
You’re a
#SavvyShero!

Congratulations!

Hey Shero, It’s Time to Scale & Sell…

You’re a successful and influential figure online and off.

They call you a guru, trailblazer, thought leader or simply coach. Whatever the name, 
you’re a girl on fire and at the top of your game!

At this stage of your journey you are focused on expanding your business and freeing 
yourself up to do more of the stuff you love.

Through your products and programs, you’ve built a six figure + online empire helping 
your clients live, work and be better.

You are making $100k+ either from your online business or other funding sources and 
are ready, willing and able to hire the RIGHT support to grow your business.

But, you’re still too much of a one woman show and, you’re looking to free yourself to 
take advantage of other opportunities. However, you are very particular about your 
brand and vision so you may often find it hard to let go of things you feel ONLY YOU can 
do.

But, you are ready if it means having the freedom to do more of the stuff you love.



What You May be Experiencing...
A Burning Desire to Be Free to Do More of the Things You Love… 
At this stage in your journey you have mastered how to bring in the money. But, finding 
the right talent and establishing tight systems remain a challenge. 

The good news is, you’re ready, willing and able to to invest in the right people, 
processes and tools to enjoy the freedom you long for.

The problem is…

You’re still spending too much time doing too much yourself or wasting too much 
money, paying the wrong people to do it for you. 

• You don’t have clear processes and systems in place so you pay too much money for 
the expertise on your team…

• Your team has to reinvent the wheel, makes everything longer, harder, less effective 
and more expensive…

• Over reliance on your team. If they leave your processes go with them…
• Bringing on new clients is time-consuming and lapses in email communication 

threaten your credibility and professionalism…
• You have lots of content that can be re-purposed to expand your reach, you just don’t 

know how to do it…

A clone would be nice! 

At this stage in your journey you have a proven track record of success. You KNOW what 
to do, but lack the time, skill, desire or patience to execute.

You’ve been successful and are at a point where you want systems and automation in 
place that allow you to scale your business and save time and money in the process.

What You Want Most Right Now is 
Freedom…



The goal at this stage is to position your business so you can sell it if you choose 
one day and so it can run with or without you.

To do this you need to leverage your resources.

You need the right people and systems in place so you can…
• Free yourself to do your genius work and enjoy life! Take time off and 

spend more time with family and friends without guilt…
• Have a business that runs efficiently and effectively with or without you…
• Sell your business for a nice fat profit…
• Make hiring the right team members and delegating stress free ...
• Create content that supports your signature offers and programs – You 

need a virtual clone you can trust to craft strategic & compelling content 
in your brand voice…

• Ensure your business has a solid foundation for growth and support…

In order to accomplish this you need to:
• Establish marketing/management systems and routines…
• Create content to support customers after the sale…
• Streamlining of website and web presence…
• Repurposing or positioning of existing digital products..

What You Need Most Right Now... 
Online Business Management & Content Marketing Support

Topping out your wishlist is the desire to…
• Create a rock solid and flawless back-end to support your fast ideas…
• Expand your reach and create opportunities for more income…
• Grow your already successful business by improving your systems and 

cloning yourself so you can focus on other opportunities and reach new 
audiences…

• Be FREE to speak, travel, write and still blow your clients away with an 
amazing brand experience…

• The peace of mind knowing someone is taking care of things behind the 
curtain so you can look good in front of it…



How I Help You at This Stage…

At this stage in your journey it’s all about getting free 
to do more of what you love most in your life and 
business. 

I can help you by setting up the systems (including the 
people, processes and tools) you need to expand your 
business and free yourself to pursue other passions.

The BEST place to start:
Let’s Talk!

Connect with me to discuss my signature private mentoring and 

implementation solutions to find out if they are a good fit for your brand.

Learn More @  
ContentClientsandCashFlow.com



SAVVY SHERO’S “SCALE or SELL” CHECKLIST

KenyaHalliburton.com

Use the following checklist to help you launch your business.

OPERATIONS MANAGEMENT
Business Planning & Development

I’ve designed my business around my desired lifestyle. I put my needs first and have 
established strong boundaries around my time with family, friends, customers and team 
members.

Branding

I understand what makes my company different from everyone else’s and I communicate 
that in my marketing.

I’ve established a reputation as a change agent and thought leader in my industry 
recognized and sought after by clients and colleagues.

I’ve created a proprietary system with proven ability to get my clients results they can’t 
get anywhere else. I also make my clients feel what they can’t feel elsewhere, and 
because of this, they stay with me for years at a time. 

