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About Your Journey 

Tip s  

Take breaks - They bring great clarity and sometimes 
epiphanies. A relaxed mind is creative. A stressed mind 
is numb. I know you’re eager, but trust me on this. 

Let go of perfection. Perfection is static. Evolution is 
always moving forward. This is VERY liberating. 

Forget norms and expectations. Your own insights and 
ideas deserve more attention than you imagine.  

Print out the playsheets and get away from your 
computer. It’s likely you’ll get more out of this when 
they you on real paper in a quiet spot without 
distractions. 
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FAQ s  

1. How long will it take to complete the Roadmap?  
 
It’s totally up to you. Go at a comfortable pace, but 
when the momentum is flowing, go with it.  

2. What if I get stuck? 
 
See ‘help’ below. You’re never on your own : )  

3. What if my idea fails? 
 
There is no failure, only path corrections. Focus on 
what you love, those who’ll love it, and the plan that 
feels good to you. The one you’re about to create. : ) 

H e lp  

Email me - your questions are welcome!  

Consider another option like a free e-course or a 
private session with me. 

G o o d  lu ck  a n d  h a v e  f u n !  
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Why this matters 

You’re competing for attention among thousands of 
people who offer something similar. (You and I know 
you’re special, but strangers don't - yet.) 

The concept 

Using your individual magic creates a very unique, 
three-dimensional, human brand that strikes a chord 
with your most ideal potential buyers. 

How we do it 

There’s no one else quite like you in the world. Isn’t it 
true? So we use your innate individuality to create 
professional magic. 

Let’s say you’re a coach. You’ve narrowed it down to 
Lifestyle Coach. It’s a good start, but there’s still a ton of 
competition. Let’s dig around a little. 

You’re an advocate of getting off the fast track and 
getting in touch with our natural rhythm. In fact, recently 
you gave up the corporate treadmill for a simple, rural 
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lifestyle. You’re building a global clientelle so you can 
work anywhere, anytime. 

Now, here’s an example of how you could narrow your 
target market. How about coaching people who crave a 
simpler life but are nervous about making the transition? 

This is a much smaller market than all of the people 
interested in hiring a coach. Feels counterintuitive, right? 
The thing is, being everything to everyone means you 
don’t stand out to anyone at all. Whereas when you’re 
different, when you stand for something people can 
relate to, they feel a connection to you. They want you, 
not a coach who claims to understand every imaginable 
problem. 

Let’s take the refining process one step further 

So now you’re a Lifestyle Coach, specializing in people 
giving up the corporate life for a simpler life. What you 
do is unique, but what makes you, the person behind the 
coach particularly appealing? 

Well… when you downsized, you bought an adorable 
red Tiny House. You had a real struggle figuring out how 
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to fit your most important possessions into it, but you can 
laugh about it now. How about using your Tiny House to 
add some extra personality to your brand? 

You could write funny stories if you enjoy writing. Or take 
videos of how you made efficient use of space. Give 
people a peek inside your life.  

Do you see how this instantly makes you more real and 
likeable? 

Why it works 

Imagine you’re an online coach. You need an accountant. 
Who would you choose:  

1. the cheapest one 
2. the one closest to you geographically  
3. the one who specializes in solopreneurs with a global 

clientelle 

#3, right? See how good it feels to choose the one who 
understands you and your business model? 
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Examples of Using Individuality 

1. A graphic designer who loves children and does 
puppet acts in her spare time: She specializes in 
graphic design for children’s products. And she has a 
YouTube channel of her funny puppet shows to 
entertain potential clients’ children.  
 

2. A motivational speaker who loves nature and hiking. 
She targets outdoor enthusiasts, athletes, and 
adventure guides. She incorporates group hikes into 
her workshops, on local mountains and exotic travel 
destinations. 
 

3. A business consultant with a ‘tell it like I see it, hire me 
if you dare’ approach. She targets people who want 
straight up advice, without the sugar coating. To give 
you a taste of her style, she does regular podcasts with 
industry experts, where you can hear her wit and laser 
sharp insight. 
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!  
Now it's your turn 

This is the fun part…. Ready? 
Your first playsheet is next. 

You can copy the playsheets onto another document 
or even better, print them out and go to your favourite 
peaceful space. 

Think of this as play, not work - let your right brain take 
over! 

