MORE VISIBILITY,
MORE PROFITS

WORKBOOK




MORE VISIBILITY, MORE PROFITS

Copyright Notice
Copyright © NAMS, Inc. All rights reserved worldwide.

No part of this material may be used, reproduced, distributed or transmitted in any
form and by any means whatsoever, including without limitation photocopying,
recording or other electronic or mechanical methods or by any information storage
and retrieval system, without the prior written permission from the author, except
for brief excepts in a review.

This material is intended to provide general information only. Neither the author nor
publisher provide any legal or other professional advice. If you need professional
advice, you should seek advice from the appropriate licensed professional. This
material does not provide complete information on the subject matter covered. This
material is not intended to address specific requirements, either for an individual or
an organization.

This material is intended to be used only as a general guide, and not as a sole
source of information on the subject matter. While the author has undertaken
diligent efforts to ensure accuracy, there is no guarantee of accuracy or of no errors,
omissions or typographical errors. Any slights of people or organizations are
unintentional.

Any reference to any person or organization whether living or dead is purely
coincidental. The author and publisher shall have no liability or responsibility to any
person or entity and hereby disclaim all liability, including without limitation, liability
for consequential damages regarding any claim, loss or damage that may be
incurred, or alleged to have been incurred, directly or indirectly, arising out of the
information provided in this material.
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WHAT DO INSIDERS GET?

* u b‘ Weekly MASTERMIND Call - What's working
‘ ' 30-Day Challenges - 12 months essential topics

Insiders Facebook Group - active peer community
1 E PLR Articles - articles, report and ecourse each month
Audio & Graphics Gallery
m m Micro Workshops - nearly 2 dozen training sessions
Tutorial Library - Tech tool & process tutorials

Custom Tutorials - 18 essential tools tutorials

Custom Marketing Suite Software including site builder,
video management, tracking, quiz engine

And much more...
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Take advantage of this workbook to evaluate where your business is today.
Follow through with the recommended tasks to take and get a fresh view of
your business.

Review Your Business

Are you satisfied with the status of your business with its
mission and your clients?

Define:

] Who you help?

H How you help them?

What do you specialize in?

Fill in the blanks:

"My name is and I am a coach who helps

people who to

What/how do you want to become known for:

Review your business milestones. Are you still on track?
Fill in the blanks:

What is your Mission?
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MORE VISIBILITY, MORE PROFITS

What are your core values?

What are your business priorities?

What are your life priorities?

Review your:

o Skills:

o Challenges:

o Gifts:
Write a Title for yourself: *I am {YOURNAME}, {2 - 4-word Title}(for
example: (Sherrie Smith, the Queen of Clean)

Website Review

o Is the design outdated?
Display of your message on the Home page?
o Is it branded?
o Logo?
o Colors?
o Brand Message?
o Is there outdated information on your website?
o Is it cluttered?
o Does it have the most current, valuable information which represents
you well?
o Is there a call to action offering?

O

Study you top 5 competitors’ website.

o Analyze:(put url for each and respond to each of the questions)
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o Site #1 Review: url

o Is the site cutting-edge?

o What works on the site?

o What does not work?

o Site #2 Review: url

o Is the site cutting-edge?

o What works on the site?

o What does not work?

o Site #3 Review: url

o Is the site cutting-edge?
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o What works on the site?
o What does not work?

o Site #4 Review: url

o Is the site cutting-edge?

o What works on the site?

o What does not work?

o Site #5 Review: url

o Is the site cutting-edge?

o What works on the site?

o What does not work?

With the data you have gathered, will you or will you hire someone to
update your website?
NAMS, Inc. MyNAMS Insiders Club

Page 7


http://nams.ws/trial
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Review your Testimonials

Determine past or current clients you would love to receive a testimonial
from.

Example of how to approach them (Send an email stating “I will be adding a
Client Success section and I would like to feature them, if they want to
provide a list of 5 ways I have helped them”).

Network

Live Events

Create a list of potential events YOU can host.

Create a live event budget for the year

O O O O O O O O O

Register for one or more events featuring your niche mates or people
you would like JV with.

