the domain name you ultimately choose. 

(1) Visit GoDaddy.com and enter the domain names you’re interested in.  If 
one is available, you can purchase it right away for under $10.  If it isn’t 
available, you may have a second choice that you can purchase right 
away. 

(2) If you get stuck and all the names you want are unavailable, a good tool to 
try is something called NameBoy.com. 

At NameBoy.com you will be able to try different combinations of words, 
and NameBoy.com will tell you if they are available.  It will also make 
suggestions as to new combinations of words that you may not have 
thought of. 

(3) Once you’ve played a bit with NameBoy.com, chances are you’ll find a 
domain that you like, AND is available.  Then just head back to 
GoDaddy.com and purchase the name before it gets snapped up by 
someone else.  

You are now the proud owner of a great domain! 
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Anatomy Class: The Different Parts to a Pink Spoon One-Banana 
Website 

Now here’s your chance to create a pink spoon website of your own. 

There are usually three sections to any given website, and these sections are 
even more distinct on a one-banana site.  

I. The first section is the top of the page. 
 
This is known as what’s “above the fold.”   Above the fold is old newspaper 
language for the top half of the newspaper.  On the Internet, this refers to the 
top part of the website, that you can see without having to scroll down.  
 
This is the most important real estate on every website in the world, including 
yours. 

 
(1) In this space above the fold, if you do nothing else, be sure to brainstorm 

and choose the best possible headline.   
 
While not everyone is a copywriter, if you will spend some time visiting other 
websites, especially the ones highlighted in this workbook, you’ll start picking 
up some excellent ideas.  
 
(2) There are three main styles of headlines: 

 
a. The “how-to” headline: How to deal with difficult people with humor, 

grace and so that no one dies. 
b. The “If problem, then solution” headline: If you’d like to know how to 

get more of what you want from your mate, then you need to read 
this e-book right now! 

c. The “#” headline: The seven steps to stopping anxiety now. 
 

(3) Two more advanced types of headlines are: 
a. Who else wants to “X”: Who else wants to learn the secrets 

of……… 
b. Are you an X who ABC: Are you a Christian woman who would like 

to finally know how to say “no” and not feel guilty? 
 

(4) Professional copywriters sometimes create a sheet of dozens of 
headlines, and from there they pick and refine and choose the best one - 
“brain dump” all the headlines that occur to you 
 

(5) You can include a graphic or banner at the top of the page if you like. 
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Spend some time now making a short list of websites that you like by browsing 
your favorites or flipping through this workbook and picking out the ones that 
catch you.  
 
Create a list here for easy reference.  You’ll want to continually add and refer to 
this at various points. 
 

 

 

 

 

Now brain dump some headlines for use at the top of your one-banana website.  
Once again, in this exercise, try not to think too hard, and keep the pen moving.   
 
If you get stuck, you can use the example formulas above, to get started.  Most 
of all, keep it benefit-oriented.  You won’t hit on the very best verbiage the first 
time around, but getting started is important.  Answer the question: what is the 
number one reason why a visitor should care about being at your site? 
 
 

 

 

 

2. The second main section of a one-banana website is the middle or body 
 

(1) The body of the pink spoon page includes some quick and simple 
information about your pink spoon and why I should sign up. The “what’s 
in it for me” part, such as features, benefits, etc. 

 
(2) You can also use this space to boost credibility by including testimonials if 

you are allowed to so by your licensing boards. (Each of the various 
boards can have different rules regarding testimonials.)   

 
(3) Again, one thought per paragraph. Bullet points are great on a pink spoon 

page. 
 
Using the favorite websites you compiled on the previous page. Start piecing 
together a short body section for your one-banana website, here. 
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3. The final section of a one-banana website is…the end! 
 
The bottom of a one-banana website becomes very scientific.  It’s where the 
action occurs and has five logical parts. 
 

(1) A simple and obvious sign-up form, asking for their name and email 
address. 
 
Note: Be sure to put the actual sign-up form on this page. Don’t link them 
to another page to sign up.  Remember not to complicate the process or 
you will lose some subscribers. 
 

(2) Give details of what is included with the pink spoon; be sure to let them 
know that they will also be receiving your newsletter. For example:  
 
“This mini-course will be sent to you via email with one strategy being sent 
to you every five days. Simply submit your first name and primary email 
address in the form below to receive this mini-course, along with the 
monthly Parenting Isn’t for Wimps newsletter, which is full of more useful 
tips and information.” 

 
(3) Include your privacy policy. For example: 

 
We collect your name and e-mail address solely for the purpose of 
honoring your request to receive our material. 
 
We will never release, sell or give a subscriber's name or email address to 
any other party or organization. Our subscribers will only receive email 
messages that contain requested information.  

 
(4) Your signature, with, if at all possible, a picture of you. 

 
(5) Feel free to include a P.S. if you like, although be sure not to distract them 

from the main point of subscribing. 
 

That’s it; you are done. 
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With the help of the above pages, you have everything you need to create an 
effective, attractive, and straightforward website that will be a marketing soldier 
for you. 
 
With a completed pink spoon focused on the problems of a specific niche and a 
direct website with no distractions, you are now ready to travel onto Key Step #5, 
Generating Traffic With Integrity. After all, we need people to get to your one-
banana website, right? 
 
But first, here is an example of one our one-banana websites: 
www.BuildYourPrivatePractice.com 
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I already have a website, can’t I just put my pink spoon on 
there? 

Yes! If you already have an existing website you can most certainly add your pink 
spoon signup information to that page. 
 
The key here is to remember the one-banana philosophy – you want your pink 
spoon signup box to be the main and obvious point of action on your webpage. 
As I like to say, you want your pink spoon to jump up and bop people over the 
head so they can’t help but notice it and signup if they are interested. 
 
When adding your pink spoon to an existing site you want to make sure it is 
above the fold. Studies have shown that the top left-hand side of the page is 
prime real estate, so if possible look to put your pink spoon signup box there. 
Alternatively you can put the pink spoon at the top center of the page, or 
elsewhere depending on your site design - just is sure to have it above the fold. 
 
You can see we did that at www.BeAWealthyTherapist.com. While we have other 
sites that are one-banana sites, www.BeAWealthyTherapist.com is a portal site. 
You can see how we put the pink spoon above the fold. 
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Spotlight:  Pink Spoon Marketing Success Story #4 
Yaffa Balsam is a marriage and family therapist in Orange County, CA with a niche 
market of stepfamilies. Yaffa offers both a free ecourse and at the time of this writing she 
is offering a Holiday Stress reduction for Stepfamilies ebook for $7.95. Great idea! 

Website: www.ConnectingStepfamilies.com 

Niche Market: Stepfamilies 
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Key Step #5: Generate Traffic With Integrity 
Your pink spoon is now available on your spanking new one-banana website. 
Now let’s start bringing you people who will sign up! 

In other words, let’s start generating traffic so you can build the size of your 
subscriber list - subscribers to your pink spoon. Subscribers are where the gold 
is. They are people who have let you know they are interested in your topic.  

Now just what do I mean by traffic?  Visitors!  People who visit your site 
constitute the most basic definition of traffic.  And the more people who visit your 
site, the better, if you have a great pink spoon on a clear one-banana site. 

Make sense? 

Generating traffic is where the rubber meets the road in the eight-step process, 
as you will be introducing people to your pink spoon for the very first time.  

The goal of anyone just getting started is to build a list of 1,000 or more people. 
There is a sort of magic tipping point that happens at the 1,000 subscribers mark, 
where your list takes on a whole new energy, and your online business starts to 
grow legs. 

It can take anywhere from one month to one year to build a list of 1,000, 
depending on how much time and effort you are willing to dedicate to the list 
building strategies outlined below.  

It’s important to make traffic and list building a part of your regular business 
strategy. Steps 5 through 8 are not a one-time thing; rather, they are ongoing 
steps that you need to dedicate adequate time and resources to in your regular 
schedule. 

The Key to Driving Traffic Online 

Know Your Niche! 

Once again we come back to the importance of your niche market - the definition 
of niche being a group of people with common issues or interests who hang out 
together. 

So there are actually two simple steps to driving traffic: 

1. If you know your niche, you know where they are hanging out together 

2. And if you know where they are hanging out, you can find various ways 
to get in front of them or have them find you. 
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Simple? Yes, but it may require some effort on your part, especially when you 
are just starting out. 

So let’s dive into the many ways to drive traffic to your pink spoon site, shall we? 

How to Drive Traffic and Build a Pink Spoon List with Integrity 

Note that of the following strategies, some are quick and simple whereas others 
will require more of your time and effort.  

I recommend keeping a mix of both long and short-term strategies in your list-
building efforts so as to maximize your reach. 

♦ Interview Slightly Famous People  

Go to Amazon.com or another online bookstore and create a shortlist of authors 
who would be interesting to interview for your market.  

If your market is blended families, you could interview Maxine Marsolini, author of 
Blended Families Workbook: Creating Harmony as You Build a New Home Life. 

Or, if your market is parents of special needs children, maybe you could request 
an interview with Jack Canfield, Mark Victor Hansen, or one of the other authors 
of Chicken Soup for the Soul: Children with Special Needs: Stories of Love and 
Understanding for Those Who Care for Children with Disabilities. 

Get the idea? 

Here are the steps: 

(1) Make a shortlist of the slightly famous people that could work. To find the 
people, look in websites, Google, magazines, in the bookstore, the 
newspaper, TV shows, everywhere.  

Start your list here, just off the top of your head.  Who are a few slightly famous 
people you could interview? 
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(2) Do a Google search on the name of each person. Find out if they have a 
website and if yes, if they have a pink spoon on it. (You'd be surprised, lots of 
people don't yet get this idea, and that's okay.) Put a star beside the names of 
the authors that have both a website and a pink spoon. 

(3) Craft a templated email that invites them to be interviewed by you on the topic 
you choose. Say, 

"I'm a follower of your work and would love to interview you on the record 
about your latest thinking on X. If you're willing, I would share this with my 
newsletter readers and also provide you with a copy so you can use it as 
well. I give you my word it will be a professional interview that showcases 
you well and I'll promote it as much as possible wherever I can." 

Or something that sounds more like you. 

The key here is give the author what he or she wants: added publicity. Even if 
your list is small now, you have the ability and the desire to continue to use the 
audio recording in future, thereby creating a little soldier of a marketing piece for 
them. 

