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Before You Read
This ASK Method Blueprint is loaded with information, and I know you’re excited to start 
reading through it. But, you’ll get MUCH more out of it if you use it to follow along with the ASK 
Method Blueprint video.

In the video, I walk through the entire Blueprint and go into a lot more detail that will help 
explain what you’re seeing in this PDF. Go check out the video now:

www.ASKMethodWorkshop.com

http://www.askmethodworkshop.com
http://www.ASKMethodWorkshop.com
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Welcome to the                                 
ASK Method® Blueprint…
This is the full ASK Method condensed and organized in one PDF so you can see it in just a few 
pages. 

When I was first starting out, and my wife and I were struggling financially, eating frozen pizzas, 
living on $500 a month in a 400 square foot apartment with nothing but a mattress on the 
floor… a desk.. and two lawn chairs, I never would have imagined that discovering the buckets 
in that first business would take us from nothing to making $25,000 a month within 18 months.

And then being able to 10x our income in just 3 years…

By ASKING what our customers wanted, then giving it to them based on their specific situation.

And today, after using the ASK Method in 23 markets and counting, and teaching it to 
thousands of entrepreneurs, we now generate a multi-million dollar income working from 
home..

Which has enabled us to create an amazing lifestyle, make a positive impact in the world, and 
create a legacy for years and decades to come… 

I want the same thing for you.

So whether you’re just starting out or looking to scale your existing business, you’re looking at 
the roadmap right here.

Let’s get started.

http://www.askmethodworkshop.com
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Choose Your Market 
The Single Most Important Decision Before 

Starting Your Business 

The BIG Picture
The ASK Method® Overview

Sticking Points 
Concerns You Might Have

Your Segmentation Funnel 
Give People What They Want

Tools & Resources
Software & Tools to Use

The Discovery Process 
Find Out What People Want

Getting Started 
Your “ASK Method Roadmap”

Traffic & Optimization 
Launch, Grow, & Scale Your Business

Your Big Reason Why 
The Legacy Pyramid

http://www.askmethodworkshop.com
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The BIG Picture
The ASK Method® Overview

Give people what they want before they even know it themselves

Use “Funnel Stacking” to protect your asset

Generate predictable, consistent monthly revenue

People LOVE you when you start by ASKing 
about their situation before selling

Create instant trust and authority (even if 
nobody knows who you are)

Communicate to people as individuals
rather than in a “one-size-fits-all” way

Only question your customers ask is what 
else do you have to sell, because they will 
want everything you offer

Each new product virtually guaranteed to be a home run

Uncover people’s deepest desires and unspoken pain

Create multiple entry points into your business

24/7 leads and customers

Slam dunk market selection

Know exactly what to say to overcome people’s hidden
objections

Enter the conversation going on in your prospect’s mind

Connect each “Segmentation Funnel” to the next one like train cars on a train

Segmentation funnels are extremely “cold traffic” friendly 
(FB, Google, Blogs, etc.)

Proven step-by-step Roadmap

Gain ultimate clarity and confidence

Generate leads on Facebook & Google at a fraction 
of the cost

Quizzes can go viral and are extremely shareable

Just need ONE Segmentation Funnel to massively scale

Discover and use the exact language they’re using themselves

People enter one funnel, then move to the next one and next one…

Build a “moat” around your business, nearly impossible for your competitors to knockoff

Avoid the launch “cash flow roller coaster”

Build massively valuable asset once, produce leads & 
revenue for years (i.e. building ATM vs. “robbing a bank”)

Launch new projects with minimal financial risk

Segmentation funnels & quizzes are fastest and 
most reliable way to generate leads and build a 
massive email list inexpensively

Individual ASK Method Quizzes & Assessments generate 
as much as 5,000 to 25,000 email subscribers per day

The BIG Picture: The ASK Method® Overview

Create RAVING FANS
& Customers

Generate

RECURRING REVENUE

Insulate and PRO
TECT your asset

http://www.askmethodworkshop.com
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Test