How will this/these event(s) benefit you? Advance your goals?

O O O 0 0O O O 0O O O O o0 O
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o Rehearse and plan ways to interact (What will you say if ‘xyz’....)
O
O
O

List new habits you can commit yourself to cultivating relationships.

Online Events

Look for opportunities to give feedback
Participate in live webinars instead of viewing replays
Pay attention in Forums and/or Groups you belong to
Find ways to help your peers/audience.

O O O O

Determine How You Will Increase Your
Online Interactions

Create Videos
Create Podcasts
Blog Consistently
Other Ideas

O O O O

O O O 0 O

Create a presentation highly relevant to your main message/mission and
your audience for use when these items below happen:
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Schedule time to write your blogs to keep it from leaving your radar.

o Blog topics should always be relevant to your target market.
o Create resources to your target market.

Be aware of your sharing: write tweets and posts that are originally yours or
from processed PLR

Fill in as an unexpected guest on webinars and live events. Have something
relevant and readily available to us in these circumstances.

Media Section

Do you have a media page/section on your website? If not, create one ©

| oShould be clear and current information

o Find ways to celebrate your client’s successes!
o Edify influencers and JV Partners (Today’s
peers are tomorrow’s JVs)

o Make it very easy for blogger, niche-mates and
affiliates to grab and go to promote you

o Facts, photos and other marketing materials
should be up to date

Only use relevant, interesting information

Include press releases you have had in the past - remember to update
If you have never sent out press releases, do so:

Create or find a template

List the best places you can submit to

Write press release creation as part of you launches and events
scheduled

O O O 0 O O

Local Networking and Speaking Opportunities

Find a Toastmasters in your local area.
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Go to Toastmasters.org Attend one that feels like the best *fit’ for you.

Create public speaking schedule.

Look for guest interview possibilities.

Volunteer to speak at local event round tables.

Create Feedback forms for you public speaking events:
Include name, email and checkbox for permission to use their
information to contact them in the future.

O O O O O

o Create handouts for your signature presentation. Keep these with you,
as well as your notes/script, to any event in case you are approached
to *fill in” for event.

Write a Book?

Have you considered writing a book?

Write positive actions you could take to overcome fears of being an author.
(example: ‘Join a Kick Butt Kindle Challenge” or “Write 500 Words a Day”)

Complete each line with your response:

I will write this book because this will:

I will not write a book because:

I will reframe my though patterns:

From:

To:
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Determine how you can/will repurpose content already created to update
and use as part of my book:

o Combine blog posts into a book or webinar script
Break a webinar script or book into blog posts
o Provide an existing, popular template or client worksheet as an

O

incentive
o Other
Action Plan

Brainstorm and finalize your book topic: (use the white space below to
write you results of brainstorming.

Decide which niche hero you will approach to write the forward in your
book.

Be Committed to Your Book, Should You Choose to Write It

Is it relevant to your main focus/mission?
Have people been asking questions about this topic?
Are people looking for more information on topic?
o Is it something you ‘own’ — know inside and out?
NAMS, Inc. MyNAMS Insiders Club
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o Write a letter or make a plan on how to approach people once you
complete your book?

o Remember to send the person writing foreword a copy of book

o Be sure when you request the foreword, contain why you would like
that particular person to write it for you.

Once you have selected the Foreword Person, keep in mind:

o Their schedule over the next 6 months so they have time to receive
and read the book.

Do they have an assistant or media handler?

What are their passions and interests?

What events are significant in his/her life?

Which projects is he/she launching in the next 6 months?

How does that tie into your book?

O O O 0 O
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FREE REPORT
MAKE BIG MONEY CREATING

SIMPLE ONLINE COURSE WITHOUT
ANY EXPERIENCE!

Download Our FREE Report
Now And Discover:

Secrets to making big money creating your
own simple online courses!

How to make killer online courses, even if
you aren't an expert in anything!

How to create video courses without a lot
of technical knowledge! +

How to choose the right topic and price
your course for the most possible profit!

And much more - all within this special
FREE report!

Download now

Get YOUR FREE Copy here:
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