(4) If the author has a product for sale, check if it has an affiliate program. If yes, 
put a second star beside their name.  

The names with two stars beside them are the first people you'll approach. You 
can also approach the others but they're second-tier, as it were. 

Why? 

There are three main reasons why this is such a powerful list-building strategy. 
Getting a slightly famous person (ideally who has a website, a list and an affiliate 
product) to agree to be interviewed by you gives you: 

(1) Instant credibility. People will talk about your cool interview and generate viral 
word of mouth, which leads to more signups for your pink spoon. The more 
slightly famous the person is, and the better their relationship is with their list, the 
better for you. 

(2) There is a high likelihood that the slightly famous person will publicize your 
audio interview to their list, if they have one. This means publicity for you and 
your pink spoon. Again, voilà, more subscribers to your pink spoon. 

(3) If you tie your interview into the affiliate product the slightly famous person 
has created, you can create a passive income generator in the form of an audio 
that will always help convert your readers into buyers. Even though you didn't 
create the product, you will earn an affiliate fee. 
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Side Note: As you build your repertoire of interviews with slightly famous people, 
remember that you are becoming well known as well. Don't be surprised if you in 
turn, get invited to be interviewed by someone else using just this technique, 
which again, benefits you and your list. :-) 

Hint: Allow yourself some mental space for the fruits of this strategy to show up. 
But make sure you make a habit of continuously cultivating cool interviews like 
this to do. As your own list size grows, you'll grow your 'clout' too. More slightly 
famous people will say yes to you, and so on, and so on, and so on. You can 
choose to create a transcript if you like, but it's not mandatory. 

So, how and why is this strategy such a favorite among pink spoon marketers?   

It's relationship-based. The Internet has had a great equalizing effect on us. 
Anyone can reach out to talk to anyone. Simply by thinking a thought: "Hey, it 
would be really great if I could introduce that person to the people I'm servicing in 
my market...wouldn't that be neat."  

And because you are an entrepreneur building a pink spoon business, you are 
the one that just happens to be connecting those dots.  

By doing so, you may think you are just trying to build your list, but in fact you are 
connecting two or more separate parties in a way that elevates the lives of the 
people you are sent to serve. That's leadership, and that's what makes this a 
powerful business building strategy. 

 

♦ Write an Article on a Current Event or Item of Interest 

Write one or more articles on a topic of interest to your niche market, and submit 
them to article directories. 

You can take this strategy to the next level by writing an article that addresses a 
current event, social, political, or even entertainment related (new Hollywood 
buzz thing). It could be an article that creates controversy by going against a long 
held belief or authority figure, or an article that piggybacks on a slightly famous 
person.  

You want the article to be 500-750 words in length, including: 

(1) Introductory paragraph 

(2) Three main/key/bullet points on the topic of your choice. 

(3) Three coaching questions. 
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(4) A conclusion that includes a call to action. 

(5) Resource box...check http://www.ezinearticles.com for examples of 
resource boxes at the bottom of each article.  

Then submit it to at least three directory sites and write an invitation to three 
ezine (online newsletter) owners to suggest they publish your article. 

Here is a list of article directories you can submit to: 

http://www.allfreelancework.com/submitarticles.php 
http://www.articlecity.com 
http://www.bls.gov/opub/cwc/submit.htm 
http://www.businessknowhow.com/newsletter/articleguidelines.htm 
http://www.certificate.net/wwio 
http://www.connectionteam.com 
http://www.digital-women.com/submitarticle.htm 
http://www.EzineArticles.com 
http://www.goarticles.com 
http://www.ideamarketers.com/ 
http://www.mainstreetmom.com/article_submission_form.htm 
http://www.marathontraining.com/articles/article_submit.html 
http://www.marketing-seek.com/articles/submit.shtml 
http://www.mentalhealth.org/cornerstone/submit.asp 
http://www.newsletter-directory.com/ 
http://www.powerhomebiz.com/termsofuse/articlesubmission.htm 
http://www.selfgrowth.com 
http://www.thenewparentsguide.com/submit-an-article.htm 
http://www.ultimateprofits.com 
http://www.webhostsonline.com/articles.html 
http://www.webmasterslibrary.com/ 
http://www.web-source.net 
http://www.weddingzone.net/px-write.htm 
http://amazines.com/ 
http://finance.groups.yahoo.com/group/Free_eContent/ 
http://finance.groups.yahoo.com/group/Free-Content/ 
http://finance.groups.yahoo.com/group/I_Need_Content/ 
http://groups.yahoo.com/group/article_announce/ 
http://groups.yahoo.com/group/articles4you2use4promotion/ 
http://groups.yahoo.com/group/Free-Reprint-Articles/ 
http://groups.yahoo.com/group/freezinecontent/ 
http://groups.yahoo.com/group/netwrite-publish-announce/ 
http://www.allnetarticles.com/submitarticle.asp 
http://www.alumbo.com/submitcontent.html 
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http://www.authorconnection.com 
http://www.boconline.com/sub-art.shtml 
http://www.bpubs.com/cgi/add.cgi 
http://www.businessclique.com/ 
http://www.businessknowhow.com/newsletter/articleguidelines.htm 
http://www.businessseek.biz/page.php?page=article-submission 
http://www.canadiancontent.net/commtr/submit_news.html 
http://www.e-calc.net/submit_article.php 
http://www.family-content.com/articles/submit.shtml 
http://www.freesticky.com/stickyweb/submit.asp 
http://www.marcommwise.com/ 
http://www.opportunityupdate.com/articles/ 
http://www.rlrouse.com/submit-article.html 
http://www.vectorcentral.com/ 
http://www.webreference.com/new/submit.html 
http://www.writerswrite.com/journal/guide.htm 
http://www.writingcareer.com/freearticles-submit.html 
http://www.sideroad.com/ 
http://www.horsesmouth.com 
http://www.workingfromhome.com 
http://www.addme.com/nlsubmit.htm 
http://www.articles911.com/ 
http://www.business-dynamics.com/resource_library/index.html 
http://www.businesstoolchest.com/articles/submit.shtml  

Or, strike out on your own by searching in Google.com for “article directory” or 
“(your niche market) article submission” and come up with some newer places to 
submit. 

Remember to keep a list of the addresses you find handy; once you start 
submitting on a regular basis, you’ll be glad of the time you saved by doing so 
now. 

List any new article submission directories you find here: 

 

 

 

 

 



Pink Spoon Marketing for Therapists™: The Art & Science of Building a Multiple Streams of Therapy Income Business  

 
Page 129 

Copyright 2008 Therapist Leadership Institute 

 

 

 

♦ Buff Up Your Email Signature 

Try buffing up your 50-word email signature.  Your email signature is the text that 
shows at the bottom of every email that you send, set up to be included 
automatically in each email by your software.  

Our best suggestion for email signature keys is on the “coaching approach” 
aspect of list building. 

First... relate. Create engagement. 

How about something like a question that connects with where the reader is right 
now (meeting the client where they are.) And then from there, giving them the 
call to action? 

A before-and-after example: 

“Get your FREE Five-day ecourse ‘Five Keys to Attracting The Mate You 
Really Want’ by sending a blank email to freereport@yourlistservice.com 
or visit www.yourwebsitehere.com” 

Tweaked to read: 

“Are you tired of bad dates and being alone?  

There are good men out there - ones that do want to commit.  Get your 
FREE five-day ecourse ‘Five Keys to Attracting The Mate You Really 
Want.’ 
 
Send a blank email to freereport@yourlistservice or visit 
www.yourwebsitehere.com” 

Here's an example I’ve used to great success in the past: 

“Finally! You can make a living while making a difference. Learn how to 
double, triple, and quadruple your cash-paying clients. Get your free audio 
Marketing 101 for Therapists at http://www.BeAWealthyTherapist.com.”  
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Capitalize the key words in your URLs. It makes them much easier for the eye to 
read and is kinder as a result, to your reader. Google Adwords experience tells 
us this makes a big difference to click through rates. 

Although fairly simple and seemingly mundane, buffing up your email signature 
can make a real difference to how quickly your pink spoon list grows.   

After all, you write email throughout the day, why shouldn’t you use it to drive 
traffic? 

Take a moment now to draft a polished email signature here: 

 

 

 

 

 

♦ Find and Subscribe to Five Other Ezines in Your Market 

Begin stockpiling issues of these ezines for future ideas of what you can do, or 
do better and build your awareness of future joint venture partners. 

If you haven't yet, do try it. You'll find it helps you in unforeseen ways, such as: 

- Gives you ideas for things to write about (you’ll likely notice questions coming 
up when you read other people's stuff) 

- Gives you added confidence that you are on the right track and you have 
company along the road 

- Gives you ideas for collaborations in the future. Perhaps these ezine owners 
are joint venture partners and would be interested in sharing thank-you page 
traffic? (see below) 

- Lots more... 

If you don’t already know of five ezines in your market, your first step will be to 
find them by searching on Google or other search engines.  As you discover 
them, write them down here. 
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♦ Invite Others to Share Thank-You Pages 

First, a definition of Thank-You Pages: 

A thank-you page is the page that shows up after you've subscribed to 
something.  It’s the page that confirms the subscription went through.  
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Here is a sample of a real, live thank-you page:  

 

 

Thank-you pages are one of the singularly most underutilized pages on the 
Internet. 

Think for a moment: After a person has subscribed, they are probably the most 
engaged with you as they have been to date. It's a moment when if you 
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recommend they might like to visit something else, they very likely will. (The 
statistics tell us this beyond a shadow of doubt.) 

It follows that these pages are prime real estate. What would you like to say on 
your thank-you page? What product or additional pink spoon would you like to 
refer your pink spoon subscribers to? 

♦ Set Up a Tell-A-Friend Module 

There are three ways to do this: 

(1) Simply add a sentence to the bottom of each issue of your ezine or any pink 
spoon. Something like: 

“We grow by recommendation only when you find our material of use! If 
you enjoyed this issue, we'd love it if you'd pass the word. Do so by 
forwarding this a friend and inviting them to subscribe at the link 
(above/below).” 

Embellish or simplify according to your personality. Remember, transparency and 
trust-building are essential online so if you're the cheeky type, feel good about 
cheeky-ing it up. And so on, as suits you. 

(2) Put a Tell-A-Friend (TAF) feature on your signup thank-you page. 

