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¶ Keep Working 

¶ Work in Progress 

¶ Innovation 
o Acknowledging yourself 
o Studying and understanding 
o Finding the solution 

 

 

¶ Ls 1 ς Product Development Process 

¶ Ls 2 ς Why Create a Product? 

¶ Ls 3 ς Know Your Niche 

¶ Ls 4 ς Pricing and Tools 

¶ Ls 5 ς Content Outline: Book, Webinar and Videoinar 

¶ Ls 6 ς Content Outline: Live Trainings 
 
___________________________________________________________________

___________________________________________________________________

___________________________________________________________________ 

 

ï
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___________________________________________________________________

___________________________________________________________________

___________________________________________________________________ 

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________ 

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________ 

¶ Review the process.  What areas can you incorporate into your plan? 

¶ What product do you want to launch and start? 

¶ Put a soft budget together for the product.  
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¶ Revenue Stream 

¶ Credibility 

¶ Stay Relevant 

¶ Standard Operating Procedures 

¶ Training Tools 
 
___________________________________________________________________

___________________________________________________________________

___________________________________________________________________ 

 

 
What problem does it solve? 
________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________ 

  
What is the customers pain point? 
________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________ 
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What does the customer say they need? 
________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________ 

 

How will you fill their need?  
________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________ 

 

What is your bold promise? 
________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________ 

How will you fulfill the product? 
________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________ 
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What is the name of the product? 
________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________ 

As a result of the content what will people experience? 
 

1. ___________________________________________________________

___________________________________________________________ 

2. ___________________________________________________________

___________________________________________________________ 

3. ___________________________________________________________

___________________________________________________________ 

4. ___________________________________________________________

___________________________________________________________ 

5. ___________________________________________________________

___________________________________________________________ 

Iƻǿ ǿƛƭƭ ǘƘƛǎ ŎƻƴǘŜƴǘ ŎƘŀƴƎŜ ǎƻƳŜƻƴŜΩǎ ƭƛŦŜΚ 
________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________ 
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What is the lesson length? 
________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________ 

 
Who would buy the program? 
________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________ 

 
What would they be willing to pay? 
________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________ 

 
 

 

¶ Webinar ς Automated 

¶ Webinar ς Live 

¶ Videoinars 

¶ Group Coaching 

¶ One-on-One Coaching 

¶ Training 

¶ Books 

¶ Mastermind 
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¶ Book 

¶ Webinar 

¶ Videoinar 

¶ Training 

¶ Group Coaching 

¶ One-on-One Coaching 

¶ Blogs / Social Media 

¶ Podcasts 

 
 

________________________________________________________________

________________________________________________________________

________________________________________________________________

________________________________________________________________ 

 
 

¶ Fill out Content Creation and Product Development Questionnaire  
(the questions listed above in this lesson).  
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¶ Know your niche 

¶ Ideal client 

¶ Client profile 
 

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________ 

¶ Advertising strategy 

¶ Focuses on a unique target market 

¶ Focuses exclusive on one group 

¶ Potential customers who would benefit from offerings 
 

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________ 

 

¶ Geographic area 

¶ Lifestyle 

¶ Demographics 

¶ Profession 

¶ Behavior 

¶ Culture 

¶ Style 
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¶ Activities or habits 

¶ Needs 
 
___________________________________________________________________

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________ 

¶ Want and need 

¶ Know your customer 

¶ Stay in your lane 

¶ Focus 
 
___________________________________________________________________

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________ 

 

¶ Client profile 
___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________ 

 

¶ Identify Ideal Client 

o Marketing materials 

o Seek these customers 

o Seek brands aligned with these customers 
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¶ Benefits of Knowing 

o Personalization 

o Content creation and mapping 

o Segmentation 

o Keyword research 

o Sales process 

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________ 

 

1. _________________________________________ 
2. _________________________________________ 
3. _________________________________________ 
4. _________________________________________ 
5. _________________________________________  

 

¶ Conduct Interviews 

o Qualitative and quantitative information 

o In-person (Zoom) 

o Survey 

¶ Goals and Challenges 

¶ What are the objections clients would have? 

