
 
 

 
BE BOLD. PLAY BIGGER.® 

© SIMPLY ZEST LLC • ALL RIGHTS RESERVED • VANESSASHAW.COM • PAGE 1 of 18 

APRIL 2018 CONTENT CALL: 
THE APPOINTMENT GENERATOR 

Recording Transcript 

What are we going to be talking about today? A really important subject. It's all 
about getting in front of your ideal clients and generating appointments.  

I remember one of our former STELLAR and ACCELERATE members, Sarah 
Freeman: I said something to her once on a call and she said, "Wow! That has 
absolutely stuck with me forever." I shared with her that basically, “Conversations 
lead to conversions which leads to cashflow.” Conversations lead to conversions 
and conversions lead to cashflow. She would actually have those three words, 
“Conversations, conversions, cashflow,” written on a Post-It or on her iPad to 
keep it top of mind for her to remember that those had to be the high-value 
activities that she was going to be focused on in any given month.  

She took that philosophy to say, “I've always got to be generating appointments 
and finding ways to have conversations so that I'm leading that into conversions 
and converting into ideal clients for the business - which is going to put dollars in 
the bank account." She really became very proficient at that. She spent the 
beginning part of her day dedicated to those high-value activities and in a year 
was taking her business to over a million dollars in revenue. Over a million in 
sales in the space of a year.  

Some of you still know her. She's moved her business to Dallas out of Tucson. 
Part of her dream was, "I don't want to live here anymore. I want to move to 
another state. I'm not feeling good where I'm at." She's got a system now that 
she can just rinse and repeat – wherever she is. She found something that 
worked. It sounds very, very simple. Sometimes it sounds deceptively simple in 
the world of marketing yet being able to set appointments with people and getting 
in front of our ideal clients is absolutely fundamental to building a rock-solid 
foundation in business. That's what we're going to be talking about today. This is 
how I got my business off the ground multiple times – and it's still a key part of 
what we do today.  
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A background story for the training that we're going to do today: This very system 
that I'm going to share with you is what I did that time that I had my massive 
breakdown. I lost my biggest client. I lost most of my income overnight and I 
needed to find a way to replace that income. What I'm going to share with you 
today is essentially how I did it. If I remember, I unpicked the process along the 
way and I didn’t know as much as I know today. Frankly, I wasn't taught as much 
as I'm going to share with you today and it still works. You don't have to have this 
perfectly worked out. It just needs to be good enough to go and you can test it. 
Then, find out what needs to be tweaked and worked on afterwards.  

My personal story behind the Appointment Generator is when I lost that big 
contract and knew I needed to get more clients. I had started to work with a sales 
coach and realized I just wasn't having enough conversations. Nobody knew I 
existed. There was zero marketing and zero database back then. There wasn't 
some database of leads that I could send some email out to and then they would 
respond. I actually wasn't doing any marketing. My marketing was perhaps a 
handful of odd business cards on my desk somewhere. Some of you might be 
able to relate to that. My big realization was that I wasn’t having enough 
conversations. Setting appointments - what's that? Seriously, that was probably 
my approach back then. I took what I'm going to teach you today, put that into a 
very simple system and turned up at a networking event where I was able to 
make essentially what was a 5-minute pitch to talk about my business and make 
an offer. The offer I made was into a free strategy session. It wasn't called that. It 
certainly didn't have the kind of title we use today. Honestly, I can't remember 
what it was called but it was somewhere between a strategy session and the 
improved titles that we have today. It definitely wasn't polished and perfect. I was 
able to speak to probably about 7 or 8 people and generated around $18,000 in 
new business from this process. That all happened really quickly. That happened 
most definitely within a 30-day timeframe.  

Let’s talk about setting appointments and the Appointment Generator and dive 
into the content for today. There's 5 hot principles that you need to know to get 
this started. If you go back into our ACCELERARTE Membership Area, you'll see 
a previous training that's all about building your profitable pipeline. We talk about 
that in two stages. We've got the marketing side of the pipeline: how you can 
engage people with marketing, lead them through to a quick audit call with you 
and then into that longer sales conversation – and hosting events at different 
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stages of our pipeline. Look at that training because it will start to build out the 
stages and what you think is relevant for you. You've also got to be thinking 
about with that pipeline: How many people are you speaking to? How many 
people do you have on the calendar? What do you have coming up and how do 
you create that buzz to get people into that pipeline in the first place? There's lots 
of different ways to do that but today I'm going to share with you a short track 
version. This isn't, "Oh my gosh, we've got to do these eight different steps! 
We've got to go for online marketing and build fancy nurture sequences and all 
the rest of it.” This is the part where we dive into that pipeline and get people on 
your calendar. So, whilst it's part of that, we're taking a dive into how you would 
do this in a quick way to build that pipeline out.  

