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Training that transforms your solo business




Strategy #1: Offer a More Complete Solution

Self-Assessment Questions and Action Items:

1. Before you explore this strategy further, define the reasons why you would want to do this. 
· Are you looking to boost your income? 
· Do you want to develop a competitive advantage by offering a turnkey service? 
· Are you looking for both? 
· Make sure you know exactly why you would want to pursue this. 
There are dozens of great reasons to implement this strategy, but there are many reasons not to. It all depends on your goals, personality and preferences.

Your notes: Type in your notes here
2. What other complementary services are your clients already buying from other service providers? 

Your notes: Type in your notes here
3. Who else needs to “touch” your service deliverables in order to get them to a finished state? 

Your notes: Type in your notes here
4. Deconstruct your most common service offerings into steps or stages. What pieces/tasks/steps could be outsourced to another service provider who can do them cheaper/faster/better?

Your notes: Type in your notes here
5. Whom do you already know who could help you provide some of these complementary services? Whom are you connected to via social media or networking groups who could recommend one or more service providers for you?

Your notes: Type in your notes here
6. How do you feel about managing other service providers in order to deliver a more complete product to your client? Do you like managing and tracking the work of others? 

Your notes: Type in your notes here
7. How will you handle communications between your client and the outsourced service provider? Will everything go through you? Or do you prefer to put the service provider in touch with your client? 

Your notes: Type in your notes here
8. What project management rate or fee would you be willing to tack onto the total project fee?

Your notes: Type in your notes here
9. What’s the maximum you could pay someone else to take on (or to help you with) these project components and still be able to mark up their fees and earn a healthy profit on their work?

Your notes: Type in your notes here
10. How will you communicate this new capability to clients and prospects? Would it make sense to create a direct mail, postcard or email campaign to announce this to a handful of handpicked clients and prospects? 

Your notes: Type in your notes here
11.  Can you add a page to your website describing your new offering(s)? Or would it be better to offer this on an as-needed basis only?

Your notes: Type in your notes here
12.  What about previous or dormant clients? Which ones could you approach to offer a more complete package that saves them time, hassle and money?

Your notes: Type in your notes here
13.  Rather than outsourcing project components, would referring your client to other complementary freelancers be a better solution for you? If so, how do you feel about asking your colleagues for a referral fee? 
How would you position this fee, and what should it be?

Your notes: Type in your notes here
14.  A referral program can be a great way to generate extra income every year. Even if you prefer to bring a freelancer into the project and have her work under your umbrella, sometimes that’s not possible or feasible. 
Check out Ed’s referral program agreement on the download page to see how he messages and structures his own program.

Strategy #2: Offer “Offbeat” Complementary Services

Self-Assessment Questions and Action Items:

1. Here again, before you explore this strategy further, define the reasons why you would want to do this. 
· Are you looking to boost your income? 
· Do you want to develop a competitive advantage by offering a turnkey service? 
· Are you looking for both? 
Make sure you know exactly why you would want to pursue this. There are dozens of great reasons to do this, but there are also reasons not to. It all depends on your goals, personality and preferences. (Note: For Ed and the examples he provided in this section, it was mainly an income-boosting and income-stability strategy. Having a guaranteed $2,000 – $3,000 net profit in his pocket every month gave him the “breathing room” he needed to pursue better clients and projects.)

Your notes: Type in your notes here
2. What other complementary services are your clients buying from other service providers?

Your notes: Type in your notes here
3. Brainstorm ideas: In the area below, draw a circle and write the name of your most commonly requested project inside that circle. Then, draw branches coming out of the circle, and have each branch represent one task or process your clients have to add to your deliverable to get it ready for publication or use—even if these tasks would involve going to traditional (non-solo) businesses. 
Think outside the box! Don’t prejudge the possibilities at this point; you can do that later when you start narrowing down your ideas. 
4. What’s the “hassle factor” to your client of having to deal with yet another outside vendor to handle these other services?