A formal Tell-A-Friend software program can help you make it easy for people to 
tell a friend. 

Here is an example of a tell-a-friend script in action at the bottom of our thank-
you page on our Build Your Private Practice Exclusive Members Program. 
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To implement this yourself, you will need some technical expertise or support.  

We recommended Paul Galloway’s Tell-A-Friend Pro Software, available at: 
CaseyRecommends.com/tafpro.html  

Comments: This software requires a one-time-only fee plus a very reasonable 
installation charge, and features terrifically friendly and responsive customer 
help. 

The only drawback? My understanding is that it doesn't work with websites that 
are hosted on GoDaddy.com hosting packages. 

-- Alternate for GoDaddy.com users: we have recommended, although we 
haven't yet gone through the process ourselves, Will Master Craig's CGI script. 

http://willmaster.com/master/recommendpro/index.shtml 
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If you don't already have technical support of your own, Will Master will install it 
for you so you have it working; additional installation fees here: 

http://willmaster.com/master/installation.shtml 

Please let me know how this goes if you choose this route. People have 
recommended it to me but I haven’t personally used it.  So I'd like to have some 
real feedback from those that don't use Paul's system. 

Note: When the Tell-A-Friend feature gets used, pay special attention to the 
verbiage people use to tell their friends about your pink spoon. 

♦ Collect Three Testimonials about Your Pink Spoon 

This is a fun and easy strategy to build your pink spoon list.  Once you’ve 
collected them, make sure to follow through and use the testimonials in all your 
publications and broadcasts. 

There are two ways to do this: 

(1) Ask permission to use words that someone has sent to you unsolicited. 

(2) Ask for testimonials from scratch. 

Sample emails for both, that you can adapt for your own use: 

• Asking for permission when someone sends you feedback that you'd like 
to use: 

Dear Name,  
 
My name is Tammy and I am one of Casey Truffo’s Virtual Assistants. I 
hope this finds you very well, and you are continuing to enjoy our 
resources for helping you build your private practice. 

Casey asked me to pass along a quick question to you regarding your 
email below. We would like to know if you would be willing to allow us to 
use a portion of your comments for promotional purposes (as a testimonial 
for one of our sites, or possibly in a future publication.) 
 
Would you be willing to allow us to use what you said, along with your 
name, company name and website?  
 
If yes, just hit reply and let me know. I will be helping Casey put these 
together and look forward to your reply. In addition, if you prefer to write 
something else, that is fine too. 
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Oh and yes, last thing...if you have a photograph you would like to include 
of you, please let us know. Otherwise, we will take the liberty of using the 
one you have, if any, at your website.  
 
Once again, many thanks. And if you have any questions, don't hesitate to 
ask.  
 
--  
Warm Regards, 

Tammy 

email address 
telephone 

sig file 

 (2) Asking for testimonials from scratch: 

Dear Name, 

We hope you enjoyed the mini-ecourse (insert name).  

As you know, your feedback is paramount to us. We would appreciate it 
very much if you have a quick few minutes now to send in your 
comments/suggestions for improving the mini-ecourse. 

Any thoughts you may have about the material, the caliber and style of 
writing, or what improvements could be made would be very helpful. 

Also, feel free to let us know if you would be willing to have your 
comments posted as a testimonial on our website to encourage others to 
sign up. It's our passion to reach as many people as possible with our 
work and your words may be just the insight they need to give something 
new a try.  

If you are willing, that's fantastic! Just indicate which e-mail address and 
website you wish to have posted with your comments. 

While we're at it, any requested topics for mini-courses or materials are 
always welcome. We're here to help with real issues you are facing day to 
day and your needs are first on our agenda. 
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To send your comments, simply reply to this email. To signup for a future 
ecourse, TeleSeminar or (insert yours), click this link to see what might 
help you most today. (insert link) 

Thanks again, 

Your info here 

Hint: Always say thank you when someone sends a testimonial, and, if you feel 
strongly about something in a positive way (not just negative, in other words) 
make a habit of sending a few positive words as well. (More on this in a future 
list-building strategy) 

♦ Post Comments on High Traffic Sites 

Post comments at high traffic blogs and discussion lists where your prospects 
hang out. You never know who may respond or how comment will be circulated. 
You might meet some movers and shakers in industry that you might not have 
met otherwise. 

♦ Join an Association or Social Networking Group  

There are a number of great associations and social networking groups online 
these days. A few examples are Facebook.com, Ryze.com and Linkedin.com.  

Check out the social networking group I created especially for therapists as part 
of the Therapists Leadership Institute. You can visit or join us at 
http://www.TLIConnect.com 

Find three association or social networking groups and list your profile and URL 
that points directly to your pink spoon signup page. Search for alternate ways 
that you can contribute to these groups, such as participating in 
forums/discussions and answering questions. 

Remember that you must be authentic in your participation, come in with the 
intention to give freely (the pink spoon philosophy) knowing that this will naturally 
attract people to you. If you participate solely with the intention of “selling stuff,” 
people will see through this and you may possibly be kicked out of some groups. 

Search for other groups that apply directly to your niche and list them here: 
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♦ Create a Sign-Up Gift 

Or improve the sexiness of any current gifts.  

What is a gift? Something that the visitor gets in addition to the ezine or pink 
spoon.  

Note that the additional gift can be anything, but bear in mind two things: 

(1) It should NOT require your time. Remember that leverage is critically 
important for you as you build multiple streams. If you choose to give away a free 
introductory session as a free gift for example, make sure you have a compelling 
reason to do so (perhaps you are offering free initial consultation sessions for 
those attending a particular speaking engagement) and make SURE you only do 
it for a limited time.  

(2) Give away something that has an upsell. In other words, the additional gift 
must have intrinsic value, BUT it should also be something that naturally 
deepens your relationship with your visitor and helps them make a buying 
decision about something else. 

♦ Put “Pssst… Boxes” on Your Product Pages 

A “pssst… box” is a short invite to join your pink spoon list from another of your 
product pages. Put psst… boxes on all your product pages leading to your pink 
spoon. 

On the next page is an example from AttractMoreClientsNow.com/ 



Pink Spoon Marketing for Therapists™: The Art & Science of Building a Multiple Streams of Therapy Income Business  

 
Page 139 

Copyright 2008 Therapist Leadership Institute 

 

 

 

 

♦ Swap Ads With Other Ezine Owners 

Instead of paying for advertising you may be able to find other publishers who 
would be willing to swap an ad. You have their ad in your publication and they do 
the same. 

When you approach people be sure to let them know what’s in it for them, the 
size of your list, and why you think their ad may do well with your list. 
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♦ Maximize Transactional Emails 

You know those emails that are part of the wallpaper, and take the physical form 
of receipts, affiliate or signup confirmations, order information, etc.? 

Add an invitation, or make an offer or suggestion on each of these transactional 
emails. 

The world of list-building is characterized by the fact that you want to strike a 
balance between too many emails (and possibly upsetting a small number of 
people) and not enough (not being profitable). 

In light of that, why not make list-building use of the emails that people expect as 
part of the nature of the transaction? 

This is as simple as tailoring your shopping cart autoresponders a bit so they use 
a marketing or list-building mindset, instead of just a transactional, accounting-
based mindset.   

This strategy costs absolutely zero and takes very little effort, so why not? 

Add a few other strategies? 

• Blogging and microblogging (Twitter) 

• What else? hmmm… 
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The more you attract individuals to your pink spoon at the top (or widest) part of 
the product funnel, the more accelerated your success will be in the other layers. 

It can’t be overemphasized that in the ecommerce world, there are only two 
things: traffic and conversion.  So be habitual and assertive about feeding your 
reservoir with traffic.  Then work on conversion, which we will talk about in the 
next step. 

As you become more sophisticated at ecommerce, you’ll find yourself creating 
new ways of driving traffic to build your list.  This is a great skill and a habit that 
can be cultivated.  
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Spotlight:  Pink Spoon Marketing Success Story #5   
Vondie Lozano is a marriage and family therapist in Glendora, CA. Vondie is passionate 
about relationships and it shows on her site. People love signing up for her pink spoon. 

Website: www.VondieCounseling.com 

Niche Market: Relationships 

 



Pink Spoon Marketing for Therapists™: The Art & Science of Building a Multiple Streams of Therapy Income Business  

 
Page 143 

Copyright 2008 Therapist Leadership Institute 

Key Step #6: Continue to Convert Traffic into Prospects 

Having lots of traffic is a great thing.  But paying attention to how much of the 
traffic you receive takes action at your website, is even better. 

If you’re a hot dog owner in the middle of a hungry crowd, but no one buys 
anything from you, you have a conversion problem. 

And even if you have fairly good conversion, you can always improve.  So let’s 
dive into the pink spoon marketing methods of using intimacy, mystery, 
sensuality online, in order to deepen and strengthen relationships.  

It’s relationships that begin to increase your conversion at higher and higher 
percentages. 

What is Conversion? 

Conversion is the percentage of people who take action compared to the number 
of people who were exposed to your message. 

For example, if you invite 100 people to a party, and 50 people show up, you had 
a 50% conversion rate. 

- In the online world, anywhere from 0.5% to 3-5% is considered a good 
conversion rate.  This is largely because most Internet marketers are 
working with large lists, and volume of conversion is their key 
measurement.   

Using the pink spoon marketing approach, we can aim for much higher 
conversion rates of 5-10% and up to as high as 30% and 50% conversion, 
because we are willing to do the relationship building required. 

- The key to converting traffic is simple.  Measure your statistics.  Then 
seek to improve them. 

 

How To Measure How Well Your Site Works 

There are a few steps to measuring and improving the conversion of your pink 
spoon website. 

1. Decide what you want your site to do.  

For the purposes of our pink spoon site the answer is very simple - we want 
people to sign up to receive our pink spoon. 
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Different sites may also want to sell something, or perhaps generate a telephone 
call to your office or store. 

Whatever it is, your site's reason for existence is to cause action of some sort - in 
this case to sign up for your pink spoon. It can look pretty too, but that's 
secondary. A clear call to action is much more important than the look of your 
site (and will give you much higher conversions too). 

Here's an example of a pink spoon site that knows the one thing it wants to do. 
See how attractive and how simple it is? Take a look and see how clearly the site 
is designed to do one thing - generate a signup for a free offering. 
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Back to you now…. What is the one thing you want your website to do? 
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2. Keep track of your numbers.  