Of course, we want to be building this system so that you are getting in front of 
your ideal clients. The caveat to that is that this is always a work in progress. 
When you're starting out in business, often that process is about understanding 
who your ideal clients are and what their pain points are: the problems that they 
want to solve and what it is that they really want instead. We're honing that ideal 
client in the early stages of business and we get clearer and clearer on who that 
looks like. The good news is that honestly that's a process that keeps going on 
and on. We keep developing that and keep honing it as the business grows. It's 
not a one and done deal. When we're building our pipeline and we want to start 
setting those appointments to get in front of prospects, we do want to be getting 
in front of who we believe to be the most ideal clients for now in our business.  

What we're going to be doing there is making an offer once we get in front of 
those people for a session. How do we engage with them further and get into a 
longer-term conversation with them? This is about the strategy session offer. It is 
a way to create a longer consultation with your ideal clients. You're going to 
present something that's of value to them. You're going to be adding a ton of 
value and that's the reason they're going to be saying "yes" to you. This isn't 
exactly the free consultation.  

I'm going to share with you some of the mistakes people make. A lot of people 
just go to speak to anybody and they're immediately promoting a free 
consultation, a free sample, a free discovery session, a free coaching session, 
etc. A lot of what they’re doing is always giving people a sample and a taste of 
their work - which can work. Certainly, if you're Ben and Jerry’s and you've got 
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great ice cream to sell, give customers a taste of it or if you're a person in a 
gorgeous Swiss chocolate shop. I share that as an example because I just got a 
gorgeous box of Swiss chocolates this weekend. If you give people a taste of 
what you've got, they keep coming back for more. A lot of the problem with the 
free strategy offers – and where people make mistakes - is they’re doing it in a 
way that’s non-strategic. It’s just set up as free. The hope from your side is, “If 
I’ve got something of value, I demonstrate my expertise, I demonstrate what a 
good person I am and I help you in this session right now, then I’m going to hope 
and pray that you want to work with me over a longer period of time and that 
you’ll come back and want more.” Oftentimes, what happens with these free 
strategy sessions is they actually lack the longer-term strategy, right? They lack 
this idea of building out the pipeline and moving people through different stages. 
I’m going to share with you today how you can package up your strategy session 
in a way that’s going to really speak to your ideal clients and lead you into a way 
to make that offer to work with you.  

That’s what we’re talking about here. We need to be able to package that offer in 
a way that’s very appealing to your ideal clients and then look at what the ways 
are that we’re going to promote it. What are the different channels that we’re 
going to use to communicate that we’ve got this offer - something for free but 
something that’s of value - that we want to engage people with?  

Finally, one of the things that’s really been a big bane of my life: If we want to 
take this to the next level and make things easier for ourselves, we want to find a 
way to automate those appointments. I’m sure you’ve probably come across this 
challenge for yourself in business. I certainly know that we have wasted 
countless hours and lots of client opportunities when we’re trying to get people 
on the calendar. We go backwards and forwards. In the old days when we were 
doing business, I would send an email like, “I’ve got these times free.” I would 
send it out to several people to try to get them on my calendar. They’d spend too 
long to respond. In the meantime, something else would get booked in its place 
or I would be holding them open and I wasn’t able to put things in that place. 
Then those clients would get back to me and either say that they wanted one of 
the sessions that’s already been booked or get back to me and say, “None of 
those work. What have you got the next week?” It would just end up this kind of 
backwards and forwards and chasing one another and never getting them on the 
calendar. The reality and the beauty of the business world that we’re working 
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inside of today is that we’ve got a way to automate those client appointments in a 
far simpler way that means you don’t even have to pay for a virtual assistant. 
That’s what I ended up doing back then. My first hire was a virtual assistant who 
helped get them on the calendar for me and that was her main job.  

Now you can do this not completely free of charge - because there’s always 
going to be a little investment for these online systems that we need to use - but I 
can guarantee you it’s going to be considerably less expensive than if you were 
going to hire a real person to do this for you. I’m going to share with you some of 
those systems so that you can start to automate appointments and make it a lot 
easier for yourself.  