Confidence to 
move forward

Confirm Your 
Ideal Audience

Assess Your 
Competition

How to 
know if your 
business 
idea will be 
profitable

IN

UP

MAX

Keyword phrases

I want to statement

Projecting Forward

Checkpoint #2: Pioneers get 
shot and settlers get rich

Amazon sponsored post 
check for your Keywords

Checkpoint #1 Your 
Bullseye Keyword 
Candidates

First Pass Test – Google

First Pass Test – Amazon

Use Google Trends to find 
search volume

Compare your Bullseye 
Keyword to the Rosetta 
Stone Keywords

Use the Sweet spot to find 
the Red, Yellow & Green 
Light Markets

Education & Expertise 
Focus

What type of 
product will you 
sell?

What will be your 
product levels?

What market for the type of 
entrepreneur you are?

Product focused
Client focused
Membership focused
Event focused

Bullseye Keyword (Yellow or Green Light)
Market Size Sweet Spot (Yellow or Green 
Light)
Market Competition Sweet Spot (Yellow or 
Green Light)
Check Point #3: It’s time to Choose!

Market
Model
Message – ASK!

#1 Evergreen Market
#2 Enthusiast Market
#3 A $10,000 Problem
#4 Future Problem
#5 Players With Money

Mission based
Passion based
Opportunity based
Undecided

How will you generate 
revenue?

Model
Brainstorm

Find your ideal audience Market
Brainstorm

Clarify your idea
Business Idea
Brainstorm

Bullseye 
Keyword

Market Size 
Sweet Spot

Market 
Competition 
Sweet Spot

Market    
Must-Haves

Identify the market that 
holds the promise of 
success

Final Step to Launch: ASK

Choose
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Choose Your Market:  The Single Most Important Decision  
Before Starting Your Business

Choose Your Market 
The Single Most Important Decision Before 

Starting Your Business 

http://www.askmethodworkshop.com
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Follow-Up Phone Interviews

  The “Deep Dive Survey”Yo
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The Discovery Process 
Find Out What People Want

New Market

Classic vs. Lean Deep Dive Survey: Determine which is right for you

Hyper-Responsives: Identify what market segments to focus on (and which 
to ignore)

5 Survey Killers: How to avoid making these common makes

Language Patterns: Enter the conversation going on in your prospect’s 
mind

Buckets: Identify your 3-5 most important groups of people in your market

No list? No problem. How to run your survey without a list or website

The “Deep Dive Survey Sandwich”: How to structure 
your questions

Your SMIQ: How to identify your “Zone of Specificity”

4 Major Question Types: What to ask and what not 
to ask

Phrasing your questions: The 3 words you should 
never use

Demographic + Psychographic Analysis: 
Dimensionalize your perfect avatar

Product Demand Ladder: Figure out what new products to 
launch next

Deep Dive Decision Tree: Prioritize new products based on 
data vs. gut feel

Product Format Analysis: Determine optimal new product 
format

Product Gap Analysis: Understand what might be “missing” 
from an existing product 

Red Flag Watch: Identify predictive “red flags” indicating 
product failure before launch

How to ask people and get an enthusiastic yes

Overcoming nerves, if you’re nervous, shy, or introverted

Preparation: The 3-Step Preparation Process

Connection: The 5Y Framework for questioning

Follow-up & Finish: Extracting GOLD + The 4-Part Call Debrief 

Existing Market

New Product

Existing Product

The Discovery Process: Find Out What People Want

Discover
Key Market Insights

Discover Product Demand

Find the best new market to pursue

Determine if a new market you have in mind is worth pursuing

Eliminate risk and proceed with confidence

Identify the top challenges in your existing market

Find the underserved or ignored segments of your market

Determine the “soft underbelly” of your market

Identify the best new product to pursue

Determine if the new product you have in mind is worth pursuing 

Calculate “Success Probability” before investing months in a 
new product

DYHM: Determine why people might not be buying your 
existing product

Identify what might be missing in your existing product

Capitalize on overlooked profit opportunities

http://www.askmethodworkshop.com
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Creating a “Vodka Red Bull Cocktail” in 
your prospect’s brain at the time of opt-in