If you’re not having fun anymore, you’re probably 
thinking too hard. Set it aside for an hour or a day. 

!  
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P l ay s h e e t  # 1 a  
F i n d  yo u r  u n i q u e  m a g i c  

1. What experience(s) have you had that might 
create opportunities to specialize in an unusual 
area:  
 

2. What kind of people would you most love to work 
with (think of their values, interests, life 
experiences, goals):  
 

3. List the parts of your work that bring you the most 
joy:  
 

4. What hobbies of yours could complement your 
work or work style:  
 

5. What (outside of your business offerings) are you 
especially good at that could benefit your clients:  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6. Do you have any unique bel iefs  or  values that  
might appeal  to a smaller  target market:  

7. What would you do i f  you could do anything? 
Could you take some component of  this  and 
incorporate i t  into your business:  

 

Write as many answers for  the above quest ions 
as you can. 

Then play around with the fol lowing sentence 
( in playsheet #1b), insert ing different elements 
from your answers above. 

Mix and match with abandon. The crazier  the 
better. Then review your answers. 

When you feel  a l i tt le t ingly or excited, you 
know you’re onto something! I f  i t  doesn’t  come 
today, let  i t  go and try again tomorrow. 
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!  
P l ay s h e e t  # 1 b  

Yo u r  I n d i v i d u a l i t y  S tat e m e n t  

I ’m a:  
who special izes in:   
and I ’m different because I :                                                   

I ’m a:  
who special izes in:   
and I ’m different because I :  

I ’m a:  
who special izes in:   
and I ’m different because I :  

I ’m a:  
who special izes in:   
and I ’m different because I :  

I ’m a:  
who special izes in:   
and I ’m different because I :  
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Choose your favourite statement from above and try it 
on for a few days. Tell a few people you trust to be 
unbiased. Does it feel good talking about it? 
If you’re feeling attached to your statement, that’s a 
sign you’ve found the right one. If you feel unsure, feel 
free to email me about your doubts. 

Conclusion 

Your statement provides you with clarity and direction. 
It gives you a foundation for creating your business 
name, your title, your value statement, and a tagline.  

In large, bold letters, write out your favourite 
statement from the playsheet above: 

Got a question? Email me anytime �  �  �13 © All rights reserved. Quiet Lion

http://www.apple.com


Got a question? Email me anytime �  �  �14 © All rights reserved. Quiet Lion

http://www.apple.com


Why this matters 

The right buyers love you for your style, what you stand 
for, who you are. They want what you sell. They tell others 
about you. They write rave reviews. They come back for 
more. This is how you own your future. 

The concept 

Understanding your most ideal buyer gives you the 
insight and the power to be irresistible to them. 

Part 1 - Who is your Ideal Buyer 

How we do it 

We’re going to create an Ideal Buyer Profile. 

Let’s say you’re a virtual assistant. Your ideal client is a 
conservative, busy woman living the corporate life. 
Your presentation might be clean, conservative, and 
corporate looking. You’ll be concise, straight to the point 
and immediately useful. She’s busy; she wants fast 
answers. 
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Now let’s say you’re a virtual assistant whose ideal client 
is a globe-trotting liberated solopreneur : ) 

Different feel altogether. (Like the difference between a 
martini and a margarita.) 

Your presentation might be playful and light-hearted, 
your tone more casual. You might post your own travel 
stories. You show you relate to life on the move. 

See differences in the two approaches for the very same 
service? 

Why it works 

People want to feel validated. If they know you get what 
they’re going through, they’re far more likely to choose 
you over a generic service provider. 

By speaking to your potential buyer as in individual, you 
make them feel seen. It’s human nature to go where we 
feel understood. 

Never worry about a target market being large enough. 
Focusing on a niche doesn’t mean you have to turn away 
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other clients. It just means is you’re focusing on attracting 
your most ideal client first. 