As we take a pause before we dive in, what do you think is going to be most 
valuable for you today around this session about getting appointments generated 
on your calendar? Share with me a couple of insights: What do you think is going 
to be most valuable? I’m doing this slice here in the middle of the pipeline. Let’s 
make sure that any of the questions you have about how this links to other things 
or the next stage, you’re asking them at the end if I don’t answer those fully. That 
way we can make sure everything is neatly dealt with.  

I’m going to give you the five steps here and we’re going to pull all of these out - 
so you really want to be taking some notes. I want to do this actively today as a 
working session so that you’re not just going to go off and say, “Yeah, in two 
weeks’ time, I’m going to get around to this. I remember this. I’ll come back to it.” 
Let’s start to do the work and have this more as a workshop format so that I can 
answer some questions and you can start to move it along.  

The very first thing is about building a plan. This isn’t some crazy, massive plan 
for the next year or so for your business. This is just about what the plan is for 
filling your calendar. Honestly, the way I approach that is simply by asking 
myself: How many appointments do I want on my calendar for the next 30 days? 
Let me give you a couple of answers for that depending on where you are in 
business. If you’re in the early days of business and you feel like you’re in that 
start-up mode and figuring a lot of stuff out - which is often how that feels – what 
are your offers? Who are your ideal clients? Where are they? To have those 
conversations and lead them through that process, you’re going to need to have 
a lot of appointments on your calendar. You’re going to need to have more 
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appointments than most at that point. It’s by having those conversations as 
appointments, talking to real people - not just having the conversation in your 
head - that’s going to educate you. You’re going to start to learn about their 
language. Are they really your ideal clients? Do you really understand what their 
problems are? Can you understand the solutions that they’re looking for? In a 
way, those appointments in the early days are educational for you and there is 
nothing wrong with that. Some of these things are quite difficult to fast track. 
Without the experience, it’s difficult to fast track that if we haven’t even had the 
experience of what it’s like to work through the foundation.  

I still believe in accelerating your growth and I’m not saying you have to stay 
there forever but be prepared in those early stages that you will typically be 
having a lot more appointments. Your goal will be for a lot more appointments so 
that you’re figuring things out. The more appointments you have in a condensed 
phase, the quicker you’re going to accelerate your progress. My business in 
those early days when we were booking appointments – I’m going to say this 
transparently – I was kissing a lot of frogs. This very same system that I’m 
sharing with you today is exactly how I got my business off the ground in Phoenix 
when I arrived here five and a half years ago knowing nobody. I couldn’t rely on 
contacts that I had or a network that I had. I had so little to rely on. I had to go out 
and create it myself. I was spending most of my days in back to back 
appointments, meeting people, just figuring it out. I was having to figure out just 
even how this city works. Where are the places to meet people? What is the 
language Americans use compared to Europeans? It’s a very different style or 
marketing and meeting and engaging people. If you looked at my calendar back 
then, it was chock-a-block full of appointments because I was about getting 
clients and getting in front of people. That was my goal, so it was lots and lots of 
appointments.  

That’s when you’re starting out. If you are more advanced in business, you would 
start to know something at that point which is basically - what’s your conversion 
rate? A lot of you, I know you’re really great at what you do. You’re very confident 
in what you do. You’ve been in business for longer and you know that if you get 
in front of the right people – getting in front of people is the challenge and having 
those conversations – but you know full well that if you can just have those 
conversations, you’re likely to sign up clients. You know what your conversion 
rate is. When we talk about conversion rate, we’re talking about how many 
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conversations you need to have to get those clients – the conversions – that lead 
into cashflow.  Remember, I started that at the beginning with the story about 
Sarah. Conversations. Conversions that lead to cash.  

For example, you might be confident that you have a 50% conversion rate. 
Therefore, if you speak to four people you’re likely to get two new clients. 
Otherwise, you might say 20 at this point in time. If I speak to 10 people, I’m 
likely to get two new clients. That’s how you start to look at how you build your 
plan: by reverse engineering those numbers. Ultimately, you’re saying, “How 
many clients is it that I’m really looking to sign up right now?” That means if I 
want five new clients and I know my conversion rate is about 25% right now, I 
need to have 20 appointments. I’m doing the math here on the fly and teaching 
here at the same time so I’m using simple numbers to help me. So, 20 
conversations and appointments are going to get me those 5 clients. Now that 
you have the appointments on the calendar, you’ve got to have 20.  They don’t 
have to all be in the same week, but now we know what the number is.  