Your notes: Type in your notes here
5. Do you work for clients who have cut staff in recent years, have put a freeze on hiring additional employees, or are continually looking for ways to get things done faster, cheaper and with fewer internal resources?

Your notes: Type in your notes here
6. Are your main contacts in your clients’ organizations stretched thin? Are they doing the work of two or three people? Would they be open to ideas on how you could take tasks off their plate while keeping quality high (or even improving quality)?

Your notes: Type in your notes here
7. What current or previous clients do you have great relationships with? At first, you want to try this only with clients whose businesses you know well and with whom you have excellent relationships.

Your notes: Type in your notes here
8. Use your answers to the above questions to write a series of simple value statements you could use to pitch your clients on this idea. 
(For example, “After working with you for two years, I know that following up on trade show leads is a real hassle for you guys. What if I could help you follow up on all your trade show leads through a series of phone calls, emails and letters over a four-week period? And what if I could do it faster and more effectively, and free up your time to work only on hot leads? I know someone I could bring into this project who could give you those kinds of results. Is this something you’d be interested in exploring?”)

Your notes: Type in your notes here
9. Whom do you already know who could help you provide some of these complementary services? Who are you connected to via social media or networking groups who could recommend one or more service providers for you? Don’t discount friends or relatives who have specific skills and have the time and interest to help you! 

Your notes: Type in your notes here
10. What additional value would you bring to your clients through such an arrangement? In other words, based on the work you already do for them, what else would you bring to the table via this arrangement, outside of being a “talent broker”? 

Your notes: Type in your notes here
11. How do you feel about managing other service providers in order to deliver a more complete product to your client? Do you like managing and tracking the work of others? 

Your notes: Type in your notes here
12. What project management rate or fee would you be willing to tack onto the total project fee?

Your notes: Type in your notes here
13. What’s the maximum you could pay someone else to take on (or to help you with) these project components and still be able to mark up their fees and earn a healthy profit on their work?

Your notes: Type in your notes here
14. If you work in a field in which you need liability insurance, have you checked into your policy’s coverage and limitations with regard to bringing outside parties into a client engagement? What factors do you need to consider?

Your notes: Type in your notes here
Strategy #3: Sell Information to Clients

Self-Assessment Questions and Action Items:

1. With regard to the work you do as a freelancer, what techniques, strategies, processes or deliverables could you package into a how-to book, e-book, manual, video or multimedia course for clients and prospects who may want to do it themselves rather than hire an outside professional?

Your notes: Type in your notes here
2. What makes these techniques, strategies, processes or shortcuts better than others? How would they help your clients do their work faster or better?

Your notes: Type in your notes here
3. How could you use this information product to position yourself as the expert in your field?

Your notes: Type in your notes here
4. Who would be your target market? In some cases, it’s not the same audience you’re currently selling your services to—it may be another segment of the market that can’t afford to hire you as a freelancer or consultant, but needs the information you have to share.

Your notes: Type in your notes here
5. Is there a demand for this information? Is your target market continually asking you more about how you approach certain projects or how you go about delivering key services? 

Your notes: Type in your notes here
6. Better yet, is your target market hungry for this information? Is it viewed as “urgent” or “must have”? Or is it perceived more as “nice to have” information?

Your notes: Type in your notes here
7. Can you use this product as a “front end” to your business? In other words, can you use it as a means of attracting prospects who will probably end up hiring you anyway—especially after buying the product and seeing your level of expertise firsthand?

Your notes: Type in your notes here
8. What format would be best suited for this product and audience? Audio, video, text-only, multimedia?

Your notes: Type in your notes here
9. If text-only is the best option, will it be delivered digitally (PDF), or via a printed book, handbook or report? How would it be best received?

Your notes: Type in your notes here
10.  If a physical product would work best for your topic and audience, who will create, store and ship the product? (See ideas later in this document under “Publishing, Duplication and Fulfillment Services.”)

Your notes: Type in your notes here
11.  If it’s a digital product, how will you host and deliver the information? 