Whether it be by using the statistics feature that comes with most website hosting 
packages, or a special script you find elsewhere, keep track of two basic things.  
(1) How many people visit your site, and (2) How many people take action the 
way you want them to. 

Based on these two numbers, calculate the percentage of people who take 
action at your site.  If your site is doing nothing right now, well, your calculations 
are easy.  If your site is doing fine, but you'd like to improve, keep track of your 
numbers and target the changes on your website to make your numbers 
improve. 

We highly recommend installing Google Analytics to track your statistics - as of 
the time of writing it is free and will give you lots of great information to be able to 
track conversions. 

www.Google.com/analytics 

But first check your website hosting and find out what stats you can get there.  
That’ll be the much more economical route. 

3. Change things in a way that is scientific.  

If your site is not doing too badly, and you'd like to improve its performance, do 
so by changing just one thing.  Watch what happens to your numbers, and 
decide to keep that change or not.  If your numbers go down, change back to 
what you had before!  If your numbers go up, great, keep the change. 

Remember eleventh-grade chemistry class and the terms "control" and 
"variable"? Well the terms are useful here.  The one thing you change on your 
site is the variable.  The rest of your site is the control.  By changing one thing at 
a time, you can tell what is working and what isn't.  This helps you systematically 
improve your site results. 

Remember it's the results that matter most. 

What to Change on Your Website 

Here are some things you can change on your website in pursuit of higher 
conversion rates. Remember to try only one thing at a time; otherwise you won’t 
know which change has affected the difference. 

Play With Your Headlines 

Your headline is the single most important piece of copy on your entire webpage. 
It is the one thing that almost all people will read before deciding to keep reading 
or move on. 
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Improve the Location of Your Sign-Up Form 

Try moving your sign up form to different locations on the page. Try moving it to 
the top of the page, or perhaps to the left or right. There is no correct location for 
a sign-up form other than the one that gets the most subscribers. 

Change Graphics 

Try a different graphic or move the location of any graphics. Maybe try removing 
any graphics, or adding them if you don’t have any already. Remember that a 
graphic needs to compliment your call to action and not distract from it. 

Try a Longer or Shorter Page 

If you have a very short page, maybe try adding a few more paragraphs or list of 
bullet points, or if your page is longer try perhaps cutting a few things out. 

Set up a Separate Pink Spoon Page 

If you have your pink spoon on your main webpage you may want to consider 
setting up a separate page for your pink spoon only.  

 

Reduce Friction in the Sign-Up Process 

This means smooth out any speed bumps, inconveniences, or annoyances along 
the path to collecting the visitor's email address. 

Just think of it as a video game. Along the path to the princess, the hero has to 
get past all sorts of obstacles. Along the path to giving you their email address, 
you want there to be ZERO obstacles. 

Ask the question: How can you make it SUPER EASY for the visitor to give me 
their email? Here are a few ways to apply this strategy: 

Change your sign-up form to first name, primary email address only. Unless 
there's another compelling reason to do so, and you don't mind losing some 
people along the way...don't ask for anything else! 

Side note: The words “primary email” and “first name” are very widely 
tested as being the preferred names for your signup forms. Can you see 
why? Primary email, as opposed to any other, reduces the investment of 
the email address in the visitor's mind. And for the first name, rather than 
full name, or goodness forbid, two fields, asking for first name and last 
name, is also is less of a hassle, right? 
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Not that asking for more info is bad 100% of the time. However, make it a 
business decision. Know that asking for more info will lose you some people who 
might otherwise get on your list. 

For those of you who want mailing addresses, that's fine - there are ways to get 
that AFTER they sign up with their email address, later in the relationship as you 
build your funnel. But that's a topic for another time when we're ready to talk 
about shippable products and direct mail - fantastic stuff but we’ll just have to 
hold back for now. ;) 

Have a very simple privacy policy. Nothing fancy that causes the reader to 
second-guess whether they should sign up or not. 

Don’t make people search for your sign-up form. As mentioned above, have 
it in a visible spot on your site. And be sure to have the actual fields on your site 
vs. asking them to click through to yet another page. 

Can you think of any more? Put yourself in the shoes of your visitor and see what 
else could get in the way of their subscription. 

 

 

 

 

 

Read on to find out more about the elements of intimacy and relationships, and 
how to foster these online.   
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How Else Can We Increase Conversion Rates?  

Having understood the concept of conversion and how to measure it, we come to 
the all-important question of how we can measurably increase our conversion 
rates. 

This is a positively spectacular question, and one that doesn’t get asked often 
enough, in my opinion.  Maybe it’s because the answer isn’t always logical or 
straightforward. Conversion has a lot to do with both art as well as science. 

So here’s the thing: when you are thinking of how to increase your conversion 
rates, remember that while much of our work as pink spoon marketers is done 
via the Internet and on computers, your customers are people and they want to 
be related to as people. 

Build the Relationship: Infuse Your Online Interactions With Intimacy, 
Mystery and Sensuality  

What does this mean? 

With regards to intimacy, you can create a more intimate relationship with your 
customers when you use questions, tell stories, and create opportunities for 
interaction and dialog. 

If your pink spoon is getting a lot of traffic but not converting well, ask yourself 
whether some of the copy on your website could be converted into a question.  
Many headlines or even titles can be improved through the use of a question 
mark at the end. If so, I suggest it be a question that your ideal client must 
answer with “YES!” 

Why is this? 

A question is a natural hook, and by asking, it instantaneously creates a 
dialogue.  A dialogue is never one person.  And as soon as you have two or 
more people involved in something like a conversation, you have intimacy. And 
when you say “Yes!” it causes some excitement and happy anticipation. Try it 
yourself - say “NO!” 20 times. Now say “YES!” 20 times. Which felt better? 

Mystery also helps build the relationship. When it comes to mystery, it helps to 
think of television, and learn a lesson from Hollywood.  Remember the television 
drama Dallas from a couple of decades ago?  Even if you never watched it, it’s 
likely you’ve heard of the legendary episode at the end of the season that ended 
with the cliffhanger “Who killed J.R. (the main character)?” 

In order to find out, you had to wait all summer until the series began again.   
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At the end of most television shows today, you get a teasing snippet of what’s 
going to happen next time.  In this way, we begin to anticipate and wonder what 
will happen, and become engaged with the program. 

Everyone loves a mystery, and with a little creativity, you can foster curiosity and 
enthusiasm by using mystery. 

At the end of each lesson in your mini-ecourse, make sure you hint at what’s 
coming in the next lesson. 

When you’re interviewing a slightly famous person for an audio pink spoon, take 
a moment at the end to build excitement for the next slightly famous person 
you’re going to introduce. 

Research shows that an activity that’s interrupted is much more memorable, and 
savvy trainers use this technique to help anchor learning.  As pink spoon 
marketers bent on increasing conversion, help your readers remember you by 
interrupting your own programming to talk about what’s next. 

Make sense? 

Lastly…when it comes to using sensuality to increase conversion, I am not going 
to encourage you to develop an erotic or titillating pink spoon. But nevertheless, 
sensuality can make a big difference to your ability to convert customers at your 
websites. 

Wherever possible, engage the five senses.  When you create a graphical cover 
for a product, you lift up your writing to a new sensory level. 

If you take a little more time to write your pink spoon using stories, recalling food, 
places, or events, you can waken the reader to their sense of smell, taste, and 
even touch. 

These are all things that further a trust relationship with you, and truth be told, not 
many business owners understand this. 

So if you go ahead and apply some of these things, you will have free reign to 
grab the attention of the customers you want to serve.   

Notice for example the liberal use of ice cream and other food analogies in this 
workbook. It makes the material no less effective from a business perspective but 
it engages you in the process in a way that a dry description wouldn’t. 
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Adding Interactivity to Your Publications 

One final word about increasing conversion: you can truly deepen the 
relationships you are creating online by adding some interactivity to your 
publications.  

One of my favorite and simplest strategies is to setup what I call a “Quick 
Question” email.  In it, I use a question as a hook to begin engaging with the 
customer on a very personal basis.   

A “Quick Question” email is an email that goes out automatically the day after 
someone subscribes to your pink spoon.  

Here is a template that you can adapt for your own use: 

Subject: Quick question... 

Hi George, 

Thanks so much for subscribing to Practice Builder; it's great to have you 
on board. 

I was wondering, what is your biggest question about building your 
psychotherapy practice? 

Let me know... 

Thanks! 

Warmly, 
Casey 
 
Casey Truffo 
Founder, The Therapist's Leadership Institute and Be A Wealthy Therapist 
949.309.2590  
http://TherapistsLeadershipInstitute.org 
http://www.beawealthytherapist.com   

As in the example, the Quick Question email is extremely effective because it is 
short, personal and is written in a way that clearly expects a reply.  

The responses you get from the Quick Question email are great insights into the 
problems/challenges of your market (as per Key Step #2, Elicit the Problems), 
and are also a really good opportunity to connect with people in a bigger way.  
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In my experience 50-75% of people take the time to answer this email, which is 
HUGE conversion rate.  

If you are worried about taking the time to answer all these questions, you can 
create an autoresponder or an automated signature in your email program that 
says, “Thanks so much for your questions. I am glad you took the time to write 
and let me know what is on your mind. I hope to answer it in an upcoming ezine.” 

As we come to the end of Key Step #6, it behooves me to mention that this is an 
Advanced Step.  Clearly, before you can start to increase your conversion rates, 
you will need to have the other pieces in place first.  You can’t improve on 
something that doesn’t yet exist, right? 

So for those of you who’re just starting, absorb what you can about conversion, 
but by no means let it slow you down.  Be sure to begin implementing steps 1 
through 5…be single-minded, and focus on completion.   

Once done, you’ll be able to think about improving your conversion. 

For those of you who’re reviewing this material for the second or third time, and 
want to spend more time here, take a moment to brainstorm how you can 
integrate intimacy, mystery, and sensuality into your online offerings.   

And don’t forget to brainstorm a few places where you can tell stories, or use 
analogies to good effect. 
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Spotlight:  Pink Spoon Marketing Success Story #6 
Larina Kase is a New York Times bestselling author, business psychologist, executive 
performance coach. Here is one of her pink spoon sites for people struggling with 
anxiety at work. Notice her pink spoon is a free chapter from her book. 