Examples of Ideal Buyers / Target Markets 

Three target market choice examples: 
 
For an online Nutritionist: 

1. environment conscious, third-age hippies 
2. busy executives, driven, alpha personalities 
3. mothers of young babies or children  

For an online Travel Agent: 

1. widowers, empty nesters, retirees, in life transition 
2. adventure travellers, thrill-seekers, on a budget 
3. people looking to immerse themselves in a new 

culture 

For an online Tutor: 

1. adult students, returning to school after decades 
2. ESL students, unfamiliar with North American culture 
3. students with learning challenges or disabilities 
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!  
P l ay s h e e t  # 2 a  

W h o  i s  Yo u r  I d e a l  B u y e r  

1. What kind of client would you would most enjoy 
working with (see your answer on playsheet #1):  
 

2. What kind of person would most benefit from your 
specific life experience: 
 

3. What kind of buyer would be most interested in the 
area of your work you love most: 
 

4. What kind of buyer is most like you: 
 

5. Describe the person who most needs what you offer:  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Review your answers for repetitions and patterns. Can 
you see an ideal client emerging? Do you feel excited 
about working with this kind of person? 

6. Now describe your ideal buyer, what they want, what 
they need, what they value, where they hang out (on 
and offline), what they believe in, what makes them 
feel good, etc.: 
 
 
 
 
 
 
 
 

7. Summarize your Ideal Buyer Profile in one statement: 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Pa rt  2  -  At t r a c t i n g  Yo u r  I d e a l  B u y e r  

1. Compare your Ideal Buyer Profile with your Brand 
Statement from section 1. Are they a good match? 
Will your ideal buyer love who you are, what you 
stand for, and your business style? If not, do a little 
fine-tuning until they match nicely. A match is 
important, because your efforts to appeal to your 
ideal buyer should feel comfortable and authentic to 
who you are. 
 

2. You’ve just created the first step of freedom - being 
yourself! Attracting like-minded people allows you to 
express yourself freely and create a presentation and 
marketing strategy that both you and your ideal 
buyer will love.  
 

3. All your marketing material - every interaction with 
the public, on or offline - will now be consistent with 
your brand and designed to appeal to your ideal 
buyer. 
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P l ay s h e e t  # 2 b  
At t r a c t i n g  Yo u r  I d e a l  B u y e r  

What would most appeal to your ideal buyer: 

1. Style - (casual, playful, formal, fun, sassy, conservative, 
minimalist, whimsical, etc.): 
 

2. Delivery format - written content, audio content, 
videos, webinars, imagery or (other):  
 

3. Which 1 - 2 social media platforms: 
 

4. Types of content: informative, inspirational, 
educational, artistic, humorous, webinars, interactive, 
online group activities, etc:  

5. Summarize your notes above into this chart or 
one like it. Use it as a guideline for everything you 
create. This will help you consistently attract the 
right customers. 
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Your Customer Attraction Guide 

Conclusion  

If you always imagine talking with your ideal buyer when 
you’re reaching out to the public, you’ll be saying the 
words your most ideal buyer wants to hear. You’ll be 
speaking to their issues, their pains, their desires, as if 
you know them. They’re much more likely to buy from 
you, because they feel seen. 

Knowing where they hang out, what attracts them, and 
how they digest information shows you how and where 
to focus your outreach. 
 

Style

Format(s)

Types of content

Types of information

Social media platforms
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Why this matters 

If you think telling the world how good you are will 
inspire people to buy, this is your wake up call. Unless 
you come highly recommended by someone they know, 
you’ll have to earn their trust. Would you give $1000 for 
business coaching with a stranger? Probably not. (Unless 
of course it was Richard Branson.) 

The concept 

When you offer value without asking for anything in 
return, you give someone a chance to try you out. When 
they like what they see, they begin to trust you. Trust is 
the first step in the buying journey. 

How we do it 

You’ve heard the joke about letting the man think he 
made the decision? Well, it’s a bit like that. Instead of 
being pushy (because no one likes being forced to do 
something), you’re going to be strategic. 

Using the Life Coach example above, your ideal buyer is 
someone looking to simplify her life. Let’s call her Lucy.  
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Lucy will be drawn to: 

‣ information that helps her create a new life 
‣ products and resources that she might need 
‣ people who understand the process 

Knowing this gives you all kinds of opportunities to 
appeal to her. You can do one or more of these: 

‣ post how-to tips 
‣ tell stories about what not to do 
‣ post funny videos 
‣ list helpful resources 
‣ post pictures about your favourite Tiny House space-

saving gadgets 

This will attract her interest and build your credibility. 