I want you to think about this at three levels. The next part of that plan is - who do 
you want to connect with? Who is it that you want to connect with? Too often we 
try to connect with direct prospects. We’re always looking for the clients and 
trying to go straight to the source of where the clients are and that’s the only 
place to get clients. Before we sign them up, we call people “prospects” giving 
you the three P’s here. We’re trying to get in front of the direct potential clients – 
that’s a prospect. There’s other ways that we can get access to prospects. I want 
you to think about - who could be partners? The way to think about partners are 
people that serve a similar target audience to you. For example, I had a couple of 
potential partners this week. They reached out to me on email. These are people 
that do web design for small business. They said, “Hey, we see what you’re up 
to. We know about you. We’ve seen you in different networks and we know that 
we’re serving a similar audience. We’d love to get on a phone and chat about 
how we might be able to create opportunities for one another.” That’s a really 
simple way. I don’t compete in any way with what they’re doing. They don’t 
compete with what we’re doing. We serve a similar audience. Obviously, that’s 
yet to be defined because we’ve just reached out so we’re getting those calls on 
the calendar. That’s a way that when we’re building a plan, we might be meeting 
with potential partners that are going to partner with us to get us in front of those 
ideal clients.  
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Great example: Brooke, who started off in ACCELERATE and is now in our 
STELLAR program, had a fabulous example of this happening this week. She 
hosted a webinar which was all about some of the new tax challenges and 
breaks. Brooke, it’s your language and you’d be able to describe this a lot better 
than I can. For her target audience which is attorneys that are in practice for 
themselves, she was able to partner with other people that serve that audience. 
There were some bar associations. There may be some CPAs and marketing 
firms that serve that audience. They were able to help promote the webinar that 
she was hosting. It was her first time ever promoting a webinar straight out of the 
gate. Obviously, she did all of her emails to get people to the webinar but the 
long and short of it is while she actually ended up with somewhere in the ballpark 
of eight or nine new clients from that webinar, she’s also ended up with a 10% 
increase in her prospects because those other people promoted it.  People 
signed up, prospects signed up to her database and signed up to her mailing list 
to be on the webinar, so she’s got the people that have signed up for the 
program - and now she’s got a whole other call of prospects brought to her 
through partners. She didn’t have to go out and get them herself.  

The other good news on that partnering model is if you’ve got people that are 
willing to do something like that with you, they were free prospects. There was no 
massive marketing budget that went into this and no need to do massive 
advertising or Facebook ads of anything that’s complicated. It was just people 
that said, “Let’s add value to the same audience and work together here.” That’s 
what partners might be. That’s the example of a webinar.  

Your partners – you want to think about who they are. Who is it that you could 
partner with and that you could be establishing meetings with? Amber – we’ve 
got you on the call today and your business is going top of mind for me right now 
– you’ve got to think about - who are great partners for people who want to 
create phenomenal spaces in their homes and their home offices? It could even 
be a business coach that’s working with home-based businesses - especially if 
it’s about organizing and streamlining a home office and everything that goes 
around that. Also, it could be realtors. When we’re looking at people that are 
selling their homes and ready to sell, that would be a great place to streamline a 
home. People that are removal companies or relocation companies helping 
people establish themselves in the region. This is just a couple of things that 
come off the top of my head. You’re obviously going to think of other people for 
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yourself for your business but those are partners and you should be setting up 
appointments with those.  