Promise Prescription using the X/Y/Z 
Framework

Ethical bribe do’s and don’ts

Small non-threatening steps

Psychology of kaizen

Fly under the “fight or flight” radar

Journey

Challenge

Situation

Hybrid

Pure vs. Perceived Customization

The 4 Ways to Bucket:

Lean vs. Classic Bucketing Process

The Confirmation DDS

The “80% Rule”

Your Big Promise

Why should people answer your questions?

The Universal Pattern: No “one-size-fits-all” solution 

Branching & Skipping Logic

Multi-Question Outcome Mapping

Pixel Segmentation™

Are you building curiosity?

ASKing “good questions” to demonstrate 
your expertise

Using answers to put people into buckets

Primary vs. Secondary Segmentation

Your Lead Capture Page

Exam
ples

Desire

Advanced Segmentation: Quizzes & Assessments

MORE Advanced Segmentation Strategies
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Micro-Commitments

Everyone’s favorite 
subject: Me, Myself, 
and I

Self-Discovery

Curiosity

Note: Dozens of examples 
of successful real-life 
Segmentation Funnels, 
Welcome Pages, Lead 
Capture Pages, Outcome 
Pages, Quizzes & Assessments 
included in the ASK Method 
Masterclass “Swipe Vault”

Your Segmentation Funnel: Give People What They Want

Your Outcome Pages

Your Segmentation Funnel 
Give People What They Want

Transition from explaining results to selling your product

Diagnose and Prescribe Framework

Onramp vs. Move Forward

Compelling copy pulled from DDS

Customize offer and messaging based on answers/results

3 most important things to customize: FTB

Introducing the “Band Aid Solution”

How to use the “Domino Effect”

3 Quiz Frameworks: Score / Type / Killer

4 Big Mistakes + How to avoid them

Examples: B2C + B2B

http://www.askmethodworkshop.com
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Tra
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Scaling

   Optimization

Mindset & 
Strategy

Mindset & Strategy

Conversion benchmarks
to aim for

Prioritize what you
Optimize

Note: 10 years worth of split-test 
results are included in the ASK Method 
Masterclass, as well as specific conversion 
metrics to be aiming for at each step in 
your Segmentation Funnel

Mindset & Strategy

5 Ways to Scale

Funnel Stacking

Market Expansion

Traffic Expansion

The 3R System

Approach 
& Rollout

Sources

Traffic & Optimization: Launch, Grow, & Scale Your Business

Traffic & Optimization 
Launch, Grow, & Scale Your Business

Archery Target

ROAS %

I vs. E

Sidebar Ads

Newsfeed Ads

Facebook LiveGoogle Display

Google Search
Taboola

Outbrain

Traffic Spectrum

Optimal Rollout Plan

Hidden Traffic Traps

Compliant Conversion

Facebook

Google

Native

Email

SEO

Social

JV / Affiliate

Blog Traffic / 
Guest Posts

Split-Testing Framework

Analytics to pay attention to

CTR %

Conversion %

Optin %

Completion %

Welcome Page

Question Optimization

Lead Capture Page

Telescope

Periscope

Microscope

http://www.askmethodworkshop.com
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Sticking Points 
Concerns You Might Have

No list

It won’t work for my business

I don’t have money to drive traffic

Nobody knows who I am

This sounds like a lot of work

Tried surveys or quizzes before and it 
didn’t work

No product

I’m a newbie

It won’t work for my market

This sounds very techie

If everyone is doing this, will this
continue to work?