Why it works 

As Lucy gets to know you through what you share with 
her, you’re top of mind when she needs coaching at 
some point during her transition. You haven’t tried to sell 
her anything, but you’ve offered value and built a rapport 
with her. 
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Examples of Content that Builds Credibility 

1. Nutritionist for busy executives:  

‣ ideas for intense mini-workouts that can be done 
anywhere 

‣ a list of foods that build energy 
‣ stress release and re-energizing ideas 

2. Travel Agent for Thrill Seekers:  

‣ feature obscure adventure destinations 
‣ post exciting moments caught on video submitted by 

your clients 
‣ post about the latest adventure gear 

3. Online Tutor for ESL students:  

‣ suggest resources for getting to know North 
American norms 

‣ list common expressions and what they mean 
‣ a forum for student interaction in their own language 

Got a question? Email me anytime �  �  �26 © All rights reserved. Quiet Lion

http://www.apple.com


T i p s  o n  C o n t e n t  C r e at i o n  

Focus on educating, inspiring, and / or 
entertaining - not on promoting.  

Focus on quality not quantity - reposting great 
content is better than consistently creating 
average content. Be original. Don’t copy.  

Use the language (words, terms, phrases) your 
ideal buyer would use to search for information. If 
you’re not sure, ask people who fit your ideal 
buyer profile. This will help search engines direct 
the right audience to your website.  

Spend as much time on getting your content out 
there as you do on creating it (EG: guest 
blogging, posting on social media, etc.)  

Show your human side. Write like you would talk 
(to your ideal buyer). Tell personal stories. Show 
how you relate to your audience. 
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!  
P l ay s h e e t  # 3  

H o w  To  B u i l d  C r e d i b i l i t y  

It’s time to turn the tables. Pretend to be your ideal buyer. 

1. What challenges are you facing: 

2. What do you need: 

3. What free information would you be thrilled to find: 

4. What would help you move one step closer to buying 
what you’re seeking: 

5. What would make you trust the seller: 

Conclusion 

Looking at your business from the outside in gives you a 
definite edge. Use your answers to create content that 
makes your audience feel seen and understood. Your 
answers above will generate ideas. You can also ask 
others, who fit your Ideal Buyer Profile. 
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Why this matters 

Now that you’ve captured someone’s attention, you don’t 
want to lose them, do you? A crucial step in creating your 
liberated work / lifestyle is building a database of ready 
and waiting customers. 

The Concept 

People who already like and trust you are ready, and in 
some cases, waiting for an offer from you. It doesn’t get 
any better than that : ) 

How we Do It 

You’re browsing the internet for information on insomnia. 
You click on one website and instantly a pop up covers 
the content and demands your name and email address. 
You hit the back button and try another. The first thing 
you see is tips on how to prevent insomnia. The tips are 
unique and seem to speak to your exact problem. 

You discover she’s a life coach specializing in insomnia 
and other stress issues. She offers a free mini-program 
on a before-bed routine. You sign up and try it out. It 
works! Then you’re hit with a particularly stressful event 
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and you’re having a hard time handling it. You need a 
coach to help you get through it. You immediately recall 
the life coach who cured your insomnia. (Not once did it 
cross your mind to revisit the first website with the 
annoying pop up.) 

This is how we win customers. We earn their respect by 
demonstrating our value before asking for a sale. 

Examples of Engagement 

Choose one or two only (more can be overwhelming). 
Keep your Unique Magic and Ideal Buyer Profile in mind.  

1. be active on social media, answering questions and 
offering tips 

2. offer free educational webinars 
3. post educational podcasts with industry experts or 

speakers 
4. blog about subjects of value to your ideal buyer 
5. give away useful templates, worksheets or checklists 
6. post how-to videos 
7. give away a free e-book 

Jot down a few details about your freebie: 
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Tips 

‣ give away enough to make your value obvious, while 
keeping your primary services or products for purchase  

‣ make sure your freebie offers real value, and isn’t  just a 
gimmicky teaser focusing on a sale 

‣ choose something that can be given away multiple times 
without any extra effort on your part  

‣ choose something you enjoy doing / providing 

‣ choose the format that will most appeal to your ideal 
buyer (and is easy enough for you to create and provide) 

‣ include a prompt of some kind (call to action) to 
continue the engagement process (such as a link to a 
sign-up page or your email address) 

‣ include email address collection as a requirement to 
receive freebies (white papers, e-books, etc.) 