The third category here is promoters. These are people that are similar to 
partners. There’s an overlap, but these can also be people that know, like and 
trust you – know and love, I’d even say –and they’re willing to promote you. 
They’re willing to make introductions for you. One of my very first steps – I 
promised you I was going to kind of unpick my own process here landing in 
Phoenix – is I had to think about - I don’t have any prospects, right? I had to go 
and find them myself. I didn’t have any real partners either. Here I was coming to 
Phoenix and there was nobody that I’d been establishing relationships with for 
building a business once I got into Phoenix. I had somebody – and this came 
down to one person. Who is that can help me get some appointments to help me 
get started in Phoenix? This person became a promoter for me. What did they 
do? They weren’t promoting my business. They were promoting me. I don’t mean 
me, “Vanessa, Business Coach. She helps people do x, y and z.” I mean like, 
“Vanessa. She’s new in town. She’s looking to build her network. I’m reaching 
out to see who I can connect her with.” That’s really what they did for me. This 
one person happened to be on an interview series that I had hosted when I was 
back in Genève with financial advisors. I just remembered him. He was a really 
nice guy. I remember having a super connection with him. I also remember in the 
interview with him what we were talking about: the importance of networks, 
adding value to people and having lots of connections. He stood out in my mind 
that perhaps he was somebody that I could reach out to. I also remember that he 
had mentioned Phoenix. He had held it in a couple of different locations. I think 
he lived in Phoenix and moved out to Wyoming or vice versa. He had a 
residence in both places and I reached out to him and said, “Hey can you help 
me? I’m brand new here in the States. I’m looking to get established and build 
my network within the business community here. Who do you know that you 
could introduce me to?” So, he was the promoter for me and he actually made 
ten introductions. It wasn’t immediate, but he made an introduction to somebody 
and that person said, “Absolutely! Let’s get together. Let’s chat. I’m hosting this 
event. Come along there. You might meet some cool people that are in the target 
audience that you want to meet.” He got me into a room. I happened to sit next to 
somebody that I started to talk about what it is that I was doing and that I was 
new in town. They were intrigued by that story. I basically offered them a free 
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strategy session and they turned into my very first VIP Day client when I was 
brand new here in Phoenix.  

I just want you to think about for now. Let’s break that down. First and foremost, 
are there any questions around who are prospects, who are partners and who 
are promoters? I really want to make sure that’s clear.  

Now let’s write down the number. How many appointments do you want on the 
calendar within the next 30 days? Write that number down for yourselves. If 
you’ve printed this out, write it down on here. If not, just grab a piece of paper. I 
want you to write down in the chat box: How many appointments do you want on 
the calendar within the next 30 days? 

The next thing that we need to get really clear on step-by-step here is we must 
be able to describe the ideal prospects that we're wanting to meet. Either we're 
going for them directly and we need to know who they are and how to engage 
with them or alternatively we are reaching out to other people. Introductions. 
Connections. Saying, “Where can I find them?” or “Who do you know that you 
could connect me with?” If you can't speak to that clearly, then it's going to be 
really difficult for other people to know who they are. The way I think about this 
for myself from a mindset perspective is I'm getting in front of a promotion partner 
or a referral partner and they could say, “I'm going to make ten introductions for 
you, but you’ve got to describe in great detail exactly who they are so that I can 
go through the rolodex in my head and go, “Okay. I know exactly who to 
introduce you to here.”  

Sometimes we just get too hokey with this. If you work with businesses, we can't 
just be talking about, “I want to speak with businesses that do this” because 
businesses don't have conversations. People within businesses have 
conversations. We’re talking about those appointments. Even if you do business 
with another business, who is it inside of the business? What department do they 
work in? What is their title? How would they recognize themselves? We want to 
be able to talk about who they are. People say to me, “Vanessa, who are those 
people that you're looking to work with?” Nowadays - it's changed since I moved 
here 5 years ago - these are women that are really smart at what they do. They 
have a service-based business. They're super busy. They know they want to 
make a bigger impact. They're looking for more clients and honestly, they're 
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looking to have a bit more fun in their lives as well. They might be super busy but 
they’re starting to feel the stress of running their business and they're trying to 
grow. Who do you know that would fit that profile? It's very conversational the 
way that we say it.  

When we build that plan and we start to look at who we can reach out to, when 
people ask us that question, “Who are you looking to connect with?” and we get 
into that, it's going to help us hone that conversation. If people are starting to say, 
“Wow! I know exactly the type of woman that you're looking to meet with. She 
does this this and this.” She might be a lawyer. She might be a doctor. She might 
run a branding company. “I know full well she's wanting to grow.” All of the 
sudden, they've got the mental picture in their mind of exactly who they can 
introduce you to - but you also need to know what that person looks like in your 
own mind. Who are they in a very clear way? Check your language. Use 
language that a 10-year-old could understand. What are they typically struggling 
with? We also know that people are going to move and be interested to say yes 
to something when they've got some pain points. What is it that they want 
instead? I just want you to write down a couple of ideas right now. Go into the 
chat box. Also, get them on a piece of paper. How would you describe an ideal 
client in a few key words? What are some of the things that they’re struggling 
with? What do they want instead?  