Your notes: Type in your notes here
12.  Is the target audience for this product different enough from your core freelance clients to justify having a separate website to promote and sell this product?

Your notes: Type in your notes here
13.  How will you accept and collect payments? If you’re new to selling products or information online, we strongly suggest starting out by opening up a simple PayPal or Google Checkout account. Both of these online payment services are easy to set up and very cost effective.

Your notes: Type in your notes here
14. How will you price your products? This is a tough one. 
However, keep in mind that most information product publishers undercharge
For their products. So when deciding on a price point, aim high ($100 – $500 is 

a Good range if you’re targeting businesses). After all, you’re giving away

much if your “secret sauce” here. Plus, you’re not going to live off this 

product. It’s simply another income stream and a great credibility builder. 

Your notes: Type in your notes here
Publishing, Duplication and Fulfillment Services:

· Speaker Fulfillment Services (www.speakerfulfillmentservices.com)
. These guys can produce and fulfill printed products, CDs, DVDs, binders, you name it. Well known, great service and solid reputation.

· Lulu.com (www.lulu.com). Probably the easiest and most cost-effective print-on-demand self-publishing solution in the market. They handle everything for you, including your storefront.

· Kunaki (www.kunaki.com). CD/DVD manufacturing, publishing, distributing, fulfilling and shipping. Very cost effective.
· FedEx Office (www.FedExOffice.com). More of a do-it-yourself option, but the excellent web interface, multiple cost-effective printing/binding options, and the ability to store your info product files under your account make it easy to enter your orders as they come in and have FedEx Office drop-ship them for you.

· Amazon.com’s CreateSpace (www.CreateSpace.com). CreateSpace, a member of the Amazon group of companies, provides a fast, easy and economical way to self-publish and make your content available to millions of potential customers on Amazon.com and other channels. Your products are produced as customers order, so you don’t have to make an up-front investment in inventory. Media formats supported through CreateSpace include books, DVDs, CDs, video downloads and Amazon MP3s.

Strategy #4: Offer Training Services to Your Existing Clients

Self-Assessment Questions and Action Items:

1. What strategies, techniques, formulas, frameworks or processes have you developed internally in your business to deliver your services? 

Your notes: Type in your notes here
2. Survey your current and past/dormant clients: Would they be interested in learning these strategies, formulas, frameworks or processes? Do they have training budgets? (Note: You don’t need more than one or two training clients to get started. However, this strategy will pay off only if you can repeat these courses several times a year. The break-even point is typically two or three classes.)

Your notes: Type in your notes here
3. Have you written articles or reports that could be expanded and repurposed into mini workshops or full-day training sessions? If so, which ones have the potential to be converted?

Your notes: Type in your notes here
4. Are you willing to sit down and “pull that information out of your head”? And can you organize and explain it in such a way that others can easily understand it? 

Your notes: Type in your notes here
5. Do some research. What are others charging for a day’s workshop? Half-day workshop?

Your notes: Type in your notes here
6. If you decide to offer training services, pilot the class with a good client first—someone you have a good relationship with who would be willing to be the guinea pig.

Your notes: Type in your notes here
7. How do you feel about public speaking? If you’re not entirely comfortable presenting or speaking in public, join your local Toastmasters—and practice.

Your notes: Type in your notes here
8. Could your training materials be repurposed into an information product (see Strategy #3)? This would enable you to offer training services to local clients who want the hands-on training, as well as valuable information to out-of-town clients and prospects who are willing to learn from a book, e-book, handbook or multimedia course.

Your notes: Type in your notes here
Strategy #5: Sell Information to Consumers

Self-Assessment Questions and Action Items:

1. What hobbies, passions or skills outside of your profession would others pay to learn more about? Which ones are you really passionate about?

Your notes: Type in your notes here
2. What strategies, techniques, formulas, frameworks or processes could you teach to other freelancers or consultants in your field—especially information that would help them increase their income, land better clients, save them time or lower their risk?