Procedures are in place for all key functions of the business to track and measure real-
time business growth, compared to my goals. We meet weekly to review the metrics and 
course-correct if need be.

I put my needs before the needs of others and have set strong boundaries around my 
time with clients, customers and team members, as well as with family and friends. To 
protect my time, I enforce these boundaries as needed.

I’m clear on how to completely remove myself from the creation or delivery of our 
products/services within five years.

My business is set up to make money even when I’m not there. 

I’m clear on my company’s annual goals and have reverse-engineered this goal to 
include the necessary tasks to get us there including:
• Quarterly benchmarks
• Monthly targets
• Weekly tasks

I’m able to take an unplugged week of vacation without bringing my laptop, checking in 
with my team or being interrupted by clients.
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General Admin

Every process in all key functions of my business, including all the things I used to do 
intuitively, are now documented into an operations manual that includes checklists.

I have job descriptions that make hiring easier.

I‘ve hired an Online Business Manager who serves as my second in command.

Human Resources (HR)

I have released the need to do everything myself and have fully embraced my role in the 
company as a visionary and chief strategist

I have fully embraced my role as CEO and visionary of my company and am no longer 
driven by the need to be a “lone ranger” – doing everything myself.

I have hired a team of contractors and understand that they are not my employees. My 
goal is to be “their favorite client”, not their boss.

As a visionary, I have lots of ideas and enjoy starting new things. However, My second in 
command is gifted.

All team members understand that I am NOT the only one driving the revenues within 
the business. They embrace their specific role in exponentially growing the business and 
appreciate having weekly metrics t help them navigate their way.

I trust my second in command to create order out of chaos, solve conflicts and eliminate 
obstacles within our team and businesses, on my behalf. Because of my collaboration 
with this person, things now run smoothly and I am happy that everything in my 
company is handled.

ACCOUNTING + FINANCE
The business is set up to make money even if I am not there. 

I focus 80% of my time in the business on long term growth activities, rather short term 
cash injections of cash. 

I have developed a sales system and scripts that allow clients and customers to sell 
themselves into working with me without me having to be there.
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MARKETING + SALES
My marketing is 80% automated or delegated not requiring my involvement.

I’ve created a survey or assessment so that prospects can vet themselves

I have documented my hiring process

I no longer operate in “crisis mode”. We have processes and systems in place so that

I have created company-wide communication policies:

My second in command:

I have hired an Online Business Manager or VP of Operations who serves as my second in 
command. 

I’ve created an assessment that can be used to hire the right people into the right roles in 
my company.

I’ve created a proprietary system that enables me to get my clients results they can’t get 
anywhere else. 

I no longer just work one-on-one with clients. I have turned my process into signature 
products and programs that can serve many people at once.

I have created a “Mini-Me” a.k.a. “Train the Trainer” program to supplicate myself, reach 
more people and increase the flow of revenue into my business.

I’ve identified what tasks in my business I need to automate, delegate and eliminate so 
my team and I can spend 

I’m able to unplug and take a vacation without bringing my laptop, interruptions from 
clients or worrying if I will have a business when I get back.

• These policies have been shared with clients and are posted on our website so that 
clients know when it’s appropriate to reach me and when it isn’t.

• Reports to me and team members report to him/her
• Is skilled at setting priorities and deadlines for each team member to keep 

projects on task
• Creates timelines and manages projects so that we make progress on our goals

I have chosen a project management & CRM tool to manage the backend- of my 
business using:
• PODIO.com or other project management tool.
• Chrome + Google Suite

• Other_________________________
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Sales (Product +Service Development)

Relationship ( How will they become subscribers & buyers?)

I’ve identified the problem solved, the target audience, and the benefit each product 
or service provides. (I’ve added this category to my organizational system to keep the 
information in one easy to access location.)

Looking at my product/service list, I’ve identified opportunities to:

I’ve made a list of all the products and services I offer, including their price points and 
promotional price points. I’ve created a system to organize my products/services and 
relevant prices. I’ve used:

Spreadsheets

Mind map

Flowchart

Notebook

Other__________

• Up-sell – When, during your sales and marketing process can you offer the next 
higher priced product to your customer? 

• Cross sell – When, within the body of your sales funnel can you offer complimentary 
or supplementary products to your customer?

• Create special promotions – Where in your sales process and funnel can you 
introduce special promotions to your customers to help them move through your 
funnel?

