
  

i

RACHAEL WATT
How to create a successful

business and live a life you love...

On your
terms

On your
terms

Advance PreviewIncluding the preface,
introduction and firsttwo chapters.



How to create a successful
business and live a life you love...

On your
terms



Copyright © 2019 by Rachael Watt 

The moral rights of the author have been asserted. 

All rights reserved. This book may not be reproduced 

in whole or in part, stored, posted on the Internet or 

transmitted in any form or by any means, whether 

electronically, mechanically or by photocopying, recording, 

sharing or any other means, without written permission 

from the author and publisher of the book. Please feel 

free to email me for permission; I’m usually obliging. All 

content found on or offline without written permission from 

the author will be breaking the copyright law and therefore 

render you liable and at risk of persecution. 

Although the author and publisher have made every effort 

to ensure that the information in this book was correct 

at press time, the author and publisher do not assume 

and hereby disclaim any liability to any party for any loss, 

damage, or disruption caused by errors or omissions, 

whether such errors or omissions result from negligence, 

accident, or any other cause. Forms and agreements are 

included for your information only. 

For information about special discounts for bulk purchases 

or author interviews, appearances, and speaking 

engagements please contact: 

Website: rachaelwatt.com 

Email: rachael@rachaelwatt.com 

Facebook: /rachaelwattofficial 

Instagram: rachaelwatt_theexpertadvisor 

LinkedIn: /in/rachaelwattofficial 

Company Number: 12094779

Images of author: Annie Noon, Fotoforce Photography 

First edition August 2019

Edited, designed and  published by Tantamount.



v

MEET YOUR AUTHOR

Rachael Watt

Rachael Watt is a champion for change; for doing things differently and 
never accepting mediocrity as an option in business or in life. Rachael 
is a real-deal award-winning marketer, author, international speaker, and 
strategic business and life advisor. 

With over 20 years in marketing and business development across 
numerous service industries, not to mention an array of academic 
qualifications in marketing, mindset mastery and business, Rachael is 
solely focused on giving knowledge experts, advisors and entrepreneurs 
the skills, confidence and roadmap to create a business and life they love 
on their own terms.
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Best known as the straight-talking strategist of the Australian business 
community, Rachael mixes her tough-love message and unfiltered advice 
with infectious passion. She’s a woman who motivates and inspires 
from the heart, yet isn’t afraid to tell it like it is, making her a force to be 
reckoned with in today’s business community.

In 2010 Rachael was awarded the People First “Marketing Team of The 
Year” Award. She was also the recipient of Sitecore’s “International 
Website of the Year” Award and went on to be Entrepreneur of The Year 
runner up at the Wealth Dynamics Entrepreneurial Business School in 
Bali. In 2011 she published her first marketing home-study program, The 
Marketing Guru’s Guide to Success, and went on to help her clients make 
over $300 million in sales.

Since then, Rachael has consulted in nine countries, shared her 
knowledge at countless conferences, and taught thousands of business 
owners from all walks of life and from around the globe how to succeed in 
business and life, no matter where they might be. 

Rachael’s results speak for themselves and she is living proof that by 
being real, linking strategy with tactics, and taking massive action, 
you can create a business and life you love on your own terms without 
confusion, compromise or regret.

For more information on Rachael visit her website:

rachaelwatt.com
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To all you daring professional experts, 

mentors and advisors 

who choose success and life 

on your terms: 

this is for you.

And to my future—my son Callum and family: 

this is for us.
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Preface
You thought you’d get it done. 

You thought that success and a lifestyle of freedom 
would be yours. Now it’s all you think about as you try 

anything and everything to crack the code.

When you really think about it, there are only two reasons any of us 
embark on this journey of self-employment and go into business for 
ourselves. The first reason is to achieve a level of lifestyle. You want to 
make a living, as you have been doing, but you want more than that: 
you want to be the commander of your own ship, to have the freedom to 
choose, to make your dreams become a reality—you want to have a life 
on your own terms.

The second reason you go into business for yourself is because you think 
you can—you think success can be yours. You have skills, knowledge 
and expertise; you know people need these and you think you’re the one 
who can help them. You jump in full of enthusiasm, drive, motivation and 
determination. You launch into the complete unknown—inexperienced, 
under-resourced, and with nothing but the hope that you can get clients 
and make sales before the cash dries up. 

But it’s not turning out like you’d hoped, and two years down the track, 
you’re jumping from tactic to guru to tactic in the hope that something will 
bring in the clients, allowing you to have that balance and freedom you’ve 
always dreamed of.
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Your mind is racing, thinking: this is hard; make it easier for yourself; 
give up; go get a job. But you remember your dreams, your lifestyle 
aspirations, and you are determined not to be a statistic. 