Your notes: Type in your notes here
3. Is the market you’re targeting well defined? Are others selling products and services to that market or segment already? Also, does the market have disposable income to spend on information and related products and services, or is this a market that expects everything for free?

Your notes: Type in your notes here
4. What unique twist or angle could you give your information to make it stand out? 

Your notes: Type in your notes here
5. If selling business information, does the target market have a pressing need or challenge in that area? In other words, is the topic of your information product considered “urgent”? Or is it viewed as “important but not urgent” or, worse, “just nice to have”?

Your notes: Type in your notes here
6. Are you an expert on a topic that tends to stir up emotions? For instance, topics such as increasing your income, parenting, fertility, politics, religion, love and relationships are loaded with emotion. Everything else being equal, it’s easier to market and sell products and services that are emotionally charged.

Your notes: Type in your notes here
7. How will you accept and collect payments? If you’re new to selling products or information online, we strongly suggest starting out by opening up a simple PayPal or Google Checkout account. Both of these online payment services are easy to set up and very cost effective.

Your notes: Type in your notes here
8. How much time and money are you willing to spend on creating and marketing this product? 

Your notes: Type in your notes here
9. Once you get started, how will you know whether you should stay the course? How will you know when it might be time to move on or try something different?

Your notes: Type in your notes here
Strategy #6: Start a Side Business Based on a Personal Passion or On an Urgent Need Not Being Met

Self-Assessment Questions and Action Items:

1. What hobbies, passions or skills outside of your profession could you potentially turn into a business? 

Your notes: Type in your notes here
2. Is the market you’re targeting well defined? Are others selling products and services to that market or segment already? Is the market spending money on related products and services? Or is this a market with low disposable income? 

Your notes: Type in your notes here
3. What unique twist or angle could you give your product or service to make it stand out? 

Your notes: Type in your notes here
4. How can you structure this business in a way that drastically limits your risk, initial capital, regulatory requirements, need to hire employees, and need to inventory and ship product? (Both Nick Usborne and Tom Nessen are great examples of this, so make sure to check out the audio portion of this program.) 

Your notes: Type in your notes here
5. Do you know the business and industry already—or do you know someone who knows it well, with whom you could potentially partner? If so, who could be some potential partners?

Your notes: Type in your notes here
6. What kind of time, effort and financial commitment would this venture require? Are you willing to make that level of investment? Is your family willing to support this effort?

Your notes: Type in your notes here
7. When can you dedicate time to launching and growing your business? Is this something you can do in the evenings and weekends at first?

Your notes: Type in your notes here
8. Could you enlist the help of your spouse and kids to help get it off the ground cost-effectively?

Your notes: Type in your notes here
9. Is the profitability and competitive advantage of this product or service sustainable? In other words, is it difficult for competitors to get into the market and steal market share from you? Or is it more of a passing fad that will quickly be commoditized and fade away? Why or why not?

Your notes: Type in your notes here
Strategy #7: Charge a Separate Consulting Fee for Services You May Be Currently Throwing In

Self-Assessment Questions and Action Items:

1. Take a closer look at the things you currently do for free as part of your projects and ask yourself, “Is this something I could charge a separate fee for?” 
Make sure to run through all the different services you provide and ask yourself this question.

Your notes: Type in your notes here
2. How can you package, position and even name this service (or services) in such a way that clients understand its full value and don’t see it as just an expensive add-on? (Listen to Ed’s example in the audio for ideas.)

Your notes: Type in your notes here
3. Spend some time looking at the websites of other successful freelancers and consultants. How are they positioning their services and their fees? Don’t just look in your industry—look at solo professionals in other fields. That’s where most of your good ideas will come from.

Your notes: Type in your notes here
4. Should you add a page to your website that better describes this stand-alone service, what it includes and what value the client can expect to receive?

Your notes: Type in your notes here
5. With this service now packaged as a stand-alone offering, which current, past and dormant clients should you approach and pitch? Would it make sense to create a direct mail, email or phone campaign to get the word out?

