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Don’t Let Anyone Steer You Away
From the REAL Problem

By b. michelle pippin

Very few things irritate me
more than hearing from a
business owner who’s been
(deliberately ?) misguided in
business. They’ve gone to
someone they trust, and said,
“My business isn’t working. I
don’t make enough money.”
And that someone offers their
advice.

Perhaps they suggest a new
website, an aggressive media
campaign, SEO work, blogging
conference, hiring a virtual
assistant, or -- one of two newly
crowned top favorites -- a
program to help you create

additional programs to sell or a
new app. lol...

Are any of these things
inherently bad? Of course not.
Last week, I spoke to one of my
clients about hiring a PR person.
He’s making $60K each month in
his practice, and this is the next
logical step. I often recommend
updating your website AND

blogging:

BU'T, when you have an
income problem, any “business
expert” who doesn’t FIRST
DEMAND you have some
foundational, well choreographed
plans for 1) generating leads and

2) converting them into sales
should be -- at least -- fired.
And maybe worse. =)

Bottom line: When you
have an “income” problem, you
have a SALES problem. You're
not struggling because you don’t
have the right “stuff” to sell.
You're struggling because you
don’t have enough paying clients.

Period.

The simpler we DEFINE an
issue, the quicker we can fix it.
My hope is that this hot sheet
helps you create your own
customized “fix.” xo, Michelle
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This is What An Example
of a Solid INCOME PLAN
Looks Like

D MONETARY GOAL

Don’t yawn just yet. You’d be
surprised how many business owners
attach a non-income goal to an income
problem. They say, “I need to generate
sales.” But their (often prescribed by an
“expert”) goal has something to do with
“increased traffic, more impressions,” etc.

So, start with a goal that has two
components: 1) itis monetary. 2) It hasa
deadline date.

2) DEFINE WHAT YOU

WILL SELL TO REACH

THAT GOAL.

Quick note: This isn’t an overall
business or marketing plan hot sheet. It’s
an INCOME GENERATING hot sheet.
That’s why we’re putting “what you’ll
sell” before who you’ll sell it to. I AM
assuming that you decided on your own
“menu items” of services or products
based on your exact target market. A
perfect fit is a great sale -- every time.
But, what will you sell and how many will
you need to sell to reach your income
goal above? Be specific.

Love my new headshots
igelgy
TimorahBealesPhotogra
phy.com

3) WHO WILL YOU

SELL TO?

Make a list. A real list, not a
demographic sketch. WHO will you sell
to? Maybe it’s a list of neighborhoods
around your practice. Maybe it’s a list of
50 people you’ll invite to your event.
Maybe it’s your current list of paying
clients. Again, be specific.

4) MAKE THEM RAISE

THEIR HANDS

You must generate interest before
you generate sales. SOMETIMES you
need to more accurately define their need
before they feel it. BUT, either way, you
need to do something to generate the
INTEREST of your target market.

You want them to nod their heads,
raise their hands and say, YES -- I know
what you’re saying... I need more
information about that. SPEAKING --
whether you’re a speaker or not -- is a
fantastic way to accomplish this.

5 LET THEM TRUST

YOU.

Our markets have fingers that are
burned and bruised by buying from and
trusting the wrong people. So, they (your
clients and mine) are very likely
apprehensive about whatever it is you’re
telling / selling them. So, deliberately
choreograph your sales process to 1)

What'’s next...

Over the next week or so, we’ll get into
MORE of this training -- and I invite
you to not just LISTEN, but to do the
work. What we’ll create together IS --
IN FACT -- a solution to the “I need

more income in my business” problem.

This training is completely free and
nothing is being sold. However, if you
know anyone -- a physician, attorney,
salon owner, consultant, speaker,
msurance expert, architect, home service
provider, or serious business owner --
who needs this information, please send

highlight points on which you know you
and your market agree, 2) identify issues
over which you share a common bond or
affinity and 3) show clearly how you’re
DIFFERENT from those they’ve trusted
in the past.

6) TAKE THEM

BEYOND A REASONABLE

DOURBT

Show them evidence that what
you’re saying is true. Show testimonials,
interview your own clients, share stories

that offer PROOF.

O _LET THEM TASTE

IT.

Give them a “taste test” -- a sample.
Now, this is easy if you sell ice cream or
macaroons. You have to be a bit more
creative about this sampling if you’re
selling windows, chiropractic care, or
tummy tucks. But it GAN and
SHOULD be done.

TAKE ACTION NOW:

Before our next training,
write down 3 AHAs you can de-

mystify for your target market.

And collect your 3 best client

stories or testimonials

them to my website:
bmichellepippin.com and encourage
them to opt-in to my list.

Together, we can de-mystify sales,
marketing and business -- and take
control of our income. No more
guessing. No more wasting money. We’ll
keep it simple, profitable and fun. Every
STEP of your business growth should
make common sense.

X0,

Michelle