I’ve created my freebie or free offer (or had it created for me) to introduce or pull people 
into the next tier of my funnel. The goal of this offer is to capture an email address.
• Newsletter
• eCourse
• Report
• eBook
• Audio
• Video
• Tutorials
• Webinars
• Other_________
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I have asked myself the following questions:

• “Will the free offer I have in mind allow me to segue naturally into my paid offer (or 
into future paid offers)?”

• “Is this the absolute best type of offer for this particular type of subscriber?  Is there 
something better?”

• “Have I paid attention to their budget?  Learning style?  Level of expertise in that 
niche?”

• “What is the Big Take-away for this group?  What will make them say “that alone was 
worth the download!”?”

• “Will it leave them hungry for the next step?  For more?”

• “Will it boost their confidence enough to make them feel ready for my next-step paid 
offer?”

• “Does it say what it has to – and no more?”

• Other _______________________________________________________

I am ready to build long term, returning customers and promote my future products or 
packages with my irresistible free offer!

Email Marketing
I’ve researched and identified the autoresponder technology that will help me create 
an effective and efficient email marketing system. For example, AWeber. I’ve created an 
account and/or set up my account with the service provider, including:
• Newsletter/email format
• Image/graphics
• Unsubscribe policy and procedure
• Subscribe policy/procedure. For example do you require a double opt-in? 
• Disclaimers/copyright statement
• Social media connections have been enabled.

I’ve identified my goal for my email marketing strategy and each message sent to 
subscribers. I’m
• Motivating affiliate sales

• Driving traffic to a sales page

• Driving traffic to my blog/website

• Selling/promoting a product

• Other:______________
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I know who my email list is targeting and I’ve implemented measures to motivate 
subscriptions. Including:
• Download
• Freebie
• Special offer/promotion
• The promise of fantastic content
• Other__________

I’ve created automated email messages that follow up with new subscribers with a thank 
you page and follow up messages to transition them to the first product in my sales 
funnel. 
• I’ve established a timeline that takes into consideration the most effective time to 

deliver each message. 
• I’ve identified the format, goal, and call to action for each message.

I’ve established a content/email schedule that consistently provides value and helps me 
reach my email marketing goals.
• This schedule is one that I can follow through on by writing the content myself and 

managing the newsletter or by hiring assistance. 
• This schedule includes the day(s) and time(s) each email message will be sent. 

My email messages have attention grabbing and effective subject lines. Each email 
message has a test subject line so I can determine what my audience best responds to.

I’ve defined my Email Marketing Message. I’ve created a list of email topics that engage 
my subscribers and provide value. I know what my audience wants to know and I’ve 
created an email content plan to achieve it.

I’ve included a call to action in each email message sent to subscribers. The call to action 
clearly tells readers what they should do next and there are compelling reasons to take 
action now.

I’ve created engaging content that supports my goals for my email marketing strategy. 
This content provides value and motivates readers to not only remain subscribers but to 
also take action.

I’ve Implemented Analytics and am using Google Analytics or my email service provider 
provides the data that I need to evaluate the success of each email I sent. A time has 
been scheduled on my weekly/monthly calendar to review the analytics and make 
necessary adjustments to my email marketing campaign and strategy.

I’ve tested each email and made sure that:

My links work

My email isn’t perceived as SPAM and placed in junk email folders

My email, whether delivered in text or html, looks good on all browsers

My from line is clear and apparent – people know who is sending them an email 
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Discovery (Traffic Strategies – How will they find you?)

I understand my website is my front end and it has to get my paying clients or customers 
“through the door”

I have revised or rewritten my web copy as needed to make sure it focuses on my ideal 
visitor

I have made sure each web page contains only the necessary information my visitor 
wants and is looking for

I have made a note of items and elements I can remove and scheduled these for 
elimination

Website

I have analyzed my site for unnecessary:

• Leaks
• Distractions
• Clutter

I have analyzed the placement of my sign up box and determined: 

• That I actually DO have a sign up box
• If there is a better position for it to occupy

My call to action provides a powerful motivator to sign up: For example… 

• A useful or appealing free gift
• A special offer
• A “big benefit”
• A Newsletter my visitor really needs
• Other _______________________________________

My sign up box stands out irresistibly (not like a sore thumb)

My sign up box does not blend into the background and is highly visible!