I get it.

Whatever has brought you to this point, I’ve been there. I have gone 
through all of this and more. Ten years ago I had a skill—I had knowledge 
and expertise and a massive dream to live life on my own terms. I was 
insane enough (because let’s face it, there has to be a level of insanity 
to break away from a pay cheque to launch into the complete unknown), 
to believe that I could be the next Marie Forleo and win at this game of 
business.

So many times in those early days I would have loved a realistic step-by-
step, action-by-action guide on how to attract continuous clients, grow 
my profits and achieve success on my own terms. I just didn’t know that 
the person to create this would be me!

So who am I? How come I cracked the code? What’s my story? How did I 
go from being a senior corporate executive to a leading business advisor 
and mentor of mentors? 

Well, let me tell you my story.

It was 2006, and I was stuck in a job that was no longer fulfilling me or 
giving me a purpose. As cliché as it sounds, I was making money for The 
Man. I was on a great six-figure income but I wasn’t fulfilled. My life was 
one weekly Groundhog Day, and I knew I had to do something.

I didn’t know how things were going to improve, but I kept asking the 
universe to show me a new path, sharing that I was ready for a change, 
that there had to be another way. At that point I wanted the freedom to 
travel, to stay in bed if I wanted, to connect with friends, to have more 
balance. I saw my life flash before me and thought there just has to be 
another way. 

The biggest step I took was saying yes to a new relationship. From that 
yes I got two valuable things: my son (I’ll share more about his influence 
on my journey later in the book); and an introduction to the world of 
entrepreneurship, personal development and wealth creation, where 
you are the driver of your own life. It was like  a door had been opened 
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into a whole new world; a world that was alien to me, but the thrill and 
excitement I felt was unparalleled. 

Up until this point, I had been educated to succeed in the corporate 
arena, to be a successful employee, and it had worked well. Now, I was 
back at the beginning, wide-eyed and full of wonder. But I knew that if 
I could break out I could have more—more freedom, more happiness, 
more purpose, more fulfilment. I saw others doing it, so thought why can’t 
I?

I also came to realise I had a skill—expertise I could share that could 
benefit so many people (way more than my corporate employer at the 
time). I knew there were people who needed to hear what I had to share, 
but that defining moment hadn’t arrived yet.

In 2007, Jason (my partner at the time) took me to a weekend seminar, 
my first personal development seminar with Roy McDonald from OneLife. 
It was like nothing I had ever experienced. There was dancing, music, 
cheering, rah-rah and all (I think I must have been like a deer in the 
headlights) but I loved it; it felt right and I learnt that I could create wealth 
from my knowledge, that I did have expertise to share and I could share it 
with others who needed it. 

It was a completely eclectic group of people at that event, all with the 
common goal of wanting change, wanting to be better, wanting to 
contribute and find their definition of success. It encapsulated all that 
I had hoped was out there and available—that defining moment had 
arrived!

That weekend I realised I could get out of my own way: I didn’t have to 
continue to walk the corporate path that I had been programmed to walk. 

This is where my new path began—my “entrepreneurial apprenticeship”, 
as I now refer to it.

Roy (the founder of OneLife; The OneLife Group) was offering a week-
long advanced course where he would teach how to master your mindset 
and create wealth from property, share trading and/or business. 

I knew I had to be at that training, but it was for graduates of Roy’s Life 
Magic program. However, I was sure this was what I’d been looking for, 
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so I talked Roy into letting me do the advanced week without having 
done the foundations. I was eight months’ pregnant at the time. 

After that week, my life was never the same—and not just because I 
became a mum shortly afterwards! 

I followed Roy’s plan. Post six-months’ maternity leave, I transitioned 
from full-time employee to consultant for a strategic marketing agency in 
Sydney. I did two, then three, days a week. I was a pure marketing and 
business growth strategist only; no client-facing work as I didn’t want the 
hours and demands that would  impose on my time having just had a new 
baby. 

I loved it. And in this step-change I doubled my income, too: I went from 
working full-time to working part-time for the same money. My lifestyle 
desires were coming to fruition.

While consulting and working, I realised there was a pattern to my 
marketing strategy and business development process. That no matter 
the client, the service industry or business type, I did the same thing, 
and it worked for them all. I immersed myself in learning about this 
new personal development and entrepreneurial path I had discovered. I 
listened to Brian Tracey, Bob Proctor, Roy McDonald, Ali Brown...  there 
were so many in the background motivating me—whether or not they 
were aware of it.