‣ use at least one engagement method that includes email 
collection 

Got a question? Email me anytime �  �  �32 © All rights reserved. Quiet Lion

http://www.apple.com


As you can see, this is one of the more involved steps in 
your path to freedom. I’m working on some e-courses to 
help you out.  

I welcome your feedback on what you find most 
challenging.  

Once you’ve decided on your freebie, you can create 
your master engagement plan. Here’s what you need: 

1. an obvious invitation to receive your freebie that leads 
to your sign-up page (your sign-up page should be a 
separate page on your website) 

2. monitoring: use your analytics to see how many people 
are clicking over to your freebie page (more on this later 
in: Resources) 

3. an invitation to receive your freebie on social media - if 
appropriate 

4. a system to deliver your freebie (digitally is ideal) 

5. a follow up message that nurtures the relationship 
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!  
P l ay s h e e t  # 4  

H o w  to  c r e at e  yo u r  o w n  
b u y i n g  c o m m u n i t y  

A )  C h o o s i n g  y o u r  e n g a g e m e n t  m e t h o d  

1. List the three methods from the engagement 
examples above (or any others you’re considering) 
that most appeal to you:  

2. List three engagement methods that would most 
appeal to your ideal buyer (see your Ideal Buyer 
Profile): 

3. List three methods that you already know or would 
find easy to learn:  

4. List up to three kinds of value you can offer multiple 
times (EG: a prerecorded webinar or white paper):  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5. Of your services, what do you love to do so much, 
you would do it free if you didn’t need the money:  

Now look for patterns, repetition or anything that strikes 
a chord with you. Choose the one that meets at least 
most of this criteria: you enjoy it, your buyer will love it, 
and it’ll be fairly easy to produce and distribute. 

B )  N u r t u r i n g  y o u r  p o t e n t i a l  b u y e r s  -  w h i c h  
o n e  o r  t w o  w i l l  w o r k  b e s t  f o r  y o u ?  

1. By Email: keep in touch (weekly or monthly), offer 
valuable information, inspiration, entertainment, or 
whatever you know will appeal to them. 

2. Social Media: Watch for opportunities to be helpful. Post 
links to free offers, but don’t try to sell anything. 

3. Ask for feedback, suggestions, try a survey (more on this 
later: Resources). 

Conclusion 

Regularly engaging your audience will build your 
database of potential buyers. Experiment. Monitor. 
Adjust. Repeat. Prepare for growth. It’s exciting! 
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Congratulations on getting this far! 

This might be a good time to take a break from 
your Business Plan. We've covered a lot! 

Cont'd… 
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Why this matters 

If you ask for a sale too early, you’ll turn your potential 
buyer off. If your timing is perfect, you’ll most likely make 
the sale. 

The Concept 

If you have a predetermined system for presenting 
offers, you can consistently reach out and expect 
success. 

How We Do It 

After downloading your freebie (and of course loving it, 
because it was fabulous wasn’t it?), your potential buyer 
is in the consideration stage. They’re ready for more. 

Step one - do one of the following: 

1. Ask for their feedback on your freebie.  
2. Ask them what areas of their work they’re having a 

hard time with. 
3. Introduce another freebie (if you have one), like a 

white paper or upcoming webinar. Make sure it’s 
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relevant. (You wouldn’t offer a free yoga video after 
giving away a white paper on how to upgrade their 
operating system.) 

 
Any replies to your outreach show real interest in what 
you’re doing. (Give yourself a high five or go whip up a 
nice frosty margarita.) Most people are just too busy and 
overwhelmed to reply. Don’t take it personally. As long 
as they don’t unsubscribe, they’re potential buyers. 

Give it a week or a month (no hard rules here, but your 
charm might wear thin if you fire them an email every 
day). 

Step two - time to make your offer: 

Now comes the really exciting (and maybe a little scary 
part) - sending your offer!  

1. Start with a low cost offer (you probably have a freebie, 
a low cost, medium cost and maybe a high cost offer).  

2. You need a catchy subject line, something makes them 
think: this sounds intriguing, I have to look. 
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3. The body of your email should live up to the subject 
line. It should speak to their pain, or their desires. Keep 
it short. Allude to your solution. The point is to make 
them want to click on the link to your sales page.  

4. And last, add a the link to your sales page on your 
website where the offer is fully explained (and of 
course leads to a buy button). 