Your notes: Type in your notes here
6. If you have a master fee schedule you share with new or prospective clients, make sure to add these new offerings to that schedule. What fee range will you quote and charge?

Your notes: Type in your notes here
Strategy #8: Outsource Some of Your Non-Core Tasks

Self-Assessment Questions and Action Items:

1. Take a look at the services you provide today and break each one down into a sequential list of tasks you need to perform in order to complete it.

Your notes: Type in your notes here
2. Which of these individual tasks must you do yourself? (In other words, which are the tasks in which you add the most value to the project?)

Your notes: Type in your notes here
3. Look at the rest of the tasks on your list and ask yourself whether someone could do any of them cheaper, better or faster. (Don’t overlook tasks such as project management, coordination with others, etc.) If so, which ones?

Your notes: Type in your notes here
4. Make a list of colleagues you should contact to see whom they use for some of these tasks.

Your notes: Type in your notes here
5. Could a friend or family member take on some of these tasks for you? Maybe a stay-at-home mom, friend or someone else who wants to earn some extra money? List some potential people to approach.

Your notes: Type in your notes here
6. Don’t overlook opportunities to outsource personal chores. Which ones do you dislike? Which ones tend to soak up the most free time? Which ones can you add to your children’s chore list? Which ones can you outsource to a local or virtual company?

Your notes: Type in your notes here
7. Personal tasks to consider delegating to your kids or outsourcing to others. Circle the ones you want to start exploring or outsourcing right away. (This is just a list of ideas; start with the ones you dislike the most and take up a great deal of your free time.)

· Lawn maintenance

· House cleaning

· Car washing/detailing

· Tax preparation

· Bookkeeping

· Paying bills

· Research

· Travel reservations, researching trip options, etc.

· Personal errands (post office, buying office supplies and misc. items)

· Grocery shopping

· Cooking

· Laundry and ironing

· General household repairs and maintenance (hire a handyman)

· Pool maintenance

· Raking leaves

· Shoveling snow off your driveway

· Cleaning up after your pets in your backyard

· Organizing closets, garage, basement, etc. (hire a personal organizer)

Strategy #9: Go “Deeper” with Your Clients

Self-Assessment Questions and Action Items:

1. Think about your top two or three clients. What services are they currently buying from you? Are there other complementary services you offer that they could benefit from? 

Your notes: Type in your notes here
2. List your top three clients, and next to each, write down one service offering you’re going to talk to them about over the next two weeks. 

Your notes: Type in your notes here
3. List your top three clients again. Does your main contact in each of these organizations work with colleagues who could also potentially benefit from your services? If so, commit to a date by which you’ll approach each of those individuals about making introductions for you within his or her organization.

Your notes: Type in your notes here
4. What service offerings could you package as a recurring service? 

Your notes: Type in your notes here
5. How can you position these packages in a way that makes their value obvious to the client? How can you highlight the business value of hiring you to provide these services? How can you credibly tie your service to revenue improvements, cost reduction, increased customer loyalty, risk reduction or operational/efficiency improvement?

Your notes: Type in your notes here
6. Can you position your package in a way that keeps the prospect from having to hire an employee (even a part-time employee) for that function?

Your notes: Type in your notes here
7. Do some research. How do other service professionals (in your field and in other professions) position, message, market and price service packages? What do some appear to be doing right? What mistakes are some of them making?

Your notes: Type in your notes here
Websites Mentioned in the Audio Portion of the Program:

· www.Stelzner.com 

· www.bluedeerdesigns.com/e-book/
· www.travelonlinepartners.com
· www.sharingtravelexperiences.com
· www.camtasia.com 

· www.avoidfdaredflags.com 

· www.BoomBoomPercussion.com
· www.CoffeeDetective.com
· www.surveymonkey.com 

· www.DHcommunications.com
· www.MommyManagementInc.com 

Additional Notes:

Your notes: Type in your notes here
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