In 2010 I developed my first program, and my entrepreneurial journey 
began in earnest!

With my program, The Marketing Guru’s Guide to Success, in hand, 
I fully transitioned away from corporate work and launched my first 
company, MKI (Marketing Key International). I started working 1:1 with 
clients; I ran workshops, spoke, and shared my knowledge from various 
stages. Following my own process, I replaced my consulting (and 
corporate) income in the first six months of business and made a high 
multiple six figures in the first year. During that time, I helped over 50 
other businesses do the same and lay a solid business and marketing 
foundation that saw them break six figures in income.

Most importantly, I was free to spend time with my son. I was in control. 
For the next two to three years things went from strength to strength. 
I was speaking, running workshops, coaching and mentoring as many 
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clients as I could, showing them how to master their marketing and 
achieve success. For the first three years I stayed true to me. I was 
continuously learning and growing and investing in myself—working to 
be the best version of me I could be. I invested over $200,000 in personal 
growth and development over that time.

Then the step-change rolled around, the tides changed and the biggest 
lesson in my entrepreneurial career/business journey was upon me. You 
see, I had had continuous six-figure success and I wanted to go to the 
next level. I had only been an entrepreneur for two to three years, and 
in my eyes I was still the apprentice (despite having spent 12 years as a 
hands-on marketer)—learning, growing, and feeling that I really needed to 
take the advice of those who had walked the path before me. But I soon 
discovered it’s important to choose the right person to take advice from: 
someone with the same integrity as you.

I had success, but the ego-driven thought of more enticed me. I wanted 
to reach for the stars, to be a seven-figure business owner with the big 
house, fancy cars and all the accolades that the seven-figure earners 
around me appeared to have. Remember that I had been schooled to be 
a successful employee. All up, I had studied ten years of university and 
further educational courses to reach the top of the corporate ladder. I 
had done all the testing, made all the mistakes, learnt all the lessons and 
over my 12-year corporate career had numerous runs on the board when 
it came to getting results in that world. Despite this, I was naïve in the 
entrepreneurial world. 

While I was speaking at an international conference, I met an amazing 
entrepreneurial veteran. He had been in business pretty much the 
entirety of my whole life; he had awards and accolades, and he was the 
best speaker I had ever heard. I was in awe. After he heard me speak, 
we connected; we talked and he wanted us to work together; to create 
a company and take the US and Australian markets by storm. I was 
ecstatic, and thought this was my big break. I finished up with my existing 
MKI clients, and went all in with this new venture; a venture that I was 
certain would take me to seven-figure success, stardom and a life of 
glamour with an entrepreneur who was a legend. I was set! 

Oh, if only I knew then what I know now. But I’m keeping it real for you, 
this was where I was at! 
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Other industry advisors warned me to go with caution but I saw the good 
in people and trusted everyone, so I went all in. We had contracts, clear 
agreements, and we were set for success. The partnership worked a 
treat! Clients were coming in, I was attending red-carpet events in L.A.; 
I had formed a connection with, and saw this man and his family as my 
newfound friends and extended family. But it all came crumbling down. 

I’m not sure if it was fear, ego, greed—or a combination—that led to my 
downfall, to my business partner taking all the revenue leaving me with no 
income, no business, and a heavily bruised ego.

I sought legal action to recoup the funds (we had agreements after all) but 
because I was so focused on that, I didn’t pick my business activity back 
up. I ran up a lot of debt with legal fees, living expenses, and paying a 
team I had no work for, and the end result was that in 2015 I lost my first 
company and ended up bankrupt and beaten.

This was a huge learning curve for me. While the process was 
excruciating, I knew I had the skills to bounce back. And I did just that, 
without ego and without the greed. The following three years I went 
back to basics, I cleared my head, and came to understand what was 
important to me. 

I put everything into place that I had learned throughout my life while 
staying true to myself, staying true to my path. Every lesson I learned 
was a blessing, and that period in my life inspired me to really take stock 
of what is truly important to me—what I actually want from life, how I 
continue to grow and contribute, and have a business and life that I love 
on my terms. And that’s why I decided to write this book.

I want to give you my blueprint of how it’s all possible. The blueprint I 
developed and used to grow my own business, and the blueprint I used 
to relaunch me back to six-figure success and a life I absolutely love 
without compromise!

You see, it’s not that entrepreneurs fail because they don’t have enough 
ideas, passion, or drive. They fail because they don’t have enough clients 
bringing in enough money fast enough!