How you write up your offer is obviously really important. 
Understanding how to write to sell gives you a priceless 
advantage.  

Start with these tips: 

‣ get inside the head of your buyer 
‣ validate her feelings 
‣ write as if you were chatting over coffee or wine with 

her 
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!  
Playsheet #5  

How To Present Your Offer  
at Just the Right Moment 

Let’s pretend you’re the recipient of your freebie. Be your 
potential buyer and get into her head. 

1. What would you like to hear about next: 
 

2. What would it take for you to feel ready to buy: 
 

3. What service or product feels like a natural next step: 
 

4. How soon after receiving your freebie would you be 
ready for the next step, or to make a purchase: 

This will help you decide what to offer and when. 
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Monitoring Responses 

Start with two offers, each using a different strategy. Run 
each one alone for a specifies period of time (a week to a 
month or more). Watch for distractions such as Christmas 
time or tax time. These could skew your results.  

Monitor the responses you get. Soon, you’ll know which 
is performing better. Email marketing services like 
MailChimp offer free reporting, making this very 
important step easy (more later in: Resources). 

Conclusion 

You know yourself, timing is everything. Understanding 
your buyer’s journey is the key to perfect timing. And to a 
much higher rate of success. 
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Why This Matters 

1) Your group shows up at a restaurant to an half hour 
wait, and the host offers all of you a free drink at the 
bar, instead of making you wait in a crowded 
entrance. 

2) After getting your car detailed, you find a Starbucks 
gift card on your dash. 

3) Your coach ends your series of sessions by giving you 
a beautiful handmade journal.  
 
These unexpected and delightful surprises generate 
a sense of loyalty. And they make you want to tell 
your friends. 

The Concept 

If you make over-delivering part of your process, you’ll 
earn loyal fans, future purchases, and organic marketing 
through word of mouth and rave reviews. 

How We Do It 

It’s simple. We find a way to surprise and impress your 
buyer with more than they expected. 
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Why it Works 

People love to feel special. When you give them more 
than they expect, they remember you, and they tell 
others. Surprisingly, most companies under-deliver. 
Over-delivering gives you an easy edge. 

Examples  

‣ ask them how you can make their day 

‣ send a hand written thank you note  

‣ take extra time to answer questions  

‣ give more support than is required 

‣ have an unexpected gift delivered to their front door  

‣ give them something you know they want, just because 

‣ send them a gift card you know they’ll appreciate  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‣ offer a valuable suggestion to a question posted on 
social media 

‣ retweet or share their promotional announcements 

‣ remember their birthdays 

‣ ask how you can do better 

‣ give away a small freebie related to your business 

‣ personalize something just for them 
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!  
Playsheet #6  

How to Find Opportunities to  
 Impress and Over-deliver 

1. List three of the above examples that appeal to you 
and are a good fit for your business:  
 

2. Google ‘how to surprise and delight’ your customers 
and find three examples you like (alter if necessary): 
 

3. List three of your own ideas:  
 

4. Choose your favourite three from all those above:  
 

5. Of those three, which would be the easiest to 
consistently deliver: 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6. Ask friends and colleagues who fit your Ideal Buyer 
Profile how your surprise would make them feel.  
 

7. Finally, choose one or two and incorporate them into 
your standard procedures. 

 
 

Conclusion 

Being one of the few companies who over-deliver will 
give you another edge. 

Reviews from delighted customers are the best form of 
organic marketing. Make them want to dance in the rain. 
Sing while waiting for the train. And tell perfect strangers 
about you : ) 
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Why it Matters 

It’s an opportunity to make more, doing less. 

The Concept 

Your database of buyers can easily become repeat 
customers. If you’ve been engaging with them, you know 
what they want. Use that knowledge to create a simple 
spin off product and you have a ready audience of 
buyers, without ever having to market. 

How We Do It 

We listen. We ask questions. Then we come up with new 
offers based on what people want. Pretty simple, isn’t it? 

Why It Works 

Because our new offer is based on what our audience 
wants, chances of them purchasing are high. 
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Examples of how we listen 

1. on social media: comments, questions, complaints 

2. emails, complaints or praise from our customers 
and potential customers 

3. we ask for feedback, by email, on social media, in 
person, etc. 

4. we send surveys (more at the end of the Roadmap 
in: Resources) 

5. we read reviews written about us and our 
competitors (what do people like, dislike, complain 
about, praise?)  