Do you see how different everybody's is? You can just see that. Very very clear 
and distinct. That’s what you want, right? Your service isn't for everybody. You 
have your ideal clients. Once you've got that, obviously you're having this 
conversation with prospects, partners and promoters right now. These are the 
type of people you're looking to connect with and set appointments with.  

The next stage from there is if we want to make an offer to have a conversation, 
how do we do that? Honestly, in full transparency, we have many different ways 
now of generating those conversations. It's not just one way. I want to give you 
the system we know has worked time and time again to get our business to the 
next level. It's also a system that we use from time to time when we're wanting to 
fill our pipeline. You're going to see us do it whenever we're looking to build that 
pipeline, get in front of new people and have some of those new conversations. 
We can pull this back out again.  
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The next stage is to make this attractive to those potential clients. We've got to 
go back to - where are they coming from? We get inside their heads and their 
emotions. Depending on who your clients are, one of their great fears is that 
you're going to waste their time and not add something of value. That was 
certainly my big fear in the early years. People are going to waste my time. I'll 
spend time with them and then all they were going to try and do then was sell me 
on things. Then I was going to be in this awkward situation of saying no to things 
I didn't even want in the first place. A lot of prospects still come from that place. 
They're worried about being sold to and they’re worried about giving up their 
time. In order to make this strategy session free offer work, we've got to make it 
valuable for our prospects. It's not about us, it's about them. There's three things 
you're going to have to think about in order to do this.  

The first thing is what I call the sexy title. What is the title of that session? It 
doesn't matter if previously it's been a free consultation or a free coaching 
session. Think about your title. Is it in your area of expertise? I've put that in 
there, but I think it's very obvious. It's just a good reminder. Their problem or the 
result that they want. That's the sexy title for that session. 

The title gives them something that they can put their arms around. We're here 
marketing something that's very intangible and invisible. We've got to make it 
something where people go, “Okay, that sounds appealing. That sounds like 
something I would want to say yes to.” So, if we're talking about a coaching 
session or a free consultation, the big risk with that is that people actually don’t 
know what they're saying yes to. That's why people don't say yes. They're afraid 
that they're going to be sold to. When they've got their lens of, “What's in this for 
me?” they can see something that’s going to be valuable because it's either 
going to help them get closer to something they want or start to solve a problem 
they've got. They're different sides of the same coin. It peaks their curiosity. This 
by the way is exactly one of the reasons I signed up with my sales coach way 
back when. That’s what he did. He offered to have a conversation with me about 
how you get in front of your ideal clients and speak the language that's going to 
get them leaning in or saying yes to you. We've done that quite a few years now. 
Think about what your sexy title could be.  

What are the benefits they're going to get from spending time with you? I've got 
an example later on so that you can see this for yourself in action. Then the third 
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thing that we've got to think about when we make this type of offer is we have to 
create a sense of urgency. People will not move forwards if they think they've got 
the next six months to do it. If the offer is open-ended, they can take it any time. 
It's available to anybody and there's not a clear call to action. You will lose 
people.  

How do we create things like urgency and scarcity? There’s two ways to do it. It's 
either time limited or it is number limited. It could be, “I've got this amount of 
appointments in the next seven days.” That would be a way to create scarcity 
and urgency. You’re going to give a number - seven - and you're going to create 
urgency - it's happening in the next seven days. I've got some time on my 
calendar. The call to action has to be very clear on how they take you up on that 
offer. Typically, they take you up on that offer by getting on the calendar. That's 
the simplest way that we're going to do this - not have them jump through too 
many hoops and too many important things at this stage.  

Let’s go to an example of how that could look. Here we have a 30-Minute Bold 
Business Strategy Session. That's what we do. We help people grow their 
business. Obviously, “bold.” We've got a lot of that now going on in the branding 
so we're going to put it in there: Bold Business Growth. That's what this is about. 
We'll try out different things. We could have also had things like Get More Clients 
Now Strategy Session, Get More Income Now Strategy Session -  but Bold 
Business Growth Strategy Session. That's the title of it. Then, we've got the five 
bullet points. This is what’s in it for them when they say yes to this. First and 
foremost, most times people are looking for some kind of clarity on things. One of 
the reasons people don't move forward is because they're not clear. We’re going 
to talk about, “Let's get crystal clear on what’s possible for your business and the 
level of income, impact and freedom you really want to have.” Of course, we 
know those are three things that we're helping people with. They want to get 
more income through their clients. Impact is also about serving more people and 
freedom. For a lot of people, it is about wanting to free up more time on the 
calendar because they're taking their business to the next level or creating that 
lifestyle component. We're making promises here on the things that we know that 
we do. We're going to give them something. There's something a little bit 
intriguing there: “Find the 9 profit activators for growing a business fast.” Our 
program is called ACCELERATE. We want things to move as quickly as 
possible. We've got something there that's a hope and an intrigue. Most people 
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are not going to know what that is, but the fact that we've got “profit activators” in 
there is going to sound sexy and intriguing. Hopefully - that's the plan - people 
are going to want that and they're going to go.  