And in all honesty, no business owner ever truly fails (I’m so not a fan of 
this word—remember the saying by Robert G. Allen, “There is no failure. 
Only feedback”—I prefer that sentiment) they simply give up. They throw 
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in the towel because they either didn’t have the right information so didn’t 
get the right results or they got scared—scared of success, scared of 
failure, scared of not being good enough. After all, why are they worthy 
of success or achieving their dreams? Or they’re scared of being found 
out—this is why I didn’t immediately get back in the game once I realised 
what had happened with the partnership, and in the end it’s what led 
to me losing my first company and declaring bankruptcy. And some 
business owners are overwhelmed, uncertain of what their best next step 
should be. Any of those sound familiar to you?

Every day I talk to, hear from, and see business owners who, despite the 
perception, aren’t happy with their business success or lives.

They are on the proverbial “entrepreneurial treadmill”—doing what they 
think they should be doing, but going nowhere fast. They are not being 
true to their desires and living life as they imagined; some are even 
oblivious to this, and are running blindly on the treadmill day in and day 
out, believing this is the life they wanted, that they are doing all they can 
and that if they just keep going success will be theirs.

Somehow, somewhere along the way, they got bogged down in the 
doing, in looking busy, in jumping from one shiny object or tactic to the 
next. They tripped over obstacles, gave something a try (let’s talk about 
trying later) then pushed it to the side when they believed it didn’t work 
for them. They got busy being busy and ended up losing sight of their 
original end goal.

And of course to avoid the definition of insanity—doing the same thing 
over and over while expecting a different result—there is always a story 
behind the action or inaction, a story that usually goes along the lines of, 
“...well, when X happens, it will work out or I’ll do it.” You know the old, 
“When my divorce comes through, I’ll have the money to invest in the 
business,” or “When the kids leave home/go to school (insert any variable 
you see fit), I’ll have the headspace to really focus on my life then.” 
I’ve even run a few myself in my time: “When Jason gets his business 
working, I can work on mine.” Bum-pow—that didn’t work! None of the 
excuses ever do. But there are some great variations out there of your 
ego sabotaging your success and trying (there’s that word again) to keep 
you safe.
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Whatever the reasons, over the last eight years in particular, the stories 
I’ve heard are the same, the challenges are the same, the excuses, the 
results (or lack of results), the procrastination and the genuine blocks as 
to why people are where they are and not where they want to be… it’s 
always the same.

I get it.

I get that life happens! It certainly happened to me. One minute I’m 
flying high, riding the success highway to the top, and next I’m hitting 
rock bottom, wondering if things could get any worse—and oh yes, they 
can! I’ve felt that I couldn’t possibly get any lower, then as if to test me 
the universe opens up another hole and I find myself falling deeper and 
deeper. I’ve had those nights sitting at the dining table wondering how I’m 
going to get through; wondering how I got here; seeing $3.65 in the bank 
and wondering where the next flow of cash would come from. So I get it 
and, as you will come to realise, I get it just as much as the next woman. 
Success isn’t easy; it’s simple, but not easy. Life does happen, but the 
real difference is what you choose to do when it does. And this is my 
whole purpose and why I’m here today writing this book for you. I want to 
give you a whole blueprint so that if or when the shit hits the fan and life 
knocks you to the ground, you can pick yourself up off the floor and get 
back on top with this awesome plan that has been tried and tested. 

You see I decided it was time to get real and to share my story, my 
learnings, the strategies and some of the tools in my toolkit that have 
allowed me to achieve success, to pick myself up from adversity and 
help not only myself but countless business owners too. I want to lend a 
helping hand to those of you who are striving for business success and 
life on your terms yet struggling and actually missing out on having a 
business and living the lifestyle you have always wanted.

I’m here to share with you that there is a formula for success, a blueprint 
to more clients, more cash, and a life you love, and through this book I’m 
going to give it to you. I’m going to share how you can make a healthy 
six-figure income, or better still add an additional six-figure plus income 
to your bottom line, by getting clear, having a plan, owning your expertise, 
mastering your marketing, and, at every turn, staying true to yourself no 
matter what.
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Building your business shouldn’t feel like a roll of the dice. Once you 
master these skills, they are skills you will have for life—skills that you can 
apply to any business you start.

So, get comfortable, grab some water, a notebook and a pen, because 
your journey to six-figure success and a life you love starts here.
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INTRODUCTION

Are you ready 
to get real?

Let’s start as we mean to go on and keep it real from the outset.

The only reason you would go on to read this book is if you are a 
professional service provider, a coach, consultant or expert advisor of any 
kind and you are serious about creating a business and life you love on 
your terms; serious about rolling up your sleeves, going all in and taking 
the necessary steps to add an additional six figures plus to your bottom 
line fast. If that doesn’t describe you, put it back on the shelf or close the 
browser immediately, because this book is not for you.