6. we read reviews written about businesses that 
complement ours 

Complaints create opportunities for new or better 
services or products. Praise shows us what to do more of 
and where to focus more attention. Suggestions give us 
new ideas.            
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Examples of New Offers 

1. a web designer’s clients complain of difficulties 
using the content management system - the web 
designer decides to offer tutorials for a fee  
 

2. a virtual yoga instructor’s clients wish they had a 
way to follow the routine between classes or while 
on holiday - the instructor creates an unlimited 
video channel clients can join for a low monthly fee 
 

3. a nutritionist notices a lot of her clients complain of 
feeling disorganized with their menus - the 
nutritionist creates an online rotating shopping and 
menu list they can refer to on their smartphones 
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!  
Playsheet #7  

How You Can Triple Your Revenue 
Without new clients  

1. List three ‘examples of how to listen’ that might work 
for you: 
 
 

2. Browse reviews of your business, of complimenting 
businesses, of competitors  for ideas - jot them down 
here: 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3. Browse comments on your social media platforms 
and / or those of competitors for ideas: 
 
 

Do this on a regular basis, possibly quarterly. Keep 
records. When you’re ready, poll the audience you’ve 
been listening to. The response should be positive. After 
all, you’ve been listening to their needs and wants. Now 
you can proceed with confidence.  
 

Conclusion 
 
Combine building your database with increasing repeat 
purchases, and your business revenue will increase 
exponentially. 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Now it’s time for you to put it all together! 
Just summarize your answers from above. Print this out and keep it close : ) 

Your Personal ized Roadmap to Freedom
1. Your individuality 
statement

2a. Your Ideal Buyer 
Profile statement

2b. Your customer 
attraction guide summary

3. Information you’ll offer 
to build trust and 
credibility

4a. Your engagement 
method and freebie offer

4b. One or two best 
methods of contact

5a. Ideas for offer(s)

5b. The right time to send 
your offer(s)

6. Ideas for impressing 
and over-delivering

7. Ideas for new products 
or services for your 
existing buyers
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Congratulation - You Did It! 

I hope you had a whole lot of fun doing this. If not, try 
again with a really big frosty margarita made with that 
wicked Mexican Tequila (the kind with the worm in it). 
Kidding. But honestly, the path to freedom needs to be 
fun. That’s the whole point. 

Guidance  Options 

Email me - your questions are welcome! 
Consider an e-course or Work with me for more 
personal attention 

Resources 

Best website platform 

Squarespace 

Whether you’re a DIY warrior or you’re hiring a web 
designer, Squarespace is an excellent choice (unless you 
need specific customization or particularly robust 
features). 
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They offer: 

‣ sophisticated design 
‣ easy to set up e-commerce / store functionality 
‣ built in analytics (for monitoring visitor activity) 
‣ content management system (much easier to use 

than Wordpress) 
‣ exceptional customer service 
‣ very good value for the cost 

Best Monitoring Service 

‣ Squarespace analytics (if you’re using Squarespace 
for your website) - free with your website, easy to use, 
comprehensive 

‣ Google Analytics (with other website platforms) - 
you’ll need a Google account, can be confusing to 
set up, but is very comprehensive and it’s free 

Best Business Cards  

Moo 

‣ Exceptional quality, abundant choices 
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‣ User-friendly website 
‣ Top notch customer service 

Other favourites 

Mailchimp - for  email marketing campaigns 

‣ Free (up to 2000 subscribers), if you find it confusing, 
use their help section or google any question for step 
by step instructions 

‣ Free monitoring and analytics reports  

Survey Monkey - For sending surveys to clients  

‣ Free version available 

T h e  N o b l e  R E b e l  

“A highly ethical person who doesn't conform to popular 
opinion, who believes our gift to the world is to fearlessly 
be ourselves. We create wealth because we have no 
competition. We're rewarded with a life of creativity, 
laughter, and the means to drink margaritas by the sea 
whenever we please. “ … Quiet Lion 
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If you think the Liberated Business Plan could help 
someone else out, please send them here. If you’d like to 
leave a review, I’ll do a bouncy Irish Reel for you. (Honest. 
I’m Irish.)  

Join me on Facebook | I Spy + Truth Bombs | Manifesto | About
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