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Origin Story 
My first desk was a door between two Bunnings saw horses. 

My first clients were acquired using $40 worth of prepaid credit. 
My first invoice was for $130. Total. 

When I tried to build my services business I listened to all the advice. 

All I ended up with was a confusing spaghetti of different types of clients and a 
laundry list of services. 

It was hard to tell where business ended and life began. 

New and Improved Situation 
Today, I live on the beach on Waiheke Island. Don’t work a full day and wake up 
every morning with a calendar full of clients keen to work with me. 
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All because my consulting business rakes in 6 figures a month without requiring 
me to work every waking hour. 

Why Are You Sharing? 
I don’t tell you this to boast.  

I want to show you there’s a better way to deploy your talents, deliver more value 
to your clients and stop trading time for money. 

How was I able to do this? 

Three Transformations 
I made three transformations: 

First, I ignored the ‘old way’ of doing things - cold calling, proposals, networking - 
and adopted the new way. A lead generation system that attracts, captures and 
qualifies leads in a predictable, scalable way. 
Most businesses depend on one strategy. Hope - hope the phone rings, hope they 
get a referral, hope the client accepts the proposal. Sometimes it works but most 
of the time they can serve many more clients and are leaving money on the 
table. 

Second, I positioned myself as an expert. People prefer to deal with experts. They 
will pay more. They will refer more.  
I built an ‘Authority Architecture’ that positions me as the default choice for people 
and businesses in my market. When someone is offered the chance to work with 
me they jump at the opportunity. 

Third, and most importantly, I productised myself and my knowledge. 
Most consultants and services businesses change their approach to every client. 
They re-invent the wheel every time they deliver and as they acquire more 
customers they grow but they just get…busier. 

Time is the only truly scarce thing in life.  

Your clients want results. 



Designing a product that leverages your knowledge and expertise while giving 
your client the result they desire removes the glass ceiling on growth. 

By productising myself I deliver the result to each of my clients without more 
of ‘me’. 

The result is happier, more confident clients and true leverage over my time. 
Do you recognise the scenarios above? 

Why This Is Important Now 
The world is changing and the old methods of doing things are going the way of 
the dinosaurs. 

A new breed of professional has emerged and is taking your clients and eating 
your lunch. 

The Consequences 
If you don't change your ways you fade into obscurity. 

And if you keep trading time for money you will burn out without truly reaching 
your potential. 

However, if you want to position yourself as the authority and default choice in 
your market I have good news. 

Call To Action 
I put together a free training that shows you the exact systems and approaches I 
used to turn around my business in just 2 short years. 

You’ll discover: 
1) How to generate qualified appointments with complete predictability 
2) How to position yourself and the authority in your market and have clients 
flocking to you 
3) How to build leverage into your skills and knowledge to charge premium prices 
This training has transformed by business and has the power to do the same for 
you. 