Website: www.anxious9to5.com/ 

Niche market for this site: Those who want to feel less anxiety and boost their skills and 
confidence at work. 
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Key Step #7: Strengthen the Trust Relationship 
In Step 4 we said an ezine (an online newsletter) is a no-no as a pink spoon 
because it requires an ongoing investment of time and energy.  

However, there is a time and a place for an ezine, and that time and place is 
here, at Key Step #7.  Although not absolutely essential, many online businesses 
will ultimately include a newsletter strategy.  

It’s one of the best tools available to continue the relationships you started with 
your pink spoon, and allows you to provide ongoing value to the people on your 
list.  

So how do you create an online newsletter?  There are a great number of 
newsletters out there, and once again the best way to go about creating one for 
you is by signing up for some and deciding what you like.  More on the nuts and 
bolts of newsletter creation in the next few pages. 

Set Up a Publication Schedule 

As you’re contemplating a newsletter and what that entails, let’s talk right away 
about the time commitment required. 

Your newsletter can be sent out as often as once a week, or as little as once a 
month. We recommend aiming for at least two ezine issues per month. Once a 
week can be a lot of work to maintain, and if you do less than once a month you 
will lose the potency of your relationship. 

The first thing you want to do is pull out a calendar and decide which days you 
want to send your newsletter for the upcoming year. This will take a great deal of 
pressure off you because there’s nothing fun about creating your newsletters at 
the last minute! 

Setting the intention and plan for your newsletter publication dates can be 
extremely helpful in actually getting them done. Otherwise you run the risk of 
constantly putting your newsletter off, and it may never get done. 
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So grab a pen right now and write down your publication dates in the space 
below. You should have a minimum of 12 issues for the year. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Pick a Format for Your Newsletter 

Your newsletter (let’s talk about your online newsletter here) can be written, 
audio, or a mix of both. You will want to pick either HTML or text format for your 
newsletter. It truly is a matter of preference which you pick. We do most of our 
newsletters in HTML format so that we can use pictures and special formatting to 
increase the appeal of each issue. 
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Here is an example of a newsletter I publish, called “Practice Building: Teaching 
Your To Double, Triple or Quadruple Your Cash-Paying Clients” 
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You can subscribe to Practice Builder when you order your free Pink Spoon 
audio at this link http://www.BeAWealthyTherapist.com. 

Keep the 80/20 Rule in Mind 

Many emarketers make what we consider to be a glaring mistake: they 
constantly send out newsletters advertising something for sale. They rarely, if 
ever, take the time to provide value of any kind other than what you need to pay 
for. 

Going back to the central theme of Key Step #7, the reason you are creating a 
newsletter is to continue to add value and strengthen your online relationships.   

As such, you want to be sure to always be sharing valuable information with your 
readers along with your offers.  I like to use an 80/20 split in determining the 
content of our newsletters. Eighty percent of the newsletter is simply to provide 
value in the form of articles, case studies, stories, Q&As, etc. This is the GIVING 
part of your newsletter, where people get to know, like and trust you. 

Which leaves 20% available to make paid offers of your products and services. 

That’s it on the topic of Key Step #7, Strengthening the Trust Relationship.  
Before moving onto our last invigorating Key Step, #8, take a few moments to put 
pen to paper. 

What thoughts, comments or inklings do you have about how to strengthen trust 
in your product funnel?   

And what three concrete steps can you take, to deepen trust as you create your 
pink spoon? 
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Spotlight:  Pink Spoon Marketing Success Story #7 
Melva and Jesse Johnson are therapists who are also married to each other. They work 
together and offer several types of programs and services. They use a blog as their 
website. Check out the great pink spoon – a 12-part podcast! 

Website: CouplesTransformations.com/ 

Niche market: couples  
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Key Step #8: Pursue a Bold, Outrageous, Provocative 
Position in Your Niche Market 
Having come to my most favorite step, may I ask you a question? 

What is the boldest, most outrageous, most provocative statement you can make 
in your niche market? 

What stand can you take, for what you believe is important, true, or desperately 
needs to be said? 

Key Step #8 falls very much into the “art” portion in the “Art and Science of 
Building a Multiple Streams of Therapy Business,” and I offer no apologies for it. 

As a Pink Spoon Marketer, you are doubtless aware that for everything any 
human being may want to buy in the course of their lives, they have dozens of 
choices as to where to buy it. 

Consumers have a miraculous amount of choice: there are hundreds of 
thousands of therapists and at least that many self-help books or programs. So 
why should they spend their money with you, and not someone else? 

Of course, there is no single right answer to this question, but figuring out what 
you believe in, and taking a stand for it in your business is a good start. 

When the world is filled with options, the best solution is to give people a 
compelling reason to do business with you.   

Bold, Outrageous and Provocative together form the acronym “BOP.”  And it is 
particularly well named. You know a strong position statement when you hear it 
because it “bops” you in the head. 

Put another way, it’s a mind-stopping thing, or a splinter in your brain, done right. 

So let us ask again: what BOP statement do you stand for, as a business leader 
in your own right? 

Most of us are not conditioned to know clearly what we believe in.  We walk 
around in a chemical soup of information and when pressed, don’t actually know 
what we think.   

So how about accepting our invitation to make your business meaningful at a 
different level?  Cultivate a habit of nurturing clarity around what you stand for.  
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Ask, if you had just 60 seconds to say something to a person in your target 
market, what would it be? 

 

 

 

 

 

 

Examples of BOP Statements 

Nike’s BOP Statement is their tagline: “Just do it.” 

What is so BOP about this? It stands for action, and stands against apathy or 
inaction or inertia. Go for it. Life is too short. 

Because this statement has been around for so long, it’s not as BOP-like 
anymore. But if you hearken back to when Nike first stood up for “Just doing it,” 
you’ll remember how mind-grabbing a statement it was. 

Saturn's BOP Statement is their “no-haggle” policy. 

What's bold and outrageous about this? In a niche full of flexibly priced vehicles, 
Saturn stands for their belief in their customers' right to always get the best price. 
And not have to stress over haggling for a new car. 

They believe buying a new car can be enjoyable again. 

Starbuck's BOP position is in the design, layout, and beauty of their stores. 

Their position is that coffee is more than a drink. It's an experience, a personal 
enjoyable, vivid and sensual moment that we ought to savor. And that it's worth 
paying 500% more for! 
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The boldest most outrageous most provocative statement you'll hear in Pink 
Spoon Marketing for Therapists™ is:  

It's time for therapists to reach more people 
and make meaning and money sustainably. 

 
What's yours? Use this space to brainstorm a few ideas. 
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Worksheet for creating your own Bold, Outrageous, Provocative 
statement. 

 
The first step to discovering your BOP statement for your niche is working on 
your core personal beliefs.   Clarity is power, so even if you think you can do 
without this exercise, play the process and see what additional evolution you 
might trip on in doing so. 
 
1. What are some of your core personal beliefs? 

 
 

 

 

 

 

 

 

2. Within your target market, what gets you angry or emotional?   

Is it offensive to you that something is the way it is?  What do you wish people 
would “get” once and for all?  Tapping into the stronger emotions is a healthy 
way to start remembering what you might want to take a stand for. 
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3. What is the bravest thing you’ve ever done?   

 
 

 

 

 

 

 

 

4. What is the bravest thing you could do? 

 
 

 

 

 

 

 

 

Final note: Be patient. After years of finessing our emotions so we don't feel any 
that may be inappropriate, it can take time to excavate what we feel strongly 
about. Go softly, but be firm. 

We strongly encourage you to work on taking a position. The stronger your 
stand, the stronger your product funnel will be, and the more customers and 
products you'll be able to attract and support, in your business. 
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Spotlight:  Pink Spoon Marketing Success Story #8 
Dr. Mike Brickey is a psychologist and the author of Defy Aging and 52 Baby Steps to 
Grow Young. Look at the Bold and Provocative Position he takes regarding aging! 
Notice his pink spoons and how they speak to his niche market. 

Website: www.DrBrickey.com 

Niche market: Those who fear aging.  
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Closing: What Next? 90-Day Game Plan 
Congratulations! 

You’ve now come to the end of the Eight Key Steps to building your very 
own pink spoon, and mastering both the art and the science of a 
generosity-based online business. 

I hope you have enjoyed the information you’ve uncovered in these pages.   

As befits my promise to you now, I’d like to take a few more pages of your time to 
help apply the information.  Remember, I said I wanted to be sure you don’t get 
just information, but how to use that information!   

The invitation here is to play the remainder of the process.  Fulfill the final few 
steps and set aside time in the form of a regular appointment with yourself to 
take action.  Because it doesn’t matter how great the information is, if you don’t 
do anything with it - quite frankly, it’s as if the information didn’t even exist! 

So here are a few suggestions for action steps you can take right now…ready? 

Action Steps: 

If you don’t know your niche market yet - 

Make an appointment to study the categories in a yellow pages publication right 
away.  Go to www.yahoogroups.com and signup for a few groups of interest.   

Hang out and listen to the conversations going on, to get more info about them.   

What labels would you give yourself?  You fall into any number of niche markets.  
It’s likely you have wisdom to share in these groups. 

Keep on living, keep on coaching, and hold space for your niche to show up. 

Don’t force it; it can become like pushing string. 

 

If you know your niche market, but aren’t sure of the problems they are 
experiencing - 

Survey the market by CaseyRecommends.com/ask.html 

Collect data until you start to see the three biggest compelling problems in the 
niche. 
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Sign up for Groups.Google.com or YahooGroups.com and Ezines where you can 
“lurk” and listen in. 

If you don’t know the packaging you’d like to use for your first pink spoon, now’s 
the time to set aside one 60-minute slot for yourself, dedicated to this research. 

Refer to the packaging pages in this handout and remember you have a basic 
choice of a written pink soon or a spoken pink spoon.  Start there.  And I urge 
you to go with your instinct and then pull the trigger.  It’s all about completion, not 
perfection. 

Should you for some reason decide you’d like to tweak your choice of packaging 
for your pink spoon, by all means you can tweak it as many times as you like 
later.  My main goal however is to get you started, and completing…as soon as 
possible while your study of Pink Spoon Marketing is most fresh. 

If you want to drive traffic to your website to build your reservoir - 

Follow the steps in the traffic building segment…but with this step, be sure to 
build in at least one hour of time per week.  Traffic generation is truly a habit, like 
doing the laundry or groceries once a week. 