Sticking Points: Concerns You Might Have  (Part 1)

http://www.askmethodworkshop.com
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No list

It won’t work for my business

Nobody knows who I am

No product

It won’t work for my market

Multiple ways to partner with someone who has a list

Easiest way to launch a new product is using the “Survey and Sell ‘Em” model

Survey = Instant Credibility

Results = Instant Authority

Nobody starts with a list. I had no list when I entered the jewelry, orchid, and memory markets

That’s a great position to be in

Nobody knew who I was in each of the markets I entered

Best way to start a list is by running a Lean Deep Dive Survey

ASK Method is designed to figure out exactly what product to create, source, or sell

I’ve done this in 23 markets, students have done this in hundreds of markets - 
yet to find a market this doesn’t work in 

Business to Consumer (B2C) Markets

Low priced products

Business to Business (B2B) Markets

High priced products

“Enthusiast” Markets
“Pain” Markets

Works in...

It won’t work for my price point

It won’t work for my sales process

Works for...

Works for
selling via...

PLUS success in virtually every traffic source available

Facebook
Google Search
Google Display
Yahoo / Bing
SEO
Blog Traffic
YouTube
Banner Ads
Native Ads
Twitter
Instagram
Email
Affiliate / JV
CPV

Sticking Points: Concerns You Might Have  (Part 2)

Digital Products
Physical Products
Consulting
Services
Brick & Mortar / Offline Business
Agency / “Done for You”
Ecommerce
Software (SAAS)
Membership

Works for...

Written Sales Letters
Video Sales Letters
Live Video
Webinars / Teleseminars
Launches
Evergreen
Phone Sales
Live Events
In-Person Appointments

http://www.askmethodworkshop.com
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This sounds like a lot of work

Tried surveys or quizzes before and it didn’t work

I don’t have money to drive traffic

If everyone is doing this, will 
this continue to work?

I’m a newbie

Let your competition make that mistake

You can partner with someone who already has a list

Everything else I tried failed, and the 
ASK Method was the first
approach that worked for me

You can get paid to execute the ASK Method for 
another company and use that income as  “seed 
money” to drive traffic

It does take some work, and that’s a good thing 

Not “just” about doing a survey or quiz

The devil is in the details

The key is seeing what has and hasn’t worked 
in the past (getting access to 10 years worth of 
tests and swipes)

It’s about following a specific process

The nuances matter

And getting coaching through the process 
and your questions answered

It’s human nature to want to be understood, and to have our specific needs 
addressed (rather than being spoken to in a “one size fits all” manner)

Human nature is the same today as it was 1,000 years ago...and it will be the 
same 1,000 years from now

If you’re NOT using the Ask Method, then you’re fighting against human 
nature

The Ask Method enables you to tap into human nature in an automated, 
scalable way

This is the future of online marketing, and businesses NOT using the 
ASK Method will find it more and more challenging to compete, and will 
eventually be left behind

You want something that will deter your competition and which is 
difficult to knockoff

You can start with the people in your social media 
circles online

This sounds very techie Tools & software today make it very easy

These tools didn’t exist when I started. I’m not techie at all (ask my team) and I was still 
able to do it - and on a shoestring budget

It’s actually not  :-)

I was a complete newbie when I 
first used ASK Method

I know which parts of the process give you the biggest bang for 
your buck, and which parts are rabbit holes you want to avoid

Sticking Points: Concerns You Might Have  (Part 3)

http://www.askmethodworkshop.com
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 Your Product

           Your Starting Point

Digital Products

Physical Products

Consulting

Services

Brick & Mortar / Offline Business

Agency / “Done for You”

Ecommerce

Software (SAAS)

Membership

New Business:

Existing Business:

Marketing Consultant/ 
Agency:

Getting Started 
Your “ASK Method Roadmap”

Getting Started: Your “ASK Method Roadmap”

B2B

B2C

Just starting to sell online and don’t 
have much of an email list yet

Specifically help run marketing for 
others (or want to do this)