We’ve got to look at roadblocks. Everybody always has a roadblock that's in the 
way, stopping them or slowing them down. We’re going to list it there. We’ve got 
a couple of obstacles that we uncover. Mindset is often a big one. Clients aren't 
seeing the value and the goldmine that they actually have as opportunities in 
front of them. The third thing that's often a big obstacle is no plan - that winging it 
type. We are likely to come across those obstacles. We also know our people are 
going to want to get into action and they're going to want to do something. 
“Identify the most powerful actions that are going to move you to the monthly 
income you want.” The promise or the takeaway: “Leave the session confident 
and excited about knowing exactly what to do to create the business that you 
want.” 
 
We've put a photo of me on there. It looks more personal. A real person. Now 
we’ve put some packaging around a free offer. Can you see how that's different 
from just offering a free consultation, a free discovery session or a free strategy 
session? Just by looking at that and looking at packaging that strategy session, 
what do you see that's most valuable for you right now? What can you take 
away? What are some insights that you can apply to your own business? What 
would be the sexy title of your strategy session? Keep this simple. Obviously, it's 
in your area of expertise. It's the core problem that your clients are trying to get 
away from or it's the main goal they want to achieve.  
 
Remember when you're starting out it's really important to speak with as many 
people as possible. It will really help you get clear on language, who you want to 
work with, what the problems are and your positioning. As you advance in 
business, the truth is you don't want to be speaking to everybody. Remember 
that. The caveat to this is you don’t have to speak with everybody if you're 
worried that you're speaking to some really unqualified prospects.  
 
Stage 2 of this: When they book sessions, you can reach out to them and ask 
them some follow-up screening questions. It looks like, “I see you’ve got a 
session on my calendar. I want to make our session as effective as possible. Can 
you please answer the following questions and send them back to me within the 
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next 24 hours? Tell me more about your business. When it comes to your 
business, what’s your biggest challenge right now? On a scale of 1-10 how 
important is it to you to get this solved and why?” We want to speak with people 
that are serious about growing their business. If they’re not and they’re kind of 
toying with the idea, then they're not clients for us. That's not the people that we 
work with. “Where would you like your business to be six months from now?” 
That's going to give us some screening information. It is going to help me be a lot 
more impactful in that session. I've got some background information now and 
then we can decide if we’re going to honor that strategy session or not. It's totally 
ok to reach out to someone and say, “I've seen your answers to these questions 
and honestly, we are not the best fit for you right now. We've got these sessions 
open for the clients that we really can help.” Send them on their way. Give them 
a resource. Refer them to somebody else or give them another step that they can 
take.  That’s totally ok. You don't have to have your calendar full of them.  
 
We’ve created what that looks like. We've packaged our strategy session and 
made it look more client attractive. Now, the next thing we have to do is choose 
how we're going to promote it. We can do all this work, but how are we going to 
get in front of people? These are just some initial ideas of how you would go 
about this. When I talk about Step 4: Choose Your Promotion Channel, the way 
that I did this when I was first turning around my business back in Switzerland 
was through speaking for free and one-to-one networking. It was a combination 
of both. It was attending a networking event where I had an opportunity to speak 
for five minutes for free because I was a new member. I could pitch in front of the 
room and there were five other people. That's what I did. Then, the offer was into 
that strategy session. I can't remember what it was back then. It was something 
to do with performance because that was the world that I was in back then. It was 
about peak performance and those were the people that leaned into that and 
saying that they wanted it. We got them on the calendar and then made an offer 
into their next steps into a program when I knew that I really could help them. 
 