You’ll not only get the most out of your traffic generation techniques this way, but 
it will become part of an ingrained habit for your business that will serve you 
phenomenally well. 

For those of you who love technology, make sure you don’t get stuck here 
though. Make yourself a weekly appointment and follow through. 

To convert the traffic into sales at your website -  

Become a student of good sales/marketing letters. Copy and keep a swipe file 
starting right now. A swipe file is a real “paper” folder or a digital file folder where 
you store marketing pieces you come across and like. This could be hardcopy 
ads or fliers you receive in the postal mail as well as online sales letters, thank 
you pages and one-banana websites. Test your sales conversion rates, once 
again, starting right now.  I don’t want you to get caught up, just begin where you 
are.   

Sound good?  There’s a clear and simple place to get started for every step 
along the path to multiple streams.   
 
Now let’s take another moment to go deeper and plan out an outline for your next 
90 days.  Turn the page now…
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My Game Plan for the Next 90 Days 

Over the next 90 days, I commit to… 

 

 

 

 

 

 

 

My primary project is completing my pink spoon in the format of…. 

 

 

 

 

 

 

 
 
The key points I want to apply from this workbook are: 
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I will remember that there are people in the world who are waiting to hear my 
message.  I recommit with abiding strength, energy and enthusiasm to serve my 
niche market because: 
 

 

 

 

 

 

 
 
 

 
A Heartfelt Thank You and 

My Best Wishes for Your Continued Success! 
 
 

It’s been my pleasure to spend time with you in 
Pink Spoon Marketing for Therapists™. 

 
-- Casey 

 
 

Got questions?  We enjoy hearing from you.   
Email coach@PSMforTherapists.com  

or call 949.309.2590 
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Appendix One: Learning How to Make Affiliate Programs 
Work | Getting Started 
Congratulations on traveling the Ice Cream Journey and creating your pink 
spoon.  In Appendix One, about affiliate programs, I wanted to give you some 
insight into what you can do, easily and simply, to fill in some of the lower levels 
of your product funnel. 

Of course, you can create products of your own for each level, simply by going 
back to the beginning of the Eight Key Steps, however sometime, somewhere, 
you may decide you’d like to take a shortcut. 

That’s what affiliate programs are, and they can indeed be a fun and profitable 
way of building out your business quickly. 

Read on to find out more about what affiliate programs are, and how you can add 
them to your marketing strategy going forward. 

+ + Affiliate Programs are Business Partnerships. + + 

Let’s say that Partner A offers a top-notch product for sale. Partner B tells their 
network of valued clients about it. As a result, both partners earn money. The 
network, or group of customers, gains first-rate information.  

This is the essence of affiliate programs, and the origin of the so-called “win-win-
win.” 

+ Affiliate Programs are Communal Inventory Waiting to Be Leveraged. + 

There are tens of thousands of information products in existence. There are 
hundreds of thousands of online entrepreneurs, including you, dear Pink Spoon 
Marketer.  

As you fill your store up with things for sale, why sweat over creating everything 
yourself?  

+ + Affiliate Programs Are a Shortcut to Revenue. + + 

As many an Internet marketer will tell you, once you've built a network, it's a 
simple thing to turn on some revenue by recommending an affiliate product.  

Everything else is taken care of by Partner A, the creator of the product. All that 
remains is the sale.  

This is when all that work you put into building a list with your pink spoon, starts 
to really pay off. You don't have to let your subscribers cool off waiting for you to 
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finish creating that next product. Present them with a great one someone else 
made instead. 

+ Affiliate Programs Are a Way to Support Colleagues. + 

Let's face it, some small business owners may have a natural talent for creating 
products but are not great at selling them. Others of us have a strong marketing 
bent and aren't so keen on the creative process. 

Affiliate programs are a way for each of us to fulfill our strengths in service of 
each other. 

=========================== 
In short, affiliate programs are all about: 

> Learning how to receive help, instead of trying to be an island. 
> Learning how to support other people's success in a way that really serves  
> Creating abundance. 
=========================== 

Okay, now let's get a little more concrete. 

The following is the best way I know of to get the hang of the reality of affiliate 
programs: 

(1) Go to a site that lists a lot of affiliate products.  

There are a multitude, but for the purposes of this exercise, let's use the most  
popular, which is: 

Clickbank.com. 
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Once there, click the "Shop" link in the upper right. Next, click the "Refer" link, 
also in upper right. 

Now, settle in and browse around some of the categories, products, and 
individual websites. 

If you find any that pique your interest - for whatever reason - create a folder in 
your Bookmarks and save the link. 

(2) Look for products that complement your work. 

For example, there is a product you may run across called 1000 Questions for 
Couples. Browsing the sales page for this ebook, you would discover it sells for 
$27 per copy. 

 

 

www.questionsforcouples.com 

 

By checking the square brackets after the title “1000 Questions for Couples” at 
ClickBank, you would see [earn 60%]. This means that for every copy an affiliate 
partner sells, they earn 60%. 

Of $27, this is $16.20?  

Ask yourself, does this product answer a problem my clients are experiencing?  

(3) Audit the product for your own benefit. 

Yes, this means buying a copy. If you really don't like the product, clearly you 
won't be recommending it, and 99 times out of 100 you can get your money back. 
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If you enjoy the copy and resonate strongly with it, perhaps you feel you'd like to 
recommend it to your clients and network. In this case, consider your money well 
spent on market research.  

(It's a lot cheaper than creating something from scratch!) 

(4) Get yourself a link for the products of your choice. 

Do this by clicking the aforementioned [earn 60%]. Clickbank makes it quick and 
easy. 

Now this is the part where things can start to get a little “un-therapist” like. 

If you've come this far, the thing to do is write a strong recommendation of the  
product, and send this out to your network, in the body of your ezine, on your 
website, elsewhere. 

Don't just say, "Buy this."  After all, if you’ve followed the Eight Key Steps, and 
you’ve invested time and energy into building a trust relationship – one that is 
worth safeguarding. 

So tell your readers why they should consider it. Having purchased and read it 
yourself, explain why it's something you recommend.  

You may even choose to do a TeleSeminar on the topic, create a few pages to 
add to your website, or at least write a paragraph or two for your ezine, to pre-sell 
the product.  

This warms the product up, a bit like what happens when you introduce your best 
girlfriend to the new guy who moved in down the hall. You don't just bring them 
together and say, "Hey you guys should talk," right? 

At least I hope you don't! So stick around a bit, start the conversation rolling.  

Give it a little effort...make sure the connection is made. For a lucrative referral 
fee, it can be well worth it. 

Then add the link and invite a click. 

There really is a difference between hawking a product for the cash and inviting a 
beloved client to give something a try. 

My personal rule of thumb? If I can't truly rave about something, I won't ever 
recommend it. My customers have grown to trust me, and I won't break that trust. 
Never. The products I recommend are ones I have used, like and trust. Period. 
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As you go through this exercise, bear in mind three learning points: 

(1) You are learning how to add a stream of revenue. 

Key in on what product would answer a problem for your current audience. 
Even if you don't have a niche market right now, you likely have a circle of 
clients, an ezine, big or small. 

What would they appreciate hearing about from you? 

Much like radio disc jockeys of old, clients appreciate you filtering things for them 
so they don't have to. Being a good filter is a priceless thing to your clients. I call 
this “Being the Google for your client.” And again, you are only offering products 
that you like and feel would be of benefit to your or clients or customers. In this 
way, you continue to be of service. 

(2) You can now notice what products are missing in the marketplace that 
will likely get lots of affiliate attention. 

This is one of the unsung routes to quick cash. 

Did I get your attention? 

Of the ezines you personally subscribe to, is there a product they really ought to 
have in their inventory, but don't? 

Could you create an affiliate product that fills that hole? 

If yes, you have a potential joint venture partner in that ezine. 

Think of it as like a bookstore that has no self-help section. 

Or a black forest cake-making bakery with no maraschino cherries. 

Or a dance school with no classes in ballet. 

You take my point. 

+ But think of it just one other way. + 

If you subscribe to a biggie newsletter, of 10,000 or even 100,000 subscribers, 
and you identify a hole in their inventory that you propose a solution to... 

================= 
Do you think the ezine publisher would jump on the opportunity to earn money 
promoting your product, for an affiliate fee? 
================= 

No waiting on their part, to create something from scratch? No shopping cart, no 
setup, nothing, just a promotion on their part to endorse your product? 

If you said yes, good. That's right. Exactly right in fact.  

Actually, it might even be more accurate to say that many Internet marketers 
WAIT FOR and WISH for more opportunities like that. 
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Phew. 

Okay, now...how can you integrate this insight into your situation, look for holes 
in joint venture partners’ inventory, and see if any of your current or future 
products is a fit? 

Set aside some time now to browse at ClickBank.com and other affiliate product 
sites and make a list of the ones you may want to promote here: 
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Appendix Two: Joint Ventures and How Not to Mess 
Them Up 
One of the most critical components to your online success is your ability to 
create great joint venture partnerships...but how?  

As you traveled through the Pink Spoon Marketing material you no doubt noticed 
how many times I mentioned joint venturing.  It’s a fantastic strategy for building 
your Multiple Streams Business, and done right, it can be a strong accelerant.  

Meaning, you can often get to a profitable place a lot more quickly, through the 
right joint ventures. 

So first and foremost, what is a joint venture? 

Simply put, a joint venture is something two business owners decide to do 
together, to the benefit of both businesses. For example, writing an ebook 
together. Or, sponsoring a conference together. Perhaps even sharing a Virtual 
Assistant. More often than not, it involves cross-promoting something...you share 
my product with your list, I'll recommend your service to mine. 

“So what?” you say? Well...listen up. 

As a business owner whose business is therapy, there is one thing I know about 
you. That is you enjoy being of service to others. Leveraging this fundamental 
trait is going to be a lot of fun as you discover the world of joint ventures. 

Why Joint Venture? 
There are lots of reasons to pursue a joint venture. Here are a few; see if you can 
add any that pertain to your own circumstance: 

(1) Make more money. By partnering with a joint venture partner, you have the 
opportunity to make more sales. You will get to share your wisdom with a new 
set of prospects. Although you're building your own database, your joint venture 
partner can endorse you to her list with an introduction, paving the way to new 
customers for you. 