Already sell to a large number of 
customers and want to scale further

Work with a small number of clients in a 
deep way and want more leads

http://www.askmethodworkshop.com
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Screenflow

Camtasia

Snagit

Keynote / Powerpoint

Wistia

Vimeo

YouTubeSlack

Skype

Zoom

GoToMeeting

Trello

Teamwork

      Email Service Providers

Video Creation / Hosting

Team
 Com

m
unication

Google Docs

Craigslist

File Sharing

O
utsourcing

Fu
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  Membership / Forums Software

                   Coaching Calls

      
      

      
         Digital Courses

              Webinar Software

    
 Shopping C
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Lucid Chart

Google Docs

Teachable

LearnDash

Dropbox

Upwork

Chase Paymentech

Stripe

Aweber

GetResponse

Mailchimp

Drip

ConvertKit

GoToWebinar

Zoom

Facebook LIVE

Ever Webinar

Webinar Jam

PayPal

Bucket.io

Bucket.io

Bucket.io

Egnyte

Fiverr

EventBrite

Google Drive

Zoho

Infusionsoft

ActiveCampaign

Ontraport

Stripe

SamCart

PayKickstart

Memberium

Slack

Facebook Groups

Zoom

GoToMeeting

SkypeAnalytics, Tracking, Split Testing

CRM

Events

Google Docs

Hotjar

Google Analytics

Wicked Reports

Visual Website 
Optimizer (VWO)

Tools & Resources
Software & Tools to Use

Tools & Resources: Software & Tools to Use

http://www.askmethodworkshop.com
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Your Big Reason Why 
The Legacy Pyramid

Legacy

Entrepreneurship

Impact

Freedom

Your Big Reason Why: The Legacy Pyramid

http://www.askmethodworkshop.com
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So there you have it. The ASK Method Blueprint.

This is the exact method I’ve used to enter 23 different markets, generate over 4 million email 
subscribers, over 200,000 customers, and over $100M in sales.

And that my students have used to build 6, 7, and event 8-figure sales funnels and businesses, 
some of them starting from scratch. And you’re now seeing some of the greatest thought leaders 
in our industry using the ASK Method to put people into different buckets to better sell their 
prospects and better serve their customers.

The ASK Method has been featured in Inc. Magazine, Entrepreneur Magazine, on Television, and 
was even rated by Forbes as one of the Top 10 Business Trends of the Year.

The ASK Method represents the future of marketing. And the future is already here.

It’s my sincere wish that this Blueprint and the training videos have given you a new perspective 
on HOW to think about YOUR business.

Once you start implementing the ASK Method, you discover exactly what your customers what, 
and how to give it to them based on their specific situation.

So now that you have this information in your hands, it’s up to you to decide what to do with 
it. You’ve seen how the ASK Method can revolutionize how your approach your business and 
how you speak to your customers. You’ve seen the kind of results that come from using the 
ASK Method. And now you’ve seen the Blueprint to follow to use the ASK Method in your own 
business.

You now have everything you need to take the guesswork out of your business for good, and put 
the control back in your hands. And if you want the kind of business where you are in control, 
then your way forward is clear using the ASK Method.

Now, I know some enterprising people will take the information from the videos and the 
Blueprint and get started with their Deep Dive Survey right away -- and that’s awesome.

Other people may realize that they want to go all-in, and have the accountability, support, and 
step-by-step guidance to implement the ASK Method.

In a few days, I’ll be opening up the ASK Method Masterclass. It’ll only be open a few days, and 
then we’ll be getting started right away with implementing the ASK Method in YOUR business.

Once registration opens, you’ll need to act quickly, so watch your email over the next few days for 
all the details about how you can join us inside the ASK Method Masterclass.

In the meantime, for a limited time you can access the free training videos at                                
www.ASKMethodWorkshop.com.

http://www.askmethodworkshop.com
http://www.ASKMethodWorkshop.com