¶ What influences their purchasing decision?  

¶ Compile the information and create a profile. 
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¶ What are your most profitable accounts?  
 

¶ Which clients have been with your business within the range of or past 
your average client lifespan?  

 

¶ Which clients signed on with your business within or below the normal 
sales cycle range?  

 

¶ Does the client delay projects, or do they provide feedback promptly 
and clearly?  
 

¶ Does the client pay within your acceptable collection period?  
 

¶ Do you like working with the client?  
 

¶ Is the work fulfilling?  
 

¶ Does the client provide positive and constructive feedback?  
 

¶ Do you provide a high ROI delivering the services requested by the 
client? 

 

¶ You could also dig into your analytics data -- from Google analytics, your 
marketing automation platform, or CRM -- to see if you can align 
ǿŜōǎƛǘŜ ōŜƘŀǾƛƻǊ ǘƻ ȅƻǳǊ ŎǳǊǊŜƴǘ άōŜǎǘέ ŎƭƛŜƴǘǎΣ ǎǳŎƘ ŀǎ Ƙƻǿ 
submissions on a landing page align with a job titles or which roles 
consume which type of content.  
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Decision Maker Information 

¶ What is your role?  
 

¶ How long have you been at the company? How long were you employed 
at your previous role?  

 

¶ What skills are required to do your job?  
 

¶ What tools do you use in your job?  
 

¶ Who do you report to? Who reports to you?  
 

¶ What does a typical day look like?  
 

¶ What people in your company make decisions about selecting a 
marketing agency or technology vendor?  

 

Goals & Challenges 

¶ What are your job responsibilities and priorities?  
 

¶ How is your job measured?  
 

¶ What does it mean to be successful in your role?  
 

¶ What are your biggest challenges? important successes?  
 

Information Search Process 

¶ What sites and publications do you frequently visit to learn new 
information for your job?  
 

¶ What associations or groups do you belong to? What conferences do 
you attend?  
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¶ What social networks do you use and how do you use them?  
 

¶ How do you begin the search for a new business? Do you search for a 
company on Google? If so, what keywords do you use? Do you use a 
search firm or an online database?  

 

Identifiers 

¶ How do you handle conflict?  
 

¶ Do you like to work independently or in a group?  
 

¶ What style of communication works best for you?  
 

Objections 

¶ Why is it difficult to work with a business? Why would you want to bring 
the work in-house?  
 

¶ During the sales process, what points about our firm made you hesitant 
to work with us?  

 

¶ Where did you turn to find out information about our business from 
other sources? 

 

Purchasing Decisions 

¶ Why did you decide to work with our business?  
 

¶ Why have you stayed with us for X years?  
 

¶ What did the decision process look like for your team?  
 

¶ How are we unique from other agencies you have worked with?  
 

¶ What are three important qualities you look for in a business?  
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Background 

 

Demographics 

 

Personality / 
Communication 
Style 

 

Challenges 

 

Objections 

 

Purchasing 
Process 

 

Elevator Pitch 
(SNAP) 

 
 
 
 
 
 
 
 

¶ Create your ideal client 

¶ Update in business plan 
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¶ Systems 

¶ Strategy 

¶ How much money do I have to have? 

¶ How much should I charge? 

¶ How many units to sell? 

¶ Budget 

¶ How much money is needed for business to survive? 
 

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________ 

 

 
   
 
  
 
 
 
 
 
 
 
 

¶ How much is too much? 

¶ How much is not enough? 
 

 
 



 

 18 

 
¢Ƙƛǎ ǿƻǊƪǎƘŜŜǘ ƛǎ ŘŜǎƛƎƴŜŘ ǘƻ ƘŜƭǇ ȅƻǳ ŎŀƭŎǳƭŀǘŜ ȅƻǳǊ άōŀǎŜ ǇǊƛŎŜέΦ ¢ƘŜ ά.ŀǎŜ tǊƛŎŜέ ƛǎ ǘƘŜ ǇǊƛŎŜ 
you charge for the most commonly purchased service in your business.  This calculation tells 
you what you need to charge each customer, to make a profit.  
 