You see, four years ago, when I hit rock-bottom I decided I would always 
stay true to me; I’d back myself and go all in to create a business and life 
that I loved, on my terms! 

I realised I only truly had the business and life I wanted when I got real 
with myself, cut through the clutter of other people’s expectations and 
just focused on what I’ve included in this book. You see, success in 
business, getting your message out there and consistent cash coming in, 
comes down to one thing and one thing alone: TRUST! And the only way 
to build trust in today’s saturated digital world is to give massive VALUE, 
and to keep on giving it consistently. 

Consumers want to know, like, and trust you enough to say yes to what 
you have to offer. To be brutally honest, in today’s economy, professional 
service experts and advisors live or die based on the trust they can 
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develop with prospects (potential clients) and, ultimately, with their 
clients.

So, if you are a professional service expert or advisor of any kind, and 
you:

‣ are tired of struggling in your business

‣ are working hard for mediocre results

‣ know it should be easier

‣ want to build your reputation for trust and expertise

‣ want to finally live life on your terms

‣  are ready to accelerate your business profits in the next 
90 days and ultimately add an additional six figures to 
your bottom line within 12 months

then this is the right time—and the right book—for you. 

Throughout the pages that follow, I’ll share the business model that 
actually gets results, together with the three critical marketing profit 
boosters that have made all the difference to my business and to the 
businesses of hundreds of my clients.

I’ve made the content as “consumable” as possible—concise, clear 
sections that you can pick up, digest, apply and refer back to easily. My 
goal is for this to be your business blueprint, the roadmap you refer to 
and follow to get you to where you ultimately want to go. 

This whole book is dedicated to helping you create a profitable business 
and a life you love, on your terms.

As one of my mentors, Ali Brown, once said, “The path to success is 
rarely a straight one.”
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This is so true and something that has stuck with me on my own journey. 
There will be kinks in the road and shiny objects to entice you off track. 
But as long as you know why you are in business, have a picture of your 
ultimate end goal—the vision you are looking to create—and as long as 
you arm yourself with the RIGHT information, roadmap and mindset, you 
can be set for life—and save yourself years of trouble!

Business success can be simple, but after working directly with over 
1,000 business experts and hearing from many more who want better 
results faster, I’ve come to the conclusion that far too many are making it 
harder for themselves than it needs to be.

Look, I get it. Starting, growing, and running a successful business today 
is overwhelming as there is so much information out there to choose 
from, process and digest, that you can’t even begin to make sense of it 
all. 

Social media and digital technology ensure you are bombarded 24/7 with 
choices and it can be hard to know what you should do first: should you 
be blogging, video blogging, doing Facebook ads, speaking, networking, 
going offline or online…? It’s confusing!

Plus, seeing all these “other experts” online makes it all seem so easy. It 
looks easy so you expect it to be easy. Then if it’s not happening for you, 
or you can’t find your edge, you think you’re a failure.

There is just so much information and choice, and so many shiny new 
tactics; and it’s all free and all of it’s right in front of you. So where does it 
end or where should you start?

Imagine if you could clear all of that “noise” and finally get clarity on what 
you actually need to do to have the results and the success you want. 
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How would it feel to clear away all the stuff you don’t need to do and only 
focus on the stuff you do? And how would it feel to have it all planned out 
for you?

That’s why I’m here.

To give you real, actionable, easy-to-follow strategies. Your own “YOUR 
WAY” business success blueprint based on showing you how to leverage 
your expertise, get your message out, and achieve success your way, on 
your terms, without complicated online funnels or spending thousands on 
Facebook ads if that’s not your thing.

This book has been written to provide you with five powerful pathways 
you can apply now to take the first steps towards real clarity, success, 
and an awesome business—and life—you love.

Most of our stress as business owners comes from simply not knowing 
where our next pay cheque is coming from. And that comes from not 
knowing what to do! 

I’ve already said that success in business comes down to your ability to 
build trust with your prospective clients and that the only way to build 
trust is to give VALUE. To provide more value and become a highly paid, 
highly respected, trusted advisor in your industry, you need to do five key 
things: 

‣  Know your end goal. 

‣  Develop your six-figure business model. 

‣  Become an “irresistible” expert.

‣  Master your marketing and attract continuous clients. 

‣  Stay true to you and make it happen. 

We’ll look at how to re-engineer your business to get it growing and 
profitable in a way that works for you and your lifestyle goals.