Your low hanging fruit can be people that you've already got connections with: 
people that are in a close network or people that have expressed an interest 
previously and perhaps they've kind of gone cold. Friends and family: I'm putting 
them there because for some of you, this is a network to reach out to in the early 
stages. Who are your friends that would help you and make some introductions 
for you? Family members that have different networks that would make some 
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introductions for you? Previous networks. For a lot of you, I know your previous 
networks: Corporate. You have a lot of connections there. Sometimes we forget 
about all of those connections that we had preciously as we start to ramp up this 
new phase of our business, but those previous networks can still be great 
connectors for you. They’ve got their own networks. They may even want your 
services. A lot of the time when people are getting out of corporate and they're 
going into a new business model, their previous networks back in corporate 
might become almost their target market or certainly a pool that you could be 
fishing in. Who do we even know previously?  
 
Your own email lists. If you've got your own database, this is something that you 
can send out to your own email list. It's going to require some copy before the 
target session as if you were having a conversation. You would send this out to 
your list of contacts basically telling a story as to why you’re promoting this 
opportunity. Connect it with people’s pain points. Connect with what it is that they 
want instead. Your reason for doing this. It could be that you’re just really 
passionate about helping women step up in business. That's a lot of our reason 
right now. That's what we're passionate about. That's the mission we’re on. 
Yours might be that you’re really passionate about transforming the way divorce 
is happening. Regrettably, it's a reality - but your passion doesn't have to be 
destructive so that can be the reason.  
 
Send out to your email list with, “This is what this looks like,” your title, those 
bullet points and your call to action which is going to be how they get on the 
calendar. Let me give you a quick few tips there. The call to action depending on 
the size of your email list could be as simple as just respond to this email with the 
words “(Your name) and strategy session. That could be it -  a quick reply and 
then we'll reach out to you. We've done that a lot. The call to action could be 
going straight to the automated calendar so that they get directly on your 
calendar. I've given you a few examples of those in Step 5. It could be a calendar 
link. It could be a reply directly to this email with the words "Strategy Session." 
Whatever we do, we have to have a clear call to action how they get that 
session.  
 
Attending live events where people in your target audience are looking for the 
information and what you can help them with. Speaking for free. You could be 
speaking from the stage. Speaking from the front of the networking event, 
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Chamber of Commerce, whatever other type of live event is going to be relevant 
for your industry and association. Making an offer for the strategy session from 
the front of the room. We’ve often done that incredibly successfully and signed 
up 25 people right there on the spot. The, we've done some screening. There's 
always some people who fall off because it’s a live event and they get over 
enthusiastic of what they say yes to. We'll end up with perhaps 15 people still on 
the calendar just from one 30 or 45-minute session.  
 
Social media - promote it on social media or one-to-one networking. Every time 
you're out and about meeting people and you start to think that they're an ideal 
prospect for you, get them on that calendar. Lots of different ways there - and by 
the way that's just a few examples of how to promote this.  
 
Let me quickly move on to Automate Your Calendar. We spent so much time 
trying to get people on the calendar in the early days we then went over to an 
automated system. That's what we've been using now and for many years in the 
business. Maybe you are worried: “The automation just feels too complicated and 
that’s the reason I’m not going to do this!” In the early days, if I was live face-to-
face at some networking event or meeting, it was immediately pulling out the 
calendar (in the early days, it was a paper calendar but nowadays it's on our 
phone; most of us have our calendars on phones) and saying, “Let’s get it 
scheduled right now.” We’d do it face-to-face. If you're doing this through email 
marketing and you don’t want to have an automated calendar, then you can use 
the reply. Hit ‘reply’ and say this and we'll get you on the calendar. If you want to 
go to the next level and give people a link to get on the calendar, these are five 
different systems. Most people are using one of these nowadays. I reached out 
into my own network to find out which one’s people are using that they find really 
simple so that you can do the research and find out which one works for you. The 
reason we put Appointment Core last is in full transparency it is not the simplest 
system to use. We had to use it because of something around an integration with 
Infusionsoft and sending out reminders which was important for our business. 
That's the reason we use that. It’s probably too much for what many of you need 
right now. Things like Calendly. Time Trade - those are still really popular. If you 
have one that works really well for you, please share it in in the Facebook group.  
 
What do you think will be your main promotion channel for your strategy session 
offer? You don't have to do all of them. What I want you to think about is - Have 
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you got enough of them that you’re reaching out to that is going to fill those 
appointments? You're backtracking into filling those appointments on your 
calendar.  
 
Share with me what’s been the most valuable from this call today and what you 
are personally committing to doing: one thing that's been the most valuable and 
one action step that's going to get you moving rapidly.  
 

 

 

 