 

 

STEP 1:  ENTER THE INFORMATION 

Line 1: 
TOTAL MONTHLY EXPENSES 

(Enter ALL monthly expenses together.) 
$12,987 

Line 2: 
PROJECTED MONTHLY PROFIT 

(10% of gross sales) 
$2000 

Line 3: TOTAL MONTHLY CUSTOMERS/ Units 200 

STEP 2:  CALCULATE THE INFORMATION 

Line 4: 
TOTAL PROJECTED EXPENSES 

(Line 1 ς Total Monthly Expenses Added to          
Line 2 ς Projected Monthly Profit) 

$14,987 

Line 5: 
RECOMMENDED BASE PRICE 

(Line 4 ς Total Projected Expenses Divided by 
Line 3 ς Total Monthly Customers)  

$74.93 

STEP 3:  UNDERSTAND THE INFORMATION 

This formula allows a business to determine a pricing strategy that is right for your business, 
ƴƻǘ ǘƘŜ ōǳǎƛƴŜǎǎ Řƻǿƴ ǘƘŜ ǎǘǊŜŜǘΦ  LŦ ŎǳǊǊŜƴǘ ǇǊƛŎŜǎ ŀǊŜ ōŜƭƻǿ ǘƘŜ άwŜŎƻƳƳŜƴŘŜŘ .ŀǎŜ tǊƛŎŜ 
(Line 5), you should consider an immediate price increase.  It is recommended to prepare a 
strategy before raising prices. (How will you let customers know?  How will let staff know? 
etc.) 

 

¶ 200 units x 10 = 2,000 qualified customers 
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STEP 1:  ENTER THE INFORMATION 

Line 1: 
TOTAL MONTHLY EXPENSES 

(Enter ALL monthly expenses together.) 
$12,987 

Line 2: 
PROJECTED MONTHLY PROFIT 

(10% of gross sales) 
$2000 

Line 3: TOTAL MONTHLY CUSTOMERS/ Units 200 

STEP 2:  CALCULATE THE INFORMATION 

Line 4: 
TOTAL PROJECTED EXPENSES 

(Line 1 ς Total Monthly Expenses Added to          
Line 2 ς Projected Monthly Profit) 

$14,987 

Line 5: 
RECOMMENDED BASE PRICE 

(Line 4 ς Total Projected Expenses Divided by 
Line 3 ς Total Monthly Customers)  

$74.93 

 

¶ Value 5 time that of the price 

¶ 50 units x 10 = in front of 500 qualified customers 
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STEP 1:  ENTER THE INFORMATION 

Line 1: 
TOTAL MONTHLY EXPENSES 

(Enter ALL monthly expenses together.) 
 

Line 2: 
PROJECTED MONTHLY PROFIT 

(10% of gross sales) 
 

Line 3: TOTAL MONTHLY CUSTOMERS/ Units  

STEP 2:  CALCULATE THE INFORMATION 

Line 4: 
TOTAL PROJECTED EXPENSES 

(Line 1 ς Total Monthly Expenses Added to          
Line 2 ς Projected Monthly Profit) 

 

Line 5: 
RECOMMENDED BASE PRICE 

(Line 4 ς Total Projected Expenses Divided by 
Line 3 ς Total Monthly Customers)  

 

 

¶ Asana

¶ Teamwork PM

¶ Excel

¶ Google Docs

¶ Website

¶ Kajabi

¶ Teachable

¶ Thinkriffic

¶ Clickfunnels

¶ Infusionsoft (CRM Management)

¶ Complete base price worksheet. 