So, why would I share what I know about building a successful business? 
I share because I know all too well what it’s like to be overwhelmed, 
uncertain and unsure of what the next move should be, or worse, where 
your next pay cheque is coming from. I have been there. I have walked 
in your shoes and now I’m sharing because I have the solutions for your 
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success. I have been in marketing and business development for over 
20 years now; whether as a corporate employee, strategic consultant or 
expert advisor; I’ve done all the testing, made all the mistakes, learnt all 
the lessons, applied them myself (to three personal businesses that all 
made a six- to seven-figure income) and now I can bring you exactly what 
works. 

I want you to stop feeling overwhelmed and start taking action; to skip 
the fatal mistakes that so many business owners make and become part 
of a community of successful six-figure plus business owners—people 
just like you—who wanted to create a business and life they love on their 
terms but didn’t quite know how. 

My end goal is to reach as many people as I can with this system, this 
blueprint, so I have condensed as much of my knowledge as I can into 
this easy-to-read book that you can dip in and out of on an ongoing basis 
to help guide you as you navigate your way to success. 

Start at the beginning, read it through once, then follow the steps 
and suggestions it outlines and you, too, will be well on your way to a 
successful business and a life you love, on your terms.

So, congratulations! By buying this book, you have already taken the first 
step towards achieving six-figure success and living a life you love. And, 
by beginning to read it, you have taken the second step, so keep going 
and I’ll see you on the other side.

To your success!





19

Part I

 

Get clear



CHAPTER 1 

Know your outcome



22

Chinese proverb

A journey

begins
thousandmiles

single
step

of a

w
ith

 a



Part I | Chapter 1: Know your outcome 

23

What’s the vision for your life? What do you really want?

Before we can properly design a plan for our business, we have to design 
a plan for our life, so that’s where we are going to start.

Why do we go into business? Why do we do what we do? Why become 
professional experts and advisors driven to share our knowledge and 
expertise with the world? 

For me, I started my first company Marketing Key International (MKI) for 
two reasons. My first was a burning desire to challenge the perception 
that marketing was hard, expensive, and only successful when backed 
by a large budget. While working and consulting in the corporate world 
I’d realised that, no matter what company I was going into, my approach, 
strategies and tactics to get them the results they were looking for were 
the same. Be it more clients, increased revenue/profits or a retention 
model that would have clients returning time and again, I always started 
at the same place and had a toolbox of strategies I would pull out—which 
never failed me in 12 years! 

I became known as a direct marketing queen and profit mastermind, 
due to my sales leveraging and continuous marketing programs. One 
company tasked me with acquiring $50 million in funds in three months 
to close off the financial year. I brought in $78 million in four weeks and 
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a further $18 million in the next two, simply by knowing their customers 
and writing a letter with a compelling offer they couldn’t refuse. The 
approach I took was not expensive either; it was about getting their 
house in order so they could—and would—be a consumer’s first choice, 
then using leveraged direct response marketing (getting the consumer to 
take a direct action in response to the marketing in front of them, such 
as downloading an ebook) to drive the sales. Realising the value of the 
results, I started to document my process.

I realised I had a way of marketing and of getting businesses to where 
they ultimately needed to go. I loved it too, making that difference, seeing 
the step-change, and I wanted to help more people; to show that success 
could be achieved with the right strategy, tools and techniques.

That brings me to my second reason for starting MKI. When I was 
mapping out the company and what I would offer (just over ten years ago, 
now), I made the biggest decision of my life: I left a relationship that was 
less than happy and became a single mum. 

At that point I had lost my sense of self, and was stuck in a rut, making 
my partner’s dreams a reality rather than my own. I walked away from 
everything, taking nothing except my clothes and all that belonged to 
my two-year-old son. In exchange, I got sole parenting rights. I realised 
in that moment I was going to be solely responsible for shaping this little 
human and creating the lifestyle I wanted for Callum, for building our 
wealth and raising a happy child. I wanted to be, and always have been, a 
hands-on mum and I knew the corporate world would not allow the level 
of freedom I desired. So I put all my energy into creating and building a 
business that would allow me the flexibility, resources and freedom to be 
present for my son and provide the financial means we required to live 
a good life. And that was my motivation: a happy, comfortable life that 
would give me the flexibility and freedom to raise my son. And, funnily 
enough, this is still my motivation today. 

In the first two years, the business grew into an international organisation 
servicing clients in Australia, the US, Asia and India, to name but a few 
of the locations I dealt with, making a healthy multiple six-figure income 
year-on-year. I could have scaled higher, but I was a mum first and 
foremost.
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Plus, the best gift I could get in those two years was when my son started 
school: his teacher asked what his mum did and he said, “She does 
nothing. She plays with me and stays home, I think.” So while I worked 
extremely hard, I had found the balance   .