My sign up box asks for the minimum of information - and requires the minimum 
number of clicks

My sign up box action button does not contain the generic “Submit”: Instead, it contains 
a compelling and dynamic action word that reminds my visitor of the reason to 
subscribe

I have ensured I write a strong, specific call to action with and/or in my actual sign up 
box
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I have included a relevant graphic with my sign up box to:

• Reinforce its message
• Make any virtual offer feel real and tangible

I’ve created a schedule and content plan that is used to drive traffic and enter my 
prospects into my sales funnel. It includes:
• Social media posts
• Blog posts
• Guest blog posts
• Free reports/case studies
• Videos
• Podcasts
• Interviews
• Other______

I’ve created a goal for my Facebook page and social media marketing activities. I intend 
to use Facebook to:

My website consistently focuses on a specific, targeted visitor

I have an eye-catching, relevant headline

My entire website is cohesive and focused, reinforcing my branding and my branding 
message.

I have kept my writing real and dynamic, avoiding clichés, overused phrases and 
industry jargon

I’ve established a marketing strategy to connect with customers as they move through 
the funnel to up-sell and help them take the next step

I’ve chosen a Facebook name that is consistent with my business. Customers will be able 
to easily identify my business Facebook page and profile.

I’ve created an “About” page that embraces my company brand, voice, and 
communicates current and relevant information about my business.

I’ve created a vanity URL that I can use to promote my Facebook page. My vanity URL, 
example Facebook.com/yourbusinessname, is professional, consistent and apparent to 
my customers. (Go to Admin panel, Edit page, and update info to set your Vanity URL.

I’ve designed and branded my Facebook page with current photos, my logo and other 
images that represent my business. My cover photo and header image are professional 
and relevant to my business. My tagline is present on my Facebook page.

Facebook

Drive traffic to my site

Provide valuable content

Promote/sell products
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I’ve established a message for my Facebook page that supports my goals for Facebook 
marketing. 

I’ve Integrated Facebook with my other marketing tactics including:

I created systems to test and track my Facebook marketing results. I’m testing for:

I’ve created a content schedule that provides a steady and consistent flow of valuable 
content that supports my goals and message.

I’ve leveraged technology and automated as much of the process as possible. For 
example, my weekly email newsletter is posted on Facebook.

I’ve set aside time each day so that I can consistently connect with potential prospects 
and build my following while building my business and reaching my marketing goals. For 
example, I’ve set aside fifteen minutes two times each day to share, comment, and post. 
I’ve scheduled one post for each day of the week.

Build my opt-in list

Other__________

This message supports my brand and is authentic.

This message is engaging and provides value to my friends and followers.

My blog

Content

My website

Delivery/posting time

My email signature

Clicks

My email marketing

Subscribes

Other social media pages

And measuring my results as they relate to my specific Facebook goals. 

Other__________

I’ve created my Twitter profile. My profile includes my name, my location, and a short bio

or statement about me and my business. It also includes a link to my blog or website. 

Twitter
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I’ve customized my Twitter background with my business logo or an image that is 
relevant to my business. 

I’ve created my LinkedIn Profile page. 

It includes a lengthy summary about me and/or my business

It includes contact information. 

It includes references/recommendations/endorsements. 

It includes a recent and professional photo

I’ve created a goal for both my Twitter and LinkedIn social media marketing activities. I 
intend to use them to:

Drive traffic to my site

Provide valuable content

Build my opt-in list

Establish credibility and authority

Other__________

I’ve created a content schedule that provides a steady and consistent flow of valuable 
content that supports my goals and message. This content schedule includes searchable 
hashtags for Twitter content. For LinkedIn, consider answering questions or joining 
groups and providing content for a unique and specific audience. 

I’ve set aside time each day so that I can consistently connect with potential prospects 
and build my following while building my business and reaching my marketing goals. For 
example, I’ve set aside time during my day/week to post unique and valuable content.

I’ve leveraged technology and automated as much of the process as possible. For 
example, I’ve scheduled Twitter posts in advance using HootSuite and linked those 
tweets to my Facebook page.

I’ve established a message for my Twitter and LinkedIn activities that supports my goals 
for each site.
• This message supports my brand and is authentic. 
• This message is engaging and provides value to my friends and followers.

I’ve Integrated Twitter and LinkedIn with my other marketing tactics including:
• My blog
• My website
• My email signature
• My email marketing
• Facebook
• Other__________
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I created systems to test and track my Twitter and LinkedIn marketing results. I’m testing 
for:
• Content
• Delivery/posting time
• Clicks
• Subscribes

And measuring my results as they relate to my specific LinkedIn and Twitter goals.

Congratulations on creating a life & business you love waking up to. One that frees you to do 
more of what you love, live the life you want and make the money you deserve!