¶ Update business plan. 
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___________________________________________________________________

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________ 

¶ Webinar 

¶ Book 

¶ Videoinar  

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________ 

¶ Webinar: 10 ς 12 weeks 

¶ Book 10 ς 12 chapters 

¶ Videoinar: 10 ς 12 segments 
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10 ς 12 Main Points    9ȄŀƳǇƭŜΥ  .ƻƻǘǎǘǊŀǇ ǘƻ .ƛƎ ¢ƛƳŜ  

  
I. aŀƛƴ tƻƛƴǘ м 

II. aŀƛƴ tƻƛƴǘ н 

III. aŀƛƴ tƻƛƴǘ о 

IV. aŀƛƴ tƻƛƴǘ п 

V. aŀƛƴ tƻƛƴǘ р 

VI. aŀƛƴ tƻƛƴǘ с 

VII. aŀƛƴ tƻƛƴǘ т 

VIII. aŀƛƴ tƻƛƴǘ у 

IX. aŀƛƴ tƻƛƴǘ ф 

X. aŀƛƴ tƻƛƴǘ мл 

 

I. Mastering the Big Time Mind Set 

II. Leading Your Big Time Business 

III. Planning Your Big Time Business 

IV. Selecting and Building Your Team 

V. Operation and Infrastructure 
VI. Selling Your Big Time Product & Service 
VII. Marketing and Sharing Your Message 

VIII. Math is Money and Money is Fun 

IX. You Got This / Conclusion 

X. Resources and Tools

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________ 

 

¶ Go page 32 ς 41 and fill in the main points.  
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5 ς 10 Sub-Points Example:  Bootstrap to Big Time 
 

I. Main Point 1 
a. Sup Point 1 
b. Sub Point 2 
c. Sub Point 3 
d. Sub Point 4 
e. Sub Point 5 

II. Main Point 2 
a. Sup Point 1 
b. Sub Point 2 
c. Sub Point 3 
d. Sub Point 4 
e. Sub Point 5 

III. Main Point 4 ς 12 
(continue) 

 
 

I. Mastering the Big Time Mind Set 
a. Grabbing your baggage 
b. Beliefs versus action 
c. Visualize the best business now 
d. Listening to your dissatisfaction 
e. Bridging the gap  

II. Leading Your Big Time Business 
a. Effective Leadership 
b. The Gold Standard 
c. Who do you have to become to 

lead your business to the big time. 
d. Surrounding yourself with eagles. 
e. Guidance and attributes of an 

authentic leader 
f. Leadership skills assessment 

 
 
___________________________________________________________________

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________ 

 

¶ Go page 32 ς 41 and fill in the sub-points.  
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3 ς 5 Sub-sub Points Example:  Bootstrap to Big Time 
 

I. Main Point 1 
a. Sup Point 1 

a. Sub-sub Point 1 
b. Sub-sub Point 2 
c. Sub-sub Point 3 

b. Sub Point 2 
a. Sub-sub Point 1 
b. Sub-sub Point 2 
c. Sub-sub Point 3 

c. Sub Point 3 
a. Sub-sub Point 1 
b. Sub-sub Point 2 
c. Sub-sub Point 3 

 

I. Mastering the Big Time Mind Set 
a. Grabbing your baggage 

a. Understanding your 
self-worth 

b. Personal development 
c. Love letter 
d. Client example 

b. Beliefs versus action 
a. Responsibility 
b. E+R=O 
c. Challenging your beliefs 

c. Visualize the best business 
now 

 
 
___________________________________________________________________

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________ 

 

¶ Go page 32 ς 41 and fill in the sub-sub points.  
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I. Introduction 

II. Main Point 1 

a. Sup Point 1  

a. Sub-sub Point 1 

b. Sub-sub Point 2 

c. Sub-sub Point 3 

b. Sub Point 

             You will have between 5 and 10 sub-points 

a. Sub-sub Point  

You will have between 3 and 5 sub-

sub-points 

I. aŀƛƴ tƻƛƴǘ 

     ¸ƻǳ ǿƛƭƭ ƘŀǾŜ ōŜǘǿŜŜƴ мл ŀƴŘ мн aŀƛƴ tƻƛƴǘǎ 

I. /ƻƴŎƭǳǎƛƻƴ 

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________

___________________________________________________________________ 

¶ Book 
o Start writing under sub-sub bullets 
o Easier to write 
o Chunking material into concepts 

¶ Webinar 
o Build a script for each sub-sub point 
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o Build a power point to support the script 
o Record it 

¶ Videoinar  
o Build a script for each sub-sub point 
o Record 

¶ Preparation is the Key 

¶ Handouts 

¶ Homework 

¶ Coursework 
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