Let’s start with the end in mind.

The first thing I want you to get really clear is: what do you actually want? 
What do you really want for your life and your business? What’s your 
ultimate end goal(s)? 

You might want to be a sought-after international speaker, a best-selling 
author or award-winning coach. You might want to take four vacations a 
year, have financial freedom, extra income, or work just 20 hours a week. 
One of my desires when I started out was to be present for my son and 
drop him off and pick him up from school.

So ask yourself, “What do I actually want?”

This might sound like a really obvious first question, but if you can’t 
answer it with clarity and certainty the minute I ask, you’ve got some 
work to do. Most successful people know what they really want. They 
know the vision for their life, their relationships, their business, lifestyle, 
family, health etc. They know why they want it; their sense of purpose is 
clear and this clarity is what really drives them.

Secondly, when you’re clear on what you want, I want you to ask yourself, 
“Why do I want it?” Or an even better question, “Why do I want to be in 
business?”

I come across many business owners who want to be in business, 
want to scale and grow but many don’t really know why. They think 
they do, but their true purpose and clarity is simply not there. To stay 
the course and stand the test of time, you have to have a few things in 
place mentally, spiritually, physically and goal wise. Without this clear 
foundation, it’s really hard to get off the ground if you’re just starting out, 
or to scale if you’ve been in business for a while and want to grow.

Answering the questions, “What do I want?” and “Why do I want it?” is 
really about setting a clear intention and vision for your life (and, in turn, 
for your business). 
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Knowing what you want from your life and business and, ultimately, why 
you want it and why you want to be in business, will give you a level of 
clarity that will shape how you show up in every area of your life. It will 
shape how you make decisions, what you say yes to and what you move 
past, because every decision will be about taking you closer to your 
desired outcome.

For example, if you want a lifestyle that’s location independent, there’s 
no point building a business model that means you have to show up and 
work in an office every day from 9 till 5.

When you know what you want—your outcome—you can ask yourself, 
“Is this action, task, situation… taking me closer to my end goal or further 
away?” You will be able to evaluate opportunities quickly and focus your 
attention on what’s truly important to YOU! 

I want you to get selfish. You heard me: your end goals and why you want 
to be in business should be all about you and the things you want. I know 
we all ultimately want to make a difference, give back and see our clients 
have success but here it’s all about you and about what you want.

Why does it have to be centred on you? If your core reasons are about 
you, they will help you to keep going when things get tough. And believe 
me, whether you’re a five-, six-, or seven-figure business owner, you 
will face challenges, you will be presented with bumps in the road and 
at times you will be pushed to breaking point; but knowing why you are 
doing what you are doing will help you to push through in tough times. 
These core reasons will motivate you and help you stay the course, 
work the hours, take that next step, because your desired end goal and 
purpose is clear. And in the end, your success will make a difference to 
those around you, those you serve and help and inspire to find their own 
greatness. Get it?

Now it’s over to you. Take out your notepad, grab a pen and ask yourself:

‣  What do I want? 

‣  Why do I want it? 

‣  Why do I want to be in business? 
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This is our magic: why we do what we do. The passion and drive is the 
essence of who we are. It is this magic, this drive, that will propel our 
success, keep us going and ultimately draw clients to us.



CHAPTER 2
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Whatever your internal motivation for going into business is, I’d say that, 
at some level, all professional experts and advisors want to help others. 
We want to make a difference and assist those who are really motivated 
for change, motivated to find a solution to their current challenge, desire 
or frustration, and motivated to reach their aspirational end goal. The 
truth is that there are hundreds of thousands of people who are deeply 
motivated and ready for your expertise—right now. You just have to find 
them. 

So instead of trying to sell your services and solutions to just anybody, 
we want to identify and work with the people who are already looking for 
what you offer. The people who want your particular expert advice. When 
you do this the process becomes a whole lot smoother.

Always remember, people don’t actually buy your expertise because they 
want your expertise. People buy because they want results. People don’t 
pay for your time; they pay for results, for the aspirational end goal of 
what life will be like post your solution. 

In later chapters, I’m going to take you a lot deeper on how to find your 
ideal target client, but, before I do that, there are three critical factors 
you’ll need in order to have a successful, thriving, six-figure expert 
empire.
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1. You have to be able to help 
your clients get a result 
This kind of goes without saying but it’s important that whatever you 
are offering can produce a result—and, more importantly, the desired 
end result for the customer. You need to be able to do what you say 
you can do to be successful. A lot of experts, coaches and advisors 
are well meaning, and they have really great techniques, but they’re not 
necessarily tied to the result that the clients want to produce. 