(2) Lighten your workload. Many hands make light work when it comes to any 
project. If you decide to offer a TeleSeminar together, perhaps you'll do the 
marketing and your joint venture partner will create the content. Whatever 
permutation of this, you'll do less work and still cross the finish line. 

(3) Increase creativity. Loneliness is a common experience among online 
business owners – especially therapists. Joint venturing combats this, and as an 
added bonus, often leads to better ideas for products because two brains are 
better than one.  
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(4) Pave the way for future projects. Once you try a joint venture, and you find 
the right partner (more on this below) you may find yourself hooked. By starting 
small, you get to know your partner, and can make wise decisions about how you 
could work even closer next time.  

(5) Have fun. After all, inspiring or helping for a living is a gift in and of itself.  
Sharing the joy of running an online business with someone who's in the same 
boat can really shine a light on how fortunate we all are. 

All benefits aside, joint venturing requires some planning 

After seeing all the benefits possible, you may be tempted to run out and grab 
the nearest warm body and offer them a joint venture. Probably not the best 
technique. :-) That said, here are a few key points to bear in mind when entering 
the joint venture arena. 

Select your partners with care. The main criteria is that the partner should be 
someone who is already in touch with, or doing business with, people you want 
to do business with too.  
 
Get to know your partners. In preparation for approaching them with an invitation, 
sign up for their publications; visit their websites, read everything about them and 
their history. Try to understand their values and motivation as best you can from 
what they make public. 
 
Start asking, what value could I provide this partner? What do I have that they 
don't? What could they be doing that they aren't? What challenge or goals are 
they pursuing and how can I help them get there?  

With this in mind, the best first step is to create a shortlist of potential joint 
venture partners. An excel spreadsheet would be nice since you'll likely be 
tracking a few things over time. 

Finessing the Approach 

Let's say you've narrowed down your shortlist to one or two. That's a good 
number to start, because (important!) this is not an automated, mass campaign. 
Truly great joint ventures will take root only with a customized, personal 
approach. 

What you may not know is that most people working online, no matter how 
successful, will usually be open to an approach from a stranger. It happens to be 
part of the beauty of doing business online, lucky us. Why is this? Probably 
because most online business owners realize, “you never know where the next 
great idea or opportunity is going to come along.” 

So how do you go about making first contact? 
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By email or phone is fine, either way. The first thing to remember is to be quick 
and polite. It might go something like this: 

 
Hi (first name), 

I see your ezine is going great guns. Congratulations! I wanted to drop a quick 
line to say “hi.” It is always great to meet someone who has the same passion for 
(your niche here.) I am curious- how did you get started working with this niche 
market? 

I also wanted to let you know I'm working on an idea for X right now, which may 
be of interest to you and your readers.  

It's something that I think could make your customers’ lives more 
(productive/successful/happy/other word) and I would love to chat with you for 5 
minutes on it by phone if you have the time. What do you think?  

Thanks very much for considering it! My phone number in case you'd like to call, 
is XXX-XXX-XXXX. 

Kind regards, 

Key points in an approach like this, simple though they are, is: be polite, open 
ended, personal and use a light touch. Whatever you do, don't pressure, and be 
ready for this to take a little time.  

Going for the Gold 

Once you are in conversation, awesome! Use your abilities to listen and ask the 
right questions to guide you, and be sure to bear in mind the golden rule of joint 
ventures: 

Your job is to make their life super easy. Ask “what's in it for them?” Will you do 
something they don't like doing? Perhaps you can offer something they don't 
have access to? Whatever it is, approach the relationship from that point of view.  

A Real World Example 

A few years ago, I was looking for a partner for my Build Your Private Practice 
Exclusive Members program.  Juliet Austin is an amazing practice-building coach 
in Canada and her ezine and website are always full of great tips. I loved her 
style. I sensed our values and teaching styles were similar.  
 
I contacted Juliet and first we got to know each other a bit. Before jumping in and 
offering a partnership, I wanted to make sure we were a good fit. We 
corresponded for a while and got to know each other a bit. I think she was 
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checking me out as well. A couple of months after the first contact, I proposed 
the partnership. 
 
Now, at first, Juliet was planning on creating her own membership program and 
wasn’t interested. Although I was disappointed, I realized that there was room for 
two membership programs so I offered to help her with hers – sharing the 
process I had been through.  
 
Juliet thought about it some more and decided to become a full partner in the 
Build Your Private Practice Excusive Members Program. I was – and am – 
delighted. We continue to work well together and it is has been a very valuable 
partnership for both of us. With Juliet’s help, we have expanded the Exclusive 
Members program beyond just therapists (It is now the Build Your Private 
Practice Exclusive Members Program thanks to Juliet) and now we offer practice-
building support for other types of healers as well. This is an example of a great 
joint venture partnership.  
 
A DEFINITE Joint Venture No-No 

Joint ventures really aren't that complicated, but they can seem like it if you've 
never thought about it logically. That said, a definite joint venture no-no that 
happens far too often is this: 

Do NOT, in any circumstances, approach a new joint venture partner (especially 
cold) without a real idea to propose. 

In other words, do NOT approach a joint venture partner with the following: 

“So, what do you think? Wanna do something together?” 

Big no-no. Why? For you to establish your value to this person, you need to 
come up with a good idea. It may not end up being the idea that you do together, 
however you need to at least approach with one.  

Otherwise, if all you have is a vague “hey I'd like to do something together,” you 
won't have answered the question “why should they do anything with a stranger, 
when they can sit around and brainstorm with friends.” 

(Note: This may be slightly different with colleagues you have a relationship with. 
AND, this can change once you've done a few things with a new joint venture 
partner. Given established trust and respect, free-flowing brainstorms can 
definitely come into play. Just not from the start.) 

Don't be in a big rush to make a joint venture happen. This is a relationship 
you're cultivating for the long term, for ongoing benefit to both of your 
businesses. Don't try to joint venture as a desperation tactic. And definitely be 
sure to make it easy for your potential joint venture partner to say, “Yes!” 
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Appendix Three: Timeline to Cashflow 
One of the most common questions we get from Pink Spoon Marketers is…”We 
love the Multiple Streams model, but… How Long Does This All Take?” 

The Timeline to Cashflow Appendix is the answer to that question. 

First, please note that although the timeline is an accurate representation of what 
we have observed happens when a business owner takes up the Multiple 
Streams model, results will vary. 

This is just a template. There is always room to go faster or slower through the 
timeline, or to mix things up a bit. Some hop to Phase 3 in a month (yowza!), 
others may take up a year to two years to really get going. You can go at your 
own pace - that's the beauty of the Product Funnel model. 

For the purposes of illustration, this timeline shows you starting on January 1st. 

The Timeline 

Phase 1: Problem/Solution 
0 - 3 months (Jan - Mar) 
Revenue: 0 

This is the stage where you define who your market is. Who do you want to help? 
What are their biggest problems? Do the research and really get in touch the 
biggest issues your market is facing. One of the best ways to do this is to simply 
ask them - do an online survey with the question "What is your biggest 
challenge?" 

From this information you can build your first one-banana website with a 
compelling pink spoon ready to exchange for their email address. 

Phase 2: Driving Traffic (Honk Honk!) 
4 - 6 months (Apr - June) 
Revenue: 0 
List: 500 - 1000 people 

You have a website, you have a pink spoon. Now you need to start driving traffic 
to your site so you can start to build your list of names/email addresses. 

Build your relationship as you build your list. Keep in regular touch with people 
through a newsletter or series of autoresponders. Be engaging and helpful, keep 
asking questions. Provide them value while also providing them an opportunity to 
get to know you. People buy from people that they know, like and trust. 
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Phase 3: Show Me the Money 
7 - 12 months (July - Dec) 
Revenue: $500 - $1500+/month 
List: 1000 - 2000+ people 

You've identified your market. You are getting to know them and identifying their 
problems. You are building a relationship and they are getting to know, like and 
trust you. Now it is time to start selling them products that will help solve their 
problems. eBooks and/or Teleclasses are a great place to start.  

After six months of research, driving traffic and building a relationship with your 
list it would not be unreasonable to start making $500 - $1000/month once you 
start offering products for sale. For example, if you sell a teleclass at $97 with 20 
spots you've made $2000 right there (and more for selling the audio later). Or if 
you offer an ebook for $27 and you sell 50 copies that's another $1350. 

Phase 3 doesn't have an end date, unless you pull the plug. Continue to talk to 
the people on your list, keep in touch with what they want and create products 
that they want to buy as you move through the funnel. 
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Appendix Four: How to Most Effectively Write Online 
Think about how you can say more with fewer words... 

Many of us struggle when it comes to the written word, especially when writing 
for the web. Whether it's website copy, an ezine, an ecourse, etc, the most 
effective online writing generally has a marketing flair - online writing serves as 
more than just a conveyor of information, it is your main means of making 
money as an online business owner. 

Special guest contributor Kerri Martin provides some simple tips on how you can 
more effectively write for an online publication. With a background in journalism, 
Kerri has extensive experience with both print and online publications, offering a 
unique perspective on how to use online copy to its fullest potential.  

______________________________ 

The trick to effective online writing is to keep it simple, short and clear, yet still 
have a creative edge that will capture your reader’s attention. Here are a few tips 
on how to do just that:  

Sentence Structure and Grammar 

It is difficult to read large blocks of text online. So, when writing for an online 
publication, it is best to use short sentences and paragraphs. And, break up the 
writing as much as possible into headings and/or bulleted lists. This will allow the 
reader to skim the page and pull out the key information. 

Watch for wordiness – words like “really” and “very” often creep into writing to stress a point, but 
only serve to take up more space. If a sentence seems too long, it probably is. Get into the habit 
of asking yourself what words truly need to be there in order to make your point. 

Also, be sure to keep the reader in mind and, if appropriate, use a more casual or conversational 
tone. There are subtle wording and punctuation elements that can make writing seem more like a 
conversation.  

For example, use the word “so” instead of “therefore.” Or, use a dash instead of a semicolon to 
join two ideas. Writing in a clear and concise format is important, but you can get away with 
bending grammar rules somewhat, in favor of a more casual tone.  
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Proofreading and Editing  

How many times have you slaved over website or ezine copy, only to have someone point out a 
blatantly obvious error? It is very difficult to spot errors in your own writing, especially when you 
write online.  