I often see experts follow their processes rather than meet the needs of 
their clients and lead them to their aspirational end goal. The outcome 
is essentially what’s on the coach or advisor’s agenda, rather than on 
the client’s agenda. They’re not focused on the kind of results the client 
wants. 

So, the first critical success factor is that you’ve got to be able to help 
clients produce results. Pretty standard, right? But crucial. 

Oh, and I totally get that in many cases it’s the client’s responsibility to 
take the action that actually leads to the result. But we need to keep 
focused on the results that the client wants. 

2. You have to be able to generate leads
(i.e. find the people who want what you have to offer)

You have to be able to find and generate leads from people who are ready 
to raise their hand and say, “Yes, I want help with change.”

This is your marketing system—the clear plan you will execute to reach 
those who want what you have to offer and entice them to respond. You 
need the right system to make it work—and it’s a system I’m going to 
teach you.

3. You have to be able to convert 
those leads into clients 
You have to have a way to turn those people who want what you offer 
into people who are paying for your service. This is your sales system.
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The value that they’re going to get for changing their lives, growing their 
businesses or whatever service they are hiring you for, is much greater 
than the value of the money they’re going to pay. 

No matter what you charge, the value is greater because results are 
priceless. 

Let me put it into context for you. What is it really worth for someone who 
is unhappy with their weight to turn their lifestyle around and hit a healthy 
weight range for them? 

If you are a personal trainer or a weight-loss coach who can help them 
turn their weight and lifestyle issues around, what’s the value of that to 
them? If you can help someone develop healthy habits, lose weight and 
keep it off, what’s the value of that? As someone who, three years ago, 
found themselves 30 kilos overweight, I know the value is very high. 

We have to be able to convert leads into clients. If you can’t convert leads 
into clients, you really don’t have a business. 

No matter why you went into business, what your personal motivation 
and drivers are, to have success in business you have to have expertise 
that can help your clients get a result, you have to be able to generate 
leads, and you have to be able to convert those leads into paying clients. 
Sounds simple, right? But you’d be surprised just how many experts 
are not doing these three things consistently. If you can’t do these three 
things, it doesn’t matter how good your service is, you won’t have a 
profitable business. 

So what are the steps to attracting and converting clients to achieve a 
healthy six-figure plus income? Let’s take a look.
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To receive free business and marketing advice, hints and tips, please 
check out the Let’s Get Real with Rach blog.

rachaelwatt.com/blog/

To be notified of new posts as they are created, pop your name and 
email into the 6-Step Profit Plan opt-in and they will be emailed directly 
to you.

STAY INFORMED

You can also follow me on Facebook, LinkedIn and Instagram 

‣  facebook.com/rachaelwattofficial/

‣  linkedin.com/in/rachaelwattofficial/ 

‣  instagram.com/rachaelwatt_theexpertadvisor 

STAY CONNECTED

If you like what you’ve read so far you are 
going to love the rest of the book. Over 215 
pages of real, actionable solutions alongside 
insightful advice to help you create a 
successful business and live a life you love 
On Your Terms!

Available from Amazon and rachaelwatt.com

ORDER THE ON YOUR TERMS BOOK



How to create a successful
business and live a life you love...

Building a sustainable, highly profitable business can be complicated and all 
those so-called solutions with their hyped-up language never quite bring the 
results you hoped for. Every independent entrepreneur faces setbacks: you 
chase your dreams, you get the wind knocked out of your sails and you have 
to dig deep to get back on your feet and get back in the game.

If that sounds like you and yet you still dream of being your own boss and 
running a six-plus figure business that allows you to live the lifestyle you 
want, then this book is for you.
 
In On Your Terms, Rachael shares her personal journey to success, drawing 
on lessons learned to provide real, actionable solutions alongside insightful 
advice. Inside, you’ll discover her Your Way Business Blueprint, including:

Rachael Watt, the Business Experts’ Advisor, international speaker and 
mentor of mentors, brings together the learning and experience of over 
20 years to show you that building a successful business doesn’t have 
to mean pain and compromise or a huge financial investment. Your 
journey to success starts here…

Are you looking for a blueprint for business success? A step-by-
step plan to inspire and empower you? A roadmap to achieve the 
lifestyle you desire? In this book, Rachael Watt shares her proven 
five-step formula to create a successful business and live a life 
you love—On Your Terms!

‣ Why you need to get real

‣ Three golden rules for success

‣ How “surprise and delight” can work as a strategy

‣  Practical actions and tactics to generate leads 
and attract continuous clients…

…and how to make it happen for YOU, no matter where you might be.
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