Don’t rely on a simple spell check – if possible, have someone read over what you write before 
posting/sending. If this is not possible, read it out loud to yourself. You’ll be amazed at how many 
spelling/grammar errors you’ll catch by reading something out loud.  

Using a Journalistic Approach to Spice Up Your Writing 

In the newspaper business, there is a common saying:   

“If it bleeds, it leads.” 

This may sound somewhat morbid, but the concept here is to lead with the most interesting stuff 
(which in the news world is usually death and gore). So, the most interesting story is on the front 
page – the most interesting element of the story is at the beginning of the article.  

Take a look at any newspaper and you’ll see stories are not written as a chronological description 
of an event – the first one or two paragraphs describes the most exciting part, then the rest of the 
article is a series of quotes and paraphrases that fill in the details. Why do newspapers do this? 
To capture the readers attention and hook them into the story, of course.  

Creating Catchy Headlines  

In newspapers, headlines are carefully crafted to catch the reader’s attention. And for email, the 
subject line essentially has the same purpose - it can determine whether or not someone will read 
your email. So think about creating subject lines that serve as attention grabbers, rather than 
simple titles.  

If you really put some thought into your subject line, sometimes you'll get lucky - inspiration will 
strike and you will come up with the subject/headline of the century. More often than not, 
however, you'll be struggling to get your ezine out at the last minute and your creativity may be 
tapped out. Don't worry - you can still create a more effective subject line without it being the 
pinnacle of creativity. 

A simple way to spice up your subject line is to make a statement or title into an action phrase, 
and all this takes is the addition of a verb. 

For example, let's say you have the subject line: "A Dynamic Coaching Conference." This is 
simply a title - there's nothing here to draw in the reader. Now change this to: "Dynamic Coaching 
Conference Comes to New York City."  

While this is still not a particularly creative subject line, adding “comes to New York City” at least 
gives the reader a description of the content, and hopefully a reason to read further. They now 
know the content is about a coaching conference that will take place in New York - not just some 
random conference that may or may not be of interest.  

When feeling particularly creative, take a look a how you can apply these ideas to the content of 
your ezine or website.  
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You may not be writing a Pulitzer Prize-winning article, but you can certainly apply these 
concepts to ensure your readers get as much value as possible. Simplicity is the key - always 
think about how you can say more with less words. 

______________________________ 

From an online business perspective, your website or ezine copy is vitally 
important to the success of your business. So, give it the attention it deserves - if 
you are blessed with the ability to write, great! If not, you may need to hire a 
writer or sales copy expert to help you out.  
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Appendix Five: Understanding Ecommerce 
First, an Analogy: The Grocery Store 

Ecommerce is something that is fairly easy to understand if we relate it to 
something familiar.  And what could be more familiar than a grocery store, right? 

      

 
THE BANK 

When you go to the grocery store, there are several common elements.  First, 
there are the products.  Hundreds of them on the shelves, all different shapes 
and sizes. 

When you go grocery shopping, you put the products you want into a…you 
guessed it…shopping cart.  You push that shopping cart around and when you’re 
done, you go to the checkout line. 

At the checkout line, there is something that’s very important, at least from the 
grocery store point of view.  It’s the cash register!   

And although as someone who just wants to get home to make dinner you don’t 
much care, there is one last element in the flow of getting groceries that happens 
after we go through the cash register. 

The money from the cash register flows through to the store’s bank account. 

Pretty easy to grasp, right?   Good.  Keep that analogy in mind as we now turn to 
ecommerce. 

Much of ecommerce happens the same way as commerce occurs in the grocery 
store, with just a few important distinctions to make. 

By selling products and services online, you are in essence, becoming just like a 
grocery store.  You will have products for sale, you will have a shopping cart, you 
will have a cash register, and you will most definitely want a bank account to put 
your proceeds in! 

Here’s the thing.  In ecommerce, a shopping cart takes on the form of an online 
service that acts like a shopping cart.  I’ll share with you my favorite shopping 
cart service below. 
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However, a shopping cart in itself isn’t enough.  In grocery stores, you will 
sometimes run across an abandoned shopping cart, right?  That person didn’t 
proceed to the cash register even though they filled a cart.  

Who knows why, maybe they forgot their wallet and had to go home to get it.  But 
suffice to say, just because they used a shopping cart, doesn’t mean they 
actually bought anything. 

The same goes online.  Once you purchase the services of a shopping cart, don’t 
stop there.  You will need an online cash register and a bank account to collect 
funds.  In ecommerce terms, this is what’s called a merchant account.   

A merchant account is simply a special kind of bank account that you apply for, 
just like the first one you got when your mom or dad took you to the bank to 
make your first deposit.  You’ll need to fill out some financial details, and get 
approval to get a merchant account. 

And that’s it! 

Well…one other thing.  Clearly, getting set up with a shopping cart and merchant 
account are essential for any serious Pink Spoon Marketer who wants to make 
real money online. 

However these things: tools, services, bank accounts, etc., all cost money.  Is 
there another way to collect money online without all the bells and whistles? 

Yes, and it’s a third-party service that rents you a shopping cart, collects money 
on your behalf, and delivers that money to you (less a fee) into an existing bank 
account.  Nothing special needed in terms of bank accounts in this scenario, just 
your regular business bank account will do. 

These third-party services are a splendid alternative for the Multiple Streams 
Business owner who doesn’t want to spend a lot of up front right away, yet wants 
to start selling things. 

I recommend my favorite third-party services below, and just want to make a 
special note about when to make the switch from a third-party service to your 
own merchant account/shopping cart setup. 

Ultimately you will want to have your very own shopping cart and merchant 
account.  The reason is every time you use a third-party service to collect money, 
you are being charged.  This is fine when you are starting out because you are 
only charged when and if you have sales, so you’re not out of pocket. 

But if you start doing well, there will come a point when it becomes worth it to 
have your own bank account.  That tipping point usually comes when you’re 
earning close to US$1000 per month through online means. 
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So that’s ecommerce, from a bird’s eye view.  And it’s all you really need to know 
in order to simply get started.  As you play in the online business sandbox, you 
will naturally learn more, but only as and when you need it. 

I am a fan of the right information at the right time, and no sooner - the better to 
keep your brain space for more pressing things. 

So for now, let’s move on to a listing of preferred tools, recommended suppliers, 
and our own stash of resources, all to do with ecommerce. 

Because I am walking alongside you in our Pink Spoon Marketing, I am delighted 
to save you time and effort finding vendors you can trust, at a cost you can have 
confidence in.  I will never recommend something to you that we have not used 
myself, and been thrilled with. 

So rest easy, and enjoy these recommendations when you need them over the 
course of the next few months. 

Questions or thoughts before we move on to the nuts and bolts 
recommendations?  Here is some space to record them: 
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Appendix Six: Nuts and Bolts of Making Ecommerce 
Work 
Having had a bird’s eye view of how ecommerce works, now here is a resource 
list of tools and services you will need along the way.   

1. Domain Names 

2. Templated Website Systems 

3. Web site Hosting with Cpanel Feature.  

4. HTML Creation Software 

5. FTP Software 

6. Graphics and Images (Stock and Custom) 

7. Permission Asset 

8. Tell A Friend 

9. Payment Processing 

 

1. Domain Names 

To purchase domain names: www.GoDaddy.com 

To research available domain names:  www.NameBoy.com 

To find previously deleted domain names: www.DeletedDomains.com  

 

2. Templated Website Systems 

For P.C. users or Mac Users who have Windows: 
CaseyRecommends.com/homestead.com 

 

3. Website Hosting with Cpanel Feature 

Inexpensive and reliable:  

www.GoDaddy.com and www.Hostgator.com 
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We host our sites at CaseyRecommends.com/lunarpages.html 

 

4. HTML Creation Software 

If you want to be able to create websites or HTML emails without the assistance 
of someone else, you will need a website editing program. I recommend: 

Dreamweaver www.macromedia.com 

But this is not for the faint of heart and does require some HTML experience – 
although you can learn it with their tutorials.  

 

5. FTP Software (File Transfer Protocol) 

To get a web page from your computer to the internet, you will need an FTP 
program: (if you are not using a template system) 

WS_FTP www.ipswitch.com 

CuteFTP www.cuteftp.com 

 

6. Graphics and Images 

As you create your pink spoon and one-banana websites, you will eventually 
want inexpensive and easy, attractive graphics.   

You have a choice of purchasing stock images for a flat fee, or having a graphic 
designer create a special graphic especially for you.   

Stock: 

Microsoft Design Gallery   office.microsoft.com/clipart/default.aspx  

www.clipart.com “all you can use” for a flat rate 

www.istockphotos.com $1 and $2 photos 

www.dreamstime.com $1 to $5 photos (some free) 

Custom graphics: 

Jesse Wroblewski at www.generationsbeyond.com 
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Sarah Van Male www.Cyanotype.ca 

 

 

7. List Management   

The point of a pink spoon is to collect email addresses, so how do you do that 
without driving yourself mad?   

As you can imagine, there are many services that help manage an email list.  
Here are a few that I recommend.   

CaseyRecommends.com/getresponse.html 

CaseyRecommends.com/icontact.html 

http://www.CaseyRecommends.com/arp.html (more advanced and requires 
hosting on your host) 

CaseyRecommends.com/aweber.html (checkout the prices before you sign up) 

 

8. Tell a Friend  

As we discussed in Key Step #5, a Tell A friend campaign can do wonders for 
driving qualified traffic to your website. 

The tool we most recommend for this purpose is: 

CaseyRecommends.com/tafpro.html 

 

9. Payment Processing for Products Sold on Your Website   

Note: I do not recommend these services for payments for individual therapy 
sessions in your office – only for things you sell online. 

Third-Party Services: 

www.Clickbank.com 

Googlecheckout.com 

www.Paypal.com   

Shopping Cart: 
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CaseyRecommends.com/kickstart.html 

Merchant Account: 

CaseyRecommends.com/kickstart.html 
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Appendix Seven: Posttest for CA MFTs and LCSWs 
This course meets the requirements for 10 continuing education units for 
California MFTS and LCSWs. 

To take the posttest and get your CEUs, please visit: 

http://pinkspoonmarketingfortherapists.com/test/ 

The test is a true/false test that you may take as many times as you need to 
pass. Once you pass, your will be able to immediately print out your CEU 
certificate. 
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